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HP  rides 
NewWave 
into  office 

Ties  interface  to  plans 
for  multivendor  world 


BY  JEAN  S.  BOZMAN 

CW  STAFF 


CUPERTINO,  Calif.  —  Hew¬ 
lett-Packard  Co.  handed  IS  pro¬ 
fessionals  the  keys  to  its  New 
Wave  graphical  interface  last 
week,  announcing  15  software 
packages  that  use  the  Windows- 
based  system  on  a  wide  array  of 
office  services  and  industry- 
standard  database  formats. 

New  Wave  Office,  the  suite  of 
integrated  products,  extends 
software  services  typically  found 
on  HP  3000  minicomputers  to 
industry-standard  operating  sys¬ 
tems:  Unix,  MS-DOS  and  OS/2. 

Among  these  services  are 
electronic  mail,  shared  data  re¬ 
sources  and  access  to  remote 
databases,  including  IBM’s  DB2. 

Hopes  are  high 

There  are  few  early  New  Wave 
Office  sites  outside  HP,  but  some 
customers  who  have  recently 
signed  on  to  the  interface  have 
high  hopes  for  the  system. 

At  Houghton  Mifflin  Co.,  a 
Boston-based  publishing  firm, 
New  Wave  Office  could  extend 
existing  HP  3000  downlinking 
capabilities,  said  Edward  Collins, 
manager  of  planning  and  techni¬ 
cal  consulting. 

“Our  HP  3000  provides  an 
SNA  gateway  to  our  IBM 
Continued  on  page  6 


Merger-weary  users  turn  wary 


BYAMYCORTESE 

CW  STAFF 


The  software  industry  has  been 
caught  up  in  its  own  version  of 
“Let’s  Make  a  Deal’’  that  shows 
no  signs  of  abating,  leaving 
customers  wondering  whether 
smaller  firms  —  traditionally 
the  lifeblood  of  the  software  in¬ 
dustry  —  can  play  in  a  game 
where  the  stakes  have  been 
raised. 

The  proposed  merger  of 
Management  Science  America, 
Inc.  and  McCormack  &  Dodge 
Corp.  is  the  latest  and  most  dra¬ 
matic  example  of  a  market  that  is 
in  the  throes  of  consolidation. 

While  a  powerful  suitor  can 
provide  the  research  and  devel¬ 
opment  capital  that  small  soft¬ 
ware  companies  need  to  survive, 
customers  see  consolidation  as  a 
double-edged  sword. 

“On  the  positive  side,  it 
strengthens  the  financial  re¬ 
sources  behind  companies,”  said 
James  Matsey,  corporate  direc¬ 
tor  of  information  systems  at 
Reynolds  Metal  Corp.  But  con¬ 
solidation  inevitably  results  in 
higher  prices  for  the  end  user  as 


companies  raise  prices  to  help 
pay  for  the  costs  of  the  acquisi¬ 
tion,  Matsey  added. 

“I’m  concerned  about  less 
competition  in  the  software  mar¬ 
ketplace,”  said  Richard  Lester, 
vice-president  of  corporate  de¬ 
velopment  at  Associated  Gro¬ 
cers,  Inc.  in  Seattle.  “If  this 
keeps  up,  there  aren’t  going  to 
be  a  lot  of  choices  left. 

“CA  has  already  cornered 
the  market  in  some  areas  of 
systems  software.  I  am  dramati¬ 
cally  concerned  about  this,” 
Lester  noted. 


“Right  now,  we  are  going 
through  a  time  where  little  com¬ 
panies  will  not  survive;  they  will 
have  to  join,”  said  Melvin  Boyer, 
director  of  data  processing  at 
Louisiana  Pacific  Corp. 

Typically,  users  are  not  as 
concerned  about  fewer  choices 
in  features  and  fimctionality 
from  competing  packages  as 
they  are  about  the  prospect  of  in¬ 
creased  prices. 

Most  of  those  contacted  last 
week  agreed  that  cross-industry 
applications  such  as  accounting 
Continued  on  page  141 


Drawn  and  quartered 

The  merger  of  MSA  and  McCormack  &  Dodge  will  lock  up  roughly  one- 
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EDS  cuts  diamond  out  of  the 
rough  and  tumble  of  GM  nets 


BY  ELISABETH  HORWITT 

CW  STAFF 

DETROIT  —  Hoping  to  simplify 
its  role  as  systems  integrator  for 
General  Motors  Corp.,  Electron¬ 
ic  Data  Systems  Corp.  is 


in  the  prototype  phase  of 
a  strategy  that  will  migrate 
all  the  systems  at  its  parent  com¬ 
pany  to  two  internal  networking 
standards:  Open  Systems  Inter¬ 
connect  and  IBM’s  Systems 
Network  Architecture. 


Justice  aims  database  at  gun  sales 


BY  MITCH  BETTS 

CW  STAFF 


WASHINGTON,  D.C.  —  The 
U.S.  Department  of  Justice  has 
decided  to  build  a  complete 
computerized  database  that 
lists  convicted  felons  so  that 


SSV13aN0D3S 


local  firearms  dealers  through¬ 
out  the  country  will  be  able  to 
check  out  the  criminal  histories 
of  gun  buyers  at  the  point  of  sale. 

However,  as  At¬ 
torney  General 
Richard  L.  Thorn¬ 
burgh  put  it  in  a  let¬ 
ter  to  Congress  late  ^ 
last  month,  the  data¬ 
base  “cannot  be  cre¬ 
ated  overnight.” 

First,  the  Federal 
Bureau  of  Investiga¬ 
tion  and  state  authorities  will 
have  to  fully  automate  and  stan¬ 
dardize  their  criminal-history 
records  and  make  the  data  much 


more  accurate  and  complete. 

Thornburgh  said  the  FBI  will 
be  in  charge  of  building  an  inte¬ 
grated  database  of  convicted 
felons  and  establish¬ 
ing  standards  that 
states  will  be  able  to 
follow  when  report¬ 
ing  data.  The  Justice 
Department  will 
dole  out  $27  million 
in  grants  during  the 
next  three  years  to 
help  states  comply 
with  the  FBI  data  standards. 

A  federal  task  force  reported 
that  there  is  a  mixture  of 
Continued  on  page  141 


The  advantages  of  such  a  mi¬ 
gration  were  made  abundantly 
clear  during  a  multiyear  EDS 
project  to  link  some  70,000  elec¬ 
tronic  mail  users  and  16  different 
E-mail  systems  at  GM. 

Dubbed  Diamondnet  because 
of  its  multifaceted  ability  to 
translate  disparate  protocols, 
the  project  began  in  1984  “when 
GM  wanted  to  use  E-mail  instead 
of  an  overnight  pouch  that  took 
four  days,”  according  to  Michael 
Flynn,  division  manager  of  spe¬ 
cial  program  support. 

The  system  became  function¬ 
al  in  late  1986  and  now  connects 
up  to  12  types  of  E-mail  systems. 
EDS  did  not  find  it  necessary  to 
link  all  GM  users  and  systems, 
connecting  only  those  groups 
that  needed  to  communicate,  ac¬ 
cording  to  Peter  Kugel,  account 
manager  for  technical  services 
product  support. 

“We  would  have  liked  to  get  it 
down  to  one  [E-mail]  system,  but 
different  mail  systems  satisfy  dif¬ 
ferent  needs  in  [GM’s]  global, 
complex  organization,”  Flynn 
said. 

EDS  came  up  with  Diamond- 
net,  a  shell  for  providing  trans¬ 
lation  between  whatever  elec¬ 
tronic  mail  systems  need  to 
Continued  on  paged 
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UPDATE 


he  bit  is  mightier 
than  the  sword.  In  a 
recent  address, 
former  Secretary  of  State 
George  Shultz  argued  that  the 
revolution  in  information  tech¬ 
nology  is  reshaping  the  sover¬ 
eignty  of  nations,  causing  nation¬ 
al  boundaries  to  blur.  “Borders 
are  becoming  porous,  almost  ir¬ 
relevant,  in  more  and  more  ar¬ 
eas  of  sovereign  importance: 
money,  ideas,  information,  mis¬ 
siles,”  he  said.  The  kind  of  con¬ 
federation  of  states  defined  by 
the  U.S.  is  now  applicable  world¬ 
wide  because  of  technology. 

And  some  people  still  think  infor¬ 
mation  systems  just  processes 
the  payroll  and  pumps  out  re¬ 
ports. 


Talk  simple 
to  me:  work¬ 
ing  with 
experts. 
Page  103. 


A  fully  automated  warehouse  is 
part  of  a  new  look  for  IS  at  He¬ 
lene  Curtis  Industries.  Page  71. 


EXECUTIVE  BRIEFING 

■  Despite  notable  exceptions  such  as 
Kendall  Co.,  Fortune  500  firms  will  retain 
strong  centralized  information  systems  con¬ 
trol,  according  to  forthcoming  Index  Group 
survey  results.  A  solid  82%  of  surveyed  IS 
executives  in  the  U.S.  are  confident  that 
their  firms  will  continue  centralized  IS  over¬ 
sight  throughout  the  1990s.  The  company 
may  be  highly  decentralized,  but  corporate 
IS  has  the  final  say  on  issues  such  as  technol¬ 
ogy  standards  and  volume  purchase  agree¬ 
ments.  Page  14. 

■  Global  networking  strategies  take 
center  stage  at  three  corporate  giants.  At 
General  Motors,  EDS  will  attempt  to  stan¬ 
dardize  all  of  its  parent’s  far-flung  networks 
on  OSI  and  IBM’s  SNA.  Page  1.  General 
Electric’s  private  international  voice,  data 
and  video  network  is  up  and  running,  with 
bandwidth  provided  by  carriers  in  the  U.S., 
UK  and  France.  Page  6.  Aetna  Life  &  Casu¬ 
alty  became  one  of  the  largest  organizations 
to  take  the  Tariff  12  plunge,  inking  a  three- 
year  deal  for  AT&T  to  manage  its  inbound 
voice  transmission  services.  MCI  remains 
the  carrier  for  Aetna’s  outbound  voice  traf¬ 
fic.  Page  56. 


■  High-level  executive 
computing  is  far  from  com¬ 
monplace,  but  some  functions 
are  catching  on  in  the  comer 
office.  Electronic  mail  is  the 
most  popular,  but  many  exec¬ 
utives  are  clipping  into  corpo¬ 
rate  databases  to  find  new 
business  insights  and  emerg¬ 
ing  trends.  Failure  of  execu¬ 
tive  support  systems  usually 
results  from  poor  require¬ 
ment  definition  and  poor  esti¬ 
mation  of  necessary  develop¬ 
ment  resources.  Page  79. 

■  Understanding  your 
business  is  only  the  begin¬ 
ning.  The  successful  IS  exec¬ 
utives  of  the  1990s  will  be 
leaders  who  are  able  to  in¬ 
spire  change  within  their 
companies,  with  information 
technology  as  the  enabler. 
Page  75. 

■  Bigger  is  not  necessar¬ 
ily  better  in  the  software  in¬ 
dustry,  many  customers  be¬ 
lieve.  Many  IS  executives  are 
concerned  about  fewer 
choices,  less  vendor  creativ¬ 
ity  and  higher  prices  in  the 
wake  of  MSA/McCormack  & 
Dodge,  Computer  Asso- 
ciates/Cullinet  and  other  re¬ 
cent  consolidations.  Page  1. 
Former  MSA  and  M&D  exec¬ 
utives  say  they  believe  that 
the  two  arch-rivals  can  over¬ 
come  their  contentious  past 
but  expect  major  staff  and 
product-line  consolidations 
for  the  merger  to  succeed. 
Page  141. 


■  DEC  moved  to  reduce 
conflicts  with  its  third-party 
resellers  over  sales  commis¬ 
sions,  which  should  result  in 
better  prices  and  services  for 
DEC  customers.  A  top  DEC 
executive  admitted  that  the 
No.  2  vendor  has  erred  in  bit¬ 
ing  the  hand  that  feeds  it. 
Page  10. 

■  Users  writing  their  own 
network  management  sys¬ 
tems  may  be  wasting  time, 
says  the  founder  of  3Com.  An 
interview  with  outspoken 
Robert  Metcalfe  touches  on 
product  hype,  networking 
standards  and  “the  morass  of 
OSI.”  Page  53. 

■  On-site  this  week:  Re¬ 
dundancy  and  flexibility  are 
the  gospel  at  Visa  USA, 
where  100%  uptime  is  critical 
for  credit  authorization  trans¬ 
actions.  Duplicate  main¬ 
frames,  network  gateways, 
terminals,  power  supplies  and 
data  centers  help  keep  Visa 
humming  through  earth¬ 
quakes  and  Christmas  shop¬ 
ping  seasons.  Page  23. 
While  Visa  accounts  load  up 
with  money-spenders,  the 
U.S.  Customs  Service  is 
keeping  a  sharp  eye  peeled 
for  money-launderers  —  with 
help  from  an  Apollo  worksta¬ 
tion-based  expert  system. 
The  Customs  Artificial  Intelli¬ 
gence  System  uses  a  series  of 
rules  to  emulate  investigators 
and  spot  suspicious  transac¬ 
tion  activity.  Page  39. 
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SYNCSORT  PRESENTS 
3  NEW  WAYS  TO  A/IAKE 
SHORT  WORK  OF  LONG  |OBS. 
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ll^flobs  that  way  is  because  of 
iif  sorting.  In  fact,  sorting  may  be 
using  up  to  35%  of  your  resourc^.^ 

We  think  that's  too  much.  Inefficient  sorting  . 
costs  you  more  than  time.  It  costs  you  money.  And 
pfenty  of  it.  Many  of  the  resources  you  presently 
devote  to  sorting  could  be  freed  up  for  profitable 
'  new  applications  or  improved  response  time.  Costly 
hardware  upgrades  could  tie  delayed  or  avoided, 

INTRODUCING  3  NEW  RESOURCE 
^  SAVING  SORT  PRODUCTS 

r  Each  designed  to  cut  sorts  down  to  size,  and 
increase  the  productivity  of  your  entire  data 
processing  operation. 

,  ,  SyncSort/ COBOL  Accelerator.  Cuts  your  COBOL 

sort  time  up  to ’75%  vyithout  changing  your  COBOL 
:  programs, 

PROC  SYNCSORT.  This  SAS®  sort  accelerator  will 
,  pay  for  itself  in  months.  In  fact,  PROC  SYNCSORT 
wilt  reduce  your  elapsed  sort  time  up  to  66%. 


Oniine-SyncSort.  Only  Online-SyncSort  lets  you 
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use  pre-defined  record  layouts,  eliminates  syntax 
errors,  automatically  optimizes  the  use  of  system 
resources,  and  provides  unmatched  output 
capabilities.  The  impact  on  programming  time  and 
system  resources  is  substantial. 

FREE  NO-RISK  TRIAL 

Each  product  comes  with  a  free  trial  period.  See 
for  yourself  just  how  much  time,  and  money, 
SyncSort  wilt  save  you. 

To  arrange  for  your  free  trial,  call  us  today.  With 
SyncSort,  you'll  make  short  work  of  all  your  jobs. 

svncsort 

\NCM  mmmmmmmmm 

50  Tice  Boulevard,  Woodcliff  Lake,  NJ  07675 

800-535-3355 
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IBM’s  Unix  plan  goingto  RIOS 


BYAMYCORTESE 

CW  STAFF 


While  IBM’s  next-generation  re¬ 
duced  instruction  set  computing 
(RISC)  systems  remain  liidden 
behind  closed  doors,  industry  ob¬ 
servers  said  it  is  clear  that  this 
time  IBM  is  launching  a  serious 
Unix  offensive. 

The  successors  to  the  slow- 
selling  RT  workstations  will  rep¬ 
resent  a  leap  in  sophistication 
from  current  Unix-based  work¬ 
stations,  according  to  industry 
observers. 

IBM  has  indeed  made  a  major 
effort  to  ensure  that  the  soft¬ 
ware  is  available  when  the  new 
systems  debut.  “They  want  to 
make  a  big  splash  with  this,”  said 
Rick  Martin,  an  IBM  watcher 
with  Prudential-Bache  Securi¬ 
ties,  Inc. 

IBM  has  lined  up  literally  hun¬ 
dreds  of  software  developers  to 
provide  ATX  applications,  by 
some  estimates.  Moreover,  ob¬ 
servers  said  that  IBM  is  essen¬ 
tially  subsidizing  the  develop¬ 
ment  and  porting  work  of 
software  vendors. 

According  to  Brian  Jeffery, 
managing  director  at  Interna¬ 
tional  Technology  Group  in  Los 
Altos,  Calif.,  IBM  has  shelled  out 
at  least  $300  million  to  develop¬ 
ers,  in  effect  “reversing  the  nor¬ 
mal  dynamics  of  the  software 
market.”  Other  analysts  have 
speculated  that  IBM  has  paid  as 
much  as  $5  million  to  a  develop¬ 
er  for  one  port. 

“When  it  comes  to  third-par¬ 
ty  software,  IBM  tends  to  subsi¬ 
dize,”  agreed  Martin,  a  former 


IBM  product  manager.  These 
subsidies  can  take  the  form  of 
free  equipment,  loans,  prepaid 
royalties  and,  as  witnessed  over 
the  past  year,  direct  investments 
in  software  firms. 

The  family  of  systems  is  ex¬ 
pected  to  be  based  on  an  expand¬ 
able  multiprocessor  architecture 
using  a  new  new  chip  design  and 
IBM’s  Micro  Channel  Architec¬ 
ture  bus  design. 

The  multiprocessor  configu¬ 
ration  will  allow  overall  perfor¬ 
mance  rates  of  as  much  as  100 
million  instructions  per  second 
and  “the  potential  to  go  way  be¬ 
yond,”  Jeffery  predicted. 

Jeffery  said  IBM  will  also  in¬ 
troduce  a  DB2-like  relational  da¬ 
tabase  management  system, 
LU6.2  cooperative  processing 
capability  and  compact  disc/ 
read-only  memory  storage. 

The  systems,  dubbed  RIOS 
by  analysts,  will  run  a  new  ver¬ 
sion  of  IBM’s  AIX  Unix-based 
operating  system  that  is  opti¬ 
mized  for  the  architecture,  ob¬ 
servers  said. 

That  optimization  might  have 
been  a  factor  in  the  Open  Soft¬ 
ware  Foundation’s  (OSF)  deci¬ 
sion  to  turn  to  the  Mach  kernel 
provided  by  Camegie-Mellon 
University  as  a  replacement  for 
some  AIX  code  that  IBM,  an 
OSF  member,  had  agreed  to  pro¬ 
vide  for  the  group’s  version  of 
Unix. 

Sources  close  to  OSF  con¬ 
firmed  that  AIX  was  tuned  to  an 
IBM  architecture  and  was  not  as 
portable  as  had  been  expected. 
In  particular,  AIX’s  virtual  mem¬ 
ory  manager  hindered  portabil¬ 


ity,  a  source  said.  AIX  also  fell 
short  of  some  original  expecta¬ 
tions,  such  as  its  on-line  transac¬ 
tion  processor  functionality. 

“The  AIX  kernel  has  the 
same  problem  AT&T  had”  with 
tuning  its  Unix  System  V  for  Sun 
Microsystems,  Inc.’s  Scalable 
Processor  Architecture,  Martin 
said.  “Just  as  OSF  was  unhappy 
with  AT&T,  they  were  probably 


cessful,  particularly  with  com¬ 
mercial  applications,  in  which 
IBM  has  unrivaled  draw. 

IBM  has  indicated  that  the 
new  systems  may  debut  in  the 
first  quarter;  observers  and 
sources  close  to  IBM  have  vari¬ 
ously  pegged  the  date  for  as  ear¬ 
ly  as  the  first  week  of  January  to 
mid-February.  IBM  staffers  in 
the  RIOS  project’s  Austin,  Tex¬ 
as,  headquarters  are  working 
around  the  clock  and  shooting 
for  a  January  announcement,  ac- 


High-RISC  stakes 

Personal  workstations  —  RISC  systems  at  PC  prices  —  are  projected  to 
increase  market  share  from  low  levels  in  1988  to  challenge  Intel-based  PCs 

Worldwide  shipments  of  U.S.-based  vendors  (in  thousands) 

■■  1988  ■■  1993* 


Intel 


1,027 

1,170| 

Motorola 


j  296 

607 1 

RISC 


|7 


1,075 


Proprietary 


'Projected 


nr 


SOURCE;  INTERNATIONAL  DATA  CORP 


CW  CHART:  JOHN  YORK 


less  than  thrilled  with  AIX.” 

AIX  presents  a  dual  problem 
for  OSF,  Martin  said,  because 
while  it  is  optimized  for  a  specific 
architecture,  at  the  same  time 
its  performance  is  suboptimized 
because  it  must  scale  such  a 
broad  range  of  platforms,  from 
the  IBM  Personal  System/2  to 
the  3090  mainframe. 

Nonetheless,  many  believe 
IBM’s  Unix  family  will  be  suc- 


cording  to  one  source. 

In  the  face  of  IBM’s  charac¬ 
teristic  reticence,  there  has  been 
widespread  speculation  on  rea¬ 
sons  behind  the  delay  of  the 
RIOS  systems.  Explanations 
center  around  two  theories:  in¬ 
ternal  conflict  between  IBM’s 
Application  System/400  group 
and  the  RIOS  project,  or  IBM  is 
simply  holding  out  for  a  full  se¬ 
lection  of  third-party  software. 


FCC  gongs  Bell,  helps 
out  user  pocketbooks 


BY  MITCH  BETTS 

CW  STAFF 


WASHINGTON,  D.C.  —  Users 
are  on  a  roll  at  the  new  Federal 
Communications  Commission 
(FCC).  Since  Alfred  C.  Sikes 
took  over  as  chairman,  the  FCC 
has  upheld  Tariff  12  and  last 
week  ordered  the  former  Bell 
operating  companies  (BOC)  to 
stop  inflating  the  price  of  pri¬ 
vate-line  services. 

The  FCC  ruled  that  so-called 
“strategic  pricing,”  loathed  by 
big  telecommunications  services 
users,  is  no  longer  justified  and 
private-line  rates  should  be 
based  on  costs.  Furthermore, 
the  commission  ordered  refunds 
of  as  much  as  $7  5  million  for  past 
abuses  of  its  strategic  pricing 
guidelines. 

With  strategic  pricing,  local 
carriers  raised  the  price  of  high- 
capacity  private  lines  to  discour¬ 
age  big  users  from  bypassing  the 
local  telephone  network. 


Brian  R.  Moir,  counsel  to  the 
International  Communications 
Association  (ICA),  said  the  FCC 
agreed  with  users  that  the  stra¬ 
tegic  pricing  tariffs  “were  ob¬ 
scenely  high.”  He  also  praised 
the  FCC  for  embracing  a  concept 
long  favored  by 
users  —  cost- 
based  pricing. 

“That  was  re¬ 
freshing  and  was 
long  overdue,” 

Moir  said. 

“Chairman 
Sikes  and  his 
team  view  all  pub¬ 
lic  policy  issues 
from  the  point  of  FCC’s  Sikes 
view  of  user  ers’corner 
benefits,”  com¬ 
mented  FCC-watcher  Alan 
Pearce,  president  of  Information 
Age  Economics,  Inc.  in  Bethes- 
da,  Md.  “He  is  a  friend  of  the 
user  community,”  Pearce  said. 

In  October,  users  hailed  the 
FCC  decision  in  favor  of  AT&T’s 


Tariff  12  for  custom  private  net¬ 
works,  which  has  created  fierce 
competition  among  the  three 
major  long-distance  carriers  for 
user  business  [CW,  Nov.  13]. 

As  a  practical  matter,  the 
FCC’s  decision  on  strategic  pric¬ 
ing  was  a  reversal  from  previous 
policy,  which  gave  the  BOCs  the 
flexibility  to  base  private-line 
rates  on  noncost  factors  such  as 
bypass  [CW,  Oct.  17, 1988]. 

According  to  the  FCC,  some 
limited  instances  of  strategic 
pricing  were  jus¬ 
tified  from  1985 
to  1988,  but  that 
is  no  longer  the 
case.  Reductions 
in  the  common- 
carrier  line 
charge  for  busi¬ 
nesses  have  re¬ 
duced  the  incen¬ 
tive  for  large 
users  to  bypass 
the  local  tele¬ 
phone  network, 
the  FCC  reasoned. 

From  now  on,  an  FCC  state¬ 
ment  said,  the  commission  “ex¬ 
pects  local-exchange  carriers  to 
refrain  from  filing  strategically 
priced  rates.” 

The  justification  for  changing 


seen  tn  us- 


policy  was  designed  to  protect 
the  order  from  being  overturned 
in  court.  In  reality,  “the  biggest 
change  is  that  we  have  some  new 
blood”  at  the  FCC,  Moir  said. 

In  a  related  order,  the  FCC  di¬ 
rected  some  BOCs  to  refund 
amounts,  which  exceeded  a  set 
of  cost  guidelines  that  the  FCC 
established  for  strategic  pricing 
in  1988. 

The  exact  amount  of  the  re¬ 
funds,  which  will  go  to  long-dis¬ 
tance  carriers  and  large  business 
users  of  private  lines,  will  be  de¬ 
termined  after  the  BOCs  file  de¬ 
tailed  reports  in  late  January  of 
next  year. 

The  BOCs  making  refunds  in¬ 
clude  units  of  Ameritech,  Bell 
Atlantic  Corp.,  BellSouth  Corp., 
Pacific  Telesis  Group,  South¬ 
western  Bell  Corp.  and  US  West, 
Inc.  Moir  noted  that  ordering  re¬ 
funds  is  a  very  rare  event  at  the 
FCC. 

The  FCC’s  investigation  of 
strategic  pricing  had  languished 
for  three  years  until  the  ICA  filed 
suit  to  force  its  resolution  and 
lobbied  for  legislation  setting 
deadlines  on  tariff  investigations 
[CW,  Aug.  15, 1988].  “The  pre¬ 
vious  commission  refused  to  deal 
with  this  issue,”  Moir  said. 
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In  1978,  IBM  drafted  the  specification 
for  a  new  relational  database  technology 
called  Structured  Query  Language,  or 
SQL.  Then,  in  1979,  two  years  before  IBM 
delivered  SQL/DS,  Oracle  Corporation 
delivered  the  first  commercial  implemen¬ 
tation  of  SQL  and  has  since  become  the 
largest  database  company  in  the  world. 

In  1988,  IBM  again  produced  a  blueprint 
for  the  future  of  heterogeneous  comput¬ 
ing:  Systems  Application  Architecture,  or 
SAA.  Oracle  more  than  endorses  this  inno¬ 
vative  vision.  Oracle  is  delivering  it.  Today. 

IBM’s  goals  for  SAA:  “Applications  that 
can  be  ported  with  less  effort;  applica¬ 
tions  that  can  span  systems;  user  access  to 
these  applications  that  is  simpler  and 
more  uniform;  and  programming  skills 
that  have  broader  applicability.’” 

ORACLE  is  the  only  database  software 
that  runs  on  mainframes,  minicomputers 
and  PCs.  In  fact,  ORACLE  provides  data 
transparency  across  your  MVS,  VM,  VSE, 
and  OS/2  environments  in  addition 
to  over  80  other  platforms  and  operating 
systems.  Today. 


ORACLE  1989 

Always  a  step  ahead. 


More  than  just 
a  software  company 

Oracle  offers  more  than  just  software. 
We  offer  solutions.  No  other  database 
company  can  offer  a  full  suite  of  services 
including  systems  integration,  education, 
consulting  and  the  #1  customer  support^ 
in  the  industry.  Which  is  why  Oracle  has 
become  the  largest  database  company  in 
the  world.  ^ 

Just  as  SQL  was  the  future  of  data 
management  in  1978,  SAA  is  the  future  in 
1989.  Make  an  Oracle  seminar  part  of 
your  future,  today.  Call  1-800-345-DBMS 
to  reserve  your  seat  in  the  next  Oracle 
seminar  in  your  area:  So  you  won’t  be 
somebody  else’s  first  customer,  tomorrow. 


Copyright  ©  1989  by  Oracle  Corporation, 
Oracle  is  a  registered  trademark  of  Oracle 
Corporation.  IBM  is  a  registered  trademark 
of  IBM  Other  companies  mentioned  own 
numerous  registered  trademarks.  TRBA 
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Call  1-800-345-DBMS,  ext.  8139  today. 


20  Davis  Drive,  Belmont,  CA  94002  •  World  Headquarters 
(415)  598  8000  ■  DRACLE  Canada  (800)  668  8926  (except 
Quebec)  •  Quebec  (514)  633-9900  •  ORACLE  Systems 
Australia  61  2  959  5080  •  ORACLE  Europe  44  1  948  691 1  • 
ORACLE  Systems  Hong  Kong  852-5-266846 
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The  price  is  right  for  video  ISDN 


BY  ELLIS  BOOKER 

CW  STAFF 


CHICAGO  —  At  these  prices, 
maybe  it  will  be  video,  not  voice 
or  data  services,  that  makes  the 
Integrated  Services  Digital  Net¬ 
work  (ISDN)  a  commercial  win¬ 
ner. 

As  expected,  Andersen  Con¬ 
sulting,  Illinois  Bell 
and  AT&T  last  week 
demonstrated  the 
first  ISDN-based  in¬ 
ternational  video 
connection.  The  vi¬ 
deoconferencing 
link,  which  com¬ 
bined  two  ISDN  Ba¬ 
sic  Rate  Interface  (BRI)  lines 
into  a  112K  bit/sec.  video  chan¬ 
nel,  connected  Andersen’s  Chi¬ 
cago  world  headquarters  with  its 
Tokyo  office. 

Fencing  for  the  service,  which 
requires  ISDN  Centrex  from  Illi¬ 
nois  Bell  for  the  local  connection 
as  well  as  Switched  Digital  Inter¬ 


national  (SDI)  service  from 
AT&T  for  the  leg  between  Chi¬ 
cago  and  Tokyo,  works  out  as 
follows:  For  a  50-line  ISDN  sys¬ 
tem  from  Illinois  Bell  (the  Ameri- 
tech  ISDN  Centrex  Service  is, 
for  now,  only  sold  in  blocks  of  50 
lines),  the  videoconferencing  ap¬ 
plication  over  one  ISDN  line 
costs  $16.96  per  month  with  a 
$146.50  installation 
fee.  The  cost  of 
AT&T’s  SDI  ser¬ 
vice,  which  comes 
with  a  minimum  $95 
monthly  usage 
charge,  is  $3.95  for 
the  first  minute  and 
$2.50  for  each  addi¬ 
tional  minute. 

Lyle  Ginsburg,  a  partner  at 
Andersen  Consulting’s  telecom¬ 
munications  group  who  is  help¬ 
ing  to  set  up  the  firm’s  Asian  I^- 
cific  telecommunications  con¬ 
sulting  practice,  hopes  the  video 
link  proves  popular  and  cost-ef¬ 
fective. 


“I’m  supposed  to  average  a 
week  a  month  in  Tokyo,’’  said 
Ginsburg,  who  is  looking  for¬ 
ward  to  holding  some  meetings 
with  Japanese  colleagues  while 
staying  put  in  Chicago. 

Considering  that  a  round-trip 
airplane  ticket  to  Tokyo  costs 
approximately  $2,600  these 
days,  that  could  be  a  good  idea  all 
around. 

In  addition,  users  must  also 
pay  the  long-distance  and  local 
carriers  located  in  Japan  —  Ko- 
kusai  Denshin  Denwa  Co.  Ltd. 
(KDD)  and  Nippon  Telegraph 
and  Telephone  Corp.  (NTT),  re¬ 
spectively. 

NTT’s  initial  costs  include  an 
800-yen  contract  fee  plus  a 
72,000-yen  BRI  line  fee  and  a 
54,000-yen  monthly  business 
rate. 

KDD’s  international  ISDN 
rates  are  225  yen  for  the  first  30 
seconds,  45  yen  from  six  seconds 
up  to  one  minute  and  22  yen  per 
six  seconds  thereafter. 


New  Wave 

FROM  PAGE  1 

mainframe  that  could  be  used  in 
conjunction  with  New  Wave,’’ 
Collins  said.  “We’d  like  to  make 
mainframe  communications  eas¬ 
ier  for  casual  end  users,  and  we’d 
also  like  to  encapsulate  out  exist¬ 
ing  MS-DOS  applications  into 
the  New  Wave  interface.’’ 

New  Wave  Office  will  allow 
HP  3000  users  to  seamlessly  in¬ 
tegrate  applications  running  un¬ 
der  the  MS-DOS,  OS/2,  Unix 
and  proprietary  HP  MPE  oper¬ 
ating  systems. 

HP’s  plan  to  transform  stan¬ 
dard  minicomputers  into  serv¬ 
ers,  just  in  time  for  the  distribut¬ 
ed  data  architecture  of  the 
1990s,  was  praised  by  some  as 
inventive.  “I  think  HP  is  being 
very  clever  in  finding  a  way  to 
get  client-server  computing  out 
of  a  minicomputer,’’  said  George 
Colony,  president  of  Forrester 
Research,  Inc.  in  Cambridge, 
Mass.  “It  [the  minicomputer] 
may  not  be  as  elegant  as  a  mod¬ 
em  server,  but  the  user  is  get¬ 
ting  a  full  graphical  interface  and 
New  Wave’s  object-oriented 
data  management  system.” 

Other  users  will  be  able  to 
generate  similar  integrated  of¬ 
fice  systems  on  servers  that  nm 
Unix  or  OS/2,  as  well  as  local- 
area  networks  made  by  Novell, 
Inc.  or  3Com  Corp.,  according  to 
HP  executives. 

“New  Wave  Office  is  really  a 
tool  kit  for  the  MIS  manager  that 
can  harness  all  those  PCs  out  on 
people’s  desks  and  integrate 
them  with  the  operational  data¬ 
bases  on  which  a  company’s 
business  is  based,”  said  Doug 
Chance,  executive  vice-presi¬ 
dent  of  HP’s  Networked  Sys¬ 
tems  Sector. 

The  New  Wave  interface. 


based  on  Microsoft  Corp.’s  Wm- 
dows,  provides  a  way  to  “encap¬ 
sulate”  MS-DOS  applications, 
such  as  Lotus  Development 
Corp.’s  1-2-3  spreadsheet,  into 
its  icon-oriented  screen  format. 

New  Wave  Office  will  allow 
users  to  incorporate  data  gath¬ 
ered  from  the  corporate  net¬ 
work  into  a  Lotus  spreadsheet 
on  their  desktop  and  to  distrib¬ 
ute  the  new  report  to  co-work¬ 
ers  on  the  corporate  network. 

New  Wave’s  advantages, 
however,  will  have  to  be  bal¬ 
anced  by  new  responsibilities  for 


IS  in  a  distributed  data  network. 
Chance  said.  “MIS  will  have  to 
manage  New  Wave’s  client-serv¬ 
er  architecture,  and  that  will 
present  new  challenges,”  he 
said.  “They’ll  have  to  make  sure 
that  security  is  tight,  and  they’ll 
have  to  troubleshoot  trouble  on 
the  network.” 

HP  Chief  Executive  Officer 
John  A.  Young  said  that  New 
Wave  Office  would  save  users 
money  by  allowing  them  to  use 
their  older  IBM-compatible  PCs 
in  new  ways. 

New  Wave  Office  packages 
can  be  ordered  immediately  but 
will  not  be  available  for  shipment 
until  May  1990. 


Prices  for  New  Wave  Office 
systems  software  for  HP’s  MPE 
computers  range  from  $14,000 
to  $84,000,  while  system  soft¬ 
ware  prices  for  HP-UX  Unix  sys¬ 
tems  range  from  $14,000  to 
$65,000.  New  Wave  Office 
packages  for  IBM  OS/2  servers 
will  be  priced  separately. 

An  initial  offering  of  15  New 
Wave  applications  will  be  supple¬ 
mented  by  software  written  by 
65  third-party  firms,  including 
Adobe  Systems,  Inc.,  Micro- 
grafx,  Inc.  and  Samna  Corp. 

Analysts  said  New  Wave  Of¬ 


fice  compared  favorably  with 
IBM’s  Officevision  and  Digital 
Equipment  Corp.’s  All-In-1  inte¬ 
grated  office  packages,  because 
of  the  high  degree  of  open  stan¬ 
dards  compliance  in  New  Wave 
Office  and  lower  anticipated 
costs.  Still,  it  is  hard  to  compare 
the  products,  because  IBM’s  Of¬ 
ficevision  has  not  shipped  com¬ 
mercially  and  New  Wave  Office 
will  not  ship  until  mid-1990. 

Tom  WiUmott,  vice-president 
at  Aberdeen  Group  in  Boston, 
said  the  average  cost  per  user 
“seat”  is  expected  to  be  around 
$3,000  for  the  HP  package;  Offi- 
cevision’s  price  is  expected  to  be 
$10,000  peruser. 


Plan  for  all  seasons 

Hewlett-Packard  touts  its  New  Wave  Office  as  an  environment  for  multiple 
operating  system  platforms 


Integrated 

^e 

product 

Capabilities  available  in  1990 

Qient focus 

Server  platforms 

•HP  New 
Wave  Office 

MS-DOS, 
OS/2,  Unix 

Pmprietary  OS/2 

Unix 

•IBM 

Officevision 

OS/2 

Proprietary  OS/2 

— 

•DEC 

AD-In-l 

VMS 

Proprietary 

— 

SOURCE:  HEWLETT-PACKARD  CO.  CW  CHART 


GE  net:  On-line,  on  time 


BY  ELISABETH  HORWITT 

CW  STAFF 


FAIRFIELD,  Conn.  —  General 
Electric  Co.’s  global  private  net¬ 
work  went  on-line  last  Friday,  on 
schedule  and  exactly  six  months 
after  the  contract  was  signed. 
There  were  no  hitches,  accord¬ 
ing  to  Stanley  Welland,  the  com¬ 
pany’s  manager  of  corporate 
telecommunications. 

The  network,  which  will  pro¬ 
vide  GE  with  a  global  seven-^git 
dialing  system  for  voice,  data  and 
video  services,  represents  a 
“real  team  effort”  between  the 
manufacturer  and  its  three  net¬ 
work  providers:  AT&T,  France 
Telecom  and  British  Telecom. 

One  unique  aspect  of  the  proj¬ 
ect  from  GE’s  point  of  view  was 


the  company’s  dependence  on 
support  from  other  vendors 
overseas,  “since  there  is  no  ex¬ 
tension  of  our  organization  in  Eu¬ 
rope,”  Welland  said.  GE  man¬ 
ages  the  international  network, 
along  with  its  domestic  network, 
from  a  central  network  control 
center  in  Princeton,  N.J.,  but 
must  depend  on  the  carriers  to 
keep  the  overseas  portion  of  the 
network  running  and  feed  back 
management  information,  Wel¬ 
land  said. 

This  initial  phase  of  the  net¬ 
work  connects  GE’s  U.S.  offices 
with  sites  in  France,  the  UK  and 
the  Netherlands.  The  company 
plans  to  connect  its  offices  in  the 
Far  East,  Australia,  the  Middle 
East  and  South  America  in  the 
early  1990s. 


AT&T’s  digital  service  will 
pick  up  its  connection  pace 


BY  ELLIS  BOOKER 

CW  STAFF 


AT&T’s  Switched  Digital  Inter¬ 
national  (SDD  service  will  soon 
run  a  little  quicker,  increasing 
from  its  current  56K  bit/sec. 
pace  to  64K  bit/sec..  Computer- 
world  has  learned. 

The  faster  rate,  due  at  the 
end  of  the  year,  will  bring 
AT&T’s  digital  service  in  line 
with  European  and  Japanese 
CCITT-compliant  networks  and 
will  position  AT&T  for  a  stan¬ 
dard,  international  Integrated 
Services  Digital  Network 
(ISDN)  service. 

According  to  AT&T  sources, 
the  service  will  likely  begin  in  the 
UK  and  Japan.  SDI  is  currently 
available  in  the  UK,  Japan, 
France  and  Jamaica.  Users  will 
still  be  able  to  use  SDI  for  56K 
bit/sec.  traffic,  AT&T  said. 

For  users,  the  added  speed 
could  simplify  the  job  of  connect¬ 
ing  U.S.  and  foreign  networks 
using  switched  services. 

“The  real  advantage  is  to  in¬ 
ternational  customers  in  coun¬ 
tries  with  embedded  64K  bit/ 
sec.  networks,”  said  Nancy  Bu- 
kovina,  manager  of  SDI  services. 
She  said  customers  will  be  able 
replicate  transmission  gear  on 
each  side  of  the  SDI  link  and  do 
away  with  the  rate  adapters  they 
now  require. 

Not  only  is  64K  bit/sec.  a 
common  international  speed,  it 
is  the  designated  rate  of  a  single 
channel  on  an  ISDN  line.  Each 
ISDN  Basic  Rate  Interface  (BRI) 
line  contains  two  64K  bit/sec. 
channels  and  one  16K  bit/sec. 
packet  data  signaling  channel. 

“This  is  sort  of  a  step  toward 
ISDN,”  said  Steve  Sazegari,  a 
senior  industry  analyst  at  Data- 
quest,  Inc.  in  San  Jose,  Calif.  He 
noted,  however,  that  the 
switched  service  will  be  available 


only  to  users  with  private-line 
access  to  AT&T’s  local  point  of 
presence.  On  the  other  hand,  he 
said,  local  phone  companies  will 
increasingly  offer  ISDN  access 
services. 

Just  last  week,  Andersen 
Consulting  in  Chicago  estab¬ 
lished  a  video  teleconferencing 
link  with  its  Tokyo  offices  using 
ISDN  Centrex  service  from  Illi¬ 
nois  Bell  connected  to  AT&T’s 
SDI  (see  story  this  page). 

Flip  side 

“If  I  can  configure  a  network 
with  64K  bit/sec.  clear  channel, 
why  do  I  need  ISDN?”  asked 
Stanley  Welland,  manager  of 
corporate  telecommunications 
at  General  Electric  Co.  in  Fair- 
field,  Conn. 

While  Welland  said  he  under¬ 
stood  the  advantages  of  the  ser¬ 
vice,  including  its  compatibility 
with  local-area  networks  in  Eu¬ 
rope  and  Japan,  he  said  GE  does 
not  have  plans  to  use  dial-up  ac¬ 
cess  for  its  international  net¬ 
work. 

That  private-line  network, 
which  GE  turned  on  last  week, 
uses  AT&T,  France  Telecom 
and  British  Telecom  facilities 
and  will  eventually  connect  the 
UK,  France,  the  Netherlands, 
Spain,  West  Germany,  Italy  and 
Ireland. 

Pricing  details  for  the  higher 
speed  SDI  have  yet  to  be  an¬ 
nounced. 

MCI  Communications  Corp. 
does  not  currently  have  a  dial-up 
64K  bit/sec.  option,  although  a 
spokesman  for  the  carrier  said 
this  capability  is  planned  for 
sometime  next  year. 

U.S.  Sprint  Communications 
Co.  is  currently  implementing 
software  and  will  have  a 
56K/64K  bit/sec.  offering  in  the 
second  half  of  1990,  according  to 
the  company. 
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Unleash  the  potential 

OF  DB2  AND  SQL/DS. 


800-3S9-S5S9 

703-264-8000 


_  sysnMS 

sit  CENTER 

A  NEW  YORK  STOCK  EXCHANGE  COMPANY 


A  full  set  of  database  tools 


Our  DB2  software  products  (DB/SECURE,™ 
DB/AUDITOR,™  DB/REPORTER,™  and 
DB/OPTIMIZER™)  address 
urgent  needs  with  innovative, 
effective  solutions — 
streamlining  security,  simpli¬ 
fying  auditing,  speeding  report 
generation,  and  boosting  system 
performance.  All  while  eliminating  the 
errors  and  delays  associated  with  manual 
DB2  administration. 


In  the  world  of  SQL/DS,  our 
DB/REORGANIZER™  product  dra¬ 
matically  enhances  performance  and 
efficiency  in  a  fast-chai^ing  database 
environment.  Our  DB/EDITOR™ 
offers  exceptionally  convenient  full- 
function  table  editing.  And  our 
DB/REPORTER,™  with  its  out¬ 
standing  data  manipulation  and 
formatting  facilities,  makes  even 
complex  reports  a  relatively  simple  matter. 

So  why  wait?  Start  making  the  most  of  your 
environment— and  yourself.  Call  or 
write  today:  Systems  Center,  Inc.,  1800 
Alexander  Bell  Drive,  Reston, 
Virginia  22091. 


to  enhance  performance  and 
/  simplify  administration. 

Making  the  most  of  your  DBMS  is  a  lot  easier  with 
the  right  tools.  Now  there’s  a  full  set  available  from 
Systems  Center  for  two  of  today’s  most  popular  rela¬ 
tional  environments:  DB2  and  SQL/DS. 
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©Copyright  1989  Systems  Center.  Inc. 
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NEWS  SHORTS 

Novell  sets  sights  on  the  elite 

Novell,  Inc.  is  zeroing  in  on  the  Fortune  500.  Last  week,  the 
network  software  supplier  said  it  will  expand  and  realign  its  na¬ 
tional  sales  organization,  creating  a  new  arm  to  target  major 
accounts.  It  will  provide  pre-  and  post-sales  support  needed  by 
large  corporate  customers,  Novell  said.  There  are  now  three 
corporate  sales  groups:  major  user  market  support;  integrated 
software  sales;  and  national  distribution  and  retail. 


Sun  plans  gallium  arsenide  chip 

Sun  Microsystems,  Inc.  has  signed  an  agreement  that  will  re¬ 
sult  in  a  gallium  arsenide  implementation  of  Sun’s  Scalable  Pro¬ 
cessor  Architecture  (Sparc)  microprocessor  design.  Austin, 
Texas-based  Systems  &  Processes  Engineering  Corp.  will  de¬ 
velop  the  chip  from  the  compound,  which  is  considered  an  al¬ 
ternative  to  sihcon.  The  Sparc  chips  will  be  used  by  the  Nation¬ 
al  Aeronautics  and  Space  Administration  on  circuit  boards  for  a 
variety  of  aerospace  functions. 


Pentagon  upgrades  self-destruct 

A  study  of  eight  computer  system  upgrades  at  the  U.S.  Depart¬ 
ment  of  Defense  shows  that  they  were  roughly  $1  billion  over 
budget  and  often  three  to  seven  years  behind  schedule,  accord¬ 
ing  to  the  U.S.  House  Committee  on  CJovemment  Operations. 
The  committee’s  report  cited  “an  almost  total  lack  of  accuracy 
in  cost  estimates”  and  said  “schedule  slippage  is  a  way  of  life.” 


Kodak  cuts  jobs  in  imaging  group 

The  ongoing  corporate  restructuring  of  Eastman  Kodak  Co.  — 
part  of  an  overall  Kodak  game  plan  aimed  at  giving  the  compa¬ 
ny  a  $1  billion  cash  flow  for  the  coming  year  —  last  week 
caused  the  cutting  of  an  estimated  4,500  to  5,000  U.S.-based 
jobs  from  its  recently  reorganized  imaging  and  information 
units.  According  to  Kodak,  the  number  is  exclusive  of  work 
force  reductions  stemming  from  the  divestitures  that  are  also  a 
part  of  the  revamping  of  the  company  announced  in  August. 


Covia  looks  to  the  East 

Covia  last  week  added  Japan  Air  System  QAS)  to  its  Apollo 
travel  information  and  reservation  on-line  system.  The  inter¬ 
face  will  enable  the  10,000  travel  agent  locations  on  the  Apollo 
system  to  make  reservations  for  JAS  or  Japan’s  two  other  ma¬ 
jor  airlines,  Japan  Airlines  and  All  Nippon  Airways. 


Qukkmail  users  gain  gateway 

Personal  computers  running  CE  Software’s  Quickmail  elec¬ 
tronic  mail  software  may  get  more  chatty  when  an  X.400  mes¬ 
saging  system  gateway  supporting  it  rolls  out  sometime  next 
year.  Under  an  agreement  recently  announced  by  the  software 
vendor  and  Touch  Communications,  Inc.,  Touch  will  develop 
and  market  the  gateway.  According  to  Touch,  the  gateway  will 
provide  a  way  for  Apple  Computer,  Inc.  Macintosh  users,  a 
large  Quickmail  market,  to  become  integrated  into  corporate 
messaging  schemes. 


Section  1 706  repeal  bill  introduced 

U.S.  Rep.  Richard  T.  Schulze  (R-Pa.)  has  introduced  a  bill  that 
would  repeal  Section  1706  of  the  Tax  Reform  Act  of  1986, 
which  redefined  the  tax  status  of  independent  contractors.  The 
bill  (H.R.  3741)  was  introduced  at  the  request  of  LJF  Enter¬ 
prises,  Inc.’s  Lou  Fanti,  an  independent  computer  consultant  in 
Westchester,  Pa.  The  bill  was  referred  to  the  House  Ways  and 
Means  Committee. 


Technology  agreement  inked 

Tandem  Computers,  Inc.  and  Nbcdorf  Computer  Corp.  last 
week  announced  a  cooperative  technology  agreement  under 
which  Tandem  will  supply  Nixdorf  with  Unix-based  fault-toler¬ 
ant  systems,  and  Nbcdorf  will  provide  Tandem  with  Unix  appli¬ 
cations. 


Texas  II.  works  to  overcome  IS  loss 


BY  CLINTON  WILDER 

CW  STAFF 


AUSTIN,  Texas  —  One  of  the 
nation’s  leading  information  sys¬ 
tems  management  graduate  pro¬ 
grams  last  week  named  a  new  di¬ 
rector  to  replace  its  founder, 
who  died  recently  at  the  age  of 
45. 

Darwin  Klingmcm,  director  of 
the  MBA/IS  management  con¬ 
centration  at  the  University  of 
Texas  College  of  Business  Ad¬ 
ministration,  died  Oct.  27  of  a 
brain  tumor. 

He  will  be  succeeded  by  An¬ 
drew  B.  Whinston,  a  professor  of 
IS,  economics  and  computer  sci¬ 
ence  who  joined  the  Texas  facul¬ 
ty  last  year  from  Purdue  Univer¬ 
sity. 

Klingman  pioneered  the  IS 
concentration  in  Texas’s  MBA 
program,  a  track  that  began  in 
1985  and  has  since  graduated 
some  75  students. 

Texas  was  one  of  13  universi¬ 
ties  to  receive  grants  from  IBM 
for  information  systems  studies 
in  1985  [CW,  July  8,  1985],  but 
was  the  only  one  to  create  a  sep¬ 


arate  track  within  its  MBA  pro¬ 
gram  with  separate  admission 
requirements. 

The  university’s  IS  program 
was  rated  eighth  in  the  U.S.  in 
Computerworld’s  recent  survey 
of  the  top  10  graduate  programs 
for  IS  studies  [CW,  Oct.  30]. 

“Darwin  took  the  program 
from  ground  zero  to  a  level  of 
really  getting  a  lot  of  national  at¬ 
tention,”  said  Robert  Sullivan, 
the  business  school’s  associate 
dean  for  research  and  academic 
affairs.  “He  wrote  the  original 
proposal  that  won  the  grant  from 
IBM,  then  he  implemented  the 
program  down  to  a  T.” 

Corporate  sponsors 

Klingman  helped  line  up  several 
corporate  partners  for  the  pro¬ 
gram,  including  IBM,  American 
Airlines,  Conoco,  Inc.  and  An¬ 
dersen  Consulting. 

Some  companies  offer  IS  in¬ 
ternships  for  students,  as  well  as 
financial  support  to  the  program. 

The  IS  concentration  has 
greatly  increased  the  awareness 
of  computer  technology  issues 
throughout  the  university’s  busi¬ 


ness  school,  which  grants  some 
400  MBAs  per  year,  according 
to  Sullivan. 

“Our  marketing  MBAs 
should  be  better  versed  than 
most  in  the  use  of  scanner  infor¬ 
mation  or  the  implications  of  a 
centralized  database,”  Sullivan 
said. 

Educating  for  the  future 

Among  the  highlights  of  the  IS 
concentration  is  Classroom 
2000,  a  futuristic  teaching  facili¬ 
ty  in  which  instruction  is  done 
exclusively  on  24  networked 
workstations.  The  university  is 
currently  replacing  the  original 
EBM  Personal  Computer 
AT/370S  with  Personal  Sys¬ 
tem/2  Model  70s. 

Klingman,  a  nationally  recog¬ 
nized  expert  on  network  optimi¬ 
zation,  taught  at  Texas  for  20 
years.  He  was  a  recipient  of  the 
university’s  outstanding  gradu¬ 
ate  teaching  award  and  other 
faculty  prizes. 

The  business  school  has  es¬ 
tablished  the  Darwin  Klingman 
Memorial  Scholarship  Fund  in 
his  honor. 


EDS 

FROM  PAGE  1 

communicate.  The  company 
plans  to  use  it  to  integrate  dispa¬ 
rate  E-mail  systems  for  other  cli¬ 
ents  in  addition  to  GM,  Kugel 
said.  Diamondnet  also  provides  a 
directory  of  E-mail  addresses 
and  bridging  to  public  services  so 
that  GM  users  can  exchange 
documents  with  business  part¬ 
ners  who  are  not  directly  linked 
to  the  auto  maker,  Flynn  said. 

While  Diamondnet  adequate¬ 
ly  solves  one  aspect  of  GM’s  in¬ 
compatibility  problems,  EDS  has 
determined  that  a  corporate¬ 


wide  migration  to  industry  stan¬ 
dards  represents  a  more  long¬ 
term,  efficient  solution  for  GM. 
An  early  phase  of  this  strategy, 
now  under  way,  is  to  make 
CCITT  X.400  the  common  for¬ 
mat  for  interconnecting  differ¬ 
ent  E-mail  systems  at  GM.  Dia- 
mondnet’s  translation  software 
will  still  be  needed,  at  least  for  a 
time,  to  connect  systems  that  do 
not  yet  comply  with  the  stan¬ 
dard. 

EDS  is  “not  just  sitting  on  the 
sideUnes  waiting  for  vendors  to 
answer  our  prayers”  by  migrat¬ 
ing  to  X.400,  Flynn  said.  “Some¬ 
times  we  say,  ‘If  you  don’t  con¬ 
form  [to  X.400],  we  won’t  do 
business  with  you.’  ” 

EDS  is  not  taking  that  kind  of 
hard  line  with  IBM,  even  though 
the  computer  vendor  has  yet  to 
announce  X.400  support  for  its 


Officevision.  A  huge  installed 
base  gives  IBM  an  almost  privi¬ 
leged  position  at  GM,  Kugel  said. 
“We  believe  Officevision  and 
Profs  will  stay:  They  are  a  big 
part  of  our  community.” 

EDS  is  currently  experiment¬ 
ing  with  prototypes  to  link  IBM’s 
“tower”  of  proprietary  proto¬ 
cols  with  the  comparable  OSI 
tower,  Flynn  said. 

The  systems  integrator  has 
taken  a  two-pronged  approach  to 
the  problem  of  standards  imple¬ 
mentation.  It  is  aggressively 
pushing  all  of  GM’s  computer 
vendors,  including  IBM,  to  speed 
up  their  migration  to  the  stan¬ 
dards.  IBM  has  admitted  the  im¬ 
portance  of  OSI  and 
promised  that  the  stan¬ 
dard  will  become  a  na¬ 
tive  part  of  its  system 
“but  won’t  say  when,” 
Flynn  said.  “GM  will 
have  two  standards  through  the 
1990s:  IBM  and  OSI.” 

The  second  prong  of  EDS’ 
strategy  involves  developing 
translators  along  the  lines  of 
Diamondnet,  one  that  is  stan- 
dards-based  and  covers  a  much 
wider  spectrum  of  communica¬ 
tions  functions.  A  pilot  system 
now  being  tested  allows  various 
systems  to  move  spreadsheets, 
text  and  graphics  in  revisable 
formats  out  of  a  proprietary  en¬ 
vironment  into  a  standard  appli¬ 
cations  environment,  Flynn  said. 

EDS  also  hopes  to  reduce  the 
number  of  proprietary  protocols 
used  at  GM  from  the  current 
count  of  13.  However,  the  com¬ 
pany  plans  to  preserve  other 
proprietary  systems  besides 
IBM’s,  which  provide  “the  best 
solution  for  a  given  problem”  at 
GM,  Flynn  said. 


IBM  eyes 
employee 
cost  cutting 

ARMONK,  N.Y.  —  Officials  at 
IBM  last  week  confirmed  re¬ 
ports  that  it  is  trying  to  reduce 
employee-related  costs  but  will 
stand  firmly  by  its  40-year-old 
policy  of  no  forced  layoffs. 

IBM’s  traditional  cutback 
strategies  of  early  retirement 
packages,  redeployment  and 
nonreplacement  of  exiting  em¬ 
ployees  are  likely  to  continue  in 
1990,  one  Wall  Street  analyst 
said.  The  company  refused  to 
speculate  on  such  moves. 

“All  you  have  to  do  is  look  at 
IBM’s  financials,”  said  Sanjiv 
Hingorani,  a  computer  industry 
analyst  at  Salomon  Brothers, 
Inc.  in  New  York.  “IBM’s  earn¬ 
ings  peaked  in  this  decade  at 
$10.77  per  share  in  1984,  and 
their  stock  is  at  its  lowest  level 
since  1985.” 

Hingorani  said  that  IBM  is  fi¬ 
nalizing  its  1990  budget,  and  any 
cost-cutting  action  the  company 
might  take  would  be  “pure  spec¬ 
ulation,  because  without  the 
budget  in  place,  the  company 
doesn’t  know  yet  exactly  what 
measures  will  be  necessary.” 

Hingorani  does  not  see  any 
basis  for  recent  Wall  Street  ru¬ 
mors  that  the  company  is  plan¬ 
ning  to  cut  its  387,000-person 
work  force  by  as  many  as  15,000 
jobs. 

However,  reports  of  such  a 
cutback  —  possibly  occurring 
this  week  —  persisted. 
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If  you  have  been  searching  for  a  software  company  that  can  provide  you  with  a  wide  range  of  software 
solutions,  backed  up  by  first-rate  support,  we  invite  you  to  join  the  over  6,500  MVS,  VSE  and  VM  users  who  have 
found  long-term  software  satisfaction  with  SEA.  Since  1982,  we  have  been  developing  products  based  on  your 
input  and  backing  these  products  with  support  you  can  count  on  7  days  a  week,  24  hours  a  day  The  results  have 
been  impressive  for  both  us  and  our  users.  With  products  licensed  at  one  out  of  every  three  mainframe  sites 
worldwide,  SEA  software  has  set  new  standards  for  efficiency  and  performance.  Our  over  6,500  licensed  users 
include  9  of  the  Fortune  10,  85%  of  the  Fortune  500  and  thousands  of  other  installations  of  all  sizes  and 
configurations.  An  equally  important  factor  in  measuring  our  success  is  our  high  level  of  user  satisfaction,  in  which 
we  take  great  pride. 


SEA  PRODUCT  GROUPS 


Operations  Automation  Group 

SEA  provides  a  complete  line  of  operations  automation  products 
covering  all  critical  areas.  We  are  the  only  company  that  provides 
such  a  complete  line  of  operations  automation  software,  backed  up 
by  first-rate  technical  support.  With  over  2,500  users  choosing  SEA 
as  their  single  source  for  operations  automation  software,  we  have 
assumed  a  position  of  leadership  in  the  field.  Many  users  tell  us  the 
reason  they  have  selected  our  products  is  superior  support,  as  well 
as  our  integrated  approach  to  long-term  product  development. 

ODDS  -  Master  Console  Management. 

$AVRS  -  Sysout,  Syslog  and  JCL  Management,  Viewing, 
Archival  and  Retrieval. 

TRMS  -  Report  Management  and  Distribution. 

CSAR  -  Automated  Job  Scheduling  MVS-VSE-VM. 

TRAMS  -  Data  Transmission  Management  Systeiji. 

QUICK  -  Data  Compression /Decompression  for  increased 
TRAN  data  transmission  between  mainframes  or 
mainframes  and  PC  networks. 

SYNTHETIC  -  Functionally  verifies  operating  system  and 
JOBSTREAM  hardware  changes  before  production 
implementation. 

KEYS  -  A  keyword  assisted  search  program  for  software 
and  hardware  inventory  management. 

Application  Deveiopment  Group 

SEA’S  application  development  products,  used  at  over  one  thousand 
locations,  help  increase  programmer  and  program  productivity.  They 
aid  in  application  development  for  CICS,  database  systems  and 
monitor  program  performance  and  operational  dependencies. 

PRO-2  -  Application  Development  MVS-VSE. 

PROFILE  -  Performance  Measurement  and  Analysis. 
OHF  -  Automate  Creation  of  CICS  Help  Screens. 


DASD /Data  Management  Group 

SEA’S  DASD /Data  management  tools  have  become  corporate 
standards,  used  in  one  out  of  every  five  MVS  data  centers  worldwide. 
Our  DASD  management  products  provide  dramatic  savings  under 
virtually  any  configuration  and  have  set  a  new  standard  for  efficiency 
and  high  performance. 

We  take  very  seriously  our  claim  of  being  able  to  significantly 
decrease  DASD  expenditures  in  any  MVS  configuration.  Our 
unique  approach  enables  us  to  guarantee  you  significant 
savings  in  both  short  and  long-term  DASD  cost.  Take  the 
opportunity  to  trial  our  products  with  no  obligation  and  we  will 
provide  you  with  the  same  guaranteed  results  achieved  by 
over  4,500  users,  regardless  of  your  installation’s  size  or 
configuration. 

PDSFAST  -  High  speed  DASD  Management, 

PDS  Management,  100%  lEBCOPY 
replacement. 

FASTGENR  -  High  speed  replacement  for  lEBGENER. 
PDSUPDTE  -  High  speed  global  JCL/ PDS  editor. 

PMF  -  Automatic  DASD  Storage  Management. 

VCF/L  -  ListC  replacement,  VSAM  tracking  and  reporting. 
VCF/M  -  Automated  VSAM  optimization  and  allocation. 


SEA  has  products  that  will  save  budget  dollars  and  increase  efficiency,  whatever  your  installation’s  size  or 
configuration.  No  other  software  company  even  comes  close  to  matching  our  combination  of  a  comprehensive 
line  of  high-quality  software  solutions,  backed  up  by  the  highest  levels  of  technical  support.  We  invite  you  to  join 
the  thousands  of  installations  who  have  found  long-term  software  satisfaction  with  SEA  products. 


For  further  information  regarding  any  of  the  above  caii  1-800-272-7322. 

SOFTWARE  ENGiNEERiNG  OF  AMERICA^ 

WORLD  HEADQUARTERS  •  2001  Marcus  Avenue,  Lake  Success,  New  York  11042 
Tel:  (516)  328-7000  1-800-272-7322  Telex:  6973556  Fax:  (516)  354-4015 


Products  Licensed  In  Over  40  Countries 


NEWS 


User  gains  likely  as  DEC  seeks  to  halt  turf  wars 


BY  MARYFRAN  JOHNSON 

CW  STAFF 


ORLANDO,  Fla.  —  In  a  move 
designed  to  cut  conflicts  within 
its  own  sales  channels,  Digital 
Equipment  Corp.  last  week  an¬ 
nounced  a  program  that  offers 
customers  greater  negotiating 


power  and  broader  choices  when 
buying  DEC  equipment. 

The  new  sales  program,  in¬ 
troduced  at  dec’s  1989  Com¬ 
plementary  Solutions  Organiza¬ 
tions  Executive  Seminar,  is  a 
share-the-wealth  deal  intended 
to  end  the  turf  wars  between 
dec’s  direct  sales  force  and 


third-party  vendors. 

The  cease-fire  should  mean 
“good  news  to  end  users,”  said 
Fred  Koehne,  president  of 
McLean,  Va.-based  PRC  Public 
Management  Services,  the  larg¬ 
est  vendor  of  criminal  justice  and 
emergency  dispatching  systems 
in  the  U.S.  and  Canada. 


“When  both  sales  reps  get 
100%  credit  [for  a  sale],  they’re 
not  working  against  each  other,” 
Koehne  explained.  “They’re 
working  for  the  customer  in¬ 
stead.” 

Whether  customers  buy  di¬ 
rectly  from  DEC  or  from  a  third- 
party  vendor,  under  the  new 


ADP’s  PC/Payroll  "'puts  time 
on  your  side  by  giving  your 
authorixed  personnel  direct 
access  to  your  payroll  data  right 
through  your  PC-instantlyi 

You’ll  never  have  to  wait  to  input 
changes  againi 

At  the  touch  of  o  key,  you  con  input, 
change,  retrieve,  validate  and  consoli¬ 
date.  Unlike  many  other  payroll  systems 
that  make  you  wait  a  full  payroll  period 
to  make  even  one  chonge,  PC/Payroll  is 
a  fully  integrated  system  which  lets  you 
make  as  many  changes  as  you  want  right 
on  the  spot. 

It's  easy  and  fast.  What’s  more,  you’ll 
not  only  save  time,  you’ll  also  increase 
accuracy  and  productivity  in  your  pay¬ 
roll  processing. 

For  instance,  PC/PayroH's  unique 
Report  Writer  feature  allows  you  to 
directly  produce  inquiry  reports  from 
information  stored  in  the  database— in 
minutes!  And  the  best  part  is,  once  you 
have  the  reports,  they  can  be  output  to 
the  screen,  printer  or  disk  file,  and  the 
formats  con  be  saved  and  modified  for 
future  use. 

And  since  change  and  growth  are 
part  of  every  company,  we  designed 
PC/Payroll  with  built-in  flexibility  to  grow 
and  change  with  your  needs. 

Let  ADP  make  you  a  winner  at  beating 
the  clock  by  giving  direct  access  to  your 
payroll  instontly.  For  more  information, 
calltodoy  1 800  225-5237,  ext.  223. 


1989  Auiomottc  Doto  Processing 
One  ADP  Boulevard,  Roselond,  NJ  0^68 


sales  plan,  the  credit  for  that  sale 
—  in  the  form  of  future  dis¬ 
counts  —  will  be  equally  shared 
by  both  companies.  Under  the 
old  system,  whoever  made  the  fi¬ 
nal  sale  got  all  the  credit. 

During  the  annual  meeting, 
DEC  officials  apologized  for  the 
second-class  treatment  of  their 
resellers  in  the  past.  An  estimat¬ 
ed  40%  of  dec’s  annual  sales 
come  through  third-party  chan¬ 
nels. 

“Did  we  bite  the  hand  that  fed 
us?  You  bet  your  life  we  did,” 
said  Jack  Smith,  senior  vice- 
president  of  engineering,  manu¬ 
facturing  and  product  marketing 
at  DEC. 

Resellers  and  DEC  officials 
stressed  that  customers  will  be 
the  ultimate  beneficiaries  of  im¬ 
proved  sales  force  relationships 
in  the  form  of  better  service.  No 
promises  of  big  discounts  were 
forthcoming,  however. 

Bad  news 

There  was  bad  news  from  the  re¬ 
seller’s  point  of  view  in  what 
some  saw  as  a  growing  trend  to¬ 
ward  customers  buying  unbun¬ 
dled  systems  —  shopping 
around  for  the  cheapest  hard¬ 
ware  to  pair  with  customized 
software. 

“This  has  the  potential  of  a 
serious  threat  to  our  revenue,”  ' 
Koehne  said.  “We’ve  had  four 
customers  in  the  last  year  who 
went  unbundled,  and  we  ended 
up  losing  money.” 

Both  DEC  officials  and  resell¬ 
ers  complained  about  having  to 
“rescue”  customers  who  had 
botched  their  own  systems  inte¬ 
gration  projects.  Smith  said  DEC 
is  about  to  start  charging  extra 
fees  to  customers  who  call  them 
in  for  help. 

Several  business  executives 
also  grumbled  about  a  $1  million 
“cap”  that  DEC  is  slapping  on 
the  sales  credits  they  can  accrue 
toward  future  discounts.  The 
cap  was  taken  by  some  as  a  mes¬ 
sage  that  large  corporate  cus¬ 
tomers  are  out  of  bounds  for 
third-party  vendors. 

Smith  responded  that  the  dol¬ 
lar  limit  was  still  “under  re¬ 
view.”  However,  he  emphasized 
that  the  complexity  of  large  cor¬ 
porate  sales  called  for  direct  han¬ 
dling  by  DEC. 

In  private  sessions  with  DEC 
officials,  the  business  partners 
and  resellers  asked  for  more 
timely  competitive  sales  infor¬ 
mation,  quicker  access  to  DEC 
sales  representatives  and  stron¬ 
ger  support  in  the  field. 

Barbara  Dotson,  president  of 
DWC  Computer  Solutions,  Inc. 
in  Lexington,  Ky.,  said  software 
vendors  selling  DEC-based  prod¬ 
ucts  have  come  to  expect  little 
help  from  company  sales  repre¬ 
sentatives. 

“Those  IBM  people  are  in 
there  fighting  with  their  resell¬ 
ers,  showing  that  software  on 
their  machines,”  Dotson  said. 
“With  DEC,  you’re  lucky  if  you 
can  get  the  machine  fixed  after  it 
breaks  down  during  the  demo.” 
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ORACLE  Server 

Runs  on  every  vendor’s  operating  system: 

OS/2:  VINESf  UNIX:  VAX®  VMS,  IBM®  MVS,  etc. 

Supports  every  vendor’s  local  area  network  protocol: 
Novell’s® SEX/IEX,"  NetBIOS,  Named  Pipes,'"  etc. 

Transparent  access  to  data  in  other  vendor’s  databases: 
IBM’s  DB2'“  and  SQL/DS,  and  Digital’s  RMS. 

Transparent  data  sharing  between  all  your  computers: 
PCs,  minis  and  mainframes. 

Your  Lotus  1-2-3® spreadsheets  and  dBASE® applications 
work  with  ORACLE  Server  today. 


Ashton-Tate®SQL  Server™ 

Runs  only  on  OS/2. 

Supports  only  Named  Pipes. 

Does  not  provide  access  to  any  other  database. 

Can’t  even  transparently  share  data  between 
two  PCs  mnning  Ashton-Tate  SQL  Server. 

Doesn’t  work  with  either  Lotus  1-2-3  or  dBASE 
just  yet. 


Developers  have  a  complete  and  integrated  family  of  portable 
tools  for  CASE,  applications  generation,  report  writing,  etc. 


Supports  only  Focus. 


Programmers  can  use  interfaces  from  C,  COBOL,  and  FORTRAN.  Supports  only  C. 


ORACLE  Server  is  certified  by  Codd  and  Date  to  mn  at 
11.0  TPl  transactions  per  second. 


Ashton-Tate  SQL  Server’s  published  benchmarks 
show  it  to  be  slower. 


Call  1-800-ORACLE1,  ext.  8165  today  and  order  ORACLE  Server  for  OS/2  for  only  $2499  and  get  six  months  of  phone 
support  and  upgrades  for  free  (a  $500  value).  Or  try  our  Developer’s  Version  (limited  to  3  Users)  for  only  $699. 


The  Open  Server 
Call  l-800-ORACLEl,ext.  8165 


©1989  Oracle  Corporation.  ORACLE  and  ORACLE  for  1-2-3  are  registered  trademarks  of  Oracle  Corporation,  ORACLE  Server  for  OS/2  is  a  trademark  of  Oracle  Corporation.  IBM.  OS/2  and  DB2  are  registered  trademarks  of  International  Business  Machines  Corporation.  Novell 
is  a  registered  trademark  of  Novell  Corporation.  SPX/IPX  is  a  trademark  of  Novell  Corporation.  UNIX  is  a  trademark  of  AT&T  Bell  Laboratories.  Ashton  Tate,  SQL  Server,  and  dBASE  are  registered  trademarks  of  Ashton  Tate  Corporation.  VAX  is  a  registered  trademark  of  Digital 
Equipment  Corporation.  Named  Pipes  is  a  trademark  of  Microsoft  Corporation.VlNES  is  a  registered  trademark  of  Banyan  Corporation.  Lotus  1-2-3  is  a  registered  trademark  of  Urtus  Development  Corporation.  Call  1-800-ORACLEI  for  hardware  and  software  requirements.. 
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Get  the  Facts 
from  \bur  DBMS 


The 

SAS^  System’s 
Integrated 
Applications 


Data  Entry, 
Retrieval, 
and  Management 


Report  Writing 
and  Graphics 


Statistical  and 
Mathematical  Design 
and  Analysis 


Business  Planning, 
Forecasting,  and 
Decision  Support 


Operations  Research 
and 

Project  Management 


Applications 

Development 


The  SAS  System,  the  most  powerful  appli¬ 
cations  software,  has  joined  forces  with 
the  most  popular  data  base  management 
systems.  To  turn  raw  data  into  meaningful  facts.  To 
analyze,  estimate,  optimize,  simulate.  To  produce 
custom  reports  and  color  graphs.  And  to  protect 
your  investment  in  data  base  technology. 

Ready-to-use  SAS  software  tools  uncover  the  real 
meaning  of  all  those  names  and  numbers  locked  in 
your  data  base.  It’s  easy  to  forecast  sales  and  cash 
flow.  Perform  statistical  analyses.  Build  financial  and 
planning  models.  Create  spreadsheets  of  unlimited 
size.  Schedule  projects  for  best  use  of  time  and 
resources.  Generate  calendars,  charts,  and  many 
other  formatted  reports. 

You  can  also  develop  your  own  applications  using  the 
SAS  System’s  efficient  fourth-generation  language. 
Then  customize  these  applications  any  way  you  wisfi! 

If  You  Know  Data  Bases. 

And  Even  if  You  Don’t. 

Menu-driven  interfaces  link  the  SAS  System  with 
such  popular  data  bases  as  DB2,  SQL/DS,  IDMS/R, 


IMS,  DL/I,  and  DATACOM/DB.  End  users,  even  those 
who  know  nothing  about  data  bases,  have  immediate 
access  to  the  data  they  need.  It’s  as  easy  as  filling  in 
the  blanks! 

Extract  data  from  your  DBMS  for  use  in  SAS  System 
applications.  Load  data  from  the  SAS  System  directly 
into  your  DBMS.  Or  update  values  in  a  data  base 
directly  from  a  SAS  System  application.  All  without 
risk  to  data  security. 

Get  the  Facts  Today. 

And  Get  30  Days  FREE. 

Bring  the  SAS  System  together  with  your  data  base. 
You’ll  receive  high-quality  software,  training,  docu¬ 
mentation,  and  support— all  from  SAS  Institute  Inc. 
And  we’ll  start  you  off  with  a  free  software  trial. 

For  details,  give  us  a  call  at  (919)  467-8000.  in 
Canada,  call  (416)  443-9811. 

0:-'  ■  '  ' 

SAS  Institute  Inc. 

Software  Sales  Department  ; 

SAS  Circle  □  Box  8000  ’ 

Cary,  NC  27512-8000 

Phone  (919)  467-8000  □  Fax  (919)  469-3737 


Got  tho 
SASSystem 


I 
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Ridge  Medical  Supplies  Inc. 

J 


Southeast  Sales 


Northeast  Sales 


Division  A 
Division  B 
Division  C 
Division  D 
Division  E 


too  SO 


00 


Regional  Sales 


00  so 


Sales  Breakdown 


too 


Olvisk>n  A 

Southeast 

•205.000 

Northeast 

•102.000 

Division  B 

116,000 

346,000 

Division  C 

226.000 

300.000 

Division  O 

166,000 

270,000 

Division  E 

226.000 

216.000 

Morgan  Cosmetics  Inc. 

P  Chart  for  Perfume  Bottle  Capacity 


EMS  Software  International 

Countries  with  Products  Installed 


Quarterly  Sales 


Forecast 


Southeast 


Northeast 


L_  _  _  .  _  .  J 

Actual 

Forecast 

1  Northeast 

'  District  1 

SI02 

$112 

District  2 

$345 

$350 

Distiicl  3 

U  *300 

$310 

Districl  4 

1270 

$230 

Distnct  5 

$26 

$218 

Total 

$1,232 

$t.270 

Southeast 

District  1 

$205 

$195  ^ 

Oisiricl  2 

$16  i 

$65  1 

Districl  3 

$225 

*215^ 

'  Districl  4 

$65 

$60j 

District  5 

1225 

$220  ^ 

1 

Total 

$935 

$895 

!  Total  Both  RegKjns 

$2.67 

$2,65 

The  SAS  System  runs  on  IBM  and  compatible  mainframes;  on  Digital  Equipment  Corp.,  Prime  Computer,  Inc.,  and  Data  General  Corp.  minicomputers;  on  Sun  Microsystems,  Inc.  and 
Hewlett-Packard  workstations;  and  on  IBM  PCs  and  compatibles. 

SAS  and  SYSTEM  2000  are  registered  trademarks  of  SAS  Institute  Inc.,  Cary,  NC,  USA,cDB2,  SQL/OS,  IMS,  and  DL/I  are  products  of  IBM  Corporation.  IDMS/R  is  a  registered  trademark 
of  Cullinet  Software,  Inc.  DATACOM/DB  is  a  registered  trademark  of  Computer  Associates.  ADABAS  is  a  trademark  of  Software  AG.  ORACLE  is  a  registered  trademark  of  ORACLE  Corporation. 

Copyright  ©  1989  by  SAS  Institute  Inc.  Printed  in  the  USA. 
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Central  IS  role  not  likely  to  fade  soon 


BY  CHARLES  VON  SIMSON 

CW  STAFF 


Information  systems  directors 
nervous  about  the  recent  elimi¬ 
nation  of  a  central  IS  function  at 
Kendall  Co.  are  best  advised  to 
relax.  A  few  notable  examples 
notwithstanding,  the  trend  in 


major  organizations  is  for  a 
strong  central  IS  presence,  even 
in  the  most  far-flung  organiza¬ 
tions. 

A  survey  of  243  U.S.  IS  exec¬ 
utives  and  92  of  their  European 
counterparts  to  be  published  at 
the  end  of  this  month  by  Index 
Group,  Inc.,  a  Cambridge, 


Mass.,  consultancy,  indicates 
that  few  are  worried  about  the 
dissolution  of  their  responsibil¬ 
ities. 

Eighty-two  percent  of  the 
Americans  and  73%  of  the  Euro¬ 
peans  felt  strongly  that  their  or¬ 
ganizations  will  continue  to  have 
a  central  IS  function  through  the 


year  2000.  Only  9%  of  the 
Americans  and  10%  of  the  Euro¬ 
peans  thought  it  likely  that  their 
organizations  would  eliminate 
the  central  function. 

“Most  of  the  Fortune  500 
have  at  least  one  corporate 
mainframe  center,”  said  Leon¬ 
ard  Bergstrom,  a  principal  at 
Darien,  Conn.-based  Real  Deci¬ 
sions  Corp.,  an  IS  cost  consul¬ 
tant  to  Fortune  250  companies. 


J - - 1 


“K  anything,  they  are  moving  to¬ 
ward  consolidation  to  get  in¬ 
creased  economies  rather  than 
the  other  way.  Any  company 
eliminating  central  IS  is  bucking 
a  strong  trend.” 

Kendall  became  a  dramatic 
exception  last  month,  however, 
when  the  firm  eliminated  its  cen¬ 
tral  IS  group  and  contracted  out 
the  remaining  central  IS  func¬ 
tions  to  a  start-up  consulting 
firm  headed  by  outgoing  corpo¬ 
rate  IS  director  Ron  Cipolla  [CW, 
Nov.  13]. 

Observers  contend  that  a 
centrally  managed  IS  organiza¬ 
tion  is  important  for  more  than 
simply  keeping  track  of  network 
installations. 

“If  you  believe  there  is  any 
point  to  being  a  corporation, 
rather  than  just  spinning  off  all 
units  into  legally  separate  com¬ 
panies,  it  must  be  due  to  some 
synergy  in  the  lines  of  business,” 
said  Michael  Packer,  vice-presi¬ 
dent  and  IS  specialist  at  the 
MAC  Group,  a  Boston-based 
management  consultancy.  “In¬ 
formation  is  part  of  that.  I  would 
be  amazed  at  a  company  that 
would  not  have  some  kind  of  cen¬ 
tralized  group  maintaining  stan¬ 
dards  and  volume  purchase 
agreements.” 

Pepsi’s  standards 

One  such  company  maintaining 
corporate  standards  in  a  decen¬ 
tralized  environment  is  Pepsico, 
Inc.  MIS  director  Allen  Deering 
coordinates  corporate  volume 
purchase  agreements  and  helps 
autonomous  business  units  such 
as  Taco  Bell  and  Kentucky  Fried 
Chicken  arrive  at  standards. 
Deering,  however,  enjoys  no 
veto  power  over  any  unit’s  plans 
and  has  direct  responsibility  only 
for  the  data  processing  function 
of  the  administrative  center  in 
Purchase,  N.Y. 

“You  have  seen  the  notable 
exceptions  that  have  dropped  off 
the  face  of  the  earth,”  Berg¬ 
strom  said.  “With  increased  ac¬ 
ceptance  of  outsourcing  zmd  oth¬ 
er  distribution  options,  there 
may  be  more  of  it  in  smaller  or¬ 
ganizations.  The  disappearance 
of  central  IS  puts  the  burden  on 
the  profit  centers,  which  can  be 
attractive  from  a  cost  point  of 
view.” 

Among  the  notable  excep¬ 
tions  are  some  big  names  in  the 
industry. 

Restructuring  at  Fidelity  In¬ 
vestments,  Inc.  two  years  ago 
handed  virtually  zill  systems  de¬ 
velopment  down  to  the  operat¬ 
ing  units  and  caused  the  depar¬ 
ture  of  then-IS  chief  Michael 
Simmons,  who  ultimately  be¬ 
came  MIS  director  at  the  Bank  of 
America. 

Within  the  last  year,  Richard 
Koeller,  former  MIS  director  at 
TRW,  Inc.,  left  the  company,  re¬ 
portedly  over  disagreements 
about  the  role  of  a  central  IS  di¬ 
rector,  and  is  now  head  of  IS  at 
Whirlpool,  Inc.  Both  Simmons 
and  Koeller  declined  to  be  inter¬ 
viewed. 
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Who  Can  Give^Hi  A 
Complete  Network  Solution 
That  Indudes  Rnctimial  TT 

And  ISDN? 


A  partial  network  solution  is  no  solu¬ 
tion  at  all. 

And  a  network  solution  without  FT-1 
and  ISDN  leaves  you  unprepared  for 
thel990’s. 

Nor  will  you  have  the  global  digital 
connectivity  which  is  critical  to  the 
future  of  your  network. 

That’s  why  you  need  what  only  GDC 
can  offer:  a  comprehensive  network 
solution. 

We  give  you  access  to  all  the  ele¬ 
ments  you  need  to  create  a  complete 
corporate  network.  From  analog  and 
digital  data  sets  to  powerful  network 
optimization  tools.  Plus,  we  incorpo¬ 
rate  management  and  control  capabili¬ 
ties  into  all  of  our  networking  products. 
This  gives  you  complete  control  beyond 
the  backbone,  desktop-to-desktop. 

What’s  more,  a  GDC  network  offers 
the  flexibility  to  take  full  advantage  of 
FT-1  and  ISDN  without  sacrificing  any 
of  the  benefits  of  private  network 
control. 

Our  MEGAMUX®  Transport  Man¬ 
agement  System  -  the  world’s  most 
advanced  networking  multiplexer  - 
already  has  a  proven  ISDN  Primary 
Rate  Interface.  And  our  FT-1  custom¬ 
ers  are  already  realizing  major  savings 
in  line  costs. 

Further,  MEGAMUX  TMS  offers 
Intelligent  Automatic  Rerouting  to 
ensure  maintenance  of  critical  applica¬ 
tions,  and  a  unique  adaptive  down¬ 
speeding  method  where  bandwidth  is 
dynamically  reassigned.  This  avoids 
denying  service  to  users. 

So  consider  the  fact  that  only  GDC 
can  offer  you  this  choice:  you  can  start 
planning  for  the  future  of  your  network 
today,  or  you  can  pay  the  enormous 
price  of  trying  to  catch  up  later. 

Remember,  ours  is  the  only  total 
network  solution.  And  it’s  backed  by 
over  twenty  years  of  experience  and 
worldwide  service  and  support. 

Find  out  more.  Call  or  write  for  our 
free  video.  Because  for  a  complete 
network  solution  with  FT-1  and  ISDN, 


Call  1-800-777-4005,  General 
DataComm,  Middlebury,  CT 
06762-1299.  Tel:  (203)  574-1118, 
Telex:  643357,  Fax:  (203)  758-8507. 


General  DataComm 


NEWS 


Military  contracts  for  ‘teraops’  system 


BY  MITCH  BETTS 

CW  STAFF 


WASHINGTON,  D.C.  —  The  U.S.  De¬ 
fense  Advanced  Research  Projects  Agen¬ 
cy  (DARPA)  last  week  awarded  Thinking 
Machines  Corp.  a  $12  million  contract  to 
develop  a  working  model  of  a  supercom¬ 
puter  roughly  1,000  times  more  powerful 
than  those  currently  available. 

The  system,  code-named  Mega,  will 
use  Thinking  Machines’  massively  paral¬ 
lel  architecture  and  will  be  capable  of  peak 
speeds  greater  than  one  trillion  opera¬ 
tions  per  second.  (That  speed,  known  as  1 


teraops,  is  equal  to  1,000G  floating-point 
operations  per  second,  or  FLOPS.) 

Under  the  DARPA  contract,  the  Cam¬ 
bridge,  Mass.-based  firm  will  “scale  up” 
its  Connection  Machine  2  (CM-2)  to  pro¬ 
duce  a  one-tenth  scale  version  of  the  ter¬ 
aops  machine,  according  to  Danny  Hillis, 
co-founder  and  chief  scientist  at  Thinking 
Machines.  The  final  demonstration  of  the 
working  comf>onents  will  be  in  1 992. 

Hillis  declined  to  discuss  the  exact  ar¬ 
chitecture  of  the  proposed  teraops  super¬ 
computer,  except  to  hint  that  there  is  an 
opportunity  to  speed  up  the  CM-2  proces¬ 
sors.  He  stressed  that  the  teraops  system 


will  run  all  of  the  software  written  for  the 
CM-2,  which  typically  nms  at  8G  FLOPS. 

“As  it  turns  out,  CM-2  was  a  scale 
model  for  teraops,”  Hillis  said  at  a  press 
conference  here. 

Thinking  Machines  will  be  matching 
the  DARPA  contribution  of  $12  million 
and  has  already  spent  $10  million  on  the 
preliminary  designs.  Hillis  said  the  big¬ 
gest  remaining  technical  challenge  is  de¬ 
signing  the  teraops  machine  with  fault- 
tolerant  capabilities. 

DARPA  and  Thinking  Machines  offi¬ 
cials  emphasized  that  the  goal  of  develop¬ 
ing  a  teraops  supercomputer  was  en¬ 


dorsed  by  the  Bush  administration’s 
report  on  high-performance  computing 
[CW,  Sept.  18].  The  report  said  high-per¬ 
formance  supercomputers  are  needed  to 
solve  some  of  the  nation’s  most  pressing 
“grand  challenges,”  including  research 
on  superconductivity,  global  climate 
changes  and  automatic  speech  recogni¬ 
tion  by  computers.  DARPA  officials  sug¬ 
gested  there  will  be  more  supercomputer 
contracts  with  other  vendors  forthcoming . 
but  declined  to  identify  them. 

EDI  firms  forge 
global  alliance 

BYJOANIEM.WEXLER 

CW  STAFF 


EL  SEGUNDO,  Calif.  —  More  business 
forms  could  wind  up  in  circular  files 
around  the  globe  as  a  result  of  an  alliance 
announced  today  between  international 
services  provider  Infonet  and  six  world¬ 
wide  suppliers  of  electronic  data  inter¬ 
change  (EDI)  products  and  services. 

EDI  is  the  computer-to-computer 
communication  of  business  documents, 
such  as  purchase  orders,  via  standardized 
electronic  message  formats.  The  process 
allows  companies  to  conduct  business 
with  suppliers  and  other  trading  partners 
without  producing  or  transporting  paper 
documents. 

Allied  with  Infonet  are  Railinc,  a  Wash¬ 
ington,  D.C.-based  supplier  of  EDI  links 
to  the  North  American  transportation  in¬ 
dustry;  Supply  Tech,  Inc.,  a  Southfield, 
Mich.,  vendor  of  EDI  translation  soft¬ 
ware;  Telecom  Australia;  Hong  Kong’s 
Cable  and  Wu'eless;  Singapore  Network 
Services;  and  Telefonica  Spain. 

Infonet,  which  offers  value-added, 
standards-based  network  services  in  34 
countries,  is  majority-owned  by  the  Post¬ 
al  Telephone  and  Telegraph  authorities 
(PTT)  of  major  European  and  Asia  Pacific 
countries. 

The  agreement  allows  the  customers 
of  all  the  allied  EDI  providers  to  exchange 
documents  with  one  another  via  the  In¬ 
fonet  network. 

“It’s  becoming  common  for  companies 
using  EDI,  such  as  Ford  Motor  Co.,  to  re¬ 
fuse  to  do  business  with  suppliers  who 
don’t  have  EDI  capabilities,”  said  Vic 
Wheatman,  program  director  for  interen¬ 
terprise  systems  at  Gartner  Group,  Inc.’s 
Santa  Clara,  Calif.,  office. 

Translation  key 

Supply  Technology’s  translation  software 
is  a  key  component  of  Infonet’s  global  EDI 
network,  converting  “flat  files”  of 
straight  data  created  by  a  user’s  applica¬ 
tions  software,  such  as  a  purchase  order 
system,  and  putting  it  into  an  agreed-on 
format  that  is  sent  via  communications 
software  to  the  trading  partner. 

The  software  can  be  installed  on  the 
users’  computers,  or  the  translation  can 
take  place  on  the  network,  for  a  service 
fee  ranging  from  5  to  30  cents  per  docu¬ 
ment,  according  to  Laura  Andnis,  Info- 
net’s  director  of  marketing. 

Andrus  added  that  the  company  is  en¬ 
couraging  users  to  install  their  own  trans¬ 
lation  software,  which  she  said  ranges  in 
price  from  $20,000  to  $40,000  for  main¬ 
frames,  $8,000  to  $30,000  for  minicom¬ 
puters  and  $500  to  $8,000  for  microcom¬ 
puters. 
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As  We  Grow, 
Our  Perspective 
Changes. 


For  years,  we  have  been  known  as  "the 
XPEDIIER*^  company."  And  for  good  reason. 

XpEDITER^  the  premier  testing  jund 
debuggmg  tool  for  COBOL  and  Assembler, 
is  installed  in  over  KKX)  IBM  mainftame 
sites  worldwide. 

Now  we  offer  more  -  the  next  genmtion 
of  integrated  productivity  products: 

SQLizer"^ 

^  for  developing  and  optimizing  DB2 
application  programs 

Navigator/MF"^ 

5*-  for  interactim  COBOL  source  code  analysis 

Now  we  look  at  things  a  little  differently. 
So  we  changed  our  name  to  Centura 
Software. 

Discover  om*  iteyy  perspective.  Call  for 
a  free  demo  disk  on  any  of  the  Centura 
Software  products. 

It  may  change  the  v^ray  you  look  at  things. 

CENTURA" 


.'V-'-'y;' 

}h' 


*•- "'f 


S  O  T  T  W  A  R  E 
formerly  Application  Development  Systems,  Inc. 

800-358-3048  (U.S.)  800-433-3583  (Canada) 
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YES,  I  want  to  save!  Send  me  51  weekly  issues  of  _ 
COMPUTERWORLD  for  only  $44*  —  saving  57%  off  the  single 
copy  price.  In  addition,  I'll  receive  special  bonus  sections 
of  COMPUTERWORLD  Integration. 


Last  Name 


Company 


City  Stale 

Address  Shown:  nHome  □  Business  ;.'i 


~Zip  'U-S.  only 

Basic  Rate:  $48  per  year 


Please  complete  the  information  below  to  qualify  for  this  special  offer. 


1  .  BUSINESS/INIXISTRY  (Circle  one) 


10.  Manufacturer  (other  than  computor) 

20.  Pinance/lr>surar>ce/Reat  Estate 

30.  Medicirte/Law/Education 

40.  VSfhofesaie/Hetail/Trade 
$0.  Busirtess  Service  (except  OP) 
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95.  Vendor  Other 

(Please  specify) 
TITLE/FUNCTION  (Circle  one) 
l$/MIS/OP  MANAGEMENT 

19.  Chief  Information  Officer/Vice  President/Assi  VP 
IS/MIS/OP  Managemertf 

21.  Oir./Mgr  MIS  Services.  Information  Center 

22.  Dir./Mgr  Tech  Planning,  Adm.  Svcs.,  Data  Comm. 
Network  Sys  Mgt .  Dir./Mgr  PC  Resources 


23.  D>r./Mgr  Sys.  Developn>eni.  Sys  Architecture 

31.  Mgrs  .  Si^xv  of  Programming.  Software  Dev. 

32.  Programrriers.  Software  Developers 
OTHER  COMPANY  MANAGEMENT 

11.  President.  Owrter/Pariner.  Gerteral  Mgr 

12.  Vice  President.  Asst  VP 

13.  Treasurer.  Controlier.  Finartcial  Officer 
41.  Engir>eering.  Scientific.  R&D,  Tech  Mgt 
51.  Sales  &  Mktg.  Management 

OTHER  PROFESSIONALS 

60.  Sys  Integrators/VARs/Consuiting  Mgt 

70.  Medical.  Legal.  Accounting  Mgt 

80.  Educator.  Joumaliats.  Libranaris.  Studerrts 

90.  Others _ 

(Please  specify) 

COMPUTER  INVOLVEMENT  (Circle  all  that  apply) 
Types  of  equipment  with  which  you  are  persor^ally 
involved  either  as  a  user,  vendor,  or  cortsultani 

A.  Mainframes/Supermints 

B.  Minicomputars/Small  Business  Computers 

C.  Microcomputers/Desktops 

D.  Communications  Systems 

E.  Local  Area  Networks 
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Morris  seeks  classified  data 


BY  MICHAEL  ALEXANDER 

CW  STAFF 


SYRACUSE,  N.Y.  —  The  trial 
of  Robert  T.  Morris  Jr.,  the 
young  hacker  alleged  to  have 
launched  a  worm  into  Internet 
last  year,  was  postponed  last 
week  after  his  lawyer  notified 
the  court  that  he  needs  access  to 
classified  information  he  claimed 
is  critical  to  the  case. 

Additionally,  Morris’  lawyer, 
Thomas  Guidoboni,  charged  that 
the  government  had  not  re¬ 
sponded  quickly  enough  to  re¬ 
quests  for  a  list  of  computer  sites 
allegedly  struck  by  the  worm. 

"The  trial  was  postponed  at 
my  request  over  government  op¬ 
position  because  we  needed 
more  time  to  prepare,”  Guido¬ 
boni  said. 

In  a  motion  filed  Nov.  21  for  a 
continuance,  Guidoboni  said  that 
the  defense  had  filed  a  motion 
under  the  Classified  Information 
Procedures  Act  (CIPA)  request¬ 
ing  classified  information  impor¬ 
tant  to  the  case.  In  the  same  mo¬ 
tion,  Guidoboni  said  thegov- 
emment  had  failed  to  provide 
him  with  a  complete  list  of  insti¬ 
tutions  that  the  government  in¬ 
tended  to  prove  had  been  affect¬ 


ed  by  the  worm  and  a  list  of 
witnesses  it  intended  to  call. 

“I  have  been  told  that  some 
information  that  is  useful  to  my 
defense  is  classified,”  Guidoboni 
said.  “It  may  or  may  not  be.  I 
don’t  want  to  either  overplay  it 
or  belittle  it,  but  we 
needed  some  time  to 
get  that  worked  out. 

“Less  than  two 
weeks  before  the  tri¬ 
al  [on  Nov.  20],  the 
government  added 
new  names  to  the  list 
that  were  not  men¬ 
tioned  in  the  indict¬ 
ment  as  well  as  filed 
a  motion  to  with¬ 
draw  one  of  the  original  names 
mentioned,”  Guidoboni  said.  “I 
wanted  time  to  look  into  that.” 

In  opposition  to  the  motion 
for  a  continuance,  government 
lawyers  said  that  the  national  se¬ 
curity  issues  raised  in  the  CIPA 
motion  were  being  resolved  and 
would  have  no  effect  on  the  de¬ 
fense’s  ability  to  proceed  or  on 
the  timing  of  the  trial. 

Responding  to  the  issue  of  not 
having  responded  in  a  timely 
manner  to  the  defense’s  re¬ 
quests  for  a  list  of  victims  or  wit¬ 
nesses  that  it  intended  to  caU, 


“the  government  has  complied 
with  all  court  orders  to  provide 
discovery,”  said  Mark  Rasch, 
trial  attorney  for  the  Justice  De¬ 
partment.  In  addition,  the  de¬ 
fense  has  had  ample  opportunity 
to  request  and  receive  additional 
information  related 
to  the  case,  he  said. 

The  government 
is  seeking  in  a  mo¬ 
tion  to  remove  the 
U.S.  Air  Force  Lo¬ 
gistics  Command  at 
Wright  Patterson 
Air  Force  Base  in 
Dayton,  Ohio,  from  a 
list  of  four  computer 
sites  mentioned  in 
its  July  indictment  as  having 
been  allegedly  hit  by  the  worm. 

Rasch  declined  to  comment 
on  why  the  government  desires 
to  remove  this  particular  site 
from  its  list  of  victims,  while  add¬ 
ing  that  it  intended  to  offer  evi¬ 
dence  on  16  sites  in  all. 

Guidoboni  filed  an  objection 
to  that  motion  last  week,  and  a 
decision  is  pending. 

Last  week,  U.S.  District 
Judge  Howard  Munson  agreed  to 
continue  the  case  to  the  week  of 
Jan.  8.  A  new  trial  date  has  not 
been  set. 


Trial  for  Morris 

(above)  postponed 


Security  experts  snipe 
at  military  guidlines 


BY  JAMES  DALY 

CW  STAFF 


PALM  SPRINGS,  Calif.  —  In¬ 
formation  systems  managers 
who  steer  their  security  plans  by 
the  document  considered  the 
beacon  of  the  computer  security 
conununity  may  in  fact  be  head¬ 
ing  for  the  shoals  of  disaster. 

Experts  at  last  week’s  Infosec 
’89  conference  came  down  hard 
on  the  deficiencies  of  the  Depart¬ 
ment  of  Defense’s  “Trusted 
Computer  System  Evaluation 
Criteria,”  commonly  known  as 
the  Orange  Book,  which  serves 
as  the  de  facto  guideline  for  the 
computer  security  community. 

“As  good  as  it  is,  it  is  funda¬ 
mentally  flawed,”  said  Peter 
Neumann,  a  member  of  the  com¬ 
puter  science  laboratory  at  SRI 
International  in  Menlo  Park, 
Calif. 

Neumann  criticized  the  Or¬ 
ange  Book  for  making  short 
shrift  of  vital  areas  such  as  virtu¬ 
al  systems,  networking,  applica¬ 
tions  software  and  information 
integrity. 

The  Orange  Book  divides 


computer  systems  into  four  hier¬ 
archical  categories  of  security 
protection,  ranging  from  D  at 
the  low  end  to  A  at  the  high  end. 
Each  level  is  further  subdivided 
and  given  a  numerical  equiva¬ 
lent. 

Although  the  criteria  are 
clearly  spelled  out,  analysts  said 
vendors  often  play  fast  and  loose 
with  their  supposed  adherence 
to  the  guidelines.  “It  is  what  we 
like  to  call  criteria  creep,”  said 
Stephen  Walker,  president  of 
Trusted  Information  Systems, 
Inc.  in  Glenwood,  Md. 

Government  officials  said  it  is 
important  that  users  do  not  get 
caught  up  in  these  muddy  wa¬ 
ters.  “There  is  no  assurance  that 
products  advertised  as  ‘C-2- 
like,’  ‘designed  to  meet  C-2  re¬ 
quirements,’  or  ‘targeted  at  C-2’ 
actually  provide  the  features  and 
assurances  of  that  level  of 
trust,”  said  Thomas  Malarkey, 
deputy  chief  of  the  National 
Computer  Security  Center’s 
product  evaluation  division, 
which  awards  Orange  Book  rat¬ 
ings  after  a  lengthy  evaluation 
process. 


BETWEEN 

SYBASE  AND  QRACIE 

ISIN1EGBITX 


In  a  database  application,  where  is  the  best  place 
to  enforce  data  integrity? 

At  Sybase,  we  believe  the  answer  is  clear. 
That’s  why  we  enforce  your  company’s  business 
rules  in  the  server — where  no  programmer  or  appli¬ 
cation  can  circumvent  them. 

And  our  server-enforced  integrity  lets  you 


modify  your  business  rules  as  needed,  without 
having  to  change  any  of  your  application  programs. 

Server-enforced  integrity.  It’s  clearly  better. 
And  clearly  not  something 
you  can  get  from  Oracle. 

Tb  find  out  more,  call  1-800- 
447-9227.  Extension  100. 
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There  are  more  than  8.000  named  varieties  of  apples, 
including  Newton's  Head.  Melon.  Chenango  Strawberry. 
Pawpaw.  Northern  Spy.  Sheepnose,  Esopus  Spitzberg. 
Bullet.  Old  Foxwhetp.  GHIi flower.  Winesap.  Large  Never  Fa 
Winter  Banana  and  Monstrous  Pippin. 


The  HP 

DeskA\Wter. 

$1195: 


The  HP 
ScanJet  Plus 
$2190: 


bear  fruit. 


The  HP 


PaintJet 


$1520 


r^mm  .  ^ 


T^iV^ 


Hewlett-Packard  intro¬ 
duces  the  first  complete 
line  of  peripherals 
designed  specifically  for 
the  Macintosh.  And  your 
department’s  budget. 

The  HP  Desk  Writer  per¬ 
sonal  printer  delivers  laser- 
quality  text  and  graphics 
for  much  less  than  other 
300  dpi  printers.  Along  with 
such  features  as  whisper- 
quiet  operation  and  a 
compact  15''  x  17"  x  8" 
footprint. 

The  HP  ScanJet  Plus 
scanner  provides  8-bit  photo¬ 
graphic-quality  scanning. 
Now  you  can  get  both  image 
processing  and  text  recog¬ 
nition  for  what  you  would 
expect  to  pay  for  a  4-bit 
scanner. 

And  the  HP  PaintJet  color 
printer  puts  hundreds 
of  colors  right  on  your 
desk.  So  nearly  every¬ 
one  can  create  a 
masterpiece  of  fine 
art.  Or  a  masterpiece 
of  business.  Because 
PaintJet  can  handle 
everything  from  spread¬ 
sheets  to  overhead  transpar¬ 
encies.  Of  course,  each  of 
our  peripherals  is  backed 
by  the  same  high  level  of 
service  and  support  you’ve 
come  to  expect  from  HP  Call 
1-800-752-0900,  Ext.  275G 
for  your  nearest  authorized 
HP  dealer.  And  watch  your 
Apples  blossom. 

There  is  a  better  ^vay. 


HEWLETT 
mUnM  PACKARD 


VIEWPOINT 


EDITORIAL 

Warm  fuzzies 

Few  things  can  inspire  more  angst  in 
a  user  than  hearing  these  three  little 
words  from  a  key  software  supplier: 
“We’ve  been  sold.”  A  multitude  of  night¬ 
mares  leap  to  mind:  loss  of  support,  less  frequent 
enhancements,  bureaucracy  and,  worst  of  all, 
outright  cancellation  of  the  product. 

IS  managers  with  large  mainframe  installa¬ 
tions  have  been  hearing  those  three  little  words 
a  lot  over  the  last  sbc  years.  From  Computer  As¬ 
sociates’  often  ruthlessly  efficient  cost-cutting 
to  the  benign  equity  investments  of  IBM,  con¬ 
solidation  in  the  mainframe  software  industry 
has  been  fast  and  furious,  taking  many  of  the  ma¬ 
jor  players  of  the  early  1980s  with  it. 

So  it  is  surprising  that  Dun  &  Bradstreet’s  ac¬ 
quisition  of  Management  Science  America  last 
month  did  not  arouse  more  nervousness  among 
MSA  users.  Three  years  ago,  the  sale  of  such  a 
large  and  important  vendor  would  have  had  the 
industry  buzzing  with  anticipation  of  layoffs  and 
butchered  research  and  development  budgets. 
But  the  users  we  talked  to  seemed  positively  un¬ 
excited  about  the  whole  thing.  Why? 

One  explanation  is  that  the  industry  has 
learned  a  lot  about  itself  in  the  six  years  since 
D&B  kicked  off  the  mega-merger  craze  with  its 
acquisition  of  McCormack  &  Dodge.  The  indus¬ 
try  has  learned  that  host  software  is  not  a  com¬ 
modity.  Scrapping  a  mainframe  database  man¬ 
agement  system  takes  customer  companies 
down  with  it,  and  increasingly  militant  users  are 
less  inclined  to  stand  for  that  kind  of  neglect.  CA 
learned  as  much  two  years  ago  when  it  proposed 
to  discontinue  a  mainframe  security  system  and 
had  to  withdraw  the  plan  quickly  in  the  face  of 
user  outrage.  In  contrast,  D&B  took  pains  last 
month  to  stress  that  the  MSA  acquisition  would 
have  no  effect  whatsoever  on  product  lines. 

The  industry  has  also  learned  that  the  nature 
of  a  software  company’s  relationship  with  its 
customers  is  unusual  —  almost  personal.  Time 
after  time,  users  tell  us  that  what  they  like  about 
small  software  companies  is  the  individual  level 
of  service  and  support  they  get. 

The  big  players  are  evidently  aware  of  that 
fact.  Legent  tjqjically  trundles  the  executives  of 
acquired  companies  around  the  country  to  bless 
the  union  in  front  of  customers  and  the  press. 
D&B  learned  that  the  best  way  to  treat  its  M&D 
subsidiary  is  to  leave  it  alone.  IBM  has  apparent¬ 
ly  given  up  on  big-ticket  buyouts  and  seems  con¬ 
tent  to  invest  in  small  vendors  that  meet  with  its 
approval  rather  than  overwhelming  customers 
with  bureaucracy  and  blue  suits. 

Finally,  users  are  realizing  that  vendor  stabil¬ 
ity  is  in  their  best  interest.  Software  is  no  longer 
a  garage  shop  industry,  and  a  vendor’s  alterna¬ 
tives  to  being  bought  out  are  often  financial 
hardship  or  worse.  A  cash  injection  from  a  well- 
run  suitor  can  be  a  welcome  relief  to  vendor  and 
customers  as  long  as  the  acquiring  firm  under¬ 
stands  that  users  chose  to  do  business  with  the 
company  being  bought,  not  the  buyer.  Increas¬ 
ingly,  the  goal  of  the  would-be  acquisitor  is  to 
keep  customers  feeling  warm  and  fuzzy. 


LETTERS  TO  THE  EDITOR 

The  danger  in  viewing  the  hacker  as  scapegoat 


As  a  member  of  the  data  process¬ 
ing  community  and  a  loyal  reader 
of  Computerworld  for  the  past 
1 1  years,  I  feel  that  I  must  com¬ 
ment  on  “The  hacker  as  a  scape¬ 
goat”  [CW,  Oct.  23]. 

The  issue  of  how  to  deal  with 
hackers  does,  in  fact,  need  to  be 
addressed  by  our  industry.  How¬ 
ever,  Steven  Levy  seems  to 
think  that  gaining  access  to  a 
computer  is  a  personal  freedom 
and  that  we  as  an  industry  owe 
him  and  the  likes  of  Robert  Mor¬ 
ris  a  hearty  “Thank  you!”  for 
showing  us  any  possible  weak¬ 
nesses  in  our  network  security 
systems.  I  liken  this  to  me  thank¬ 
ing  the  person  who  breaks  into 
my  home  for  showing  me  that 
my  windows  can  be  broken  or 
that  my  alarm  system  can  be  cir¬ 
cumvented. 

The  fact  of  the  matter  is  that 
hackers  have  absolutely  no  right 
to  gain  access  to  any  computer 
system  without  the  express  con¬ 
sent  of  the  owner(s)  of  that  sys¬ 
tem.  Anything  else  is  trespass¬ 
ing  at  least  and,  at  most, 
felonious. 

It  seems  that  publishing  such 
tripe  borders  on  irresponsible 
journalism,  considering  all  the 
man-hours  that  hackers  have 
caused  DP  professionals  to 
spend  guarding  their  systems 
against  worms  and  viruses,  and 
the  resultant  impact  on  budgets, 
schedules  and  so  on. 

William  R.  Wallen 
Sen  ior  Database  A  nalyst 
Com  merce  Bank  of  Kansas  City 
Kansas  City,  Mo. 

Steven  Levy’s  argument  —  that 
hackers  act  for  the  challenge  and 
the  sake  of  doing  something  that 
was  apparently  impossible  to  do 
—  is  baseless.  One  could  draw 
parallels  to  someone  breaking 


into  Levy’s  home  because  it  ap¬ 
peared  to  be  impenetrable. 

This  person,  who  had  broken 
into  Levy’s  home,  would  not 
break  anything  but  would  merely 
rifle  through  his  drawers,  look  at 
his  personal  possessions  and 
then  leave. 

In  that  nothing  was  broken 
except  the  security  of  Levy’s 
lock,  if  we  used  Levy’s  logic,  we 
would  probably  classify  this  as  a 
good  break-in. 

The  point  is  that  what  a  hack¬ 
er  is  breaking  into  is  someone 
else’s  property.  It  was  not  in¬ 
tended  for  them,  nor  were  they 
intended  to  be  there.  To  tres¬ 
pass  on  someone  else’s  proper¬ 
ty,  whether  it  be  electronic  or 
physical,  is  breaking  the  law. 
Deeper  than  that,  it  transcends 
the  law  into  areas  of  ethical  and 
even  moral  behavior. 

The  only  difference  between 
a  hacker  and  nonviolent  break-in 
artist  is  that  the  hacker  holds 
himself  out  to  be  an  intellectual. 

Michael  A.  Kistner 
Aberdeen,  S.D. 

Welcome  to  the  bandwagon!  In 
an  otherwise  helpful  and  infor¬ 
mative  issue,  you  just  had  to  pub¬ 
lish  “The  hacker  as  scapegoat,” 
an  interview  justifying  (and  glori¬ 
fying)  the  hacker. 

If,  as  Steven  Levy  implies, 
system  managers  are  to  blame 
for  hacker  intrusions  because 
their  systems  security  is  less 
than  complete,  then  I  assume  he 
would  also  blame  me  for  any  as¬ 
sault  committed  upon  me  be¬ 
cause  I  chose  not  to  arm  myself 
and  confine  myself  to  a  steel  box. 

Using  phrases  like  “never 
stoop  to  malicious  methods  to 
practice  the  darkest  sides  of 
their  art”  and  “Honor  is  some¬ 
thing  that  is  alive  in  hacker  com¬ 


munities,”  Levy  demonstrates 
that  writers  of  fiction  often  have 
difficulty  understanding  reality. 
The  reality  is  that  entering  a 
computer  system  without  autho¬ 
rization  is  against  the  law,  and 
the  people  who  do  so  are  crimi¬ 
nals  —  just  as  people  who  enter 
your  home  without  authorization 
are  criminals. 

Now,  while  I  have  no  sympa¬ 
thy  for  security  practitioners 
who  fail  to  take  basic  steps  to 
protect  their  systems,  I  would  no 
more  blame  them  for  getting 
hacked  than  I  would  blame  the 
victim  of  a  burglary  for  failing  to 
bar  the  windows  on  his  home. 

Levy  also  demonstrates  his 
difficulties  with  reality  in  his  defi¬ 
nition  of  a  hacker  —  “a  person 
whose  devotion  to  something  is 
near  total  and  who  has  a  deep- 
seated  desire  to  do  what’s  im¬ 
possible  to  do.”  In  the  real 
world,  those  of  us  confronted 
with  the  problems  caused  by 
hackers  have  a  different  defini¬ 
tion.  Any  person  who  deliberate¬ 
ly  gains  unauthorized  access  to  a 
computer  system  is  a  criminal 
and  ought  to  be  viewed  as  one 
and  treated  as  one. 

Finally,  leave  the  glorification 
and  romantic  portrayal  of  crimi¬ 
nals  to  works  of  fiction.  It  has  no 
place  in  industry  journals  or 
news  publications. 

John  A.  Blackley 
Security  Admin  istrator 
Capital  Holding  Corp. 

Lousiville,  Ky. 


Computerworld  welcomes  com¬ 
ments  from  its  readers.  Letters 
may  be  edited  for  brevity  and 
clarity  and  should  be  addressed 
to  Bill  Laberis,  Editor,  Comput¬ 
erworld,  P.O.  Box  91 71,  375  Co- 
chituate  Road,  Framingham, 
Mass.  01701. 
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Words  brew  anti-Japan  typhoon 


CHARLES  P.  LECHT 

We’re  going 
through  a  peri¬ 
od  where  every¬ 
one  and  his 
brother,  includ¬ 
ing  the  Japa¬ 
nese,  seems  to 
be  offering  advice  on  how  to  do 
business  in  Japan.  In  the  world¬ 
wide  computer  industry,  the  ad¬ 
vice-giving  may  be  stronger  than 
anywhere  else;  no  other  field  is 
growing  so  fast,  in  no  other  field 
is  the  competition  as  fierce,  and 
in  no  other  field  have  foreign 
companies  locked  themselves 
out  of  Japan  so  well. 

Consider  this  startling  fact; 
Even  if  Japan  opened  its  borders 
to  all  foreign  computer  compa¬ 
nies,  with  no  customs  duties  lev¬ 
ied  on  imported  products  and 
free  transportation  to  anyone 
willing  to  ship  them  here,  Japa¬ 
nese  industry  would  still  have  lit¬ 
tle  choice  but  to  continue  to  buy 
homegrown  systems.  Except  in 
the  case  of  one  foreign  manufac¬ 
turer  —  notably,  IBM  —  for¬ 
eign-made  systems  cannot  be 
easily  used  in  Japanese  business. 
They  cannot  handle  the  most 
fundamental  requirement  that  a 
Japanese  business  system  must 
have:  the  capability  to  process 
the  Japanese  language. 

Threats  by  the  U.S.  Com¬ 
merce  Department  or  the  Euro¬ 
pean  Economic  Community  to 


Lecht  is  an  IDG  News  Service  corre¬ 
spondent  based  in  Tokyo. 


enact  radical  legislation  to 
thwart  Japanese  business  abroad 
because  it  is  too  protectionist  at 
home  become  suspect  in  the  face 
of  this  basic  fact.  The  capability 
of  Japanese-made  systems  to 
process  the  languages  of  all  the 
complaining  countries  makes 
their  complaints  appear  even  sil¬ 
lier.  What  are  the  Japanese  sup¬ 
posed  to  do,  stop  speaking,  read¬ 
ing  and  writing  Japanese? 

So,  in  place  of  using  their  en¬ 
ergies  to  overcome  this  difficul¬ 
ty,  the  complaining  foreign  firms 
are  spending  their  energies  wag¬ 
ing  a  trade  war  with  words.  The 
words  have  the  potential  to 
change  what  is  now  a  lot  of  hot 
air  into  tomorrow’s  Pacific 
techno-economic  typhoon  and 
the  destruction  that  may  bring. 

Of  course,  the  trade  com¬ 
plaints  against  Japan  encompass 
much  more  than  computer  sys¬ 
tems  issues,  and  some  have 
merit.  But  the  computer  indus¬ 
try  should  not  be  held  hostage  to, 
say,  the  meat  or  rice  lobbies, 
which  are  trying  to  broaden  their 
businesses  at  our  expense.  Do 
you  think  that  information  sys¬ 
tems  costs  should  be  increased 
because  some  rice  farm  in  Cali¬ 
fornia  can’t  make  it  into  the  Japa¬ 
nese  marketplace?  I  say  no. 

The  foreign  cries  of  “foul 
trade  practice,’’  needless  to  say, 
bring  out  the  worst  in  Japanese 
politicians  and  businessmen. 
The  most  unwise  of  the  local  ex¬ 
perts  seem  to  be  advocating  Ja¬ 
pan’s  independence  of  foreign 
markets  —  kind  of  like  killing 


the  goose  which  they  seem  to 
have  forgotten  laid  the  golden 
egg  on  Japanese  shores. 

The  most  unwise  of  the  for¬ 
eign  experts  continue  to  press 
for  certain  embargoes  on  high- 
tech  products  from  Japan.  They 


some  torch  to  burn  to  prove 
their  superiority  and  those  for¬ 
eigners,  mostly  Americans,  who 
feel  the  need  to  retaliate  in  kind. 
Both  are  blowing  up  a  typhoon  of 
belligerent  words.  All  but  a  very 
few  have  one  thing  in  common: 
They  have  few  qualifications  to 
make  these  judgments. 

Japanese  and  foreign  media 
alike  abound  with  sensationalist 


appear  to  want  to  shut  the  doors 
of  the  factories  they  helped  build 
and  from  which  they  obtain  their 
supplies,  just  to  teach  someone  a 
lesson. 

The  opinions  of  these  Japan 
“experts”  cannot  help  but  ap¬ 
pear  to  me  as  the  bought  and 
paid-for  smirks  of  an  insincere 
waiter.  The  most  vociferous  of 
these  advice-givers  seem  to  be 
Japanese  executives  who  have 


and  often  banal  stories  on  Japa¬ 
nese  business  —  stories  that  re¬ 
veal  deeply  prejudiced  and  pre¬ 
programmed  opinions  that  em¬ 
ploy  onerous  national  and  racial 
stereotypes  to  make  their 
points.  These,  too  often,  provide 
the  fodder  sought  by  many  edi¬ 
tors  to  curry  favor  from  the  me¬ 
dia-buying  public  unaware  of  the 
truth  regarding  Japan  and  its  re¬ 
lationships  abroad.  Their  emana¬ 


tions,  in  turn,  feed  the  profes¬ 
sional  doomsday  preachers  who 
warn  both  the  Japanese  and  for¬ 
eign  publics  that  there’s  skul¬ 
duggery  afoot,  and  something 
ought  to  be  done  about  it. 

The  sad  part  of  all  this  is  that 
the  Japanese  and  foreign 
businessmen  who  work  together 
daily  in  the  trenches  of  Japanese 
business  have  to  deal  with  it. 

They  both  know 
that  things  are 
different  here  in 
Japan,  so  why 
should  anyone  be 
surprised  about 
this?  It  is  not  Ita¬ 
ly,  France,  the 
USSR  or  the 
U.S.;  it  is  Japan. 
Japanese,  rarely 
understood  by 
foreigners,  is  the 
spoken  and  writ¬ 
ten  language 
here.  Society  has 
some  very  funda¬ 
mental  value  dif¬ 
ferences.  Howev¬ 
er,  these  need  not 
create  a  typhoon; 
they  can  be  en¬ 
riching. 

The  growing 
winds  of  antifor- 
eign/anti-Japanese  newspaper 
reports  and  TV  documentaries 
that  have  been  blowing  lately 
can  serve  little  purpose  but  to 
undermine  our  mutual  solid  busi¬ 
ness  foundations  —  foundations 
Japan  and  the  U.S.  have  so  care¬ 
fully  built  since  the  end  of  World 
War  II.  We  can  only  hope  that 
the  winds  do  not  herald  the  arriv¬ 
al  of  a  typhoon  from  which  we 
may  may  not  be  able  to  recover. 


New  day  dawns  in  age  of 
U.S.  foreign  competition 

MARTY  GRUHN 


Like  many  peo¬ 
ple  in  the  com¬ 
puter  industry,  I 
have  been 
watching  the  in¬ 
fluence  of  off¬ 
shore  firms  with 
a  growing  sense  of  unease.  On 
the  one  hand,  I  am  a  child  of  lais- 
sez  faire.  I  drive  foreign  cars  and 
believe  that  the  best  product 
should  always  win.  On  the  other 
hand,  I  am  concerned  that  U.S. 
computer  companies  are  irrevo¬ 
cably  falling  behind. 

As  the  computer  industry 
rolls  into  a  recession,  this  con¬ 
cern  takes  on  new  dimensions. 
Clearly,  our  industry  is  downsiz¬ 
ing,  and  every  participant  is  be¬ 
ing  affected.  Automation  is  elimi¬ 
nating  jobs  in  manufacturing. 
The  march  of  price/performance 
means  that  fewer  people  are 
needed  to  market,  sell  and  ser- 


Gruhn  is  a  consultant  and  former  vice- 
president  of  the  Sierra  Group. 


vice  less  expensive  computers. 
In  fact,  many  pundits  believe  the 
computer  sector  is  entering  a  pe¬ 
riod  of  maturity  analogous  to  the 
automobile  industry.  In  this  fu¬ 
ture  scenario,  there  will  be  a 
handful  of  giants  supported  by  a 
plethora  of  small  companies  that 
specialize  in  market  niches. 

The  question  is,  of  course, 
who  will  be  the  giants  of  the  next 
computer  era?  Look  at  the  classi¬ 
fied  ads  today  and  you  might  get 
a  clue.  While  U.S.-based  comput¬ 
er  suppliers  are  la3dng  off  people 
by  the  thousands,  Japanese-held 
companies  are  notable  for  their 
hiring  activity.  Recent  employ¬ 
ment  advertisements  by  Hitachi, 
Toshiba  and  NEC  all  point  to 
their  continued  investments  in 
the  U.S.  market.  Given  the  lay¬ 
offs  by  U.S.  companies,  they  will 
have  a  long  roster  of  first-rate 
people  from  which  to  choose. 

The  challenge  to  U.S.  com¬ 
puter  manufacturers  is  further 
underscored  when  one  observes 
the  quiet  revolution  taking  place 
in  the  venture  capital  communi¬ 


ty.  Sources  indicate  that  rather 
than  retreating  from  new  invest¬ 
ments,  venture  capitalists  are 
continuing  to  fund  high-technol¬ 
ogy  start-ups.  However,  much  of 
this  capital  hails  from  Japanese 
and  Asian  companies,  which  are 
investing  in  fledgling  start-ups 
developing  technologies  that  will 
be  intrinsic  to  success  in  the  next 
decade.  They  are  not  only  mak¬ 
ing  the  investments  necessary  to 
become  the  powerhouses  of  the 
computer  industry  in  the  future, 
they  are  willing  to  make  them  in 
the  worst  of  times. 

Three  little  culprits 

So  we  must  ask  this  question: 
Why  are  U.S.  computer  compa¬ 
nies  finding  it  difficult  to  com¬ 
pete?  One  reason  is  governmen¬ 
tal  policies  that  do  not  protect 
U.S.  businesses  from  unfair  com¬ 
petition  and  a  lack  of  cooperation 
between  government  and  indus¬ 
try  that  is  typically  found  in  oth¬ 
er  countries.  Our  tax  laws  also  do 
little  to  incite  strong  capital  in¬ 
vestment.  However,  there  is  a 
third  culprit  that  is  also  responsi¬ 
ble.  It  is  Wall  Street,  which 
makes  the  computer  industry 
dance  to  its  collective  tune. 

Face  it  —  Wall  Street  runs  on 
smart  money,  and  sales  and 


earnings  are  the  name  of  the 
game.  When  computer  compa¬ 
nies  report  successively  higher 
sales  and  earnings.  Wall  Street 
applauds  by  raising  the  value  of 
the  stock,  and  management  and 
employees  feel  that  they  win. 
When  there  are  shortfalls,  how¬ 
ever,  investors  unload  the  stock 
with  a  vengeance  and  recrimina¬ 
tions  are  swift  and  sure.  Consid¬ 
er  the  applause  that  surrounded 
industry  stars  such  as  DEC,  Ap¬ 
ple  and  Sun  Microsystems.  Then 
look  at  the  response  when  they 
hit  bumpy  roads  and  quarter-to- 
quarter  windfall  sales  gains  could 
not  be  sustained. 

When  U.S.  computer  manu¬ 
facturers  dance  to  the  tune  of 
Wall  Street,  an  insidious  problem 
occurs.  Quarterly  performance 
takes  the  place  of  the  long-term 
view,  and  companies  are  loath  to 
report  reversals  while  new  strat¬ 
egies  go  into  effect.  To  “make 
the  numbers,”  vendors  throw 
sales  forces  into  a  frenzy  at  the 
end  of  each  quarter  and  pursue 
self-defeating  price  wars  to  gain 
market  share.  In  the  worst  case, 
we  have  situations  such  as  Mini¬ 
scribe’s,  in  which  management  is 
alleged  to  have  cooked  the  books 
to  make  the  numbers  add  up.  In 
the  best  case,  we  have  firms  such 


as  Data  General,  which  have  set 
their  stakes  in  new  products  and 
strategies  for  the  long  term  and 
are  willing  to  take  their  lumps 
while  Wall  Street  fumes. 

And  what  about  Wall  Street 
and  Japanese  and  other  Asian 
competitors?  Unlike  their  U.S. 
contemporaries,  Asian  competi¬ 
tors  can  largely  ignore  Wall 
Street.  They  draw  from  a  well- 
spring  of  management  and  in¬ 
vestment  philosophies  that  value 
long-term  success  over  whimsi¬ 
cal  performance.  These  firms’ 
long-term  orientation  is  support¬ 
ed  by  their  government  and  pri¬ 
vate  sectors.  They  are  the  firms 
investing  in  the  computer  indus¬ 
try  today,  while  U.S.  firms  strug¬ 
gle  to  make  the  numbers  despite 
an  obvious  computer  recession. 

In  the  final  analysis,  there  is  a 
lot  more  wrong  with  the  comput¬ 
er  business  than  downsizing  and 
the  effects  of  price/performance. 
To  be  competitive,  the  U.S. 
computer  industry  needs  to 
make  the  emotional  and  financial 
investments  that  will  be  neces¬ 
sary  to  be  competitive  over  the 
long  term.  To  do  so,  it  will  need 
more  pragmatic  partners  in  the 
government  and  in  the  financial 
community.  Wake  up  and  smell 
the  coffee,  folks. 


DECEMBER  4, 1989 


COMPUTERWORLD 


21 


4th  Generation  technology 
finally  reaches  the  data  center. 


Software  AG  announces  the  Data  Center  Management  Series. 


If  you’re  tired  of  managing  your  high-tech  data  center  with  low-tech,  antiquated 
tools,  you  need  the  Data  Center  Management  Series™  from  Software  AG. 

Why  consider  4th  Generation  technology  for  data  center  management?  Because 
you  need  it.  You  need  powerful,  integrated  software  to  automate  the  three  key 
areas  of  your  data  center: 

•  Job  preparation/scheduling 

•  Console  management 

•  Network  control 

Together,  NATURAL  OPERATIONS,  NATURAL  CONSOLE,  and  NATURAL 
NETWORK  deliver  advanced  solutions  for  each  of  these  areas. 

More  importantly,  all  Software  AG  technology  works  together,  within  one 
coherent  architecture  (ISA:  The  open.  Integrated  Software  Architecture).  This 
integration  maximizes  productivity,  minimizes  training  time,  and  increases  the 
overall  performance  of  your  data  center. 

And  that’s  just  the  beginning  of  what  integrated,  4th  Generation  technology 
can  do  to  automate  data  center  management. 

The  Data  Center  Management  Series.  From  the  world’s  leading  software 
manufacturer:  Software  AG. 


There’s  a  new  player  in  the 
data  center:  Software  AG’s 
Data  Center  Management 
Series  provides  a  4th 
Generation  approach  to 
data  center  automation. 
For  more  information,  call 
toU-free:  1-800-843-9534. 


A  eoftUSRRS  RG 

^  PROGRAMMING  BUSINESS  SUCCESS 


The  Data  Center  Series  can  either  stand  alone,  or  be  used  with  Software  AG’s  ADABAS  DBMS  and  NATURAL  4th  Generation  application  development  technologies. 

©1989  Software  AG,  ADABAS,  NATURAL,  ISA,  The  Data  Center  Management  Series,  NATURAL  OPERATIONS,  NATURAL  CONSOLE,  and  NATURAL  NETWORK  are 
trademarks  of  Software  AG. 


SYSTEMS  &  SOFTWARE 


SOFT 

TALK 

Amy  Cortese 

Unix  walls 
coming  down 

We  live  in  inter¬ 
esting  times. 

The  physical 
and  ideological 
walls  that  have 
separated  East 
and  West  Ger¬ 
many  are  being  tom  down,  and 
people  are  talking  of  reunifica¬ 
tion. 

Closer  to  home  in  the  soft¬ 
ware  industry,  other  walls  are 
coming  down.  OK,  the  renewed 
call  for  unification  of  the  Unix  in¬ 
dustry  doesn’t  compare  with 
the  possible  end  of  the  Cold  War 
—  but  it  is  intriguing. 

Battle  weary,  the  Open  Soft¬ 
ware  Foundation  (OSF)  and  Unix 
International  (UI)  have  reached 
an  apparent  rapprochement. 

And  AT«&T,  long  the  Unix  sen¬ 
try,  is  holding  open  the  doors  of 
its  Unix  Software  Operation  to 
friend  and  foe. 

In  an  attempt  to  dispel,  once 
and  for  all,  any  perceptions  of 
self-interest,  AT&T’s  Robert 
Kavner  has  initiated  discussions 
with  members  of  both  OSF  and 
UI,  centering  on  the  creation  of  a 
Unix  business  owned  by  com¬ 
panies  with  a  vested  interest  in 
the  operating  system.  The  dis- 
Continued  on  page  32 

Inside 

•  SSA  wields  CASE  tool  for 
AS/400.  Page  25. 

•  Distributed  databases  pro¬ 
jected  to  mean  multimiUions 
by  1993.  Page  25. 

•  M&D  announces  plans  for 
inventory  control.  Page  26. 


Visa  finds  success  in  redundancy 


ON  SITE 


BY  JEAN  S.  BOZMAN 

CW  STAFF 

SAN  MATEO,  Calif.  —  Visa 
USA,  Inc.  claims  it  has  a  formula 
for  success  in  information  sys¬ 
tems  planning  —  and  that  for¬ 
mula  is  “n  -I-  1.” 

The  “n  -f  1” 
formula  means  that 
redundancy  is  built 
into  Visa’s  entire 
credit  authoriza¬ 
tion  and  clearing 


VISA 


network.  It  means  there  are  du¬ 
plicate  mainframes,  duplicate 
network  pathways,  duplicate 
network  terminals  and  duplicate 
power  supplies.  There  is  also  a 
duplicate  data  center  in  McLean, 
Va.,  that  handles  half  of  all  Visa 


transactions  and  acts  as  an  emer¬ 
gency  backup  to  the  primary 
data  center  here. 

Uptime  is  critical  to  Visa, 
which  provides  credit-authoriza¬ 
tion  services  to  19,500  member 
banks  around  the  world  and  com¬ 
petes  with  services  provided  by 
American  Express  Co.,  among 
others.  Last  year. 
Visa,  with  more  than 
200  million  card¬ 
holders,  cleared  more 
than  $209  billion  in 
transactions  stem¬ 
ming  from  sales  at 
more  than  seven  million  retail 
outlets  worldwide.  Visa  says  its 
credit-card  clearing  operation, 
which  is  owned  by  its  member 
banks,  represents  nearly  half  of 
the  global  credit-card  market. 

This  year,  overseas  sales  vol¬ 


umes  outstripped  those  in  the 
U.S.,  forcing  Visa’s  IS  to  expand 
its  base  of  data  centers  in  Lon¬ 
don,  Hong  Kong,  Singapore  and 
Sydney,  Australia.  “In  the  next 
three  to  five  years, 
we  will  be  seeing 
more  computer 
centers  located 
outside  the  U.S.,’’ 
said  Rosalind  Fish¬ 
er,  executive  vice- 
president  at  Visa 
USA,  who  directs 
Visanet  IS.  “That 
means  our  archi¬ 
tecture  will  have  to 
be  flexible  enough 
to  provide  the  kind 
of  availability  we  now  get  from 
our  two  U.S.  data  centers.’’ 

Redundancy  and  flexibility  go 
together  at  Visa,  since  the  net- 


Visa’s  Fisher  seeks 
flexible  a  rch  i tectu  re 


work  may  have  to  be  reconfi¬ 
gured  on  the  fly,  as  it  was  during 
the  Oct.  17  California  earth¬ 
quake.  The  McLean  center  took 
over  control  of  Visanet  for  sev¬ 
eral  hours,  while  the  San  Mateo 
center  was  checked  for  earth¬ 
quake  damage.  Then,  San  Mateo 
took  over  for  McLean  the  next 
day  when  thunder¬ 
storms  threatened 
East  Coast  communi¬ 
cations  lines. 

To  protect  against 
damage  from  earth¬ 
quakes,  Visa’s  pro¬ 
cessing  center  here  is 
anchored  to  bedrock 
40  feet  beneath  the 
surface. 

The  center  hap¬ 
pens  to  be  located,  af¬ 
ter  all,  just  a  short  dis¬ 
tance  from  California’s  infamous 
San  Andreas  Fault. 

The  Bay  Area  earthquake 
Con  ti  n  ued  on  page  29 


Amdahl  drops  entry  point 
for  MDF  multiprocessor 


BY  J.  A.  SAVAGE 

CW  STAFF 


SUNNYVALE,  Calif.  —  Amdahl 
Corp.  recently  lowered  the  price 
point  to  access  its  14-subset 
Multiple  Domain  Feature  with 
the  introduction  of  a  new  multi¬ 
processor  that  is  scheduled  for 
February  availability. 

The  company  also  said  it 
would  increase  the  density  of  its 
static  random-access  memory 
(SRAM)  chips  to  double  main 
memory  on  its  high-end  series, 
the  5990s. 

The  ability  to  partition  a 
multiprocessor  into  14  separate 
working  units  “can  save  a  ton  on 
software  costs,”  in  comparison 
with  nmning  copies  of  software 
on  several  machines,  according 
to  Tom  Moore,  Amdahl’s  5990 
marketing  manager. 


While  that  degree  of  parti¬ 
tioning  has  been  available  on  two 
higher  level  machines,  which  are 
priced  beginning  at  $9.8  million 
and  $11.8  million,  the  new  5990- 
790  will  start  at  $7.5  million, 
Amdahl  said. 

Reduced  overhead 

Amdahl  also  claimed  to  have  re¬ 
duced  overhead  tied  to  the  com¬ 
pany’s  Multiple  Domain  Feature 
with  a  “scheduler”  to  simplify  al¬ 
location  of  processing  time  be¬ 
tween  partitioned  CPUs  relative 
to  changing  work  load. 

This  extension  to  the  Multi¬ 
ple  Domain  Feature  will  be  avail¬ 
able  at  no  extra  charge  at  the  end 
of  next  year. 

The  expanded  memory  would 
be  able  to  make  better  use  of  the 
IBM  MVS/ESA  operating  sys¬ 
tem  in  its  storage-management 


capacity,  according  to  a  spokes¬ 
man  for  the  company. 

The  new  mainframe  is  slated 
for  availability  in  February,  ac¬ 
cording  to  the  company. 

At  that  time,  Amdahl  will  also 
provide  a  10%  performance 
boost  on  its  5990-500  dual  pro¬ 
cessor. 

The  basic  configuration  of  the 
5990-790  will  feature  128M 


bytes  of  main  storage  and  64 
channels,  and  with  the  SRAM 
addition,  its  memory  capacity 
could  double  to  IG  byte.  Amdahl 
currently  uses  SRAM  chips,  but 
the  new  chip  board  will  be  four 
times  as  dense.  The  additional 
memory  will  be  offered  at  the 
same  incremental  cost  as  cur¬ 
rent  memory,  according  to 
Moore. 


Options  grow 

Amdahl’s  new  mainframe,  the  5990-790,  offers  performance  similar  to 
the  5990-700  but  more  configuration  flexibility  _ 


5990-500 
dual  processor 

5990-790 

2- way  multiprocessor 

5990-700 
dual  processor 

5990-1100 

3- way  multiprocessor 

5990-1400 

4- way  multiprocessor 


(Number  of  MIPS) 


SOURCE:  AMDAHL  CORP. 
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BIM  Spotlight 


BIM-VIO 


B  I  MOYLE  ASSOCIATES,  INC.  612-933-2885 

5788  Lincoln  Drive  Telex  297  893  (BIM  UR) 

Minneapolis.  MN  55436  Member  Independenl  Computer  Consultants  Assn 


PROBLEMS:  The  DOS/VSE  Label  Area  is  a  performance  bottleneck. 
Slow  disk,  relative  to  CPU,  limits  performance. 

SOLUTION:  BIM-VIO-The  DOS/VSE  VIRTUAL’  Disk  Drive  and 

Resident  Label  Area  Product. 

BIM-VIO  creates  a  ‘‘Virtual"  Disk  Drive  in  the  VIO  area  of  DOSA/SE/SP.  Since  this  area  is  in 
virtual  storage,  references  to  it  are  satisfied  at  CPU  speeds  and  no  actual  disk  I/O  takes  place. 
The  net  result  is  a  potentially  significant  performance  improvement  of  programs  using  disk  files 
that  have  been  moved  to  this  area. 

A  built-in  feature  of  the  product  is  that  the  DOS/VSE  Label  Area  is  relocated  to  the  virtual  disk. 
This  area  is  one  of  the  most  frequently  accessed  in  most  DOS  sites,  so  moving  it  to  the  virtual 
disk  should  result  in  significant  performance  improvement  to  the  overall  system,  regardless 
of  any  other  specific  use  of  the  virtual  disk  capability. 

Call  for  full  documentation  or  free  30-day  trial.  Price:  $4000,  $2000/yr,  or  $200/mo. 

BIM  has  over  20  system  software  products  for  improving  productivity  and  use  of  DOSA/SE,  OS.  and  CICS.  and  also  performs 
systems  programming  consulting.  Marketing  agents  in  most  countries. 
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A  Comparison  Chart  of  the 
Major  Cooperative  Processing 
Software  Products: 

SUPER-LINK(g) 

Family 

Easel™ 

Mozart™ 

Arbiter® 

IBM’s  HLLAFI' 

IBM’s  APPC™ 

or  CPI-C™ 

Functions: 

Processing  Topologies  Supported 

SAA  CUA  Interface  for  existing  3270  applications: 

Under  PCA>OS 

Yes 

No 

No 

No 

No 

No 

Under  OS/2 

Yes 

Yes 

Yes 

No 

No 

No 

Transition  from  PC/DOS  to  OS/2 

Yes 

No 

7 

No 

No 

No 

3270  Communications 

Yes 

Yes 

Yes 

No 

Yes 

No 

Peer-to-Peer  Communications: 

for  extending  existing  3270  applications 

Yes 

No 

No 

No 

No 

No 

for  new  applications 

Yes 

No 

No 

Yes 

No 

Yes 

Maintenance  of  PC  applications  &  data  from  a  central  library 

Yes 

No 

No 

No 

No 

No 

Background  file  transfer  in  PC/DOS 

Yes 

No 

No 

No 

No 

No 

Background  peer-to-peer  processing  in  PC/DOS 

Yes 

No 

No 

No 

No 

No 

Object  Orientation 

Yes 

Yes 

No 

No 

No 

No 

CASE/Application  Generation 

Yes 

No 

No 

No 

No 

No 

SAA  CUA  Support 

All  functions  supported  on  PC/DOS: 

Yes 

No 

No 

No 

No 

No 

Action  Bar 

Yes 

* 

Yes 

No 

No 

No 

Pull-down  menus 

Yes 

Yes 

No 

No 

No 

Pop-up  menus 

Yes 

♦ 

Yes 

No 

No 

No 

Messages  and  Prompts 

Yes 

* 

Yes 

No 

No 

No 

Dialog  Boxes 

Yes 

* 

Yes 

No 

No 

No 

Forms 

Yes 

* 

Yes 

No 

No 

No 

Direct  support  for  multiple  levels  of  action  bars  and  pull-downs 

Yes 

* 

No 

No 

No 

No 

Action  bars  and  Pull-downs  in  a  form 

Yes 

* 

No 

No 

No 

No 

Single  and  multiple  selection  menus 

Yes 

No 

No 

No 

No 

Menus  and  Lists  within  a  form 

Yes 

* 

No 

No 

No 

No 

CUA  defined  help 

Yes 

* 

No 

No 

No 

No 

Development  System  Features:  available  without  programming 

Field-level  context-sensitive  help 

Yes 

No 

Yes 

No 

No 

No 

Optional  learning  mode  (help  always  displayed) 

Yes 

No 

No 

No 

No 

No 

Embedded  User  Assistance  (pop-up  selection  lists) 

Yes 

No 

No 

No 

No 

No 

Dictionary  for  storage  and  re-use  of  definitions  &  documentation 

Yes 

No 

No 

No 

No 

No 

Data  Editing/Validation: 

Data  type/mask  checking 

Yes 

No 

Yes 

No 

No 

No 

Range/limit  checking 

Yes 

No 

No 

No 

No 

No 

Date  formatting/checking 

Yes 

No 

No 

No 

No 

No 

Validation  against  database  files 

Yes 

No 

No 

No 

No 

No 

Required  fields 

Yes 

No 

No 

No 

No 

No 

"Must  Fill"  fields 

Yes 

No 

No 

No 

No 

No 

Zero  not  valid  fields 

Yes 

No 

No 

No 

No 

No 

Multiple  validation  points  during  PC  processing  of  transaction  form 

Yes 

No 

No 

No 

No 

No 

Complete  local  application  testing,  database  maintenance,  interface 

testing,  and  mainframe  communications  simulation 

Yes 

No 

No 

No 

No 

No 

Language  Objects  Available  Without  Low  Level  Programming 

Display  and  selection  from: 

In-memory  lists 

Yes 

Yes 

Yes 

No 

No 

No 

File  lists 

Yes 

No 

Yes 

No 

No 

No 

Database  lists 

Yes 

No 

Yes 

No 

No 

No 

Menu  display  and  selection 

Yes 

No 

Yes 

No 

No 

No 

Help  at  all  levels:  (Panel,  Action  bar.  Menu,  Form,  &  Field) 

Yes 

No 

Yes 

No 

No 

No 

Error  Processing 

Yes 

No 

Yes 

No 

No 

No 

Add/update/delete/locate  on: 

Sequential  files 

Yes 

Yes 

Yes 

No 

No 

No 

Database  files 

Yes 

No 

Yes 

No 

No 

No 

Host  logon  sequence 

Yes 

No 

No 

No 

No 

No 

Determining  3270  screen  identification 

Yes 

No 

Yes 

No 

No 

No 

Read/Write  all  fields  on  3270  screen  with  a  single  command 

Yes 

No 

No 

No 

No 

No 

Determine  dynamic  3270  field  attribute  changes 

Yes 

No 

No 

No 

No 

No 

Dynamic  modification  of  field  attributes  based  on  form  entries 

Initial  values  displayed 

Yes 

No 

No 

No 

No 

No 

Protected/unprotected  fields 

Yes 

No 

No 

No 

No 

No 

Development  Environment  Comparison 

Object  Orientation 

Yes 

Yes 

No 

No 

No 

No 

Dictionary  and  documentation 

Yes 

No 

No 

No 

No 

No 

Panel/Form  painter  for  Creation/Maintenance 

Yes 

Yes 

Yes 

No 

No 

No 

3270  screen  capture:  Picture  and  attributes 

Yes 

No 

No 

No 

No 

No 

Application  Generation  (CASE) 

Yes 

No 

No 

No 

No 

No 

Intelligent  editor  (language  sensitive) 

Yes 

No 

No 

No 

No 

No 

System/user  defined  templates 

Yes 

No 

No 

No 

No 

No 

Integrated  compile/test/debug 

Yes 

No 

No 

No 

No 

No 

Keyboard  re-mapping 

Yes 

Yes 

Yes 

No 

No 

No 

Compiled  environment 

Yes 

Yes 

Yes 

No 

No 

No 

Execution-time  source  debugging 

Yes 

Some 

No 

No 

No 

No 

Host  Environments  Supported  for  Peer  to  Peer 

MVS  -  CICS 

Yes 

No 

No 

Yes 

No 

No 

MVS  -  IDMS/DC 

Yes 

No 

No 

No 

No 

No 

MVS  /  TSO 

Yes 

No 

No 

No 

No 

No 

DOS  /  VSE-CICS 

Yes 

No 

No 

Yes 

No 

No 

VM/CMS 

Yes 

No 

No 

Yes 

No 

No 

DEC  VAX / VMS 

Yes 

No 

No 

No 

No 

No 

Minimum  PC  Hardware  Requirements:  IBM  XT  /  Clone,  640k 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

*Easel  does  not  support  the  SAA  CUA  style  interface  under  PC/DOS  only  under  OS/2. 


Every  effort  to  present  an  accurate  chart  has  been  made,  however  no  guarantee  can  he  made  (8/7/89).  Super-Link®  is  a  registered  trademark  of  Multi  Soft,  Inc.  ,  Lawrenceville,  NJ. , 
Moiart™  is  a  trademark  of  Aspen  Research,  Eiisel™  is  a  trademark  of  Interactive  Images,  Inc.  Arbiter®  is  a  registered  trademark  of  Tangram  Systems. 


Multi  Soft's 


SUPER-UNK®  Family 
delivers  SAA/CUA  on 
DOS  platforms  Now! 

Multi  Soft’s  SUPER-LINK  product  family  represents  the 
leading  edge  of  cooperative  processing  technology.  It  allows 
the  development  of  SAA/CUA-compatible  user  interfaces  now 
on  standard  low-cost 640K  DOS  PCs.  It  provides  the  full  peer- 
to-peer  cooperative  processing  capabilities  of  IBM's  APPC 
(Advanced  Program-to-Program  Communications)  product 
for  PC/host  applications.  However,  instead  of  requiring  the 
use  of  LU6.2  SNA  sessions,  it  works  over  the  LU2-based 
networks  that  are  already  in  place.  Both  standard,  LU2-based 
SNA  links,  as  well  as  asynchronous  communications  are 
supported.  Not  even  IBM  offers  that  kind  of  support  now.  All 
SUPER-LINK  based  applications  port  without  change  to 
IBM's  OS/2,  PM,  and  LU6.2  strategic  platforms. 

Multi  Soft  Introduces: 

EasySAA™! 


EasySAA  is  an  advanced  Object  Oriented  CASE  tool  for 
creating  SAA/CUA-compatible  interfaces  and  cooperative 
processing  applications  with  many  features  including: 

•  CUA  89  support  on  character-based  PC  DOS  platforms 

•  Integration  of  program  creation,  editing,  compiling, 
debugging  and  testing 

•  Support  for  specific  Objects:  Forms,  Panels  (Windows), 
Menus,  Procedures,  Libraries,  Help,  data  files,  and  3270 
&  Peer-to-Peer  Communication 

•  Object  type  sensitivity 

•  Automatic  generation  of  CUA-compatible  interfaces 

•  Support  for  Multiple  Views  and  Representations  of  Objects 

•  And  much  much  more! 

Nowyou  can  create  SAA/CUA-compatible  interfaces  in  minutes 
and  integrate  them  into  existing  mainframe  applications. 

In  addition  to  EasySAA,  Multi  Soft’s  SUPER-UNK 
product  family  also  includes: 

INFRONT/DS^'^  (Development  System)  is  a  PC-resident 
developer's  toolkit  which  includes:  screen/window 
management,  a  4GL  with  an  object  orientation  specifically 
designed  for  cooperative  processing,  communications,  and 
local  file  &  database  access.  INFRONT/DS  allows  the  developer 
to  add  new  functions  and  SAA/CUA-compatible  PC  interfaces 
to  any  host  application  through  either  peer-to-peer  or  3270 
data  stream  interactions. 

INFRONT/RU'^  (Run-time)  is  the  run-time  software  that 
allows  the  developer  to  deliver  the  PC  portion  of  the  peer-to- 
peer  or  3270  data  stream  applications  developed  using 
INFRONT/DS. 

INFRONT/HPO^'^  (Host  Processing  Option)  provides 
peer-to-peer  communications  between  a  PC  and  a  host. 
INFROPir applications  on  the  PC  use  ENFRONT/HPO  message 
protocols  to  communicate  directly  to  host  applications  written 
in  standard  3GLs.  INFRONT/HPO  takes  care  of  interfacing  to 
the  low  level  communications  channels,  allowing  the  developer 
to  concentrate  on  the  functional  requirements  of  the  application 
rather  than  on  the  complex  mechanics  of  communications. 

INFRONT/SDF^'^  (Software  Distribution  Facility)  auto¬ 
mates  the  distribution  and  maintenance  of  PC  software  and 
files.  INFRONT/SDF  ensiu'es  that  PC  users  always  have  the 
correct  version  of  their  PC  applications  and  editing  tables. 

INFRONT/BCF™  (Background  Communications 
Facility)  allows  PC  programs  to  communicate  to  an  IBM  host 
on  a  file-by-file  or  record-by-record  basis  in  either  foreground 
or  background  modes.  When  running  in  background  mode, 
any  non-  communicating  PC  program  can  be  running  in  the 
foreground. 

Call  for  a  free  demo  disk! 

The  Experts  in  Cooperative  Processing: 

Multi  Soft,  Inc, 

123  Franklin  Corner  Rd. 

Lawrenceville,  NJ  08648 
800-888-4973 
609-896-4100 
Fax  #  609-895-0072 


"tXJ  ttw,  WHEM I  ASK£P  TD  ECRKW  '(OUR  COMPUTERWRU)  I  SORT  OF  WDPEP  rPOETTHE  WHOLE  TUI^JQ  AT  ONCE. 


YES,  I  want  to  receive  my  own  copy  of  COMPUTERWORLD  each  week.  I  accept  your 
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Database  sector  slated  for  growth 


BY  MAR YFRAN  JOHNSON 

CW  STAFF 

NEWTON,  Mass.  —  The  con¬ 
cept  of  distributed  database  — 
moving  data  out  from  the  main¬ 
frame  and  closer  to  the  informa¬ 
tion  systems  group’s  clients  — 
may  not  be  a  reality  yet,  but  it 
could  fuel  a  major  computer  in¬ 
dustry  segment’s  growth  by 
1993,  a  recent  study  said. 

After  surveying  100  IS  de¬ 
partments  in  the  banking,  fi¬ 
nance  and  insurance  industries, 
market  research  firm  Business 
Research  Group  concluded  that 
revenue  from  distributed  data¬ 
base  software  will  grow  from 
$150  million  in  1988  to  more 
than  $1.2  billion  by  1993. 

The  main  beneficiaries  of  this 
growth  will  be  those  software 
companies  with  products  geared 
to  distributed  environments  and 
hardware  companies  seUing  plat¬ 
forms  that  support  multiuser  dis¬ 


tributed  architectures,  said  Ke¬ 
vin  O’Neill,  vice-president  of 
research  at  BRG. 

“The  whole  trend,  which  will 
be  prominent  in  the  1990s,  is  for 
information  technology  to  be 
used  as  a  competitive  weapon 
rather  than  a  back-room  num- 
ber-cnmcher,”  O’NeiU  said. 

Databases  will  move  “a  lot 
closer  to  where  business  is  being 
conducted,”  he  added.  That  will 
allow  companies  to  generate 
new  sources  of  revenues  and  in¬ 
crease  market  share  by  offering 
faster  turnaround,  new  services 
and  broader  options. 

Citicorp,  for  example,  recent¬ 
ly  implemented  Global  Trader,  a 
24-hour,  on-line  information  ser¬ 
vice  that  allows  its  securities 
traders  and  users  to  link  up  with 
a  real-time  distributed  database 
network.  “This  could  only  be  ac¬ 
complished  by  the  use  of  distrib¬ 
uted  relational  databases,” 
O’Neill  noted. 


HP,  IBM  on  speaking  terms 
with  new  systems  release 


BY  J.  A.  SAVAGE 

CW  STAFF 


It  appears  that  relief  may  be  on 
the  way  for  a  handful  of  Hewlett- 
Packard  Co.  customers  who 
have  both  HP  3000  minicomput¬ 
ers  and  IBM  midrange  comput¬ 
ers  or  mainframes. 

HP  last  week  planned  to  ship 
an  operating  system  fix  that 
would  eliminate  the  need  of  hav¬ 
ing  to  use  an  old  HP  computer  as 
a  front  end  to  let  the  two  com¬ 
puters  communicate. 

That  problem  will  be  fixed, 
according  to  HP,  with  its  next 
MPE/XL  operating  system  Re¬ 
lease  2.0,  scheduled  for  the  end 
of  this  month. 


“[Using  the  older  machines] 
costs  extra,  not  a  lot,  but  some,” 
said  Marsh  Brough,  manager  of 
distributed  technical  services  for 
3M  in  St.  Paul,  Minn.  Brough  has 
been  using  mainly  older  HP 
3000  Model  70s  for  communica¬ 
tions.  While  HP  has  loaned  some 
of  those  machines.  Marsh  said, 
“I  don’t  want  to  do  it  forever.” 

When  the  first  MPE;^L  pro¬ 
cessors  were  released  in  1987, 
the  operating  system  could  han¬ 
dle  neither  SNA  nor  bisynchron¬ 
ous  communications,  said  Jay 
Kidd,  marketing  manager  for 
HP’s  Business  Network  Divi¬ 
sion.  The  company  felt  that  SNA 
should  be  addressed  first  and  did 
so  last  year. 


Although  the  study  addressed 
both  client/server  databases  and 
“true”  distributed  databases, 
O’Neill  said  truly  distributed  da¬ 
tabases  are  still  more  fantasy 
than  reality.  Of  the  estimated 
630,000  database  systems  now 
in  use  in  banks,  finance  and  in¬ 
surance  companies,  the  BRG 
study  found  that  8,350  can  be 
considered  client/server  sys¬ 
tems  while  only  25  are  “true” 
distributed  systems. 

Yet,  by  1993,  client/server 
databases  in  these  industries  are 
expected  to  grow  to  63,000  and 
true  distributed  database  sys¬ 
tems  to  1,600.  “The  wave  of 
products  enabling  the  creation  of 


these  databases  is  just  becoming 
available,”  O’Neill  said. 

Some  of  the  missing  links, 
however,  are  a  conunon  data  dic¬ 
tionary  across  multivendor  plat¬ 
forms  and  the  inability  of  these 
systems  to  change  or  update  the 


database  in  a  distributed  fashion. 

The  lack  of  appropriate  stan¬ 
dards  for  communications  and 
protocols  of  distributed  data¬ 
bases  also  poses  a  hurdle  for  het¬ 
erogeneous  distributed  data¬ 
bases,  the  researcher  said. 


Bank  on  it 

The  financial,  banking  and  insurance  industries  will  be  moving  more 
of  their  database  systems  down  to  PCs  and  servers 


Number  of  installed  systems 

1988 

1993 

All  database  systems,  excluding  PCs 

60,000 

40,000 

All  database  systems,  including  PCs* 

630,000 

2,300,000 

Client/server  systems 

8,450 

63,000 

True  distributed  database  systems 

25 

1,600 

*  Includes  client/server  systems 


SOURCE:  BUSINESS  RESEARCH  GROUP 
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Chicago  firm  makes  CASE  for  IBM  system 


BY  ROBERT  MORAN 

CW  STAFF 

CHICAGO  —  Systems  Software 
Associates,  Inc.  recently  an¬ 
nounced  a  computer-aided  soft¬ 
ware  engineering  (CASE)  tool 
specificaUy  designed  for  the 
IBM’s  Application  System/400. 

According  to  the  Chicago- 
based  firm,  the  software,  called 
AS/SET,  generates  structured, 
modifiable  RPG/400  code  for 
batch  and  on-line  programs  and 
generates  applications  compli¬ 
ant  with  IBM’s  System  Applica¬ 
tion  Architecture  and  SAA’s 
Common  User  Access. 

“With  AS/SET,  if  you  want  to 
do  something  that  is  not  SAA 
standard,  you  have  to  tell  it  to  do 
that,”  said  Roger  Covey,  presi¬ 
dent  of  the  company. 

Covey  said  that  the  soft¬ 
ware’s  data  modeling  techniques 
permit  developers  to  extract  re¬ 
lationships  from  existing  AS/400 
applications  and  relational  data¬ 
bases.  In  addition,  he  said  the 
company  has  reduced  the  high- 
level  complexity  of  action  dia¬ 


grams —  with  which  users  inter¬ 
act  when  building  applications 
with  CASE  tools  —  to  an  inter¬ 
mediate  level  that  enables  the 
software  to  be  more  useful  in  the 
AS/400  environment. 

Beta-test  user  Tom  Knapp, 
manager  of  information  technol¬ 
ogy  consulting  at  Touche  Ross  & 
Co.,  is  using  AS/SET  to  convert 
a  system  from  the  IBM  370  ar¬ 
chitecture  onto  the  AS/400.  Ac¬ 
cording  to  Knapp,  AS/SET  per¬ 
mits  the  organization  to  control 
data  in  an  efficient,  structured 
way  for  applications  develop¬ 
ment. 

Standards  gains 

In  addition  to  productivity  gains, 
Knapp  said  that  the  software  will 
implement  standards. 

“The  structure  of  the  system 
requires  an  adherence  to  stan¬ 
dards  in  the  way  we  treat  data, 
create  documentation  and  move 
through  the  development  pro¬ 
cess,”  he  said. 

After  the  initial  learning 
curve  of  three  to  six  weeks,  us¬ 
ers  will  be  able  to  put  screens  to¬ 


gether  and  develop  menus  and 
processes,  Knapp  said. 

Despite  productivity  gains, 
AS/SET  is  not  as  well  developed 
as  the  Synon  CASE  tool  from 
Synon,  Inc.  in  Larkspur,  Calif., 
Kiiapp  said.  Nevertheless,  he 
said  that  AS/SET  has  been  good 
for  the  conversion  application. 
He  further  praised  AS/SET’s 
ability  to  permit  developers  to 
interact  with  users  and  quickly 
build  prototypes  of  applications. 

Michael  Sicilian,  director  of 
systems  at  Marsh  and  McLen¬ 
nan  Group  Associates,  New 
York,  a  large  AS/400  user,  said 
CASE  will  be  important  for  the 
AS/400  because  of  the  increased 
productivity  and  better  quality 
control  it  brings  to  software  de¬ 
velopment.  Nevertheless,  Sicil¬ 
ian  is  waiting  to  see  a  trend  to¬ 
ward  one  methodology  before  he 
installs  a  tool  within  the  six  shops 
for  which  he  has  responsibility. 

AS/SET  will  be  available  at 
the  end  of  January  and  will  cost 
between  $20,000  and  $70,000, 
depending  on  the  size  of  the 
AS/400  and  the  number  of  users. 
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M&D  tests  inventory  control  module 


BY  ROBERT  MORAN 

CW  STAFF 


NATICK,  Mass.  —  McCormack  &  Dodge 
Corp.  recently  announced  that  it  will  inte¬ 
grate  an  inventory  control  module  into  an 
application  for  the  banking,  health  care 
and  insurance  industries. 

The  module,  called  IC:Millenium,  will 
enable  organizations  to  track  in  real  time 
which  supplies  to  order,  when  and  in  what 
quantities,  and  it  will  yield  sufficient  sav¬ 
ings  to  pay  back  the  investment  within  a 
year,  the  company  said. 

Beta-test  user  Stephen  Wallis,  manag¬ 


er  of  purchasing  services  at  Lee  Memorial 
Hospital  in  Fort  Meyers,  Fla.,  said  the 
IC:M  system  will  pay  for  itself  in  a  few 
years  by  giving  the  hospital  better  control 
of  the  $2.75  million  worth  of  annual  in¬ 
ventory  it  maintains  to  meet  the  immedi¬ 
ate  needs  of  physicians.  Wallis  said  the  in¬ 
ventory  is  a  critical  and  difficult-to- 
maintain  part  of  its  $25  million  annual 
inventory  budget. 

With  the  software  package,  organiza¬ 
tions  can  create  account  specifications  be¬ 
fore  transaction  time,  and  the  system  will 
search  through  the  specifications  to  debit 
or  credit  the  appropriate  accounts.  A  fea¬ 


ture  called  autoreplenishment  automati¬ 
cally  searches  for  requested  items  at  each 
warehouse  and  activates  the  transfer  of 
goods  between  locations.  Another  fea- 
tiure,  called  summarized  pick  lists,  con¬ 
solidates  requests  for  materials  to  reduce 
the  manual  search  for  stock. 

IC:M  is  also  integrated  with  M&D’s 
materials  management  software,  which 
includes  general  ledger,  purchase  order 
and  accounts  payable  modules. 

When  integrated  with  the  materials 
management  software,  the  company  said 
that  ICrM’s  autoreplenishment  feature, 
for  example,  will  be  extended. 


With  the  integrated  software,  if  a  re¬ 
quested  stock  item  is  not  available,  the 
system  will  automatically  generate  a  pur¬ 
chase  order.  Once  the  item  is  received 
and  the  invoice  matched,  the  accounts 
payable  module  generates  payment  to  the 
supplier,  the  company  said. 

Wallis  said  the  hospital  purchased  a 
complete  materials  management  system, 
in  part,  because  it  was  customizable. 

The  hospital  has  been  running  an  on¬ 
line,  real-time  system  for  about  five  years 
from  another  vendor  that  Wallis  declined 
to  identify,  but  it  was  looking  for  a  system 
that  it  could  grow  with. 

“We  were  looking  for  a  system  that 
would  give  us  access  to  programming 
modules,”  he  said.  “We  couldn’t  custom¬ 
ize  the  former  package  to  our  needs.” 

Although  the  other  vendor  offered  to 
make  the  changes,  Wallis  said  he  did  not 
want  to  have  to  communicate  those 
changes  back  and  forth  with  the  vendor. 

The  hospital  will  bring  the  system  on¬ 
line  in  March  and  is  in  the  midst  of  writing 
its  applications.  “We  will  start  with  the 
system  as  it  is  now  and  modify  it  as  we  go 
along,”  he  said. 

IC:M,  which  will  be  available  in  March, 
costs  $125,000  and  requires  M&D’s  Pur¬ 
chase  Order:Millenium,  which  costs 
$105,000. 

HARD  BITS 

Matsushita 
cites  advance 

Matsushita  Electric  Industrial  Co. 
Ltd.  in  Osaka,  Japan,  said  recently  that  it 
has  produced  a  Josephson  Junction  that 
will  enable  high-speed  switching  for  next- 
generation  computers.  The  company  pre¬ 
sented  a  paper  on  the  device  at  the  Inter¬ 
national  Superconducting  Materials 
Symposium  held  late  last  month  in  Tsu- 
kuba,  north  of  Tokyo. 

IBM  pioneered  Josephson  Junction 
technology  in  the  late  1970s  and  early 
1980s,  but  in  more  recent  years  it  has 
eased  off  its  development  efforts  because 
results  appeared  elusive. 

Josephson  Junctions  create  a  current 
between  two  superconductors  in  close 
proximity.  Kentaro  Setsune,  head  of  Mat¬ 
sushita’s  research  team,  said  in  Japanese 
press  reports  that  his  lab  had  confirmed 
the  presence  of  the  current  across  a  non¬ 
conducting  material  sandwiched  between 
two  superconductors  made  of  bismuth, 
strontium,  calcium,  copper  and  oxide.  He 
added  that  bismuth-based  superconduc¬ 
tors  are  more  stable  than  the  more  com¬ 
mon  yttrium  thin  films  used  to  produce 
the  Josephson  Junction  current  transmis¬ 
sion  effect. 

Thomson  SA  of  Paris  recently  announced 
that  IBM  France  acquired  a  49%  inter¬ 
est  in  its  Thomson  Digital  Image  (TDD 
subsidiary.  TDI  makes  software  for 
three-dimensional  design  and  animation. 

Data  General  Corp.  said  Lynx  Real- 
Time  Systems  has  agreed  to  develop  a 
version  of  its  LynxOS  real-time  operating 
system  for  the  DG  Aviion  line  of  worksta¬ 
tions.  The  operating  system  has  been  tar¬ 
geted  at  factory  automation,  high-speed 
simulation  and  signal  processing  applica¬ 
tions. 
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to  protecting,  controlling,  and  monitoring  all  soft¬ 
ware  use.  We  call  it  "Systems  Management"  because 
it  does  just  that . . .  allows  you  to  manage  your  PC  or 
LAN  by  enabling  you  to  standardize  software.  Bet¬ 
ter  allocate  resources.  Add  system  fault  tolerance 
and  automatic  recovery  from  hard  disk  crashes 
(decreasing  user  error,  downtime,  support  and 
training  in  the  process).  Plus,  Certus  provides  the 
only  comprehensive  virus  protection  available. 


Happily,  the  experts  agree:  "FoundationWare's 
Certus ...  is  the  Cadillac  of  the  security  and 
integrity  world ...  it  offers  tremendous  peace  of 
mind." 

PC  Magazine  Editor's  Choice,  April  25,  1989 

"Even  if  you  don't  fear  viruses,  [Certus]  delivers 
protection  against  lawsuits,  proprietary  theft  and 
breaches  of  security ...  If  you  care  about  control 
and  security,  call  FoundationWare." 

PC  Week,  February  20,  1989 

We  couldn't  say  it  better  ourselves.  Except  to  add 
call  us  sooner  rather  than  later.  Because  Certus 
gives  you  things  worth  not  waiting  for. 

It's  not  just  a  software  decision.  It's  a  business  decision. 


Foundation 


ware 


In  the  US,  Certus  and  Certus  LAN  are  available  from  your  dealer 
through  Ingram  Micro  D,  Kenfil,  and  Software  Resources;  in 
Canada,  through  JB  Marketing. 


Or  call  us  direct:  1  216  752  8181  or  1  800  722  8737.  FAX  1  216  752  8188. 
FoundationWare,  13110  Shaker  Square,  Cleveland,  Ohio  44120. 
Certus  is  a  trademark  of  FoundationWare. 
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Federal  users  get  guarantee 


Kodak  workstation 
ships  microfilm  images 


BY  ELLIS  BOOKER 

CW  STAFF 


ROCHESTER,  N.Y.  —  Eastman 
Kodak  Co.  late  last  month  an¬ 
nounced  a  digital  workstation  for 
transmitting  microfilm  images. 

In  June,  the  company  had  an¬ 
nounced  the  first  of  its  Imagelink 
products,  which  it  offers  to  inte¬ 
grate  micrographic  and  digital 
imaging  systems. 

Although  Kodak  is  not  the 
first  company  to  offer  such  a 
workstation,  its  move  is  note¬ 
worthy  because  the  company 
has  a  large  installed  microgra¬ 
phic  base  and  is  in  the  forefront 
of  linking  microfilm  and  elec¬ 
tronic  systems,  industry  ana¬ 
lysts  said. 

Kodak’s  Imagelink  worksta¬ 
tion  scans  and  digitizes  a  micro¬ 
film  image  for  transmission  over 
computer  networks  or  phone 
lines.  Output  can  be  made  to  a  la¬ 
ser  printer,  facsimile  machine  or 
optical  disc.  Additional  features 
include  the  ability  to  scale,  cor¬ 
rect  or  merge  the  digitized  im¬ 
age  with  ASCII  text  files. 

Kodak  said  the  workstation 


will  be  available  in  January  at 
prices  ranging  from  $25,000  to 
$40,000  and  will  initially  support 
image  transmission  to  local 
printers  or  faxes.  Connections 
between  workstations  over  To¬ 
ken-Ring  and  Ethernet  net¬ 
works  are  planned  in  1990. 

Despite  inroads  by  fully  digi¬ 
tal  storage  systems,  microfilm 
continues  to  be  a  popular  medi¬ 
um  and  is  growing  in  the  U.S.  by 
around  9%  annually,  according 
to  the  Association  for  Informa¬ 
tion  and  Image  Management 
(AIIM)  in  Silver  Springs,  Md. 

AIIM  represents  hardware 
and  software  vendors  involved  in 
image  technologies  such  as  mi¬ 
crofilm  and  optical  storage.  The 
trade  group  said  it  believes  that 
electronic  imaging  products, 
which  represented  only  24%  of 
the  computer  market  last  year, 
will  far  outpace  micrographic 
systems,  growing  at  a  compound 
annual  rate  of  54%  to  reach  $6.8 
billion  by  1993.  AIIM  predicted 
that  electronic  storage  will  rep¬ 
resent  more  than  half  of  the 
$12.7  billion  U.S.  imaging  mar¬ 
ket  by  1993. 


On-Line  Software  Interna¬ 
tional,  Inc.  recently  launched  a 
Lifetime  Software  Trade-in 
Guarantee  for  its  customers  in 
the  government.  The  guarantee 
allows  government  users  to  re¬ 
turn  any  On-Line  software  prod¬ 
uct  purchased  after  Oct.  1, 1989 
under  the  company’s  mainte¬ 
nance  program  for  full  credit  to¬ 
ward  the  acquisition  of  another 
On-Line  product. 

Sybase,  Inc.  and  Smartstar 
Corp.  recently  announced  a 
joint  marketing  and  technology 
agreement  as  part  of  the  Sybase 
Synergy  Program.  Under  terms 
of  the  agreement,  Smartstar  said 
that  it  will  develop  an  interface 
to  the  Sybase  SQL  server  from 
its  fourth-generation  language 
development  environment  for 
Digital  Equipment  Corp.  VAXs. 
Sybase  said  the  Smartstar:Sy- 
base  Connection  is  scheduled  to 
be  available  in  the  second  half  of 
1990. 

DEC  recently  announced  sever¬ 
al  new  cooperative  marketing 
agreements.  The  Maynard, 
Mass.-based  firm  has  teamed  up 
with  Disc,  Inc.,  a  Nynex  compa¬ 


ny  headquartered  in  Baltimore, 
to  sell  its  Access  banking  soft¬ 
ware.  DEC  also  arranged  for 
Metier  Management  Sys¬ 
tems,  Inc.  in  Houston,  Texas, 
to  market  its  Artemis  project 
management  family  of  software 
for  VAX  computers. 

San  Jose,  Calif. -based  Arix 
Corp.  has  contracted  with 
Mindcraft,  Inc.  in  Palo  Alto, 
Calif.,  to  test  and  verify  confor¬ 
mance  of  its  Arix  System  90  mul¬ 
tiprocessor  Unix  systems  to  the 
federal  government’s  Posix 
standard,  required  for  govern¬ 
ment  bids. 

Natural  Language,  Inc. 
(NLI)  and  Intergraph  Corp. 
have  signed  an  OEM  and  joint 
marketing  agreement  under 
which  NLI  wiD  port  its  Natural 
Language  and  NLI  Connector 
database  access  products  to  In¬ 
tergraph’s  Unix-based  Clipper 
workstations.  The  products  are 
slated  for  availability  by  the  end 
of  1989. 

Meta  Software  Corp.  in  Cam¬ 
bridge,  Mass.,  announced  that  it 
has  selected  distributor  Micro¬ 


match,  based  in  England,  to  ex¬ 
clusively  market  its  computer- 
aided  software  modeling  tools  in 
England  and  Ireland. 

Neuron  Data,  the  maker  of  the 
Nexpert  Object  expert  system 
shell,  is  the  latest  firm  to  join  the 
Object  Management  Group. 
The  OMG  was  founded  last 
spring  to  promote  standards  for 
an  object-oriented  application 
environment. 

The  Open  Software  Founda¬ 
tion  recently  identified  the  can¬ 
didates  for  two  published  re¬ 
quests  for  technology  (RET), 
^venteen  organizations,  includ¬ 
ing  Hewlett-Packard  and  Soft¬ 
ware  Engineering  Associates, 
qualified  for  the  architecture- 
neutral  distribution  format  RET, 
which  is  intended  to  allow  soft¬ 
ware  applications  to  non  on  any 
computer  architecture. 

An  RET  for  distributed  com¬ 
puting  technology  drew  28  quali¬ 
fying  computer  and  software 
vendors,  including  DEC,  Micro¬ 
soft  Corp.,  HP  and  Sun  Micro¬ 
systems,  Inc.  Decisions  on  the 
proposals  are  expected  to  be 
made  next  year. 


SYBASE  VS.0IUIC1E 
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Should  an  “open”  database  system  vendor  require 
you  to  buy  their  “one-size-fits-all”  gateway  for 
connectivity? 

We  don’t  think  so.  That’s  why  Sybase  gives 
you  full  access  to  programming  interfaces  so  you 
can  connect  to  any  data,  even  our  competition. 


And  we’re  licensing  our  open  interfaces  so 
everyone  can  “plug  and  play.” 

The  way  we  see  it,  only  Sybase  knows  what 
open  really  means.  To 
find  out  more,  call  1-800- 
447-9227.  Extension  100 
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NETWORK  EFFICIENCY  TEST 


1.  Has  your  minicomputer  become  the  most  expensive  word  processing 
and  E-mail  system  on  earth? 

2.  Do  you  need  to  manage  more  types  of  cabling  than  the  phone  company? 

3.  Are  networking  problems  causing  your  PC  LAN  to  work  less  hours 
than  you? 

4.  Is  your  application  development  backlog  over  6  months?  Over  1 
year?  Over  your  head? 

5.  Are  you  feeling  insecure  about  your  PC  LAN  security? 

6.  Is  the  performance  of  your  network  going  down  as  the  number  of 
users  goes  up? 

7.  Do  your  computing  vendors  spend  more  time  pointing  fingers  at 
each  other  than  pinpointing  problems? 

8.  Is  it  impossible  to  expand  your  computer  system  the  same  way 
you  add  users.  .  .incrementally? 

9.  Is  Engineering  having  trouble  communicating  with  Marketing?  Is 
Building  2  difficult  to  reach  from  Building  6?  Is  the  second 
floor  not  talking  to  the  seventh? 

10.  Are  your  users  wasting  time  trying  to  communicate  with 
uncommunicative  hosts? 

11.  Is  your  computing  system  unable  to  run  both  DOS  and  OS/2  programs? 
How  about  the  new  SQL  database  applications? 
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IS  YOUR  NETWORK 
IN  NEED  OF  WASTE 
MANAGEMENT? 

If  you  answered  yes  to  any  of 
these  eleven  questions, your  computer 
network  is  wasting  two  things. 

Time  and  money 
Fortunately,  there’s  one  company 
that  specializes  in  turning  hazardous 
waste  into  manageable  networks.SCom. 

SCom’s  3+Open™  Client-Server 
System  offers  you  the  security  and 
manageability  of  a  minicomputer.  As 
well  as  the  ease  of  use  and  broad 
application  support  of  a  PC  LAN.  Think 
about  it.  The  best  of  both  worlds  with 
one  small  investment. 

This  computing  platform  consists 
of  our  file  server,  diskless  workstations, 
and  3+Open  LAN  Manager  network 
operating  system.  It  allows  you  to  add 
power  and  users  as  you  need  them. 

And  it  runs  DOS  ,OS/2;  client-server  and 
even  your  electronic  mail  applications. 
Cost-effectively  and  efficiently. 

With  3Coni®  bridges  and  repeaters, 
you  can  extend  the  reach  of  your 
systems  from  workgroup  to  worldwide. 
Over  whatever  type  of  cabling  you’ve 
already  installed.  All  the  time,  backed 
by  our  expert  service  and  support 
organization. 

If  you’d  like  more  information  on 
these  systems  or  any  of  our  other 
350  networking  products,  just  call 
l-800-NET-3Com,Dept.RF. 

And  let  us  put  an  end  to  all  this 
senseless  waste. 

3Com' 

We  network  more  types  of  systems 
.  -  to  more  types  of  systems^ 

K  t  '  '  «>  1989  3Com  Co^oiatirai.  3Com,  3+(^>en  and  the  Xom  tagline  are  trademarks  of  3Com 

^  Corporation.  Operating  SystenV2  is  a  trademark  of  Internationa)  Business  litachines  Corporation. 


Visa 

CONTINUED  FROM  PAGE  23 

hardly  disturbed  operations  here,  said 
Janice  Vandenbrink,  who  oversees  Vi- 
sanet  installations.  “All  our  CPUs  are  on 
rubber  pads,”  Vandenbrink  said.  “They 
do  better  if  they’re  allowed  to  move 
around  during  an  earthquake.” 

The  data  center  is  housed  in  a  $10  mil¬ 
lion  “earthquake-proof”  building,  de¬ 
signed  to  withstand  a  magnitude  8.1 
earthquake  —  equivalent  to  the  April 
1906  earthquake  that  nearly  destroyed 
San  Francisco. 

San  Mateo’s  primary  CPUs  include  an 
Amdahl  Corp.  5990,  an  IBM  3090  and  an 
IBM  4381  and  are  duplicated  by  compara¬ 
ble  systems  at  the  McLean,  Va.,  center. 
They  are  also  protected  from  power  fail¬ 
ure  by  several  backup  systems.  “Each  de¬ 
vice  is  connected  to  two  power  units,  so  if 
one  fails,  there’s  always  another  to  take  it 
on,”  Vandenbrink  explained.  A  roomful  of 
chemical  batteries  carries  the  systems 
through  the  switchover  to  a  diesel  gener¬ 
ator  if  necessary. 

At  the  network’s  350  end  points  — 
most  of  them  at  data  centers  in  large 
banks  —  pairs  of  IBM  Series/ Is  are  used 
to  transmit  credit  authorization  requests 
to  Visa’s  host  systems.  The  pair  of  Se¬ 
ries/1  machines  ensures  uptime  in  case 
one  fails,  and  each  device  can  transmit  to 
San  Mateo  or  McLean  using  a  two-way 
“soft-switch”  programmed  in  1983  by 
Visa  developers. 

Recently,  some  large  Visanet  sites 
have  installed  IBM  System/88  fault-toler¬ 
ant  computers,  built  by  Stratus  Comput¬ 
er,  Inc.  “The  System/88  offers  more  ca¬ 
pacity  at  the  high  end,  so  it  gives  us 
growth  for  the  very  largest  end  points  in 
our  network,”  Fisher  said.  The  Sys- 
tem/88s  offer  something  else  —  the 
chance  to  place  one  system  at  a  bank  site 
instead  of  two  without  sacrificing  uptime. 

Visa’s  San  Mateo  center  has  four  Sys- 
tem/88s  installed  alongside  the  center’s 
mainframes.  So  far,  six  more  System/88s 
have  been  deployed  in  Canada,  and  sever¬ 
al  more  have  been  installed  at  member 
banks.  Even  more  are  on  the  drawing 
boards,  Fisher  said. 

For  cost  reasons,  many  of  the  aging 
Series/ Is  —  first  installed  in  the  late 
1970s  —  are  being  replaced  with  IBM 
Personal  System/2  Model  80s.  The  total 


cost  is  lower,  since  two  PS/2s  average 
$20,000,  while  each  Series/1  costs 
$30,000  to  $40,000,  Fisher  said.  “For 
the  small  Visa  member  banks,  that  pair  of 
PS/2s  means  that  if  something  fails,  they 
won’t  be  dead  in  the  water,”  Fisher  said. 
“They’ve  still  got  a  box.”  That  is  espe¬ 
cially  important  in  Latin  America,  the 
Middle  East  and  Africa,  where  service 
calls  are  more  difficult  to  manage. 

Significantly,  the  PS/2s  rim  Unix,  so 
they  can  handle  multiple  applications  si¬ 
multaneously.  Visa  began  writing  Unix 
applications  in  the  mid-1980s  as  a  multi¬ 
tasking  alternative  to  PC-DOS.  “There 
are  periods  of  time  at  night  when  these 
machines  run  our  clearing  and  settlement 
applications,  even  as  new  transactions  are 
being  dialed  into  our  host  systems  for 
credit  authorization,”  Fisher  said. 

Visa’s  PC  applications,  written  in  C, 
are  now  being  run  on  the  System/88s 


The  DATA  CENTER  is 
housed  in  a  $10  million 
“earthquake-proof’  ’ 
building. 


with  little  change,  Fisher  noted.  “That 
proves  that  C  code  is  reasonably  porta¬ 
ble,”  she  said.  “It  wasn’t  like  you  could 
run  the  PC  code  without  change,  but  it 
was  close  enough  so  that  you  could  make 
changes  to  about  20%  of  the  code  as  you 
ported  it  over.” 

Looking  ahead  to  the  1990s,  Fisher 
thinks  Visa  will  retain  its  central-site  com¬ 
puting  centers  but  adds  that  there  will  be 
more  of  them.  The  overall  design,  she 
said,  will  continue  to  look  like  a  series  of 
concentric  rings  with  the  hosts  at  central 
sites,  an  expanding  pool  of  network  nodes 
or  end  points,  and  a  growing  population  of 
automatic  dial-up  terminals,  beyond  the 
one  million  already  at  retail  stores  world¬ 
wide. 

“This  architecture  has  a  ring  around 
the  host  systems  that  allows  us  to  make 
changes  to  our  central  systems  and  stiU 
not  affect  our  member  banks’  processing 
centers,”  Fisher  said.  “That  gives  us  the 
freedom  to  move  about  inside  the  ring  and 
gives  our  members  the  freedom  to  move 
to  new  systems,  as  long  as  they  maintain 
our  standards  for  interfacing  to  Visanet.” 


Within  the  comfort  zone 


When  Visa  USA  was  set  up  as  an  industry  clearinghouse  for  credit  card  regulation 
in  the  early  1970s,  the  new  organization  was  largely  in  place  to  promote  the  card, 
to  set  up  the  rules  and  to  develop  new  products  and  services,  recalls  Visa  spokes¬ 
man  Dan  Brigham. 

In  the  1970s,  Visa  was  using  Digital  Equipment  Corp.  PDP-lls  to  process 
transactions,  and  just  13%  of  all  those  clearing  and  settlement  transactions  were 
handled  electronically.  The  rest  were  processed  manually,  requiring  store  clerks 
to  check  a  Visa  publication  that  listed  “bad”  credit  cards.  Today,  nearly  80%  of 
the  3.2  billion  transactions  processed  by  Visa  annually  are  handled  by  computer. 
Visa  now  spends  roughly  half  its  operating  budget  —  estimated  at  more  than 
$100  million  —  on  IS  operations. 

At  peak  holiday  buying  periods.  Visa  exceeds  1,500  transactions  per  second, 
which  is  nearly  top  speed  for  the  IBM  TPF  transaction-processing  system  nm- 
ning  under  IBM  MVS  on  mainframes  in  Yisa’s  San  Mateo,  Calif.,  and  McLean, 
Va.,  data  centers.  To  minimize  system  downtime.  Visa  “freezes”  system 
changes  such  as  system  upgrades  and  the  addition  of  connections  from  Novem¬ 
ber  through  January  [CW,  Jan.  30].  But  most  times,  Visa  is  well  within  the  com¬ 
fort  zone  in  terms  of  transaction  volume,  says  Visa’s  Rosalind  Fisher,  while  not 
ruling  out  IBM  system  upgrades. 

JEANS.BOZMAN 
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SUN 


No  commercial-grade 
file  system 

No  system  under 
$700/MIPS 

No  POSIX 

compliance 

No  symmetric 
multiprocessing 


DEC 


No  open  I/O  bus 
across  product  line 

No  symmetric 
multiprocessing 
currently  available 

No  multivendor 
binary  compatibility 

No  system  under 
$700/MIPS 


IBM 


No  open 
architecture 

No  multivendor 
binary  compatibility 

No  POSIX 

compliance 

No  system 
under  $2500/MIPS 

No  symmetric 
multiprocessing 


The  above  comporotive  product  data  is  based  on  industry  newsletters, 
industry  onolyst  information,  vendor  price  lists,  vendor  odvertising 
material,  and  other  materiol  available  as  of  September  7,  1 989. 

For  a  listing  of  information  sources,  please  write  Advertising,  M.S.  9/S, 
Data  General  Corporation,  3400  Computer  Drive,  Westboro,  MA  01580. 


AViiON  and  DG/UX  are  trademarks  of  Data  General. 

UNIX  is  a  registered  trademark  of  AT&T. 

OSF/Motif  is  a  trademark  of  the  Open  Software  Foundation. 
NFS  is  o  trademark  of  Sun  Microsystems. 

©1989  Data  General  Corporation. 


POSIX 


MOTOROLA  88K 
RISC  CHIP^ 


STARTING  AT 
$500/MIPS  ^ 


X-WINDOWS  11.3 


Ivi  ItAiOnvnl 


MULTI  VENDOR 
BINARY  COMPATIBILITY 
(880PEN  BCS) 


SYMMETRIC 

MULTIPROCESSING 


•  czn 


IBM  SNA 


Data  General's  new  AViiON  Family. 


While  others  claim  their  UNIX®  RISC  platforms  are 
“open,”  only  Data  General’s  AViiON’"  Family  is  truly  open.  Wide 
Open.  To  the  UNIX  standards,  the  networking  standards,  the  graphical 
user  interface  standards.  We  support  the  SSopien  BCS,  the 
industry’s  only  binary  standard  for  multivendor  interoperability. 
System  V.3,  Berkeley,  POSK,  ANSI  C,  NFS’",  TCP/IP,  IBM  SNA, 
X-Windows,  OSF/Motif",  VME  and  more.  ^  your  AViiON  system  will 
be  open  to  whatever  you  choose. 

And  you  have  a  growing  family  to  choose  from,  stcirting  as  low 


as  $500/MlPS:  workstations,  servers,  rack-mount  and  multiuser 
systems.  All  with  the  advanced  commercial-grade  features  of  DG/UX’". 
But  don’t  take  our  word  for  it.  Call  1-800-DATAGEN  today  and  we’ll 
send  you  a  free  copy  of  “What  the  Experts  say  about  Data  General’s 
UNIX  RISC  Family.”  Or  write  to: 

i  w  Data  General 

3400  Computer  Drive,  Westboro,  MA  01580 


FOR  YOUR  FREE  ''WHAT  THE  EXPERTS  SAY"  KIT,  CALL  1-800-DATAGEH. 
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cussions  are  unprecedented, 
and  they  underscore  the  chang¬ 
ing  environment  in  which  com¬ 
puter  companies  operate. 

Using  the  “Cola  wars”  anal¬ 
ogy,  it’s  like  inviting  Sprite, 
Fanta  and  Seven-up,  along  with 
Pepsi,  to  nin  Coca-Cola. 


But  what  is  the  likelihood 
that  these  negotiations  will  come 
to  fruition?  And  is  a  jointly 
owned,  bipartisan  Unix  Software 
Operation  necessarily  what  the 
industry  needs? 

Opening  up  the  Unix  Soft¬ 
ware  Operation  to  outside  own¬ 
ership  is  a  complex  proposition 
raising  many  issues  that  are  like¬ 
ly  to  drag  negotiations  on  for 
several  months.  First  on  many 


potential  investors’  list  of  con¬ 
cerns  is  setting  a  fair  value  for 
AT&T’s  Unix  business.  That  is 
no  easy  chore.  Financially,  it  has 
not  been  profitable.  But  based 
upon  one’s  assumptions,  its  at¬ 
tractiveness  varies  widely. 

If  one  believes  that  AT&T’s 
Unbc  is  the  only  game  in  town,  as 
some  do  since  the  heralded  ar¬ 
rival  of  Unix  System  V,  Release 
4,  then  that  value  is  potentially 


much  higher.  If,  on  the  other 
hand,  one  is  optimistic  that  the 
Open  Software  Foundation  will 
successfully  introduce  its  own 
competitive  Unix  implementa¬ 
tion,  then  that  value  may  be 
lower. 

As  one  vendor  involved  in 
the  negotiations  said,  “Almost 
always  when  you  have  a  seller 
and  a  potential  buyer,  they  have 
different  views.”  After  all,  an¬ 


Change  Control  As  He  Does  Almost. 


Our  library  management  system  has  evolved  to  a 
higher  plane  of  existence.  CA-LIBRARIAN®  is  now 
the  only  comprehensive  software  package  that 
combines  library  management  and  change  control 
for  all  IBM  operating  environments. 

You  can  now  rely  on  CA-LIBRARIAN  to  manage 
the  thousands  of  program  changes  taking  place  in 
your  source  library  every  year.  You  get  on-line  audit 
capability,  automatic  synchronization  to  ensure 
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every  change  is  valid  within  your  system.  Built-in 
security  reinforcement.  Plus,  a  complete  record  of 
code  changes  made  on  a  day-to-day  basis. 

Tb  date,  more  than  7,000  facilities  have  come  to 
rely  on  CA-LIBRARLAN.  Find  out  why  by  calling 
Jamie  Brooks  at 800-237-9273  (in  N.J ..  201-874-9000) . 
And  discover  what  it’s  like  to  have  total  control  over 
your  destiny. 


Well,  almost. 


(Computer 

jHssociates 

Software  iuperior  by  desigr). 


other  Sciid,  this  is  first  and  fore¬ 
most  a  business  deal. 

Another  negotiating  obsta¬ 
cle  is  how  such  a  deal  would  be 
structured.  There’s  no  telling 
how  many  potenticd  investors 
may  show  up  at  AT&T’s  door. 
But  while  AT&T  has  said  it 
would  like  to  keep  ownership 
limited  to  those  with  a  stake  in 
open  systems,  there  are  ques¬ 
tions  as  to  whether  it  can  legally 
deny  an  interested  investor. 

Legal  issues  aside  —  even  if 
investors  could  be  limited  to  the 
major  players  currently  em¬ 
broiled  in  the  Unix  crusades  — 
there  is  significant  potential  for 
problems.  Those  companies 
most  interested  would  essen¬ 
tially  be  the  same  firms  that  are 
on  the  board  of  X/Open. 

Are  we  talking  about  X/ 

Open  II? 

Fast  on  its  feet  X/Open  is 
not.  Decisions  seem  to  drag  on 
interminably  as  board  members 
toe  the  party  line  (in  this  case, 
the  parties  being  OSF  and  UI) 
on  issues  ranging  from  a  graphi¬ 
cal  user  interface  (GUI)  to  the 
Portability  Guide.  For  some  rea¬ 
son,  the  group’s  latest  Portabil¬ 
ity  Guide,  a  published  set  of 
specifications,  was  released 
several  months  later  than  prom¬ 
ised. 

And  the  GUI  issue  has  been 
mired  in  politics  from  the  start, 
with  still  no  decision  nearly  a 
year  after  the  group  announced 
it  would  specify  a  GUI  stan¬ 
dard.  Yes,  there  are  technical 
factors  to  be  resolved,  but  the 
handling  of  the  GUI  specification 
had  all  the  elements  of  a  dirty 
political  campaign. 

And  these  are  the  sharehold¬ 
ers  who  would  presumably  elect 
a  board  of  directors? 

These  are  only  a  few  of  the 
issues  that  wiU  have  to  be  ham¬ 
mered  out.  And  there  are  still 
the  all-important  decisions  to  be 
made  about  logos  and  public  re¬ 
lations  announcements  —  deci¬ 
sions  that  somehow  consume 
an  amazing  amount  of  time  and 
energy.  AH  of  which  leads  me  to 
the  conclusion  that  perhaps  the 
time  and  energy  is  best  put  to 
more  productive  use. 

Collaboration  is  needed,  but 
it  may  not  require  merging  the 
two  groups  (OSF  and  UI/USO) 
or  spreading  around  ownership 
of  USO.  As  long  as  OSF  and 
UI/USO  agree  to  follow  common 
standards,  such  as  those  speci¬ 
fied  by  X/Open,  a  high  degree  of 
compatibility  can  be  ensured. 
After  all,  end  users  (who  stand  to 
benefit  by  all  this)  have  said 
that  they  welcome  the  competi¬ 
tion.  Competition  accelerates 
the  pace  of  development  and 
gives  users  a  choice.  A  Unix 
collective  may  just  serve  to  slow 
down  progress. 

Besides,  as  DEC’s  Ken  Ol¬ 
sen  reminds  us,  if  there  was  no 
conflict,  what  would  we  journal¬ 
ists  write  about? 


Cortese  is  Computerwor/d’s  Mid-At¬ 
lantic  correspondent. 
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NEW  PRODUCTS  —  SOFTWARE 


Training 

Computer  Associates  Interna¬ 
tional,  Inc.  has  announced  Re¬ 
lease  2.0  of  CA-Uniservice  II, 
the  company’s  extended  service 
support  and  education  system 
for  IBM  MVS,  VSE  and  VM  op¬ 
erating  systems. 

The  latest  release  includes  an 
IBM  Personal  Computer  hard¬ 
ware  configuration  upgrade  and 
extended  accessibility  to  the  CA- 
Uniservice  II  PC  from  IBM  3270 
terminals. 

The  user  can  also  install  soft¬ 
ware  through  the  mainframe 
link,  the  company  said. 

CA-Uniservice  II  Release  2.0 
costs  $20,000. 

CA 

711  Stewart  Ave. 

Garden  City,  N.Y.  11530 
516-227-3300 


Applications 

packages 

Information  Dimensions,  Inc. 
has  revised  its  text  information 
management  system. 

Basisplus  is  an  integrated 
electronic  repository  that  pro¬ 
vides  retrieval,  storage  and  oth¬ 
er  large  document  management 
functions.  The  software  report¬ 
edly  offers  an  enhanced  user  in¬ 
terface.  It  also  is  said  to  support 
compound  document  architec¬ 
ture,  including  full-text,  struc¬ 
tured  data,  graphics  and  photo¬ 
graphs. 

A  first-copy  license  is  priced 
from  $5,000  to  $179,000,  de¬ 
pending  on  CPU  size  and  number 
of  users. 

Information  Dimensions 
655  Metro  Place  S. 

Dublin,  Ohio  43017 
800-328-2648 


The  Financial  Information  Sys¬ 
tems  Corp. 

Called  The  Tax  Manager,  the 
system  controls  and  contains 
sales  and  use  taxes  and  complies 
with  individual  state  jurisdiction¬ 
al  requirements,  the  firm  said.  It 
monitors  accounts  payable  pay¬ 
ments  without  modification  to 


the  actual  system  to  determine 
whether  sales  and  use  taxes  are 
applicable  or  not. 

The  Tax  Manager  runs  under 
DOS,  VM  and  MVS  and  is  priced 
at  $50,000. 

Financial  Information 

Systems 

Suite  150 

341-1  E.  Center  St. 

Manchester,  Conn.  06040 

203-646-9548 


A  manufacturing  software  pack¬ 
age  for  the  IBM  Application  Sys¬ 
tem/400,  Models  B20  through 
B70,  is  now  available  from  J.  D. 
Edwards  &  Co. 

Called  MRPX,  the  system  in¬ 
cludes  a  Product  Data  Manage¬ 
ment  module  for  bills  of  material, 
routing  and  product  costing 
functions,  as  well  as  modules  for 
shop  floor  control,  master  pro¬ 
duction  scheduling  and  material 


requirements  planning.  A  capac¬ 
ity  requirements  planning  mod¬ 
ule  has  been  scheduled  for  deliv¬ 
ery  in  the  second  quarter  of 
1990. 

MRPX  costs  from  $100,000 
to  $650,000,  depending  on  hard¬ 
ware  configuration. 

J.D.  Edwards 
4949  S.  Syracuse  St. 
Denver,  Colo.  80237 
303-773-3732 


This  Software  Can  Oiganize¥)urRles, 
No  M^What  ShapeThey’ie  In. 


Michael-Delia,  Inc.  has  an¬ 
nounced  the  release  of  a  mul¬ 
tiuser  software  program  that  in¬ 
corporates  a  task  database 
designed  for  targeting  employee 
performance  areas  that  merit 
more  attention. 

Called  Performa,  the  pro¬ 
gram  runs  in  a  mainframe  envi¬ 
ronment  to  track  individual  and 
work-group  activities  by  defined 
work  tasks.  According  to  the 
company,  the  software  can  assist 
in  budget  and  schedule  planning 
and  time-efficiency  training  of 
end  users.  It  is  leased  with  one- 
or  two-year  licensing  agree¬ 
ments. 

Based  on  the  number  of  us¬ 
ers,  annual  license  fees  are 
priced  from  less  than  $25,000 
per  year. 

Michael-Delia 
12526  High  Bluff  Drive 
Del  Mar,  Calif.  92130 
619-792-3524 


No  matter  how  you  store  your  important  docu¬ 
ments,  3M  Document  Management  Software  (DMS) 
can  help  you  manage  those  files  more  efficiently. 
Because  unlike  some  automated  filing  systems,  DMS 
can  process  paper,  microfilm  and  digital  files.  And  it 
will  work  even  if  you  store  your  documents  in  more 
than  one  medium.  Or  convert  from  one  storage 
medium  to  another.  So  you  can  plan  for  changes  in 
your  storage  media  more  easily. 

Another  major  benefit  of  3M’s  DMS  is  that  it 
makes  efficient  use  of  computer  system  resources. 

It  does  this  by  linking  all  related  documents  to  a 


Master  Record,  which  allows  you  to  access  files  fast. 
DMS  is  also  easy  to  install  and  implement.  And 
simple  to  learn  and  use,  because  3M  tailors  the  soft¬ 
ware  to  your  individual  application. 

3M  has  already  installed  DMS  applications 
specifically  tailored  for  Banking,  Insurance,  Manu¬ 
facturing,  and  Accounting.  And  it’s  one  of  the  only 
document  management  systems  that  will  work  with 
PC,  Mini  and  Mainframe  environments.  So  what  are 
you  waiting  for?  Start  getting  your  filing  system  in 
shape  today  by  calling  the  3M  Information  Systems 
Group  at  1-800-247-8516. 


A  software  package  designed  to 
monitor  accounts  payable  func¬ 
tions  in  an  IBM  mainframe  envi¬ 
ronment  has  been  announced  by 


01989, 3M 


DECEMBER  4, 1989 


COMPUTERWORLD 


33 


©1989  AT&T 


^AT&T 

Network  Systems 


Better  service?  Everyone  salutes  the  idea.  But  in 
the  real  world,  how  do  you  make  it  fly?  For  the 
airline  industry,  the  answer  comes  from  their 
local  telephone  company  Using  AT&T  Network 
Systems  Automatic  Call  Distribution  (ACD) 
equipment,  local  telephone  companies  can 
provide  airlines  with  a  better  way  to  answer  their 
customers’  calls. 

The  incoming 
calls  of  their 
most  important 
customers  fly  non-stop  to  their  most  experienced 
agents.  And  calls  from  less  frequent  flyers?  They’re 
answered  quicker  too.  ACD  programs  can  help 
airlines  land  more  customers.  See  how  they  can 
help  your  business  take  off.  Call  your  local 
telephone  company 


You  and  Your 
Local  Phone  Companies 
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NEW  PRODUCTS  —  SYSTEMS 


Data  storage 


American  Digital  Systems,  Inc. 
has  announced  a  rewritable  opti¬ 
cal  disc  storage  system  for  Digi¬ 
tal  Equipment  Corp.  Q-bus, 
Unibus,  3100  family  and  Unibus- 
adapted  BI  Bus  systems. 

According  to  the  company. 
Master  Disk  Optical  can  store  up 
to  594M  bytes  of  formatted  data 
on  one  double-sided  514 -in.  disc. 

The  Master  Disk  system  has 
a  reported  average  seek  time  of 
95  msec  and  a  sustained  data 
transfer  rate  of  925K  bytes/sec. 

Prices  for  the  Master  Disk 
Optical  storage  system  begin  at 
$5,795  for  a  3100  family  system 
drive  and  disc. 

Additional  preformatted  discs 
are  available  for  $295  each. 
American  Digital  Systems 
490  Boston  Post  Road 
Sudbury,  Mass.  01776 
508-443-7711 


Advanced  Graphic  Applications, 
Inc.  has  announced  the  Discus 
for  Xenbc  Rewritable  Optical 
Disk  Subsystem  for  multiuser, 
multitasking  environments. 

The  product  offers  plug-and- 
play  installation  and  a  device 
driver  that  allows  Xenix  users  to 
interchange  data  between  opti¬ 
cal  and  magnetic  media  in  the 
same  manner  in  which  files  are 
copied  from  one  disc  to  another, 
the  company  said.  It  is  especially 
suited  for  computer-aided  de¬ 
sign,  computer-aided  engineer¬ 
ing  and  computer-aided  manu¬ 
facturing  applications. 

The  subsystem  can  also  be 
connected  to  a  stand-alone 
workstation  and  a  network  file 


server. 

An  external  unit,  which  in¬ 
cludes  a  proprietary  small  com¬ 
puter  system  interface  host 
adapter,  device  driver  software 
and  a  650M-byte  erasable  opti¬ 
cal  disc,  is  priced  at  $6,495. 

AGA 

90  Fifth  Ave. 

New  York,  N.Y.  10011 
212-337-4200 


Locom  Corp.  has  announced 
memory  upgrade  boards  for  the 
IBM  Application  System/400 
BIO  and  B20  processors. 

Locom  memory  cards  plug 
into  the  same  slots  as  the  IBM 
storage  cards  and  are  recognized 
by  the  system’s  autoconfigura¬ 
tion  sequence.  Also  available  are 
4M-byte  and  12M-byte  ver¬ 
sions. 

The  4M-byte  and  12M-byte 
cards  are  available  for  $4,000 
and  $10,500,  respectively. 

Locom 

2350  Bering  Drive 
San  Jose,  Calif  95131 
408-435-1414 


Mountain  Computer,  Inc.  has  an¬ 
nounced  an  8mm  tape  system 
designed  for  Digital  Equipment 
Corp.  workstations  and  servers. 


According  to  the  company, 
the  Filesafe  2100  D  tape  drive  is 
specifically  designed  for  backup 
of  Digital’s  Decstation  2100  and 
Decstation  3100  as  well  as  the 
Decsystem  3100  server.  The 
system  stores  2.2G  bytes  of  data 
on  a  single  8mm  tape  using  an 
asynchronous  small  computer 


systems  interface  (SCSI). 

The  complete  Filesafe  2100 
D  kit  includes  an  auto-sensing 
power  supply,  one  2.2G-byte 
tape  cassette,  an  SCSI  intercon¬ 
nect  cable,  a  power  cord,  an 
SCSI  terminator  and  a  cleaning 
kit.  The  kit  costs  $6,795. 
Mountain  Computer 
240  Hacienda 
Cambell,  Calif.  95008 
408-379-4300 


Distributed  Logic  Corp.  (Dilog) 
has  announced  an  erasable  opti¬ 
cal  disc  storage  device  available 
for  Digital  Equipment  Corp.  Q- 
Bus  and  Unibus  users. 

The  Dilog  optical  disc  subsys¬ 
tem  is  available  in  single-  and 
dual-drive  tabletop  or  rack- 
mount  configurations. 

It  utilizes  a  small  computer 
systems  interface  and  is  capable 
of  storing  up  to  594M  bytes  of 


formatted  data  per  5-in.  disc  car¬ 
tridge. 

Pricing  for  the  subsystem  be¬ 
gins  at  $7,470  for  a  single-drive 
tabletop  model. 

In  addition,  a  dual-drive 
bletop  model  is  available 
$13,535. 

Dilog 

1555  S.  Sinclair  St. 
Anaheim,  Calif.  92806 
714-937-5700 


ta- 

for 


What  good  is  a  powerful  datah 


Even  your  most  important  data  is  worth¬ 
less  if  you  can’t  get  to  it — ^which  is  why  you 
need  NetWare®  SQL'.“ 

Nothing  serves  your  DBMS  needs 
better  than  NetWare  SQL.  That’s  because 
NetWare  SQL  performs  all  data  management 
processing  at  your  network  server  to  signifi¬ 
cantly  reduce  the  network’s  traffic  and 
improve  its  performance. 

NetWare  SQL  is  Novell’s  relational 
database  engine  that  provides  powerful  back¬ 


end  database  services  to  popular  software  appli¬ 
cations  and  tools.  It  allows  NetWare®  users  to 
access  shared  database  resources  using  a  wide 
variety  of  spreadsheet  programs,  accounting 
packages,  4GLs,  database  managers,  program 
generators  and  many  other  applications. 

Placing  NetWare  SQL  at  the  server 
strengthens  the  integrity  of  your  database.  It 
provides  fault  tolerance  through  NetWare’s 
highly  acclaimed  Transaction  Tracking 
System.  NetWare  SQL  even  gives  you  con- 


©  1989  Novell  Inc.,  Novell  Development  Products  Division,  6034  West  Courtyard  Drive,  Suite  220,  Austin,  Texas  78730,  800-REDWORD  (800-733-9673) 
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I/O  devices 

Iris  Graphics,  Inc.  has  unveiled 
the  second  product  in  its  line  of 
continuous-flow  color  ink-jet 
printers. 

According  to  the  company, 
the  Iris  3047  applies  variable- 
dot-size  color  printing  technol¬ 
ogy  to  a  variety  of  functions,  in¬ 
cluding  graphic  arts,  printing. 


publishing,  computer-aided  de¬ 
sign  and  manufacturing,  indus¬ 
trial  design,  and  seismic  and  aeri¬ 
al  mapping.  The  large-format 
printer  can  produce  photo-real¬ 
istic,  full-color  images  in  any  for¬ 
mat  up  to  43  by  47  in.  It  is  priced 
from  $120,000. 

Iris  Graphics 
6  Crosby  Drive 
Bedford,  Mass.  01730 
617-275-8777 


A  family  of  midrange  display  sta¬ 
tions  aimed  at  IBM  Application 
System/400  and  System/34,  36 
and  38  users  has  been  intro¬ 
duced  by  I-O  Corp. 

The  Series  2000  consists  of 
five  twin-axial  terminals:  the 
seven-color  four-session  247 7C; 
the  monochrome  2477DF,  with 
the  same  features  in  amber, 
green  or  white;  the  2476C,  with 
a  three-session  seven-color  dis¬ 


play  and  its  monochrome  2476D 
version;  and  an  entry-level  2196 
single-session  display  model. 
Pricing  is  from  $795  to  $1,595, 
the  company  said.  The  products 
are  reportedly  compatible  with 
IBM  5294/5394  remote  control 
units. 

I-O 

2256  S.  3600  W. 

Salt  Lake  City,  Utah  84119 
801-973-6767 


50  if  it’s  alw^  stuck  in  traffic? 

trolled  access  features  to  protect  and  secure 
your  important  data. 

And  because  NetWare  SQL  has  been 
designed  specifically  for  the  NetWare  operating 
system,  if  s  the  optimal  database  environment 
for  your  distributed  applications.  Plus  you  get 
the  comprehensive  support  of  Novell’s  other 
i  data  management  products  with  development 
‘  tools  like  Btrieve®  and  XQL,®  the  multi-level 

I  application  program  interlace  to  NetWare  SQL. 

,  Start  reducing  database  traffic  jams 
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and  increasing  your  network’s  performance. 

Ask  your  local  Novell  Authorized 
Reseller  about  NetWare  SQL,  or  simply  call 
1-800-REDWORD  (733-9673). 


For  network  solutions, 
you  should  be  seeing  red. 


A  multiresolution  32-bit  VME- 
based  graphics  display  controller 
has  been  introduced  by  Metheus 
Corp. 

Christened  the  Omega 
4700MR,  the  unit  reportedly  op¬ 
erates  with  60  Hz  or  higher  non¬ 
interlaced  red-green-blue  color 
monitors  and  provides  viewable 
resolutions  from  1,280  by  1,024 
dot/in.  up  to  2,048  by  2,048  dot/ 
in. 

The  product  is  targeted  to¬ 
ward  OEMs  and  systems  inte¬ 
grators  whose  applications  re¬ 
quire  high-resolution  and  up  to 
24-bit  planes  of  image  memory. 
It  is  available  to  developers  and 
will  be  shipped  in  February. 

The  unit  is  available  in  two 
versions:  the  8-bit  Omega 
4700MR,  which  sells  for 
$29,950;  and  the  Omega 
4720MR,  which  incorporates  a 
graphics  processor  and  lists  for 
$40,950. 

Metheus 

OGC  Office  Park 

1600  N.W.  Compton  Drive 

Beaverton,  Ore.  97006 

503-690-1550 

A  940  line/min.  shuttle  matrix 
line  printer  has  been  introduced 
by  C.  Itoh  Electronics,  Inc. 

Targeted  for  high-volume 
multitasking  printing  applica¬ 
tions,  the  CI-1000  prints  at  940 
line/min.  in  high-speed  draft 
mode,  700  line/min.  in  data  pro¬ 
cessing  mode  and  200  line/min. 
in  letter-quality  mode,  the  ven¬ 
dor  said. 

The  16-in.  carriage  permits 
the  user  to  output  as  many  as 
233  columns  for  wide  data  pro¬ 
cessing  reports,  spreadsheets 
and  large  graphics.  The  product 
will  print  an  original  plus  five 
copies  and  costs  $9,995. 

C.  Itoh 

2505  McCabe  Way 
Irvine,  Calif.  92714 
800-347-2484 

Univision  Technologies,  Inc.  has 
introduced  a  VME-based  display 
controller  family  designed  to 
support  multiple  resolutions. 

According  to  the  company, 
the  UDC-5000  series  of  graphics 
controllers  can  display  resolu¬ 
tions  from  640  to  480  dot/in.  and 
1,280  to  1,024  dot/in.,  depend¬ 
ing  on  memory  configuration. 
Frame  buffer  memory  can  re¬ 
portedly  be  set  at  2,048  by 
1 ,024  to  allow  large  images  to  be 
panned,  zoomed  and  scrolled  at 
display  resolutions. 

The  firm  has  also  introduced 
a  software  development  support 
library'  for  the  series,  which 
includes  a  C  language  interface 
that  allows  graphics  and  image 
processing  applications  to  be 
ported  quickly  to  the  board  by 
users. 

The  controllers  are  priced  at 
$7,850  in  single-unit  quantities, 
depending  on  memory'  configu¬ 
ration. 

Uni  vision 
1 2  Cambridge  St. 
Burlington,  Mass.  01803 
617-273-5388 
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Winning  players  usually  have  a  system. 
Which  means  Wyse  is  way  ahead  of  the  game. 
Because  we  have  a  full  range  of  systems. 

In  fact,  for  total  system  solutions,  no  one 
can  match  Wyse’s  depth  in  PCs,  terminals 
and  monitors.  With  our  line-up,  Wyse  can 
help  you  fill  just  about  every  position  on 
your  roster. 

From  simple  single-user  set-ups,  to  power- 
hungry  applications  like  DTP  and  CAD/ 
CAM,  on  up  to  the  most  sophisticated  multi¬ 
user  systems  and  local  area  networks. 

Wyse  systems  make  for  smart  solutions. 


Because  all  Wyse  components  are  designed 
for  full  compatibility  and  ease  of  connec¬ 
tivity  with  each  other.  As  well  as  with  any 
industry  standard  you  may  already  be  using. 

And  wherever  you  choose  to  use  Wyse 
hardware,  you’re  assured  of  a  thoroughly 
profession^  performance. 

That’s  why  it  makes  sense  to  make  Wyse 
part  of  your  game  plan.  Call  our  toll-free 
number  today  (1-800-438-9973).  We’ll  send 
you  full  information.  In  depth. 

Because  with  Wyse,  you  have  all  the 
makings  of  a  winning  team. 


fAj  WY-3225,  25  MHz  386  as  multi-user  platform  driving  (B) 
WY-60  terminal,  (C)  WY-150  terminal  and  (D)  WY-370  color 
terminal.  (E)WY3225  as  LAN fileserver  with  (F)  WY-2116 
16  MHz  286  with  WY650  VGA  color  monitor,  (G)WY-2112 
12.5  MHz  286  with  WY-700  hi-res  monitor,  (H)  the  Wyse  Net- 
worker  and  (I)WY-3216 16 MHz  386  with  (J)WY-7190 hi  res 
19"  monitor. 

1-800-GET-WYSE 


WYSE 

I  I  I  I 

WYSE  is  a  registered  trademark  of  Wyse  Technology. 

All  product  model  numbers  are  trademarks  of  W’yse  Technology. 
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BITS 


Patricia  Keefe 

Stalking  the 
wild  Lotus 

Lotus  Develop¬ 
ment  has  been  a 
real  tiger  in  re¬ 
cent  weeks,  and 
its  choice  of 
where  to  sharp¬ 
en  its  claws 
hasn’t  always  been  for  the  best. 

For  example,  why  does  Lo¬ 
tus  expend  so  much  energy  nee¬ 
dling  Microsoft  Chairman  Bill 
Gates? 

It’s  certainly  funny  at  times, 
given  the  sharpness  of  Lotus 
CEO  Jim  Manzi’s  acerbic  wit, 
but  at  some  point  it  has  to  turn 
counterproductive  —  like  may¬ 
be  when  Lotus  chimes  in  on  the 
SQL  Server  project,  now  that  it 
owns  a  chunk  of  Sybase  and  has 
pledged  to  support  its  database. 
Who  do  they  suppose  is  going  to 
be  sitting  across  the  table  from 
them? 

Cute  quips  rarely  fail  to  get  a 
rise  out  of  Microsoft  —  which 
ought  to  lighten  up  a  little,  inci- 
Continued  on  page  44 

Inside 

•  Issue  of  OS/2  on  a  286  still 
a  ball  of  confusion.  Page  41. 

•  Medical  research  group 
achieves  elegant  service  with 
basic  technology.  Page  41. 

•  Hell  Graphics  stamps  out 
stripping.  Page  48. 


Unhitching  OS/2  Extended 


ANALYSIS 


BY  PATRICIA  KEEFE 

CW  STAFF 


IBM  dropped  a  potential  bomb¬ 
shell  at  Comdex/Fall  ’89,  but  it  is 
hard  to  predict  the  extent  of  any 
fallout  since  the  firm  provided 
little  in  the  way  of  details. 

IBM  derailed  its  move  toward 
a  proprietary  desktop  by  an¬ 
nouncing  plans  to  unbundle  the 
three  components  that  make  up 


its  OS/2  Extended  Edition  — 
LAN  Requestor,  Database  Man¬ 
ager  and  Communications  Man¬ 
ager  —  to  make  those  pieces 
available  somehow  at  some  point 
to  any  OS/2  user  who  wants 
them. 

“It  is  seen  as  a  significant  sign 
that  they  are  moving  away  from 
a  proprietary  operating  system 
strategy.  Using  system  software 
as  a  competitive  tool  was  causing 
more  problems  than  it  was  solv¬ 
ing,”  claimed  J.  Paul  Grayson, 


chairman  and  chief  executive  of¬ 
ficer  of  Micrografx,  Inc.,  devel¬ 
opers  of  graphical  software. 

“Unbundling  is  always  good 
for  the  customer  —  period,” 
said  Robert  Berger,  vice-presi¬ 
dent  of  administration  at  Home 
Express,  Inc.,  retailers  of  acces¬ 
sories  and  wares  for  the  home  in 
Hayward,  Calif. 

Given  that  many  analysts 
view  IBM’s  Micro  Channel  Ar¬ 
chitecture  and  the  bundled  Ex¬ 
tended  Edition  as  a  defensive  re¬ 
action  to  the  beating  its  desktop 
market  share  suffered  at  the 
hands  of  AT  clone  makers,  this 
backpedaling  could  be  viewed  as 
a  major  concession  to  OS/2  de¬ 
velopment  partner  Microsoft 
Corp.  It  is  true  that  Microsoft 


has  a  competing  product,  but  it 
got  into  the  database  business 
mainly  to  provide  OEMs  with  an 
alternative  to  a  closed  IBM  offer¬ 
ing. 

Exactly  how  the  unbundling 
will  be  done  —  the  critical  ques¬ 
tion  for  developers  and  users  — 
remains  unanswered.  Will  IBM 
unbundle  the  proprietary  pieces 
and  allow  users  to  buy  only  what 
they  need,  thereby  cutting  down 
on  system  overhead;  or  is  IBM 
planning  to  license  its  propri¬ 
etary  extensions  to  third  parties 
for  resale? 

IBM  won’t  say  —  at  least  not 
yet.  A  spokeswoman  said  IBM 
felt  compelled  at  Comdex  to  say 
what  little  it  did  to  show  its  will¬ 
ingness  to  accommodate  large 
customers  who  are  trying  to  plan 
for  the  future  around  a  multiven¬ 
dor  hardware  base. 

Continued  on  page  42 


Customs’  expert  system 
targets  laundered  cash 


ON  SITE 


BY  MITCH  BETTS 

CW  STAFF 


WASHINGTON,  D.C.  —  Big 
cash  transactions  that  look  sus¬ 
piciously  like  illegal  money-laun¬ 
dering  activity  are  being  uncov¬ 
ered  by  an  expert  system  at  the 
U.S.  Customs  Service. 

The  Customs  Artificial  Intelli¬ 
gence  System  (CAIS)  emulates 
the  trained  investigator  in  deter¬ 
mining  suspicious  activity  and 
then  produces  ‘alert’  lists  of  sus¬ 
picious  targets  for  in-depth  field 
investigation,  according  to  Earl 
Combs,  the  system  administra¬ 
tor. 

The  $1.2  million  system  runs 
on  five  Series  4000  workstations 
from  Apollo  Computer,  a  division 
of  Hewlett-Packard  Co.  The 
workstations  are  connected  by 


an  Apollo  local-area  network  for 
distributed  processing. 

The  prime  contractor,  Grum¬ 
man  Data  Systems  Corp.  in 
Woodbury,  N.Y.,  used  a  soft¬ 
ware  development  tool  called 
the  Knowledge  Engineering  Sys¬ 
tem  from  Software  Architecture 
and  Engineering,  Inc.  in  Arhng- 
ton,  Va. 

The  Customs  intelligence  of¬ 
fice  is  being  reorganized  and  will 
become  the  core  of  a  new,  inter¬ 
agency  Financial  Crimes  En¬ 
forcement  Network.  Customs 
expects  to  add  five  more  Apollo 
workstations  to  the  3-year-old 
CAIS  network. 

Combs  said  that  CAIS  investi¬ 
gators  previously  had  to  sort  by 
hand  the  thousands  of  currency 
transaction  reports  that  banks 
file  under  the  Bank  Secrecy  Act. 

Agents  found  that  manual 
process  to  be  very  inefficient  and 


laborious  four 
years  ago,  when 
the  agency  re¬ 
ceived  about 
750,000  filings, 
but  it  became  un¬ 
tenable  as  the 
volume  of  reports 
rose  dramatical¬ 
ly.  Last  year,  the 
volume  exceeded 
six  million  filings.  Combs  said. 

At  the  same  time,  money 
launderers  were  becoming  ex¬ 
perts  in  evading  detection.  “The 
bad  guys  got  the  hang  of  what  we 
were  doing  and  became  more  so¬ 
phisticated  in  obfuscating  their 
work,”  Combs  said.  “Therefore, 
the  glaring  things  that  showed 
up  previously  were  no  longer 
showing  up.” 

For  those  reasons.  Combs 
said.  Customs  developed  the 
rules-based  expert  system  to 


spot  unusual  pat¬ 
terns  of  transac¬ 
tions,  multiple 
transactions  to 
one  account,  un¬ 
usual  occupation¬ 
al  classifications 
and  other  clues  to 
suspicious  activi¬ 
ty.  Combs  de¬ 
clined  to  provide 
more  details,  saying  the  sys¬ 
tem’s  profile  of  what  makes  a 
transaction  suspicious  is  secret. 

He  did  say  that  the  field 
agents,  who  check  out  the  sus¬ 
pects  identified  by  CAIS,  use 
“feedback  forms”  to  report 
whether  the  computer-generat¬ 
ed  alerts  were  accurate  and  use¬ 
ful. 

That  way,  the  rules  in  the  ex¬ 
pert  system  can  be  fine-tuned 
based  on  the  feedback,  he  ex¬ 
plained. 


Micro  Focus  brings  370  Assembler  to  the  PC! 


The  Micro  Focus  370  Assembler  is  a  tool  which  helps  maximize  the 
productivity  of  both  the  mainframe  Assembler  programmer  as  well 
as  the  COBOL  programmer  whose  application  calls  Assembler 
subroutines. 

Micro  Focus  370  Assembler  allows  PC  development  and  main¬ 
tenance  of  host  based  Assembler  and  mixed  COBOL/  370  Assembler 
applications  when  used  with  Micro  Focus  COBOL/2  Workbench. 
The  full  featured  Assembler  programming  environment  includes: 


□ 

Macro  Processor 

□ 

Assembler 

IVIICRO  FOCUS^ 

□ 

Linkage  Editor 

A  Better  Way  of  Programming™ 

□ 

Run  Time  Facility 

□ 

Interactive  Debugging  Facility 

Rapid  Macro  processing  and  Assemblies 

Reduced  Host  dependency  and 
turnaround 

1®°  Reduced  development  time 

Interactive  370  Assembler  debugging 

Support  for  the  full  IBM  370  and  370  XA 
instruction  set 

Reduced  mainframe  resource  utilization 


For  more  information  about  the  Micro  Focus  370  Assembler 
or  about  other  Micro  Focus  products  call  1-800-872-6265 
or  415-856-4161. 
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©  Eastman  Kodak  Company,  <989 


TRW  has  combined  its  massive  homeowner  database  with  direct 
mail  marketing  for  small  businesses.  The  secret  of  its  success  is  a 
1392  printing  system  from  Kodak. 

TRW's  Real  Estate  Market  Information  group  in  Colton,  California,  is 
offering  a  new  personalized  direct  mail  marketing  service  for  local 

businesses.  Using  TRW's  powerful  new  homeowner  data 
^  0.  and  a  Kodak  Ektaprint  1392  printing  system,  they're 

•  ^  doing  things  that  "just  wouldn 't  have  been  possible  a 

^  few  years  ago,"  according  to  marketing  services 

manager  Rodger  Cosgrove.  "We  can  deliver  a 
||  V  product  which  is  professional  and  cost-effective, 

*  . yet  highly  personalized.  We  can  give  the  local 

'U .  business  person  more  bang  for  the  buck!' 

. T RW  combines  text  and  graphics  on 
the  system's  "WYSIWYG"  screen,  and 
prints  at  up  to  92  impressions  per 
minute  on  the  1392  printer.  "It  gives 
blacker  text  images,  better 
definition  and  crisper  line  edges," 
says  Cosgrove,  "and  in  direct 
mail,  that's  important!'  Eor  a  complete 
package  of  information,  call  1 800  255-3434, 
Ext.  551.  In  Canada,  call  I  800  465-6325. 
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SMALL 

TALK 


f  James  Daly 

Warranting 
some  user 
respect 

Call  me  stingy, 

a  little  more  than 

guarantee.  You  remember  the 
taillight  guarantee,  don’t  you? 

It  was  perfected  by  used  car 
dealers,  who  promise  that  the 
fastback  you  just  bought  is  fully 
warranted  until,  well,  they  can 
no  longer  see  the  taillights. 

If  you  think  that  only  hap¬ 
pens  in  the  unscrupulous  under¬ 
belly  of  the  automotive  indus¬ 
try,  guess  again.  A  quick  look 
around  reveals  that  most  com¬ 
puter  manufacturers  get  away 
with  product  warranties  that 
seem  about  as  long  as  the  shelf 
life  of  cut  flowers.  Most  offer¬ 
ings  belie  the  term  “guarantee,” 
but  the  words  “flimsy  promise” 
wouldn’t  look  good  on  the  pack- 
aging. 

||  Take  the  Macintosh,  for  in- 
!  stance.  It’s  nicely  designed,  has 
an  advertising  budget  higher 
than  the  gross  national  product 
i  of  most  Third  World  nations, 
and  Apple  execs  do  everything 
but  drool  on  themselves  when 
mentioning  it.  But  if  you  spend  a 
wad  of  cash  on  a  system  or  two 
(they  ain’t  cheap),  what  do  you 
leave  the  store  with?  A  slap  on 
the  back  and  the  promise  that 
the  thing  will  perform  as  prom¬ 
ised  for  no  longer  than  90  days. 

■  So  that’s  why  it  was  encour- 
f  aging  at  Comdex  when  Apple  in- 
i  sider  Chris  Espinosa  said  the 
1  company  was  considering  in- 

I  creasing  its  coverage.  Nothing 

I  was  cast  in  concrete,  and  Espin¬ 
osa  may  have  been  just  throw- 
Continued  on  page  43 


Platform  boundaries 
blurred  by  fog  of  words 

IBM,  Microsoft  dish  some  mixed  OS/ 2  advice 


BY  PATRICIA  KEEFE 

CW  STAFF 


Users  seem  to  be  on  the  receiv¬ 
ing  end  of  a  confusing  message 
from  IBM  and  Microsoft  Corp. 
concerning  the  appropriate 
hardware  platform  on  which  to 
launch  an  entry  into  OS/2.  And 
most  are  not  buying  half  of  that 
message. 

When  IBM  introduced  the 
Model  50,  an  Intel  Corp.  80286- 
based  Micro  Channel  Architec¬ 
ture  (MCA)-based  machine,  it 
was  positioned  as  the  perfect 
platform  for  OS/2,  according  to 


analysts.  IBM  no  longer  ships  a 
286-based  MCA  box. 

Yet  in  the  last  month,  Micro¬ 
soft  and  IBM  have  hammered 
home  a  different  message.  Us¬ 
ers  moving  to  Intel  Corp.  80386 
or  I486  computers  should  mi¬ 
grate  to  OS|2,  even  though  the 
386  version  of  OS/2  is  not  ex¬ 
pected  until  mid-  to  late  1990. 
Users  with  286  or  lower  plat¬ 
forms  should  go  with  Windows, 
as  in  DOS. 

Given  this  new  stance,  Com- 
Puterworld  went  back  to  Micro¬ 
soft  and  IBM  and  asked  whether 
they  recommend  running  OS/2 


on  a  286.  Their  answer  was  yes. 
However,  the  bulk  of  the  users 
surveyed  over  the  last  two 
weeks  could  not  disagree  more. 
“It’s  not  an  adequate  platform,” 
said  Trina  Grossman,  manager 
of  computer  operations  at  Home 
Express,  Inc.  in  Hayward,  Calif. 

Analysts  tend  to  agree.  “I 
think  OS/2  was  designed  with  an 
eye  toward  the  386,”  said  Mary 
Modahl,  an  analyst  at  Forrester 
Research,  Inc.  in  Cambridge, 
Mass. 

To  run  OS/2  on  a  286  work¬ 
station,  users  need  to  pump  the 
box  with  added  memory  and  disk 
drives.  Given  the  cost  involved, 
they  are  generally  not  willing  to 
do  this.  “You  might  as  well  go  up 
to  a  386,”  Grossman  said. 

“It’s  not  worth  spending  the 
money  on  existing  286  machines 
to  upgrade  to  run  OS/2,”  said 
Chuck  Colpitts,  a  vice-president 
at  Travelers  Insurance  Co.  Tak- 


Doctors  operate  on  global  network 


ON  SITE 


BY  WILLIAM  BRANDEL 

SPECIAL  TO  CW 


SHERMAN  OAKS,  CALIF.  — 
Going  global  with  information 
systems  today  usually  means 
high-speed  systems  sharing  data 
via  elaborate  networks.  Howev¬ 
er,  a  nonprofit  medical  research 
foundation  is  finding  that  even 
the  most  basic  personal  comput¬ 
er  and  networking  technology 
enables  them  to  provide  world- 
class  service. 

World  Research  Foundation 
(WRF)  does  not  do  anything  fan¬ 
cy,  unless  you  consider  on-line 
database  transmissions  or  index¬ 
ing  scientific  periodicals  an  em¬ 
bellishment.  The  nonprofit  orga¬ 
nization  uses  PCs,  modems  and  a 
local-area  network  to  maintain 
information-sharing  connections 
with  physicians  around  the 
world. 

For  a  $30  fee,  the  foundation 
polls  its  database,  which  is  in¬ 
dexed  to  locate  the  25  most  per¬ 
tinent  articles  or  reports  regard¬ 
ing  the  query.  The  group’s  users 
pull  up  a  menu  and  prompt  a  que¬ 
ry  from  its  PC-based  relational 


database  built  on  Knowledge, 
from  MDBS,  Inc.  in  Lafayette, 
Ind. 

WRF  uses  Rockwell  Interna¬ 
tional  Corp.’s  Dialogue  to  con¬ 
nect  to  more  than  400  on-line 
medical  databases  from  72  coun¬ 
tries,  including  the  U.S.,  Canada, 
China,  Western  Europe  and  the 
Soviet  Union.  Some  health  care 
references  date  back  to  before 
the  16th  century. 

The  inquiry  must  be  based  on 
an  exact  medical  term  and  draws 
from  categories  that  include 
treatment  and  ther¬ 
apy,  side  affects,  his¬ 
tory  and  ideology  of 
the  treatment.  The 
query  can  also  be 
customized  for  sear¬ 
ches  among  non¬ 
standard  medical 
practices  such  as 
acupuncture,  mag¬ 
netism  or  homeopathy. 

“It  is  essentially  a  service  for 
people,  including  physicians, 
who  do  not  have  the  time  to  do 
this  kind  of  research,”  said  Dr. 
Robert  Milne,  a  physician  at 
Omni  Medical  Center  in  Las  Ve¬ 
gas.  “The  value  for  us  is  that 
they  bother  to  continually  up¬ 


date  their  indexes  with  the  latest 
in  medical  discoveries  using 
these  computer  connections,” 
he  said. 

On  the  other  end  of  the  con¬ 
nections  are  72  doctors  world¬ 
wide  who  volunteer  their  exper¬ 
tise,  time  and  PCs  to  help  WRF 
with  this  time-consuming  task  in 
return  for  their  own  informa¬ 
tional  queries. 

Milne  was  drawn  into  using 
WRF’s  services  “out  of  frustra¬ 
tion  and  desperation”  when  his 
10-month-old  daughter  was  suf¬ 
fering  from  a  chronic 
digestive  disruption. 
When  medicine 
failed,  Milne  asked 
WRF  to  perform  a 
query,  which  found 
homeopathic  reme¬ 
dies  that  alleviated 
his  daughter’s  medi¬ 
cal  problem. 

“Unfortunately,  as  a  non¬ 
profit  organization,  we  cannot 
use  the  most  state-of-the-art 
technology,”  said  Dan  Kluz, 
president  of  Kluz,  International 
and  WRF’s  IS  consultant.  WRF 
now  uses  an  IBM-compatible 
Personal  Computer  AT  as  a 
server  to  run  the  Novell,  Inc. 


ing  a  IM-byte  DOS  machine 
with  a  30M-byte  hard  disk,  he 
said  users  typically  would  have 
to  add  8M  bytes  and  at  least  an¬ 
other  30M-byte  hard  drive.  “If 
you  figure  $500  per  megabyte  of 
memory  and  another  $500  for 
the  hard  drive,  that’s  $4,000.” 

Chuck  Wanosky,  vice-presi¬ 
dent  of  office  systems  at  Metro¬ 
politan  Life  Insurance  Co.  in 
New  York,  agrees.  “You  are 
fighting  the  wrong  battle  to 
make  [OS/2]  fit  on  a  286.  Seems 
to  me  you  have  to  standardize  on 
a  386  as  the  base  desktop  ma¬ 
chine  to  take  advantage  of  Sys¬ 
tems  Application  Architecture 
and  Extended  Edition.” 

This  will  become  even  more 
evident  once  Microsoft  and  IBM 
ship  a  32-bit  version  of  OS/2  de¬ 
signed  to  exploit  the  386  chip  — 
probably  later  in  1990.  The  286 
handles  only  16-bit  traffic. 

Continued  on  page  44 


Netware  LAN  operating  system 
and  seven  other  PCs.  It  normally 
takes  about  a  week  for  WRF  to 
compile  a  package  of  25  articles. 

Designs  on  more  power 

Kluz  said  that  when  the  budget  is 
less  strapped,  he  would  like  to 
move  the  database  on  a  more 
powerful  server  such  as  a  work¬ 
station  or  minicomputer.  “But 
for  us,  now ...  PC  LAN  technol¬ 
ogy  is  critical,”  he  said. 

Kluz  is  also  building  an  inter¬ 
active  system  based  on  a  PC  da¬ 
tabase  from  Emerald  Bay  to 
serve  as  an  “international  infor¬ 
mational  hub.”  The  database  will 
process  queries  interactively 
with  remote  databases  from  dif¬ 
ferent  parts  of  the  world.  Cur¬ 
rently,  WRF’s  database  must 
query  other  databases  on  the 
network  one  at  a  time.  Kluz  said 
this  database  is  so  efficient  that 
it  will  cut  WRF’s  present  storage 
requirements  in  half. 

Kluz  said  he  intends  to  have 
the  California  and  German  of¬ 
fices  interactively  processing  re¬ 
quests  within  the  next  year. 
Data  centers  are  also  slated  for 
Chicago,  China  and  South  Amer¬ 
ica.  “None  of  this  would  be  possi¬ 
ble  without  today’s  computer 
technology,”  co-founder  Ste¬ 
phen  Ross  said. 


DB2  ON  YOUR  PC 


For  the  first  time  you  can  design, 
code,  test,  and  run  full  scale  DB2 
applications  on  your  PC. 

Consider  the  productivity  benefits  of 
a  rich  PC  programming  environment. 
Imagine  the  savings  of  mainframe 
resources  achieved  by  offloading 
DB2  development  to  PCs. 


The  XDB-DB2  Workbench  puts  a 
100%  DB2  compatible  SQL  DBMS 
and  COBOL  precompiler  in  your 
PC — seamlessly  integrated  with 
Micro  Focus  COBOL/2,  ANIMATOR, 
and  PC-CICS  for  interactive 
development.  Workgroup 
development  is  supported  by  the 
multi-user  XDB-SERVER. 


Interested  in  DB2  power  on  a  PC? 


Call  (301)  779-6030 

XDB  Systems,  Inc. 

7309  Baltimore  Avenue 
College  Park,  MD  20740 
FAX  (301)  779-2429 


©  1989  XDB  Systems,  Inc.  XDB  is  a  registered  trademark  of  XDB  Systems,  Inc.  Other  product  names  are  trademarks  of  their  respective  holders. 
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OS/2  Extended 

CONTINUED  FROM  PAGE  39 

OS/2  Extended  today  requires  users  to 
have  IBM’s  OS/2  LAN  Server  and  IBM 
hardware.  This  means  buyers  of  hard¬ 
ware  and  OS/2  from  Compaq  were  locked 
out  of  Extended  Edition,  “unless  you 
wanted  to  buy  all  those  copies  of  Extend¬ 
ed  Edition  and  unbundle  it  yourself  with 
no  guarantee  that  it  will  work,”  said  Da¬ 
vid  Flaxman,  vice-president  of  advanced 
technology  at  Goldman  Sachs  &  Co. 
“We’ve  been  banging  on  IBM  about  that 
since  the  day  they  announced  [bundled] 
Extended  Edition.” 

Once  unbundled,  “it  means  that  your 
entry  point  into  IBM’s  Systems  Applica¬ 
tion  Architecture  doesn’t  have  to  be  an 
IBM  desktop  with  Extended  Edition  and 
OS/2  LAN  Server,”  said  Lee  Doyle,  an 
analyst  at  International  Data  Corp.  in  Fra¬ 
mingham,  Mass. 

Flaxman  is  not  so  sure.  He  said  Ex¬ 
tended  Edition  pieces  do  not  reliably  run 
on  non-Personal  System/2  boxes. 

Doyle  said  IDC  estimates  OS/2  Ex¬ 
tended’s  penetration  of  the  desktop  at 
considerably  less  than  1  %. 

“That’s  not  good,”  he  observed,  add¬ 
ing  that  LAN  Manager-based  servers, 
such  as  OS/2  LAN  Server,  have  not  done 
much  better,  capturing  about  5%  of  the 
installed  base  of  network  nodes. 

Ail  there? 

Also  delaying  sales  was  a  perception  that 
the  initial  release  of  OS/2  LAN  Server 
was  less  than  complete.  “They  haven’t 
had  the  full  product  [available].  The  key  is 
getting  the  product  out  and  doing  what  it 
is  supposed  to  do,”  said  Chuck  Wanosky, 
vice-president  of  office  systems  at  Metro¬ 
politan  Life  Insurance  Co.,  an  all-IBM 
shop. 

As  such,  “it  was  generally  not  cost-jus¬ 
tifiable  to  run  8M  bytes  per  user  on  a 
386,”  Doyle  said. 

The  unbundling  is  also  expected  to  fuel 
what  has  been  very  poor  developer  sup¬ 
port.  “There  was  a  lot  of  fear  that  devel¬ 
opers  would  have  to  write  two  different 
versions  of  [OS/2  LAN-compatible]  soft¬ 
ware,”  Doyle  explained. 

However,  it  could  dampen  efforts  by 
developers  of  alternatives  to  Extended 
Edition.  Faced  with  the  prospect  of  IBM 
going  its  own  way  with  proprietary  exten¬ 
sions,  Microsoft  teamed  up  with  several 
partners  to  provide  alternatives  to  IBM’s 
database  and  communications  managers. 

Analysts  seem  to  agree  that  the  SQL 
Server  co-developed  with  Ashton-Tate 
and  Sybase,  Inc.  is  on  safe  ground.  It  is 
shipping  and  has  garnered  significant  de¬ 
veloper  support. 

However,  Trina  Grossman,  manager 
of  computer  operations  for  Home  Ex¬ 
press,  said  that  although  she’s  already  us¬ 
ing  SQL  Server,  she  will  look  at  an  unbun¬ 
dled  Database  Manager  if  it  offers  a  better 
cost  or  performance  standard. 

More  up  in  the  air  is  the  future  of  the  as 
yet  unshipped  Select  Communications 
Server  co-developed  with  Digital  Com¬ 
munications  Associates,  Inc.  (DCA). 
Doyle  and  John  Dunkle,  vice-president  at 
Workgroup  Technology,  Inc.  in  Hampton, 
N.H.,  noted  the  product  is  late  and  sug¬ 
gested  there  is  an  opening  here  for  Micro¬ 
soft  to  back  away. 

“[Unbundling  Extended]  may  not  kill 
it,  but  it  certainly  isn’t  helping.  If  you  can 
license  Communications  Manager  from 
IBM,  why  get  it  from  DCA?”  Doyle  said. 


Sun  adds  486  board  onto  its  3861  line 

Analysts  feel  product  could  set  standards  for  low-end  workstations,  strengthen  PC  efforts 


BY  JAMES  DALY 

CW  STAFF 


MOUNTAIN  VIEW,  Calif.  —  Intel 
Corp.’s  80486  microprocessor  added  an¬ 
other  notch  to  its  belt  last  week  when  Sun 
Microsystems,  Inc.  announced  a  486  up¬ 
grade  board  said  to  offer  quadruple  the 
performance  of  some  models  of  Sun’s 
3861  line.  Separately,  the  workstation 
maker  also  chopped  prices  on  3861  sys¬ 
tems  by  7%  to  10%. 

Sun  officials  said  they  hope  to  use  the 


25-MHz  486  upgrade  board  to  attract  us¬ 
ers  who  are  looking  for  an  easy  bridge  be¬ 
tween  DOS  and  Unix  desktop  environ¬ 
ments. 

With  the  board,  users  can  execute  up 
to  12  million  instructions  per  second 
(MIPS),  compared  with  the  3-  to  5-MIPS 
range  of  3861  models,  according  to  Sun. 

The  486  has  cultivated  a  crossover 
strategy  in  which  it  has  not  only  built  up 
steam  among  personal  computer  makers 
—  IBM,  Compaq  Computer  Corp.  and 
Hewlett-Packard  Co.  are  among  its  fans 


—  but  also  could  make  the  25-MHz  486 
machine  the  standard  for  low-end  work¬ 
stations,  analysts  said. 

The  upgrade  board  costs  $4,990  and 
will  be  available  in  the  second  quarter  of 
next  year.  Sun  officials  said  they  blamed 
the  delay  in  delivery  on  extra  testing 
spurred  by  the  discovery  of  architectural 
glitches  in  early  versions  of  the  486  chip. 

Price  reductions  for  3861  systems  are 
effective  immediately,  ranging  from  a 
$2,000  cut  for  the  3861/250  to  a  $1,000 
decrease  for  the  3861/150. 
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Back  to  Turbo  Basic  s  future 


BY  CHARLES  VON  SIMSON 

CW  STAFF 


SCOTTS  VALLEY,  Calif.  —  Borland  In¬ 
ternational  recently  backed  away  from  its 
Turbo  Basic  compiler  and  transferred  fu¬ 
ture  development  rights  for  the  product 
to  the  original  developer,  Robert  Zale  of 
Spectra  Software,  located  in  Sunnyvale, 
Calif. 

Turbo  Basic  has  not  had  an  upgrade  in 
more  than  two  years,  and  the  transfer  of 
development  rights  reflected  Borland’s 
realization  that  the  organization  did  not 
have  the  resources  to  continue  develop¬ 
ment  of  a  project  that  fell  largely  outside 


the  organization’s  strategic  product  di¬ 
rections. 

Zale  was  retained  by  Borland  in  1985 
to  develop  the  high-speed  Basic  compiler 
that  became  Turbo  Basic  in  1987. 

“There  were  a  limited  number  of  pro¬ 
jects  that  Borland  could  concentrate  on, 
and  we  wanted  to  keep  the  product  mov¬ 
ing  for  its  large  and  loyal  customer  base,’’ 
Zale  said.  “It  is  a  valuable  product  if  the 
publisher  can  support  it.”  The  product 
has  sales  to  date  of  more  than  100,000 
copies. 

Spectra  Software  will  market  the 
product  as  Pbwer  Basic  and  will  offer  an 
upgrade  in  December. 


Daly 
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ing  us  a  bone,  but  it’s  nice  to  know  that 
the  company  of  the  people,  by  the  people 
and  for  the  people  is  at  least  threatening 
to  put  its  money  where  its  mouth  is. 

Apple’s  wobbly  warranty  is  indicative 
of  the  entire  industry,  but  it’s  hardly  the 
worst  offender.  The  start-up  software 
kit  for  the  Prodigy  on-line  service,  for  in¬ 
stance,  is  guaranteed  for  only  30  days. 
I’ve  had  head  colds  that  lasted  longer. 

So  while  every  vendor  is  busy  touting 
reasons  to  wrap  a  nice  big  bow  around  one 
of  its  machines  for  the  holidays,  you 
might  want  to  ask  them  to  stick  an  ex¬ 
tended  warranty  under  the  tree  while 


got  an  early  warning  system 
that  can  keep  your  netwom  out  of  trouble. 


■■■■  '  ■ 


■im':-: 


You  have  trouble  in  your  network, 
but  your  biggest  problem  is  you  don’t 
know  about  it. 

The  solution  is  IBM  Network 
Support. 

We  can  install  equipment  in  your 
network  that  senses  trouble  and  auto¬ 
matically  alerts  our  support  team  for  you. 

W  hile  some  problems  can’t  be 
prevented,  IBM  Network  Support  can 
detect  many  problems  early  enough  to 
keep  them  from  affecting  your  network. 

If  a  problem  does  occur,  we  have  a 
staff  skilled  in  every  aspect  of  problem 
diagnosis,  for  both  data  and  voice, 
available  24  hours  a  day,  7  days  a  week. 
And  we’ll  even  take  responsibility  for 
your  non-IBM  equipment. 

If  you'd  like  further  information, 
we’d  be  happy  to  send  you  some  litera¬ 
ture.  Just  call  1  800  IBM-2468  ext.  173. 

IBM  Network  Support.  Start  using 
your  resources  to  manage  your  business 
instead  of  your  network. 


they’re  at  it.  At  least  a  year  would  be  nice. 

Look  at  the  facts:  Dataquest  claims 
that  the  20%  to  30%  annual  growth  curve 
of  the  PC  industry  is  now  in  the  dumper. 
Expect  that  number  to  tail  off  to  10%  or 
less.  “The  days  of  creating  technology 
and  just  tossing  it  out  there  for  people  to 
buy  are  over,”  said  Dataquest  President 
Manny  Fernandez. 

The  evolution  of  the  computer  indus¬ 
try  has  been  a  series  of  battlefields  on  dif¬ 
ferent  turfs.  First  there  was  technology, 
then  pricing.  With  parity  achieved  in 
those  areas,  the  next  challenge  will  be 
customer  service. 

Most  users  now  readily  admit  that 
the  warranty  offered  is  as  much  a  consid¬ 
eration  as  the  hardware’s  capability 
when  making  a  purchase  decision. 

And  customer  service  should  be  more 
than  just  a  guy  who  arrives  a  week  after  a 
service  call,  whistles  through  his  teeth 
and  is  pretty  good  with  a  screwdriver.  It 
should  be  an  honest  commitment  from 
manufacturers  who  talk  a  good  game  that 
they  not  only  stand  behind  the  machine 
you  just  purchased  but  fuUy  expect  it  to  be 
around  longer  than  the  box  it  came  in. 

OK,  OK,  so  maybe  I  shouldn’t  expect 
John  ScuUey  to  dress  up  like  Santa ,  begin 
ho-ho-ho-ing  and  then  deliver  the  goods 
on  the  warranty  scene.  He  probably  fig¬ 
ures  that  since  users  have  swallowed  it 
this  long,  they’ll  just  wash  it  down  with  a 
little  eggnog  during  the  Christmas  sea¬ 
son.  Trouble  is,  too  much  eggnog  gives 
me  a  stomachache. 


Daly  is  a  Computerivorld  West  Coast  correspon¬ 
dent. 


MICRO  NOTES 

Bug  found  in 
personnel  disk 

Knowledgepoint,  makers  of  per¬ 
sonnel  software,  have  discovered  a 
glitch  in  Personnel  Policy  Expert 
Version  2.0  or  later.  Users  are  af¬ 
fected  by  the  bug  only  if  they  have 
created  Policy  201  —  Employment 
Categories  since  receiving  or  in¬ 
stalling  the  affected  versions.  Users 
can  call  Knowledgepoint  at  707- 
762-0333  for  a  correction  disk. 

Mips  Computer  Systems,  Inc. 

has  unwrapped  a  service  agreement 
with  Tandem  Computers,  Inc. 
under  which  Tandem  will  provide 
on-site  service  to  Mips  customers. 
Mips  will  still  administer  all  service 
contracts.  The  pact  will  enable 
Mips  to  expand  service  coverage  to 
seven  days  a  week,  24  hours  a  day. 

Dell  Computer  Corp.  recently 
slashed  system  prices  on  its  memo¬ 
ry  expansion  products  by  as  much 
as  63%  and  cut  systems  prices  up  to 
16%.  The  clone  maker  is  hoping  the 
cuts  will  spur  customers  to  buy 
more  robust  systems. 

While  exhibiting  at  a  recent  OS/2 
show  in  London,  IBM  demonstrat¬ 
ed  a  Personal  System/2  Model  80 
with  multiple  screens  running  Pre¬ 
sentation  Manager.  This  treats  as 
many  as  five  screens  as  though  they 
were  one  very  wide  screen. 
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dentally.  But  wouldn't  Lotus  be  better 
off  either  shaping  industry  standards  with 
its  only  rival  to  the  title  of  micro  soft¬ 
ware  kingpin,  or  at  least  devoting  the 
same  effort  to  outdoing  the  competition 
in  the  increasingly  crowded  spreadsheet 
market?  (We’ll  have  to  wait  for  1-2-3/G 
to  hit  the  streets  before  we  know  whether 
the  latter  has  been  the  case.) 

Lotus  has  had  a  rip-roaring  time  bash¬ 
ing  Windows,  but  that  glass  cuts  both 
ways.  OS/2  may  be  the  future  —  but  Mi¬ 
crosoft  expects  to  ship  11  million  units  of 
DOS  vs.  a  hoped-for  one  million  units  of 
OS/2  next  year.  Now  add  that  1 1  million 


to  the  35.5  million  copies  of  DOS  that 
Microsoft  claims  to  have  shipped  through 
July.  That’s  a  megadose  of  DOS.  Also 
note  that  much  of  Lotus’  installed  base 
continues  to  cling  to  DOS. 

So,  it  shouldn’t  take  an  accountant  to 
figure  out  there  are  bucks  to  be  made 
here  with  a  Windows  version  of  1-2-3. 
And  it  doesn’t  take  too  much  effort  to  find 
Lotus  users  who’d  appreciate  a  little 
support  for  Windows  —  “neutered”  or 
not.  “I  think  Windows  is  a  good  opportu¬ 
nity,”  said  David  Bayer,  a  software  ana¬ 
lyst  at  Montgomery  Securities. 

Users  who  want  Windows  can  always 
switch  to  Excel,  as  some  have  already. 
The  danger  here  for  Lotus  is  that  once 
started  down  that  path,  users  are  more 
likely  to  stick  with  Excel  under  OS/2.  As 


one  user  pointed  out  recently,  it  would  be 
too  hard  to  jump  back  to  1-2-3/G.  Yet 
Lotus  has  been  so  hell-bent  on  charging 
into  the  uncertain  future  that  it  has  ne¬ 
glected  to  protect  its  flanks.  After  all, 
when  and  to  what  extent  will  OS/2  and 
Unix  blanket  the  desktop  in  the  next  few 
years?  DOS,  faults  and  all,  has  staying 
power. 

Lotus  isn’t  totally  blind  to  all  this. 
Company  officials  have  said  they  will  offer 
Windows  if  enough  customers  want  it, 
which  is  sort  of  the  software  equivalent  of 
Compaq  saying  they’d  be  fools  not  to  of¬ 
fer  Micro  Channel  Architecture  if  users 
yell  for  it.  Believe  it  when  you  see  it. 

Manzi  says  this  may  be  soon.  He  re¬ 
portedly  has  said  that  Lotus  will  offer  a 
“resolution”  on  its  Windows  dilemma  in 


T1  USERS 

TRANSFER 
6250  DATA  AT 

256KB 

OFF-LINE 

TAPE-TO-TAPE 


Mitron’s  STD  6250  provides  an 
efficient  method  for  sending  and 
receivir^  data  anywhere  in  the 
world.  STD  6250s  communi¬ 
cate  with  each  other  and  with 
other  companies’  bisynchro¬ 
nous  terminals  and  computers. 

The  STD  6250  solves  machine 
compatibility  problems.  It  trans¬ 
fers  data  reliably  without  mailing 
tapes.  It  can  communicate  ofT 
line  to  relieve  an  overworked 
computer. 

STD  6250s  transfer  data  at 
speeds  up  to  256KB.  Double¬ 
buffering  eliminates  delays 
caused  by  read/write  cycle 
times. 

The  STD  6250  can  be  leased  or 
purchased. 


STD  6250  features: 

■  Easy-to-install 

■  Needs  no  software 

■  Data  rates  to  256KB 
or  faster 

■  RS-232  or  V.35 

■  Dial-up  or  private  line 

■  Multiplexers 

■  6250  or  1600  bpi 

■  1200',  2400',  or  3600' 
reel  sizes 

■  Bisynchronous  protocol 

■  Transparent  or 
non-transparent 

■  Space  compression 

■  Variable  size  records 
to  32,000  bytes 

■  Labels  and  multiple  files 

STD  6250  options: 

■  Asynchronous 

■  Code  conversion 

■  Modem  eliminator 


Over  100  Megabytes 
per  hour  at  256KB 


Since  1969,  Mitron’s 
magnetic  tape  systems  have 
been  used  in  a  wide  variety  of 
data  communication  applica¬ 
tions,  For  more  information 
on  how  the  Mitron  STD  6250 
can  be  used  to  send  or  receive 
magnetic  tape  data  files,  call 
800  638-9665  (in  Maryland, 
301  992-7700) 

NITTRON 

Systems  Corporation 
2000  Century  Plaza,  Columbia,  MD  21044 


about  a  month.  Meanwhile,  the  spread¬ 
sheet  kingpin  is  said  to  be  surveying  us¬ 
ers  on  the  subject.  Having  squared  away 
the  future,  perhaps  Lotus  feels  it  can 
take  less  of  a  hard  line  toward  the  present. 

Of  course.  I’d  be  remiss  if  I  didn’t  note 
that  there  are  Windows  users  who  ap¬ 
plaud  Lotus’  stand.  One  observer,  a  self- 
described  heavy  Windows  user,  nonethe¬ 
less  is  making  a  substantial  investment 
in  OS/2  and  doesn’t  want  Microsoft’s  sup¬ 
port  for  Windows  to  deter  his  users  from 
an  orderly  migration. 

But  it’s  not  just  knocking  a  particular 
technology.  One  developer  suggested 
that  Manzi  has  taken  over  the  role  of  in¬ 
dustry  devil’s  advocate  from  one-time 
Bad  Boy  Philippe  Kahn,  who  evidently 
has  decided  that  less  noise  sounds  great, 
and  leaves  time  for  more  fulfilling  pur¬ 
suits,  such  as  growing  the  business.  Tak¬ 
ing  on  Kahn’s  former  mantle  clashes 
with  Manzi’s  alleged  efforts  to  remake  his 
image  into  Mr.  Nice  Guy. 

Now,  Lotus  can  always  blame  the 
press  for  highlighting  verbal  warfare  over 
technology  announcements.  This  was  a 
favorite  ploy  of  Novell  and  3Com  officials, 
useful  for  ducking  responsibility  for  their 
own  public  bickering.  But  it  didn’t  work 
then,  and  it  won’t  work  now. 

Instead,  Lotus  is  beginning  to  reap  a 
fair  amount  of  abuse  back  from  fellow  de¬ 
velopers  who  feel  compelled  to  defend 
Microsoft.  These  have  even  included  Ora¬ 
cle,  I’m  told,  which  is  not  exactly  best 
buddies  with  the  boys  in  Redmond. 

Lotus  is  to  be  congratulated  for  serv¬ 
ing  as  the  lightning  rod  that  sparked  (as  in 
pushed)  IBM  and  Microsoft  into  getting 
their  acts  together  and  straightening  out 
the  Windows  vs.  OS/2  mess. 

“If  [Lotus’]  intent  was  to  shake  up 
some  action  and  get  something  demon¬ 
strable  and  meaningful  going  on  with 
OS/2,  then  I  think  it  achieved  what  it 
wanted,”  Bayer  said.  “I  think  a  lot  of  the 
right  things,  [e.g.,  killing  PM  Lite],  came 
out  of  this.”  Some  might  say  the  end  jus¬ 
tifies  the  means,  but  couldn’t  this  have 
been  accomplished  with  a  bit  less  vitriol? 


Keefe  is  Computerworld's  senior  editor,  PCs  and 
workstations. 


Platform 
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Some  users,  such  as  Mark  Teflian, 
vice-president  and  chief  information  offi¬ 
cer  at  Covia  Partnerships  in  Rosemont, 
Ill.,  take  a  more  qualified  approach.  “It 
really  depends  on  what  you  are  doing  on 
the  desktop,”  he  said.  “If  you  are  just  do¬ 
ing  I/O  spooling  using  2  megs  of  memory, 
than  a  286  is  fine.  If  I  need  remote  opera¬ 
bility,  I  won’t  have  anough  memory  [un¬ 
der  that  setup].” 

Then  again,  he  said  there  are  some  ap¬ 
plications  where  a  user  may  want  to  run 
Windows  3.0  on  a  386,  such  as  doing  so¬ 
phisticated  caching  on  a  file  server  with 
images  on  CD-ROM. 

David  Bayer,  a  software  analyst  at 
Montgomery  Securities,  Inc.,  suggests 
that  the  confusion  over  whether  to  nm 
OS/2  on  a  286  may  go  all  the  way  back  to 
the  initial  design  of  the  operating  system. 
“Microsoft  reportedly  wanted  to  hold  off 
for  the  386,  but  IBM  wanted  backwards 
compatibility  for  the  286.  IBM’s  point  of 
view  prevailed,”  he  said.  “Being  a  Mon¬ 
day  morning  quarterback,  [a  lot  of]  people 
think  the  386  should  have  won.” 
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the  portable 

PC,  'E)shiba 

came  up  with 


an  even 


T8500: 25MHz 386  with  387 &  WE3167  coprocessor 
socket,  three  16-bit  industry  standard  expansion  slots, 
one  half-length  8-bit  slot,  three  Toshiba  memory  slots, 

6  interface  ports  including  SCSI,  100MB  harddisk 
with  25msec  access,  2MB  RAM  (expandable  to  14MB), 
L44MB  3 diskette  drive. 

For  more  information  call 1-800-457-7777. 


Iqqqooo 


I'OOOOOO 


TOSHIBA 


C 1989  'Rshiba  Anvnca.  Computer  Systems  Division 


After  years  of  building  PCs 
that  go  anywhere,  we’ve  harnessed 
that  technology  to  make  a  different 
kind  of  personal  computer. 

One  that  stays  put. 

Known  as  the  T8500,  it’s  every¬ 
thing  a  small,  powerful  desktop  PC 
ought  to  be.  And  then  some. 

With  a  386  microprocessor 


running  at  25MHz,  a  100MB  hard 
disk  and  a  full  2MB  of  RAM,  it’s 
extremely  powerful. 

With  4  industry  standard 
expansion  slots,  3  memory  slots, 
and  6  interface  ports  (including 
SCSI),  it’s  also  extremely  flexible. 
So  you  can  connect  it  to  peripher¬ 
als,  servers  and  other  PCs. 


And  being  a  Toshiba,  all  that 
performance  is  packed  into  a  stream¬ 
lined  unit  that  takes  up  less  space 
than  practically  anything  in  its  class. 

In  fact,  some  people  are  al¬ 
ready  calling  our  decision  to  make 
a  desktop  PC  a  stroke  of  genius. 

We,  on  the  other  hand,  just 
call  it  the  78500. 


In  Touch  with  Tomorrow 

TOSHIBA 


L 


Toshiba  America  Information  Systems,  Inc.,  Computer  Systems  Division 
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Colorful  solution  to  stripping 

Workstation  package  saves  steps  in  color  separation  for  hefty  price  tag 


BY  RICHARD  PASTORE 

CW  STAFF 


Stripping  may  soon  be  a  term 
confined  to  shady  clubs  in  red- 
light  districts.  Eliminating  this 


time-consuming  step  from  the 
printing  preparation  process  is 
the  goal  of  both  prepress  shops 
and  their  customers.  A  new 
workstation-based  conversion 
system  from  Hell  Graphics  Sys¬ 


tems,  Inc.  is  designed  to  do  so 
without  sacrificing  quality. 

However,  the  trade-off  will  be 
a  steep  price  for  users  in  the  pre¬ 
press  industry,  which  comprises 
firms  that  handle  preliminary 


processing  of  artwork  and  pages 
for  magazines  and  newspapers. 

Available  in  January,  Hell’s 
Scriptmaster  takes  design  files 
created  with  desktop  publishing 
systems  and  converts  them  to 
files  readable  by  Hell’s  Chroma- 
corn  color  separator.  The  con¬ 
version  allows  files  to  go  from 
creation  on  the  personal  comput¬ 
er  through  to  the  final  steps  of 
color  separation  and  page  make- 


IPL,  the  company  that  pioneered  com¬ 
patible  AS/400  memory  in  1988,  is  now 
proud  to  be  offering  the  complete  range 
of  compatible  AS/400  memory  boards. 
Whatever  the  size  or  configuration  of 
your  system,  IPL’s  5500  series  has  the 
memory  enhancement  to  fit— in  8  and  16 
MB  increments  for  B30— B70  systems, 
and  in  4  MB  increments  for  BIO  and  B20. 

It’s  a  breadth  of  products  you’d  expect 
from  a  company  with 
over  15  years  of  devel¬ 
opment  and  manufac¬ 
turing  experience  in 
the  IBM  world— and  a 
commitment  to  quality 
that’s  backed  by  solid 
guarantees  on  every 
order  we  ship. 

Of  course,  all  of  our 
boards  are  easy  to 
install  and  in  no  way 
affect  your  IBM 


maintenance  agreement.  So  contact  us 
today  about  the  5500  series.  In  fact, 
we’re  so  confident  about  our  products’ 
reliability,  we  welcome  you  to  try  any  of 
our  memory  boards  for  up  to  30  days— 
without  payment. 

IPL  continues  to  provide  you  with  the  best 
technology  available  to  enhance  your  sys¬ 
tem’s  performance  with  cost-effective 
quality  alternatives. 


Call  IPL  today  at 
l-800-338-8ipl(inMA, 
617-890-6620),  or  con¬ 
tact  us  at  360  Second 
Avenue,  Whltham, 
MA  02154. 


IBM  and  AS/400™  are  registered  trademarks  of 
International  Business  Machines  Corporation. 


IPL  Offers 
the  Full  Range 
J  AS/400™  Memory. 


up  without  any  intervening  strip¬ 
ping. 

Stripping  is  the  tedious  pro¬ 
cess  of  cutting  and  fitting  layers 
of  color  film  that  make  up  the 
full-color  elements  of  a  page  de¬ 
sign. 

Scriptmaster  takes  over  this 
job,  converting  the  image  colori- 
zation,  positioning  and  cropping 
instructions  into  commands  that 
are  readable  by  Chromacom. 
The  Chromacom  machine  then 
processes  these  commands  to 
produce  fully  integrated  page 
mechanicals  that  are  ready  for 
the  presses. 

Limited  applications 

The  system  consists  of  propri¬ 
etary  software  bundled  with  a 
Hewlett-Packard  Co.  Apollo 
workstation  running  Unix.  The 
system  sits  between  the  Chro¬ 
macom  machine  and  Apple  Com¬ 
puter,  Inc.  Macintosh  and/or 
IBM-compatible  PCs,  which  act 
as  front  ends  for  desktop-de¬ 
signed  layouts. 

The  Macintoshes  and  PCs  are 
linked  to  Scriptmaster  by  Ap¬ 
ple’s  Appletalk  network  and  RS- 
232  serial  connections,  respec¬ 
tively. 

New  York-based  color-sepa¬ 
ration  shop  Imaging  Internation¬ 
al,  Inc.  has  added  a  beta-test  ver¬ 
sion  of  Scriptmaster  to  its  Hell 
installation.  The  firm  is  using 
smaller  client  jobs  to  test  and  co¬ 
ordinate  Scriptmaster’s  capabili¬ 
ties. 

Steve  Messner,  the  firm’s 
desktop  specialist,  said  the  sys¬ 
tem  does  bypass  stripping  with¬ 
out  sacrificing  color-reproduc¬ 
tion  quality.  However,  it  is  not 
well  suited  to  processing  the 
very  complex  graphical  special 
effects  of  the  type  that  adorn  the 
pages  of  computer  magazines, 
he  said. 

The  good,  the  bad 

According  to  Imaging  President 
Jeffrey  Randazzo,  the  system’s 
key  advantages  are  time  savings 
and  increased  productivity.  It 
will  halve  the  time  necessary  to 
produce  high-definition  color 
separation  jobs  complete  with 
text  and  graphics,  he  said. 

Scriptmaster  will  not  likely 
save  on  costs,  however.  “Unfor¬ 
tunately,  the  equipment  cost 
jumps  from  that  of  a  $500  light 
table  to  a  half-million-dollar  digi¬ 
tal  system,”  Randazzo  said. 

Yet  Scriptmaster,  to  his 
knowledge,  is  the  only  technol¬ 
ogy  on  the  market  that  accepts 
files  based  on  the  open  standard 
of  Adobe  Systems,  Inc.’s  Post¬ 
script. 

Scitex  Corp.’s  Visionary  is 
similar,  but  it  is  a  closed  system 
that  accepts  files  only  from  a 
modified  version  of  Quark,  Inc.’s 
Xpress,  he  noted. 

Imaging  staff  were  trained  to 
operate  Scriptmaster  in  less 
than  a  day,  Messner  said.  “A 
day’s  familiarity  with  file-naming 
procedures  and  a  few  Unbc  com¬ 
mands  were  all  that  was  neces¬ 
sary,”  he  said. 
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NEW  PRODUCTS 


Systems 

Epson  America,  Inc.  has  introduced  an  In¬ 
tel  Corp.  80386SX-based  system.  Ac¬ 
cording  to  the  company,  the  Equity 
386SX  operates  at  16  MHz  and  includes  a 
seciuity  system  that  requires  users  to  en¬ 
ter  a  password  when  the  CPU  is  turned 
on. 

The  system  is  available  in  three  config¬ 
urations.  Each  comes  with  a  3V'2-in. 
1.44M-byte  floppy  drive  and  the  choice  of 
no  hard  drive,  a  4()M-byte  hard  drive  or  a 
lOOM-byte  drive. 

The  announced  pricing  for  these  sys¬ 
tems  is  $2,299,  $3,299  and  $4,299,  re¬ 
spectively. 

Epson 

23530  Hawthorne  Blvd. 

Torrance,  Calif.  90505 
213-539-9140 

Memorex  Telex  Corp.  has  announced  an 
Intel  Corp.  80286-based  IBM  Pfersonal 
Computer  AT-compatible  system. 

The  7025  Intelligent  Workstation  uses 
a  I2.5-MH2  Intel  80286  processor  and 
comes  with  512K  bytes  of  random-access 
memory.  An  IBM  Video  Graphics  Array 
adapter,  fixed  disk  interface,  two  serial 
ports,  one  parallel  port  and  a  mouse  inter¬ 
face  are  incorporated  on  the  mother¬ 
board.  Two  expansion  slots,  one  16-bit 
and  one  8-bit,  are' available. 

The  price  for  the  standard  configura¬ 
tion  with  a  3V2-in.,  1.44M-byte  floppy 
disk  drive  and  an  84-  or  101-key  keyboard 
is  $1,995. 

Memorex  Telex 
4343  S.  118th  East  Ave. 

Tvilsa,  Okla.  74146 
918-624-4100 


Software  utilities 

Commtech  International,  Inc.  has  an¬ 
nounced  a  terminate-and-stay  resident 
software  utility  designed  to  work  with 
personal  computer  facsimile  boards  com¬ 
patible  with  the  Digital  Communications 
Associates/Intel  Communicating  Applica¬ 
tions  Standard. 

PC  Quickfax  allows  the  user  to  fax  a  file 
from  an  application  anywhere  on  a  disk  or 
on-screen.  The  program  is  accessed 
through  the  use  of  a  “hot  key”  and  con¬ 
sumes  32K  bytes  of  memory. 

The  price  for  PC  Quickfax  is  $49. 
Commtech 
Suite  1 50 

2580  Cumberland  Pkwy. 

Atlanta,  Ga.  30339 
404-438-9999 

Inner  Media,  Inc.  has  unveiled  the  latest 
version  of  Collage  Plus  Publishing  Utili¬ 
ties. 

According  to  the  company.  Collage 
Plus  allows  users  to  capture  screen  im¬ 
ages  from  any  application  for  import  into 
publications,  and  it  provides  a  means  of 
organizing  collections  of  images.  The  pro¬ 
gram  supports  Lotus/Intel/Microsoft  Ex¬ 
panded  Memory  Specification  4.0  memo¬ 
ry,  which  allows  Snap  to  reside  in  16K 
bytes  of  system  memory. 

The  program  is  available  at  a  retail 
price  of  $89.95. 

Inner  Media 
60  Plain  Road 
Hollis,  N.H.  03049 
603-465-3216 


Easysoft,  Inc.  has  released  a  file  and  drive 
program  utility  designed  to  perform  vari¬ 
ous  DOS  functions  without  the  use  of 
DOS  syntax. 

DOS  Partner  automates  and  replaces 
DOS  commands,  allowing  users  to  run  ap¬ 
plications  with  a  single  keystroke.  The 
DOS  Partner  program  will  format  floppy 
disks,  copy,  move,  rename  or  delete  di¬ 
rectories  and  perform  other  DOS  func¬ 
tions  as  well. 

According  to  the  company,  DOS  Part¬ 
ner  has  a  retail  price  of  $99  and  is  avail¬ 
able  immediately. 

Easysoft 
Suite  B-lOO 


Only  one  company  offers 
superior  UNIX  System  training 
for  far  less  than  you’d  expect  to 
pay.  The  company  that  created 
the  system.  AT&T. 

It’s  the  AT&T  Videotape 
Library.  A  series  of  tapes  that  lets 
you  study  the  UNIX  System  at 
your  own  pace.  In  your  own 
office.  And  remains  an  invaluable 
reference  tool  for  the  entire  staff. 

With  full  color,  high  resolu¬ 
tion  graphics.  Video  blackboards. 
And  a  comprehensive  workbook. 

Choose  from  UNIX  System 
fundamental  training  in  Basic,  Inter¬ 
mediate,  and  Advanced.  Plus,  Shell 
Programming  and  C  Language  for 


1215  Hightower  Trail 
Atlanta,  Ga.  30350 
404-992-4140 


Peripherals 

Mouse  Systems  Corp.  has  introduced  a 
high-end  optomechanical  mouse  that  of¬ 
fers  a  base  resolution  of  350  char./sec., 
the  company  said. 

Called  The  White  Mouse,  the  device  is 
bundled  with  a  proprietary  power-panel 
utilities  software  package  designed  to  en¬ 
hance  the  interface  to  IBM  Personal 
Computers,  Pfersonal  System/2s  and 
compatible  machines.  An  applications  tool 
kit  is  also  included  for  creating  personal¬ 
ized  menus  for  custom  applications.  The 
output  device  retails  for  $  1 19. 


programmers.  And  now,  UNIX 
System  Security,  System  Adminis¬ 
tration,  and  Database  Management 
Using  INFORMIX-SQL®. 

And  only  the  AT&T  Video¬ 
tape  Library  has  a  telephone 
support  /we— giving  you  direct 


Mouse  Systems 
47505  Seabridge  Drive 
Fremont,  Calif.  94538 
415-656-1117 

The  Hedman  Co.  has  announced  a  check¬ 
writing  protection  system  designed  to 
protect  against  possible  forgeries. 

The  PC  Checkwriter  is  a  compact  unit 
designed  to  interface  with  microcomput¬ 
ers  and  dot-matrix  printers  to  produce 
complete,  microcomputer-generated 
checks,  the  company  said.  The  product 
can  accommodate  as  many  as  four  differ¬ 
ent  types  and  sizes  of  checks  or  docu¬ 
ments.  It  features  an  executive  lock  and 
key,  an  automatic  void  function  to  protect 
against  missing  or  exceeding  dollar 
Continued  on  page  50 


access  to  expert  AT&T  instructors. 

The  AT&T  Videotape  Library. 
Call  now  for  more  information. 
AT&T  COMPUTER  TRAINING. 
Come  right  to  the  source. 

1 800  554-6400,  ext.  7209. 

Or  send  in  the  coupon  below. 


AT&T  Training,  RO.  Box  1000,  Dept.  KD,  Hopewell,  NJ  08525-9988 

YES!  I’d  like  to  know  more  about  AT&T’s  inexpensive  way  to  learn  the  UNIX® 

System.  Please  send  information  about  the 
AT&T  Videotape  Library. 


Name  ( Please  prim)  - 
Title _ 


. Phone  ( 


-  State  - 


-Zip- 


^^I2049j 

©  1989  AT&T 


UNIX  Is  a  registered  trademark  of  AT&T. 

INFORMlX-SQL  is  a  registered  trademark  of  INFORMIX  Software,  Inc. 


AT&T 

The  right  choice. 


First  we  created  the  UNIX®  System. 
Then  we  created  the  most 
inexpensive  way  to  learn  it. 


The  AI&T  Videotape  Library.  Now,  we’ve  added 
three  new  courses -all  at  a  surprisingly  low  price. 
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Continued  from  page  49 

amounts  and  a  non-resettable  counter  to 

keep  track  of  all  checks  passed  through 

the  system.  It  carries  a  retail  price  of 

$17.95. 

The  Hedman  Co. 

1 158  W.  Armitage  Ave. 

Chicago,  Ill.  60614 
312-871-6500 

Sharp  Electronics  Corp.  has  announced  a 
$1,000  price  reduction  for  its  midrange 
desktop  color  scanner. 

The  JX-300,  a  color  scanner  targeted 
specifically  for  business  use,  now  carries  a 
$3,995  price  tag.  The  device  reportedly 
scans  8V2  by  1 1-in.  originals  at  resolutions 
up  to  300  dot/in.  Interface  boards  for  the 
IBM  Personal  Computer  AT  and  compati¬ 
bles  and  the  Apple  Computer,  Inc.  Macin¬ 
tosh  computer  are  available  directly  from 
Sharp. 

Sharp  Electronics 
Sharp  Plaza 
Mahwah,  N.J.  07430 
201-529-9500 

Hyimdai  Electronics  America  has  an¬ 
nounced  three  14-in.  IBM  Video  Graphics 
Array  color  monitors. 

The  HCM-401  is  said  to  be  IBM  8512 
compatible  with  a  range  of  256  colors.  It 
has  a  resolution  of  720  by  400  pixels  in 
text  mode  and  640  by  480  pbcels  in  graph¬ 
ics  mode,  the  vendor  said.  The  HCM- 
401D  provides  a  dot  pitch  of  0.31mm  and 
is  priced  at  $645.  The  HCM-401S,  with  a 
dot  pitch  of  0.41mm,  is  available  for  $595. 
The  monitors  carry  Hyundai’s  standard 
18-month  warranty. 

Hyundai  Electronics 
America 

166  Baypointe  Pkwy. 

San  Jose,  Calif.  95134 
408-473-9200 

A  four  page/min.,  300  dot/in.  small-size 
printer  has  been  added  to  the  Hewlett- 
Packard  Co.  family  of  output  devices. 

Dubbed  the  HP  LaserJet  IIP,  the  prod¬ 
uct  is  aimed  at  business  users  who  need  or 
want  their  own  laser  printer. 

The  unit  weighs  25  pounds  and  comes 
with  512K  bytes  of  memory,  two  slots  for 
memory  upgrade  boards  and  14  internal 
fonts. 

The  printer  is  priced  at  $1 ,495. 

HP 

3000  Hanover  St. 

Palo  Alto,  Calif.  94304 
415-857-1501 

IBM  has  aimounced  price  reductions  for 
three  members  of  its  Proprinter  product 
line.  The  changes  were  effective  Sept.  5. 

Pricing  for  the  IBM  Proprinter  III  has 
dropped  from  $699  to  $649;  the  Pro¬ 
printer  II  XL  decreased  from  $799  to 
$749;  and  the  Proprinter  III  XL  has 
dropped  from  $925  to  $849. 

IBM 

Old  Orchard  Road 
Armonk,  N.Y.  10504 
914-765-1900 

A  desktop  scanner  for  use  with  both  IBM 
Personal  Computers  and  compatibles  and 
Apple  Computer,  Inc.  Macintosh  ma¬ 
chines  is  now  available  from  Dest  Corp. 

Dubbed  the  PC  Scan  3000,  the  product 
provides  a  300  dot/in.  scanning  resolution 
with  up  to  256  levels  of  gray-scale  cap¬ 
ture,  the  company  said.  An  optional  text 
processor  board  is  available  for  convert¬ 
ing  fonts  directly  into  ASCII  or  word  pro¬ 
cessing  formats,  and  the  product  is  of¬ 


fered  with  the  vendor’s  Text  Pac 
application  support  software. 

The  scanner  is  priced  from  $  1 ,595. 
Dest 

1015  E.  Brokaw  Road 
San  Jose,  Calif.  95131 
408-436-2700 

Board-level  devices 

Deico  Electronics,  Inc.  has  introduced  an 
8-bit  IBM  Video  Graphics  Array  adapter 
board. 

The  DVGA  is  reportedly  a  half-slot, 
IBM  Personal  Computer  XT-style  card 
that  works  with  most  digital  and  analog 
monitors.  It  is  BIOS-  and  register-level 
compatible  with  all  popular  graphics  stan¬ 
dards  and  offers  high-resolution  text 


modes  of  up  to  132  columns  by  60  lines 
for  displaying  large  spreadsheets  and 
word  processor  documents,  the  company 
said. 

The  board  is  priced  at  $395. 

Deico  Electronics 
2800  Bayview  Drive 
Fremont,  Calif.  94537 
408-651-7800 

Sigma  Information  Systems  has  an¬ 
nounced  a  12M-byte  memory  board  for 
Sun  Microsystems,  Inc.  Sun-3/E  comput¬ 
ers. 

The  SM-12MB/3E  reportedly  allows  a 
user  to  expand  the  computer’s  base  mem¬ 
ory  of  4M  bytes  to  16M  bytes  using  one 
expansion  slot.  A  4M-byte  version  of  the 
board  is  also  available. 


The  list  price  of  the  12M-byte  board  is 
$6,795.  The  4M-byte  board  is  priced  at 
$2,975. 

Sigma 

3401  E.  LaPalma  Ave. 

Anaheim,  Calif.  92806 
714-630-6553 

Imaging  Technology,  Inc.  has  introduced 
a  high-resolution  version  of  its  Series  151 
image  processing  subsystem  that  pro¬ 
vides  1,024  by  1,024-pLxel  image  acquisi¬ 
tion,  the  company  said. 

The  High-Resolution  Series  151  im¬ 
age  processor  operates  with  IBM  Person¬ 
al  Computer  ATs,  Personal  System/2s  or 
Sun  Microsystems,  Inc.  workstations. 
Packaged  as  a  subsystem  of  Series  150 
modular  image  processing  boards,  the 


The  Of  Monnatitm  Maaaganeiit  Has  Gianged  Eor  Good 


In  the  next  24  hours,  businesses  and  government  organi¬ 
zations  in  America  will  generate  over  900  million  pages  of 
information.  They  will  nave  stored  approximately  1.3  trillion 
documents.  And  misfiled  about  39  milhon. 

Every  day,  the  paperwork  crisis  is  getting  bigger.  And 
more  complex.  Paperwork  is  no  longer  limited  to  processing 
words  andnumbers.  It  now  encompasses  text,  pictures, 
charts,  tables,  maps,  line  art  and  even  hand-written  notes. 

That’s  why  every  organization  needs  BASISplus,™  the 
new  generation  Text  Information  Management  System 
(TIMS)  that  turns  information  in  any  format  into  useable 
“assets”  by  putting  immediate,  enterprise-w'ide  access 


into  die  hands  of  people  w'ho  can  apply  it  productively. 

And  no  system  is  as  comprehensive  as  BASISplus.  With  a 
relevant  term,  phrase,  or  concept,  its  content-based  retrieval 
capabilities  let  you  access  all  appropriate  documents  in 
seconds. 

BASISplus  is  the  only  TIMS  wdth  an  advanced  window- 
based  graphical  user  interface.  Now  all  users — ev^en  casual 
users  —  can  have  access  to  the  information  that  makes  them 
more  productive  and  efficient. 

Only  BASISplus  supports  compound  document 
architecture,  giving  all  users  information  as  they  are 
accustomed  to  seeing  it  —  “true  form”  information 


BASISplus  is  a  fegislered  trademark  ot  Information  Dimensions,  Inc.  DEC  is  a  registered  trademark  of  Digital  Equipment  Corporation  IBM  is  a  registered  trademark  ol  International  Business  Machines  Corporation.  CDC  is  a  registered  trademark  o( 
Control  Data  Corporation  Wang  is  a  registered  trademark  ol  Wang  Laboratories.  Inc.  Unisys  is  a  registered  trademark  ot  Unisys  Corporation.  AT&T  is  a  registered  trademark  ot  American  Telephone  and  Telegraph  Company 
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product  is  targeted  for  image  analysis, 
medical  imaging  and  university  and  mili¬ 
tary  research  image-processing  systems. 
It  is  priced  at  $28,990. 

Imaging  Technology 
600  W.  Cummings  Park 
Woburn,  Mass.  01801 
617-938-8444 

New  Media  Graphics  Corp.  has  an¬ 
nounced  a  digital  video  board  for  the  Sun 
Microsystems,  Inc.  Sun386I  workstation. 

Called  Video  Windows,  the  add-on 
board  plugs  directly  into  the  AT  slot  of  the 
workstation  to  provide  full-motion  or  stiU- 
frame  video  in  a  user-defined  window,  the 
vendor  said.  Input  can  come  from  a  cam¬ 
era,  videocassette  recorder,  videodisc  or 
cable  television. 


The  product  is  priced  at  $1,795  and 
quantity  discounts  are  available. 

New  Media  Graphics 
780  Boston  Post  Road 
Billerica,  Mass.  01821 
508-663-6678 


Unix  software 

Tronix  International  Data  Corp.  has  an¬ 
nounced  a  Unbc/Xenix  kemal  debugger 
that  runs  on  The  Santa  Cruz  Operation’s 
V/386  and  Xenix/386,  Interactive  Sys¬ 
tem’s  386/IX,  Everex  Systems,  Inc.’s 
Enix  and  AT&T  Unix  System  V,  Release 
3.2. 

The  Tronix  Kemal  Debugger  report¬ 
edly  allows  the  system  software  engineer 
to  control  the  execution  and  environment 


of  software  within  the  Unix/Xenix  operat¬ 
ing  system  and  includes  display  informa¬ 
tion  and  execute  function  call  capabilities 
within  the  Unix/Xenix  kernal.  It  sells  for 
$475. 

Tronix  International 
Suite  216 

10601  S.  DeAnza  Blvd. 

Cupertino,  Calif.  95014 
408-973-8550 


Software  applications 
packages 

Deerfield  Systems,  Inc.  has  announced  an 
update  to  its  Displayform  form-process¬ 
ing  software. 

According  to  the  company.  Display- 
form  II  Version  5.0  includes  data  com¬ 


pression,  on-line  help  and  the  ability  to 
look  at  enlarged  sections  of  a  form  or  the 
complete  form. 

The  announced  list  price  of  the  pack¬ 
age  is  $495. 

Deerfield 
221  Elizabeth  St. 

Utica,  N.Y.  13501 
315-797-1805 

An  escrow  account  management  software 
package  has  been  introduced  by  Real- 
Time  Computer  Services,  Inc. 

According  to  the  vendor.  The  Escrow 
System  was  designed  to  help  banks  at¬ 
tract  and  retain  law  firms’  escrow  ac¬ 
counts.  The  product  reportedly  allows 
law  firms  to  produce  comprehensive  ac¬ 
countings  of  client  escrow  funds,  includ¬ 
ing  complete  auditable  trails  and  ledgers. 
An  MS-  or  PC-DOS  environment  and  a 
hard  disk  are  required. 

The  package  costs  $249. 

Real-Time  Computer  Services 
475  Ashford  Ave. 

Ardsley,  N.Y.  10502 
914-693-7000 

Vycor  Corp.  has  announced  the  release  of 
three  new  software  tools  intended  to  help 
manage  data  processing  assets. 

The  products  are  LAN  Mapper,  for 
creating  computer-aided  design  (CAD) 
layouts  of  local-area  networks;  Configura¬ 
tion  Planner  Lite,  for  creating  CAD  lay¬ 
outs  of  data  center  space;  and  Library 
Manager,  for  archiving  computer  files  and 
their  storage  media. 

According  to  the  company,  LAN  Map¬ 
per  has  a  price  of  $995,  Library  Manager 
lists  for  $495,  and  Configuration  Planner 
Lite  is  priced  at  $495. 

Vycor 

8201  Corporate  Drive 
handover,  Md.  20785 
800-888-9267 

Corporate  Business  Software  has  an¬ 
nounced  the  introduction  of  a  software 
package  that  combines  business  graphics 
and  mapping  in  one  program. 

Demografx  includes  16  graph  types, 
U.S.  state,  county  and  three-digit  ZIP 
code  maps,  as  well  as  a  world  map  with  na¬ 
tional  borders.  The  software  runs  on  IBM 
Personal  Computers  and  compatibles  and 
is  designed  to  eliminate  the  need  for  sepa¬ 
rate  graphics  and  mapping  packages. 

Corporate,  site  and  local-area  network 
licenses  are  available  for  $15,000, 
$10,000  and  $6,000,  respectively. 
Corporate  Business  Software 
Suite  160 
171  EldenSt. 

Herndon,  Va.  22070 
703-478-2191 

Reference  Software  International  has  an¬ 
nounced  the  latest  version  of  its  personal 
computer-based  proofreading  package. 

Grammatik  IV  works  with  33  word 
processors  and  desktop  publishing  pro¬ 
grams  to  check  documents  for  errors  in 
grammar,  style,  usage,  punctuation  and 
spelling. 

Users  can  customize  the  program  to 
ensure  consistency  in  correspondence 
from  specific  groups,  departments  or 
businesses. 

The  retail  price  of  Grammatik  FV  is 
$99. 

Reference  Software 

Suite  123 

330  Townsend 

San  Francisco,  Calif.  94107 

415-541-0222 


Introdudng  BASt^us. 


I 


thafs  more  meaningful  and  easier  to  apply. 

BASISplus  stands  at  the  frontier  of  established  document 
interchange  standards  support.  It  eases  the  loading  of  any 
information  or  documents  that  conform  to  these  accepted 
standards. 

BASISplus’  client  server  architecture  works  efficiendy 
in  virtually  all  mainframe  and  mini  environments,  including 
DEC,  IBM,  CDC,  Wang,  Unisys,  AT&T  and  more,  so  it  is 
compatible  with  whatever  you’re  using  now.  And  with  what¬ 
ever  you’re  likely  to  acquire. 

BASISplus  was  developed  by  Information  Dimensions, 
the  worlcTs  leading  TIMS  vendor.  Information  Dimensions 


has  already  helped  over  1600  priv'ate  and  public  organizations 
improve  tfieir  information  management  capabilities.  We  have 
the  people,  the  resources,  and  the  dedication  to  quality  and 
customer  satisfaction  that  assure  a  continuing  return  on  your 
TIMS  investment. 

You  have  to  see  BASISplus  in  action  to  appreciate  its 
potential  for  accelerating  your  organization’s  success.  For 
more  information  or  to  arrange  a  demonstration, 

i^S^DATA-MGT  MfornuUion 

(in  Ohio,  call  Dtmenswns 

614/761-7300  collect) .  a  BATTELLE  subsidiary 
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At  codex,  we  turn  our  x.25 

PRODUCTS  INTO  X.25  SOLUTIONS. 

When  it  comes  to  supplying  custom¬ 
ers  with  X.25  products,  no  one!s  better 
equipped  than  Codex. 

That^  because  we  offer  the  industry's  J 
widest  range  of  X.25  equipment,  from 
backbone  nodes  to  feeder  devices  and  PADs. 
With  features  that  prevent  a  single  point  of  | 
failure  from  disrupting  the  flow  of  informa-  | 
tion  through  your  network.  || 

But  the  biggest  reason  people  use  fl 

Codex  isn’t  our  products,  it%  what  we  do  |  i 

with  them.  I 

W^  integrate  our  X.25  devices  with  | 

all  types  of  networking  technologies,  both 
other  vendors’  and  our  own.  In  ^ct,  over  i 
the  last  27  years  we’ve  designed,  installed,  ,  ^ 
and  serviced  multi-technology  networks  ^  ^ 
in  44  different  countries. 

As  a  result,  we  have  both  the  experi-  J 
ence  and  the  know-how  to  develop  the  " 
most  comprehensive  combination  of 
equipment  and  services  for  your  situation. 

So  call  us  at  1-800-426-1212 
ext.  7233.  And  find  out  what  lies  beyond 
X.25  technology. 

The  X.25  solution. 

COC)C\  lir”""’” 

MOTOROLA 


NETWORKING 


DATA 

STREAM 


Thomas  L.  Nolle 

A  bale  full 
of  buzzwords 

Integrated  Ser¬ 
vices  Digital 
Network 
(ISDN)  has  got¬ 
ten  a  lot  of  at¬ 
tention  because 
it  standardizes 
low  users’  equipment  can  gain 
access  to  information  channels 
with  reliable  digital  communica¬ 
tions  at  higher  rates  than  mo¬ 
dems  now  support.  But  ISDN  is 
one  of  many  buzzwords  tied  to 
the  promise  of  a  completely  new 
information  environment;  oth¬ 
ers  include  “Sonet,”  “frame  re¬ 
lay”  and  “ATM.” 

The  carrier  communications 
environment  today  supports  two 
different  kinds  of  information 
flow.  Packet  switching  offers  low 
information  transfer  costs  and 
is  insensitive  to  distance,  but  in 
an  environment  characterized 
by  end-to-end  delays  that  are 
both  long  (180  msec,  on  the  av¬ 
erage)  and  variable.  The  alterna¬ 
tive  transmission  technology, 
the  time-division  multiplexing 
(TDM)  used  in  the  telephone 
network,  dedicates  a  64K  bit/ 
sec.  path  to  all  traffic,  regard¬ 
less  of  rate  or  the  intermittent 
nature  of  the  information  flow. 

As  demands  for  bandwidth 
increase,  every  element  in  to¬ 
day’s  carrier-based  communi¬ 
cations  environment  is  being 

Continued  on  page  63 


Networking  enters  adulthood 


Systems.  If  3Com  and  Novell  can 
agree,  it’s  got  to  be  true. 


Robert  M.  Metcalfe,  3Com  Corp. 
founder  and  vice-president  of 
marketing,  was  the  principal 
inventor  of  Ethernet  at  Xerox’s 
Palo  Alto  Research  Center  in 
the  early  1970s.  Computerworld 
Senior  Correspondent  Charles 
von  Simson  spoke  with  him  re¬ 
cently  about  the  competitive  en¬ 
vironment  facing  his  firm  and 
the  issues  that  af¬ 
fect  networking 
as  a  whole. 

In  terms  of  a 
human  life, 
where  is  the 
development 
of  mature  net¬ 
work  man¬ 
agement?  An 
infant?  A 
teen-ager? 

We  are  going  into 
graduate  school.  3Com  has  net¬ 
work  management  products,  and 
we  have  had  them  for  years.  We 
have  had  our  cheap  thrills  as  ado¬ 
lescents  do,  but  now  we’re 
adults  and  have  to  do  the  hard 
work. 

There  are  two  winning  strat¬ 
egies.  One  is  to  just  use  IBM;  the 
other  is  implementing  multiven¬ 
dor  network  strategies.  In  multi¬ 
vendor  environments,  four  stan¬ 
dards  are  important;  CMIP 
(Common  Management  Infor¬ 
mation  Protocol),  CMOT, 
SNMP  (Standard  Network  Man¬ 
agement  Protocol)  and  Netview. 
Last  year  we  tried  to  kill  SNMP, 
We  reasoned  that  it  wasn’t  a 
TCP/IP  (Transmission  Control 
Protocol/Intemet  Protocol) 
standard,  and  we  tried  to  imple¬ 
ment  the  OSI  (Open  Systems  In¬ 
terconnect)  standard,  CMOT. 


Our  feeling  was,  let’s  just  go  to 
CMOT.  But  the  marketplace  de¬ 
cided  that  SNMP  was  needed. 

CMIP  is  the  ultimate.  It  is  the 
next  major  standard  under  OSI, 
and  it  is  the  one  that  every  major 
vendor  needs  to  do  to  make  sales 
to  the  U.S.  government,  the  Jap¬ 
anese  and  a  number  of  other  fair¬ 
ly  significant  accounts.  Netview 
is  needed  for 
IBM,  SNMP  is 
back-fill,  CMOT 
is  an  important 
transition,  and 
CMIP  is  the  long¬ 
term  answer. 

Given  the 
clear  direc¬ 

tion,  why  is  it 
taking  so  long 
for  standards 
to  emerge? 
That  question  leads  directly  into 
the  morass  of  OSI.  When  CMIP- 
based  network  management 
products  are  available,  they  will 
solve  the  problems  most  users 
have.  Today  there  are  not 
enough  CMIP  products.  Users 
are  not  rushing  to  them,  and  so 
there  is  not  enough  user  commit¬ 
ment  to  get  vendors  moving 
quickly.  It  is  not  a  technological 
problem;  it  is  a  critical  mass  phe¬ 
nomenon.  We  are  getting  there. 

What  signs  tell  you  that 
you  are  getting  there? 

For  the  longest  time,  people 
would  attack  the  Corporation  for 
Open  Systems,  of  which  I  am  the 
chairman,  saying  that  committee 
standards  such  as  OSI  were  ri¬ 
diculous  and  that  de  facto  stan¬ 
dards  driven  by  the  marketplace 
were  the  only  solution.  The  at¬ 


3Com’s  Metcalfe  sees 
two  winning  strategies 


tacks  are  different  now;  people 
are  saying  they  don’t  need  any 
more  educational  efforts  on  OSI, 
they  need  more  products.  The 
critics  are  moving  toward  OSI 
being  inevitable.  Even  Novell, 
one  of  the  most  vocal  critics,  has 
joined  the  Corporation  for  Open 


Why  is  there  a  growing 
trend  among  users  to 
‘grow  their  own’  net  man¬ 
agement  systems? 

People  out  writing  their  own  sys¬ 
tems  are  possibly  wasting  a  lot  of 
energy  they  could  save  by  wait¬ 
ing  for  vendor  solutions. 

Continued  on  page  61 


Forum’s  forces  advance 
in  quest  for  fiber  ring 


BY  JOANIE  M.  WEXLER 

CW  STAFF 


NORTH  BILLERICA,  Mass.  — 
If  the  crusade  of  the  recently 
formed  SMT  Development  Fo¬ 
rum  is  successful,  the  emerging 
Fiber  Distributed  Data  Interface 
(FDDI)  standard  will  include 
specifications  for  managing  an 
entire  FDDI  ring  —  and  this 
week’s  standards  committee 
meeting  in  San  Diego  will  be  one 
of  the  last. 

The  forum  aims  to  incorpo¬ 
rate  additional  functionality  into 
the  Station  Management  (SMT) 
component  of  the  FDDI  stan¬ 
dard  to  allow  multivendor  intero¬ 
perability  among  FDDI  imple¬ 
mentations  and  accelerate  the 
close  of  the  long-debated  stan¬ 
dard. 

Ten  companies  currently  be¬ 
long  to  the  forum;  Advanced  Mi¬ 
cro  Devices,  Inc.;  Apple  Com¬ 
puter,  Inc.;  CERN,  the  European 
Laboratory  for  Particle  Physics; 
IBM;  Interphase  Corp.;  Law¬ 
rence  Berkeley  Laboratory;  Na¬ 
tional  Semiconductor  Corp.; 


SBE,  Inc.;  and  Synemetics,  Inc. 

The  SMT  portion  of  the 
FDDI  standard  controls  the 
physical  connection  of  a  station 
to  the  lOOM  bit/sec.  dual  coun¬ 
terrotating  ring,  and  the  cur¬ 
rently  used  version  —  SMT  5.2 
—  allows  network  stations  to  be 
managed  through  their  entire 
seven-layer  Open  Systems  In¬ 
terconnect  (OSD  protocol 
stacks.  A  network  management 
system  running  in  layer  7  —  the 
application  layer  —  on  a  host 
continually  polls  through  all  sev¬ 
en  data  layers  to  the  manage¬ 
ment  process  of  each  station  and 
back  through  the  host’s  protocol 
stack.  This  method  therefore 
Continued  on  page  56 
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•  Aetna  signs  $30  million 
contract  under  Tariff  12. 
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•  Scientific- Atlanta  outlines 
VSAT  goals.  Page  62. 


The  MVS  programmer  will  feel  right  at  home 
using  SPF/PC,  the  only  PC  editor  functionally 
equivalent  to  editing  on  the  IBM  mainframe 
with  ISPF/PDF,  Release  2,  Version  2. 

SPF/PC  fills  the  mainframe  user's  needs  with 
a  familiar  environment,  commands,  large  file 
support  and  micro-to-mainframe  file  portabil¬ 
ity.  SPF/PC  also  offers: 


□  true  split  screen 

□  command  stacking 

□  43-line  EGA 

□  picture  strings 

□  online  help 

□  binary  editing 


□  directory /member  lists 

□  hexadecimal  editing 

□  50-line  VGA 

□  user  interface 

□  utilities 

□  network  support 


Learning  Curve 


SPF/PC2.1 
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SPF/PC  includes  many  PC-productivity  fea¬ 
tures  to  save  time  and  keystrokes,  such  as  di¬ 
rect  access  to  BROWSE  and  EDIT  directory 
lists  from  the  DOS  prompt. 

Want  proof?  Ask  us  for  a  FREE,  interactive 
demonstration  diskette. 

SPF/PC  —  so  much  like  the  real  thing, 
you'll  forget  you're  editing  on  a  PC. 


Command  Technology 
Corporation 

1900  Mountain  Blvd.,  Oakland,  CA  94611  (415)339-3530 
Orders:  (800)  336-3320  FAX:  (415)  339-3883  Telex:  509330  CTC 
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Every 500 years  or  so, 

comes 


Johannes  Gutenbergs  1454. 


Introducing  the  new  IBM  LaserPrinter: 
25%  faster  printings  advanced  features 
and  a  revolutionary  streamlined  design. 

A  printer  that  can  raise  your  productivity  as 
much  as  the  new  IBM  LaserPrinter  doesn’t  come 
along  every  day. 

Not  only  does  its  advanced  design  make  it 
outperform  the  HP  LaserJet  Series  II,  which  up 
till  now  has  heen  the  benchmark  in  laser  printing. 
But  also,  its  advanced  design  gives  the  IBM 
LaserPrinter  a  dramatically  new,  more  space - 
efficient  shape. 


Yet  with  all  this,  there’s  one  area  in  wliich  the 
competition  rises  above  us:  their  price. 

just  advanced  the  art  of  laser  printing 
a  full  25%.  The  new  IBM  LaserPrinter  gives 
you  state-of-the-art  print  quality  a  full  25%  faster 
than  its  main  competitor. 

Why  other  printers  canH  follow  in  our 
footsteps.  The  advanced  design  and  engineering 
of  the  IBM  LaserPrinter  give  it  a  footprint  that’s 
33%  smaller  than  its  main  competitor’s.  And  that 
33%  gives  you  more  usable  worl^pace. 


IBM  IS  a  registered  trademark  of  International  Business  Machines  Corporation,  HP  LaserJet  Series  II  is  a  product  of  Hewlett-Packard  Corporation.  Canon  is  a  registered  trademark  of  Canon  Inc.  ©  1989  IBM  Corp 


an  exceptional  printer 
along. 


The  new  IBM  LaserPrinter^  1989. 


IBM  LaserPrintcr  IIP  LaserJet  Series  II 


Speed 

✓ 

up  to  10  ppm 

up  to  8  ppm 

Footprint 

✓ 

291  sq.  in. 

432  sq.  in. 

Paper-handling  options 

✓ 

500  sheets,  75  envelopes 

15  envelopes* 

Collates  letters/envelopes 

✓ 

yes** 

no 

Plotter  emulation 

✓ 

standard 

optional 

Resident  fonts 

✓ 

10 

6 

Font  card  size*** 

✓ 

credit  card 

“8-track”  cassette 

Standard  weight 

/ 

33  lbs. 

50  lbs. 

Parts*** 

✓ 

400 

1000 

Dots  per  inch 

300  X  300 

300  X  300 

Printer  emulation 

✓ 

IBM,  HP  compatible 

HP  compatible 

Printer  engine 

IBM 

Canon 

List  price 

$2,595 

$2,695 

*HP  envelope  tray  replaces  standard  paper  tray  “With  paper-handling  options  “'Approximate 


j  It  also  takes  the  lead  in  paper- handling 
!  options  by  offering  automatic  collating  of  letter- 
:  heads,  second  sheets  and  envelopes!*  Plus  more 


ample  storage  capacity. 

See  history  in  the  making  by  having  your 
IBM  Authorized  Dealer  or  IBM  marketing  repre¬ 
sentative  demonstrate  the  exceptional  new  IBM 
LaserPrinter.  Locate  your  nearest  dealer  by  calUng 
1  800  IBM-2468,  ext.  194. 

The  new  IBM  LaserPrinter. 
Suddenly,  nothing  else  measures  up. 


NETWORKING 


Aetna  eyes  benefits  of  Tariff  12 


BY  ELISABETH  HORWITT 

CW  STAFF 


HARTFORD,  Conn.  —  Aetna  Life  &  Ca¬ 
sualty  recently  signed  a  $30  million, 
three-year  contract  that  keeps  its  data 
and  inbound  voice  transmission  services 
with  AT«&T  but  moves  them  under  the 
carrier’s  customized  Tariff  12  offering. 

Aetna  expects  to  benefit  from  the 
move  by  recording  significant  savings  to 
the  annual  telecommunications  budget, 
and  through  added  value  that  AT&T  of¬ 
fers  to  make  Tariff  12  attractive,  accord¬ 
ing  to  Aetna  Assistant  Vice-President  of 
Telecommunications  John  Donovan. 


Tariff  12  provides  unique  opportuni¬ 
ties  for  the  customer  to  get  exactly  what 
it  wants  in  areas  such  as  accounting  and 
network  management,  Donovan  said.  For 
example,  Aetna  will  be  able  to  tell  AT&T 
just  how  it  wants  its  bills  prepared  and 
specify  the  frequency  and  level  of  report¬ 
ing  that  AT&T  provides  on  network  traf¬ 
fic  and  error  levels,  Donovan  said. 

In  terms  of  the  network  services  them¬ 
selves,  “We  will  wind  up  using  just  about 
any  digital  offering  AT&T  has,”  including 
full  and  fractional  Tl,  dedicated  and 
switched  connections,  Donovan  said. 
However,  AT&T  will  provide  those  ser¬ 
vices  under  different  tariff  names,  “even 


though  if  you  looked  down  from  the  air, 
you  would  say  we  were  using  Accunet 
Spectrum  or  Digital  Services”  or  whatev¬ 
er  the  equivalent  was  in  a  regular  tariffed 
service,  Donovan  said. 

Aetna  had  not  decided  beforehand  to 
divide  its  network  traffic  between  two 
vendors,  Donovan  said.  AT&T  won  Aet¬ 
na’s  data  and  inbound  voice  traffic  in  a 
competitive  bid,  just  as  MCI  Communica¬ 
tions  Corp.  won  the  outbound  voice  traffic 
approximately  a  year  ago,  he  added.  MCI 
and  AT&T  will  have  about  a  50-50  share 
of  Aetna’s  budget  for  long-distance 
networking  services,  Donovan  said. 

Other  vendors  were  competitive  in 
terms  of  cost,  but  AT&T  “was  more  sat¬ 
isfactory  in  terms  of  meeting  our  require¬ 
ments,  particularly  in  terms  of  network 


features  and  functions,”  Donovan  szud. 
While  network  management  offerings  will 
be  a  part  of  Aetna’s  deal  with  AT&T,  the 
insurance  company  has  not  yet  deter¬ 
mined  whether  it  will  use  AT&T’s  Accu- 
master  Integrator,  Donovan  said. 

“We’re  a  fairly  large  IBM-based  shop, 
with  a  fairly  large  number  of  Netview  us¬ 
ers.  We  also  have  a  lot  of  non-IBM  minis. 
We  need  a  network  management  scheme 
to  handle  it  all,  and  Accumaster  is  appar¬ 
ently  a  slick  way  of  doing  it,  but  we 
haven’t  jumped  into  that  pond  yet.” 


Forum 
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depends  on  all  layers  in  all  stations  being 
in  good  enough  working  order  to  keep 
communications  flowing. 

The  approach  now  being  advocated  by 
the  SMT  Development  Forum  requires 
only  layers  1  and  2  to  be  intact  to  allow 
network  management  of  an  entire  FDDI 
ring,  because  communication  flows  only 
through  the  station  manager,  physical  and 
media  access  control  layers  on  each  sta¬ 
tion  —  the  only  layers  specified  by  the 
FDDI  standard  —  rather  than  through 
the  entire  seven-layer  stacks. 

The  enhanced  SMT  would  not  address 
network  management  at  the  upper  layers, 
which  would  handle  management  across 
networks. 

The  SMT  Development  Forum  is  the 
brainchild  of  Bruce  McClure,  president  of 
Synemetics,  a  North  Billerica,  Mass., 
start-up  firm  targeting  FDDI  as  its  main 
business.  McClure  advocates  event  re¬ 
porting  by  all  stations  on  the  FDDI  net¬ 
work  to  the  network  manager,  as  opposed 
to  continual  polling  by  the  host. 

“It  wouldn’t  be  very  efficient  for  a  doc¬ 
tor  to  constantly  call  all  his  patients  and 
ask  them  if  they  were  sick,”  he  explained. 
“It  makes  much  more  sense  for  the  sick 
patient  [the  station]  to  contact  the  doctor 
[the  network  manager].” 

McClure  is  optimistic  that  the  SMT 
protocol  issue  will  be  settled  at  the  Febru¬ 
ary  1990  SMT  working  group  meeting  of 
the  American  National  Standards  Insti¬ 
tute’s  X.3T9.5  FDDI  committee.  SMT  is 
the  fourth  and  final  component  that  must 
be  decided  before  the  FDDI  standard, 
which  has  been  under  development  since 
1982,  is  complete. 

While  few  would  argue  with  the  princi¬ 
ple  that  additional  network  management 
capabilities  are  a  good  thing,  introducing 
another  element  for  working  group  mem¬ 
bers  to  agree  on  could  slow  down,  rather 
than  accelerate,  SMT’s  sign-off,  accord¬ 
ing  to  at  least  one  FDDI  vendor. 

“To  oppose  the  network  management 
hooks  would  be  like  turning  against  Mom 
and  apple  pie,”  commented  Hal  Spumey, 
director  of  marketing  at  Fibronics  Inter¬ 
national,  Inc.,  which  has  more  than  400 
FDDI  nodes  installed. 

“But  if  we  don’t  close  the  standard 
soon,  we’ll  have  the  same  situation  we  did 
with  Ethernet,  where  there  are  millions 
of  dollars  out  in  the  field  before  we  have  a 
standard.” 

According  to  McClure,  however,  “Ig¬ 
noring  the  network  management  issue 
will  just  bring  us  back  to  it  six  months 
from  now.  It’s  important  that  the  stan¬ 
dard  closes  —  but  when  it  does,  it  should 
work.” 

Spumey  indicated  that  he  is  not  as  oi>- 
timistic  as  McClure  that  the  SMT  issue 
will  be  settled  as  early  as  February. 


In  the  data  business, 
sometimes  it’s  better 
to  mix  and  match. 


At  GTE,  our  data  sales  specialists  and  engineering 
specialists  have  researched,  planned,  designed,  and  imple¬ 
mented  literally  hundreds  of  data  systems,  large  and  small. 
Many  times,  we’ve  found  it  more  efficient  to  design  a  network 
by  selecting  state-of-the-art  components  from  a  variety  of 
manufacturers.  We  MIX  products  and 
MATCH  protocols,  to  meet  your  needs. 

And  when  you  finally  make  your  pur¬ 
chases,  our  loyalties  are  with  you  -  not 
to  any  particular  brand  name. 


Besides  knowledge  and  experience  that  span  the 
entire  telecommunications  industry,  GTE  offers  one  distinct 
advantage.  We’ll  stand  behind  any  data  system  we  sell  with 
our  highly  trained  service  staff. 

When  you’re  ready  to  select  a  data  communications 
system,  or  upgrade  the  one  you  have,  do 
two  things. 

Foiget  everything  you  know  about  shopping. 
And  call  your  GTE  Account  Manager.  GTE, 
the  data  communications  systems  integrator. 
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Though  we  have  an  installed  base  of  more  than  70,000  connectivity  devices  in 
more  than  38  countries,  a  worldwide  distribution  and  service  system,  and  are  the 
second-largest  manufacturer  of  3174  compatible  cluster  controllers,  McDATA  is 
not  a  familiar  name  in  the  industry.  Until  now,  our  controllers  and  other  products 

have  gone  by  many  names,  sold  under  private  label  to 
widely  known  vendors. 

Now  we  are  stepping  forward.  Twenty  new 
LinkMaster®  products,  sold  under  our  own  name,  will 


change  the  way  the  information  networking  industry 
thinks  and  acts  about  connectivity. 

McDATA  raises  network  communications  to  a 


The  4174  IIL  supports  64  coax  and  24 
ASCII  devices  plus  a  token  ring. 


new  plane  of  efficiency,  going  beyond  plug-compatibility  to  a  sophistication  in 
connectivity  which  represents  a  value  in  itself,  not  just  a 
workaday  necessity. 

For  example,  for  bulk  file  transfers  between  hosts, 
the  LinkMaster  6100C  network  processor  allows  files  on 
a  host  to  be  sent  quickly  and  effectively  to  not  just  one, 
but  multiple  hosts  in  multiple  locations. 


The  6 woe  network  processor  utilizes 
existing  channel  connections  for  direct 
NetView  interface. 


Using  the  LinkMaster  5000  series  of  channel  extenders,  disaster  recovery 
backup  tapes  can  be  made  offsite  whenever  they  are  needed,  eliminating  the  time 
and  expense  of  manual  tape  transportation. 

LinkMaster  4174  controllers  inter¬ 
connect  3270  terminals,  ASCII  terminals  and 
PCs  to  multiple  hosts,  either  DEC  or  IBM. 
And  LinkMaster  products  enhance  network 
management  with  direct  NetView  interface. 

than  one  hour. 

These  are  just  a  few  highlight  examples  of  McDATA’s  LinkMaster  network 
solutions  at  work. 

LinkMaster  goes  beyond  compatibility  to  the  next  stage  of  the  network  com¬ 
munications  evolution,  a  comprehensive  multivendor  connectivity  which,  in  high¬ 
speed,  long-distance  channel  communications,  represents  the  next  significant 
horizon  to  be  crossed. 

The  new  standard  in  managing  large  systems  involves  faster,  more  economi¬ 
cal,  more  rational  channeling  of  data  across  communications  barriers  which  previ¬ 
ously  could  not  be  spanned.  McDATA  is  establishing  that  standard. 


We  span  the  gaps  in  network  communications.  IN/I^DAIXV 

McDATA  Corporation  310  Interlocken  Parkway  Broomfield,  Colorado  80021  (303)  460-9200  Boston/Chicago/Dallas/ Atlanta/Los  Angeles/San  Francisco/Washington,  DC/London/Munich 
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Timeplex  offers  soup-to-nuts  service 


BYJOANIEM.  WEXLER 

CW  STAFF 


WOODCLIFF  LAKE,  NJ.  — 
The  “we  do  chicken  right”  phi¬ 
losophy  is  one  that  apparently 
does  not  pervade  the  corridors  of 
Timeplex,  Inc.  In  addition  to  its 
core  business  of  manufacturing 
and  marketing  networking  prod¬ 
ucts,  the  company  recently  did 
some  field-service  reshuffling 
and  created  a  formal  in-house 
consulting  group  to  embrace  the 
gamut  of  networking  activity  — 
from  administrative  network 
planning  to  corporate  headhunt¬ 
ing. 

Users  of  Timeplex  and  other 
vendors’  products  can  mix  and 
match  the  planning  and  head¬ 
hunting  services  with  three  oth¬ 
ers:  network  optimization  for  de¬ 
signing  network  topology  and 
choosing  products,  network 
“staging”  for  testing  network 
equipment  before  it  is  installed 
and  24-hour  monitoring  per¬ 
formed  by  the  company’s  exist¬ 
ing  Comwatch  service. 

Timeplex  has  offered  aU  five 
services  to  some  degree  for  the 
last  two  to  three  years.  The 
company  decided  to  officially 
form  the  Timeplex  Professional 
Services  group  because  of  grow¬ 


ing  customer  demand  for  the 
network  consulting  expertise, 
according  to  Ron  Weiger,  man¬ 
ager  of  service  marketing  at 
Timeplex. 

Weiger  said  customers  of  “all 
sizes  and  experience  levels”  are 
likely  to  call  on  Timeplex  for  con¬ 
sulting.  “We  are  seeing  more 
medium-size  and  small  owners  of 
private  networks  that  are  brand- 
new  to  the  industry  as  desper- 


IMEPLEX  will 
then  “fine-tune” 
the  employee 
into  the  customer’s 
environment. 


ately  needing  a  vendor  to  guide 
them,”  he  said.  “Even  some  of 
our  larger  accounts  are  looking 
at  controlling  expenses  and  turn¬ 
ing  over  more  of  the  technology 
planning  process  to  an  expert.” 

The  Net-Search  recruitment 
component  is  the  most  divergent 
contributor  to  the  company’s 
one-stop-shopping  orientation. 
Timeplex  taps  the  channels  it 
uses  for  recruiting  its  own  engi¬ 
neers  to  locate  Help  desk  opera¬ 


tors,  supervisory  personnel,  net¬ 
work  managers  and  other  em¬ 
ployees  for  its  clients,  according 
to  Weiger. 

Timeplex  screens  applicants 
with  networking  backgrounds 
and  presents  finalists  to  the  cus¬ 
tomer,  who  makes  the  ultimate 
selection.  Timeplex  will  then 
“fine-tune”  the  employee  into 
the  customer’s  environment, 
which  includes  recommending  a 
Timeplex  training  program. 

For  employees  placed  in 
networking  environments  that 
do  not  include  Timeplex  equip¬ 
ment,  according  to  Weiger,  the 
training  programs  would  be  ge¬ 
neric  in  nature,  covering  such 
topics  as  Integrated  Services 
Digital  Network  (ISDN)  and  tar¬ 
iffing  issues  in  a  tutorial  manner. 

“We  really  have  not  found  an¬ 
other  vendor  who  provides  a  re¬ 
cruitment  service,”  said  Weiger, 
who  describes  the  offering  as  the 
“backbone”  of  the  two  on-site 
programs  —  administrative  net¬ 
work  planning  and  network  opti¬ 
mization.  He  said  the  company 
has  provided  consulting  services 
to  nearly  50  different  customers 
during  1988  and  1989,  and,  cur¬ 
rently,  10  to  15  customers  are 
using  the  Comwatch  service,  in¬ 
troduced  in  early  1989. 


BIT  BLAST 

SME  sets  second  Enterprise 
Networking  Event  for  1991 


The  second  Enterprise  Net¬ 
working  Event  has  been  sched¬ 
uled  for  May  21-23,  1991,  in 
Baltimore.  Like  the  first  Event  in 
June  1988,  it  is  designed  to  dem¬ 
onstrate  multivendor  interoper¬ 
ability  using  industry  standards 
such  as  Open  Systems  Intercon¬ 
nect.  The  Society  of  Manufac¬ 
turing  Engineers  is  sponsor¬ 
ing  the  event. 

Wang  Laboratories,  Inc.  sub¬ 
sidiary  Intecom,  Inc.  success¬ 
fully  completed  an  ISDN  field  tri¬ 
al  in  which  its  Integrated 
Business  Exchange  system  sent 
simultaneous  voice  and  data  over 
Primary  Rate  Interface  ISDN 
connections  via  AT&T’s  4ESS 
switch. 

U.S.  carriers  will  not  begin  to  in¬ 
stall  broadband  ISDN  in  volume 
until  1998,  according  to  a  recent 
study  by  Trans-Formation, 
Inc.  The  broadband  version  of 
the  telecommunications  stan¬ 
dard,  which  will  support  trans¬ 
mission  rates  of  155M  bit/sec.,  is 
not  due  to  be  finalized  until 
1992,  according  to  the  Tulsa, 


Okla.,  research  firm.  In  addition, 
full  deployment  will  have  to  wait 
for  local  telephone  companies  to 
implement  fiber-optic  cabling  all 
the  way  to  users’  premises. 
Trans-formation  said. 

Siemens  AG  has  entered  an 
agreement  to  manufacture,  mar¬ 
ket  and  distribute  high-speed 
metropolitan-area  networking 
(MAN)  products  from  QPSX 
Communications  Ltd.,  with 
emphasis  on  Europe  and  North 
America.  The  Australian  compa¬ 
ny’s  products  are  said  to  trans¬ 
mit  voice,  data  and  video  at  up  to 
140M  bit/sec.  Its  technology  is 
being  incorporated  into  the 
IEEE  802.6  MAN  standard, 
which  eventually  will  migrate  to 
the  Broadband  ISDN  standard. 

Rivals  Picturetel  Corp.  and  Vi¬ 
deotelecom  Corp.  successfully 
demonstrated  interoperability 
between  their  respective  video- 
conferencing  systems  complying 
with  the  Px64  protocol.  The 
Px64  is  scheduled  to  be  formally 
adopted  as  an  international  pro¬ 
tocol  by  CCITT  next  July. 
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Keep  in  mind  three  choices: 
Wait  and  do  nothing,  buy  what 
the  vendors  have  today,  or  do  it 
yourself.  I  am  arguing  that  to  do 
it  yourself  is  a  waste  of  time. 
[Given  that  it  is]  so  hard  a  prob¬ 
lem,  why  does  Goldman  Sachs  or 
Union  Carbide  or  any  company 
think  they  can  do  it  faster? 

Look  at  the  802.4  MAP  token 
bus  standard  developed  by  Gen¬ 
eral  Motors.  It  is  the  biggest  fail¬ 
ure  of  this  century.  They  took 
bad  advice  and  went  out  and  built 
their  own  standard,  and  now 
they  have  to  live  with  the  prob¬ 
lem.  The  design  was  silly  and 
very  expensive. 

In  addition,  I  don’t  think  there 
are  really  that  many  people 
building  their  own  systems  — 
writing  their  own  code.  A  lot  of 
people  who  say  they  are  doing  it 
are  just  doing  floor  layouts  —  a 
server  here,  a  station  there, 
building  a  logistical  plan. 

In  your  most  recent  set  of 
announcements,  you  said 
that  3Com  will  have  a  net¬ 
work  multiprocessing  pro¬ 
duct  by  summer  1 990,  but 
there  is  no  development 
effort  or  buy-build  deci¬ 
sion  in  place  yet.  When 


will  customers  begin  to 
see  announcements  closer 
to  shipment  dates? 

It  is  only  going  to  get  worse.  The 
complexity  of  all  products  is  only 
going  to  go  up.  Most  customers 
also  want  to  know  product  plans 
a  year  or  two  in  advance. 

There  are  also  aspects  that 
are  competitive.  When  you 
watch  Novell  beat  you  with  an¬ 
nounced  products,  you  have  got 
to  react.  In  the  multiprocessing 
area,  we  saw  this  technology  was 
possible  and  said  we  were  going 
to  do  it.  We  don’t  want  to  be  pun¬ 
ished  by  not  announcing  early.  In 
fact,  the  announcement  was  ear¬ 
lier  than  I  would  have  liked,  but  it 
has  become  a  competitive  neces¬ 
sity. 

Could  you  have  made  the 
announcement  without  the 
existence  of  Parralan  (the 
multiprocessing  board 
start-up  founded  by  Char¬ 
lie  Bass)? 

No.  We  had  to  be  able  to  know 
that  it  was  possible  to  deliver. 
We  have  not  made  any  decision 
on  whether  to  develop  in-house 
or  go  out  and  buy  the  technol¬ 
ogy.  But  you  have  to  be  careful 
not  to  jump  the  gun  on  the  use¬ 
fulness  of  multiprocessing.  No 
one  has  actually  bought  it  yet; 
the  technology  has  not  been  use¬ 
ful  to  anyone.  A  lot  of  this  multi¬ 


processing  stuff  is  a  pig  in  a  poke. 

It  is  hard  for  anyone  to  actual¬ 
ly  deliver  on  their  multiprocess¬ 
ing  promise,  and  a  lot  of  people 
have  broken  their  picks  on  the 
problem  of  actually  delivering 
any  value.  It  is  really  a  large 
technical  problem  to  get  proces¬ 
sors  to  cooperate.  A  lot  of  the 
claims  are  snake  oil. 

For  us,  it  is  sizzle.  We  have 
stooped  to  deUvering  sizzle. 

How  did  3Com’s  competi¬ 
tive  position  change 
based  on  the  recent  an¬ 
nouncement  by  IBM  and 
Microsoft  on  the  conver¬ 
gence  of  LAN  Manager 
and  LAN  Server? 

I  do  not  know  much  about  the 
specifics  of  their  announcement. 
But  we  will  play  to  the  same 
strengths  in  selling  against  IBM 
that  have  worked  for  us  in  the 
past  —  multivendor  connectiv¬ 
ity  with  environments  such  as 
the  Macintosh  and  TCP/IP. 

In  addition,  there  is  a  basic 
transition  under  way  for  us  and 
the  software  base.  In  the  DOS 
world,  Novell  won,  but  in  OS/2 
you  see  an  operating  system  de¬ 
signed  from  the  ground  up  for 
networks. 

We  went  along  with  that,  fig¬ 
uring  networking  was  no  longer 
an  afterthought.  We  decided  to 
throw  in  with  Microsoft. 


Are  network  hardware 
products  such  as  bridges, 
routers  and  adapters  com¬ 
modity  products,  where 
customers  should  simply 
look  for  the  lowest  price? 
“Commodity”  is  an  overused 
word.  Prices  are  coming  down, 
and  for  most  vendors,  gross  mar¬ 
gins  are  coming  down.  Even  with 
competition  increasing,  our 
gross  margins  are  not  coming 
down.  But  prices  are  so  low  that 
the  raw  price  of  the  hardware 


and  the  cost  of  shipping  are  as 
much  as  the  cost  of  installation. 

The  low-cost  suppliers  want 
you  to  believe  it  is  a  commodity 
market  because  then  they  win. 
We  are  never  going  to  be  the 
price  leader.  But  when  you  look 
at  the  price  bombers  like  West¬ 
ern  Digital,  keep  in  mind  that  the 
difference  in  price  is  typically 
less  than  the  cost  of  a  service 
call.  When  people  look  at  it  that 
way,  they  aren’t  as  price-sensi¬ 
tive. 


When  you  were  develop¬ 
ing  Ethernet  and  thinking 
about  allowing  computers 
to  communicate  efficient¬ 
ly,  did  you  envision  how 
this  part  of  the  industry 
would  grow? 

I  made  the  classic  mistake.  I  was 
optimistic  in  the  short  term  and 
pessimistic  in  the  long  term.  I  de¬ 
clared  1982  to  be  the  year  of  the 
LAN.  It  didn’t  really  take  off  un¬ 
til  later. 

At  the  same  time,  I  did  not  re¬ 


alize  how  MIPS  per  dollar  would 
explode.  That  was  what  generat¬ 
ed  the  demand  for  LAN  MIPS, 
and  it  will  dissolve  the  slower 
LANs.  There  is  ever-increasing 
appetite  for  data  from  faster  pro¬ 
cessors. 

I  have  been  predicting  that 
Ethernet  would  be  obsolete  in 
1993;  now  I  think  it  will  be  the 
late  1990s.  FDDI  will  be  main¬ 
stream  in  1995;  that  is  attribut¬ 
able  to  MIPS  and  the  things  that 
come  with  MIPS. 


I  HAVE  BEEN  predicting  that  Ethernet 
would  be  obsolete  in  1993;  now  I  think  it  will 
be  the  late  1990s.” 

ROBERT  METCALFE 
3COM 
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DECstation  3100 
workstation 

It  was  a  day  for  celebrating, 
j  Because  that  was  the  day  we  broke 

with  the  news  of  our  DECstation™ 
i  3 100  workstation,  the  first  of  Digital’s 
family  of  UNIX®-based  RISC  work¬ 
stations,  systems  and  servers. 

Shortly  thereafter,  we  added  to 
the  family  with  the  announcement  of 
our  DEC  system™  3100  multi-user 
(  computer. 


I 

f 


January  10th  was  also  a  day  we 
broke  something  else -the  $1,000  per 
MIPS  price/performance  barrier. 
Something  no  one  else  had  ever  done. 

The  cheering  you  probably  heard 
came  from  users  whose  applications 
always  have  them  looking  for  more 
power  at  their  desks.  At  last,  a  full  14 
integer  MIPS  UNIX-based  worksta¬ 
tion  was  available  at  a  price  they 
could  afford. 

But  the  reasons  for  celebrating 
didn’t  stop  there.  While  its  unmatched 
price/performance  put  it  in  a  class  by 


itself,  the  DECstation  3 100  worksta¬ 
tion  fit  perfectly  into  our  integrated 
approach  to  computing.  It  includes 
the  ability  to  share  with  VAXA^MS™ 
systems,  Apple®  Macintosh,  MS- 
DOS®  PCs  and,  of  course,  other 
UNIX  systems. 

No  wonder  January  10th  was  a 
day  everyone  celebrated. 
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3Com  plants  the  seeds 
for  spring  brouters 


BY  JOANIE  M.  WEXLER 

CW  STAFF 


SANTA  CLARA,  Calif.  —  The 
dual-purpose  brouter,  which 
provides  concurrent  bridging 
and  network  protocol  routing, 
will  reportedly  make  its  way  into 
3Com  Corp.’s  internetworking 
product  line  next  March. 

The  company  is  touting  price/ 
performance  of  the  $5,495 
BR/2000  local  Ethernet  brouter. 

Designed  around  the  compa¬ 
ny’s  Netbuilder  hardware  plat¬ 
form,  which  is  based  on  the  Mo¬ 
torola,  Inc.  60820  processor, 
the  brouter  will  operate  as  a 
bridge;  as  a  router  supporting 
Transmission  Control  Proto- 
col/Intemet  Protocol  (TCP/IP), 
Open  Systems  Interconnect 
(()SI)  and  Xerox  Network  Ser¬ 
vices  protocols;  or  as  a  brouter 
for  routing  these  protocols  and 
concurrently  bridging  all  others. 

A  major  impetus  behind  the 
announcement,  according  to 
Clinton  Ramsay,  senior  market¬ 
ing  engineer  at  SCom’s  Enter¬ 
prise  Systems  Division,  was  that 
“users  are  getting  more  sophis¬ 


ticated  and  want  to  combine  both 
technologies  in  the  same  box.” 

Brouters  offer  network  man¬ 
agers  increased  control  and  flex¬ 
ibility.  For  example,  a  network 
manager  may  want  several  local- 
area  networks  to  function  as  one 
large  network  and  would  use  a 
bridge  to  accomplish  that.  For 
large  networks  with  complex  to¬ 
pologies,  such  as  backbones  with 
several  subnetworks,  routing  is 
useful  for  communicating  over 
network  segments.  Brouters 
combine  both  functions  by  bridg¬ 
ing  certain  protocols  and  routing 
others. 

Bridges,  which  are  protocol- 
independent,  function  at  layer  2 
—  the  data  link  layer  —  of  the 
OSI  reference  model  to  filter  out 
and  forward  local  and  remote 
data  packets.  Routers,  on  the 
other  hand,  operate  at  layer  3  — 
the  network  layer  —  and  are 
protocol-specific. 

Some  protocols,  such  as  Digi¬ 
tal  Equipment  Corp.’s  Local- 
Area  Transport  and  IBM’s  Logi¬ 
cal  Unit  6.2,  do  not  contain  the 
necessary  specifications  to  make 
them  routable,  so  they  are  sup- 


Firm  adds  C-band  VSAT  line 


BY  ELLIS  BOOKER 
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ATLANTA  —  Scientific-Atlan- 
tic,  Inc.  recently  made  the  first 
shipment  of  its  new  C-band  very 
small  aperture  terminal  (VSAT) 
satellite  line,  which  will  be  part 
of  a  network  linking  many  of  In¬ 
donesia’s  13,000  islands. 

The  company  hopes  this  and 
other  sales  will  plumb  the  mar¬ 
ket  for  C-band,  which  remains 
the  prevalent  form  of  intema- 


ported  by  bridging. 

In  addition  to  combining  the 
features  available  on  3Com 
bridges  with  the  ability  to  route 
multiple  protocols,  the  3Com 
brouter  supports  both  Simple 
Network  Management  Protocol 
and  Common  Management  In¬ 
formation  Protocol  over  TCP/IP 
network  management  agents, 
“so  we’re  able  to  accommodate 
both  our  own  network  manage¬ 
ment  strategy  —  OMA  [Open 
Management  Architecture]  — 
and  industry-standard  manag¬ 
ers,”  Ramsay  said.  He  added 
that  3Com  plans  to  announce  a 
graphical  network  management 
system  in  1990. 


tional  satellite  networking. 

Unlike  higher  frequency  Ku- 
band  satellites  used  in  the  U.S., 
C-band  systems  operate  at  3.7  to 
4.2  GHz.  Satellites  supporting 
this  standard  include  Intelsat, 
Pan  American  Satellite,  Palapa, 
Morelos,  Brazilsat,  Eutelsat  and 
Arabsat. 

Scientific-Atlanta’s  agree¬ 
ment  with  Perumtel,  Indonesia’s 
ministry  of  telecommunications, 
calls  for  it  to  provide  a  VSAT 
network  to  link  the  archipelago’s 
13,000  islands  from  a  hub  in  Ja¬ 
karta.  The  network  will  offer 
batch  and  interactive  voice,  data 
and  direct-broadcast  video  ser¬ 
vices  to  the  region,  including  the 
Philippines,  Republic  of  China 
and  other  Southeast  Asian  coun¬ 
tries. 

One  of  the  first  applications 
for  the  Indonesian  network  will 
be  to  link  hotels  and  travel 
agents  throughout  the  13,000 
islands.  The  initial  shipment  for 
the  network  hub  went  to  Scien¬ 
tific-Atlanta’s  partner  in  the  re¬ 
gion,  Citra  Sari  Makmur,  a  pri¬ 
vate  Indonesian  firm  that  will 
own  and  operate  the  VSAT  net¬ 
work.  Five  VSATs  were  shipped 
along  with  the  hub,  according  to 
Scientific-Atlanta. 


In  another  major  C-band  an¬ 
nouncement,  Scientific-Atlanta 
said  last  month  at  the  ITU-COM 
’89  electronic  media  exhibition 
in  Geneva  that  it  would  deliver  a 
100-site  VSAT  interactive  data 
network  for  Chile. 

Compania  de  Telefonos  de 
Chile,  S.A.,  a  privately  held  tele¬ 
phone  company  based  in  Santia¬ 
go,  will  provide  the  service  to 
Chilean  industry.  According  to 
Scientific-Atlanta,  the  Chilean 
network  could  grow  to  more 
than  2,000  sites. 

“It’s  safe  to  say  that  C-band 
will  be  half  of  our  business  in  the 
near  term,”  said  Scientific-At¬ 
lanta  spokesman  Randall  L.  Ble- 
vens. 

Scientific-Atlanta’s  Sky- 
linx.25  C-band  VSAT  system 
uses  a  master  earth  station  act¬ 
ing  as  a  hub,  plus  small  termi¬ 
nals. 

The  master  station  antenna 
sizes  range  from  7  to  11  meters; 
the  remote  terminal  antennas 
range  from  1.8  to  2.4  meters. 
Like  its  other  VSATs,  these  use 
an  X.25  networking  scheme  and 
feature  a  network  management 
system,  which  resides  in  a  pack¬ 
et  switch  at  the  master  earth  sta¬ 
tion. 
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taxed.  The  problem  will  worsen 
as  corporations  move  from  cen¬ 
tralized  to  distributed  process¬ 
ing.  Instead  of  the  relatively  low- 
speed,  relatively  constant 
information  flow  between  termi¬ 
nal  and  host,  the  environment 
will  feature  many  short,  high¬ 
speed  bursts  between  comput¬ 
ers.  This  will  create  a  demand 
for  very  high  transmission 
rates  but  will  also  create  tran¬ 
sient  connections  that  require 
efficient  handling. 

Carriers  have  already  begun 
to  deploy  the  solution  to  the 
problem  of  increased  band¬ 
width  needs:  fiber  optics.  Sonet, 
or  Synchronous  Optical  Net¬ 
work,  is  a  standard  that  allows 
various  equipment  to  intero¬ 
perate  over  a  fiber-based  carrier 
network,  at  speeds  of  either 
51. 8M  bit/sec.  —  the  capacity  of 


the  use  of  fiber  optics  from  the 
central  office  outward  toward 
the  subscriber  —  what  AT&T 
likes  to  call  the  “first  mile”  ap¬ 
proach  —  in  preparation  for  fu¬ 
ture  wideband  services  such  as 
video. 

Sonet  provides  a  more  effi¬ 
cient  way  to  handle  the  type  of 
time-slot  traffic  that  phone  sys¬ 
tems  use  today,  but  it  does  not 
deal  with  the  issue  of  inefficien¬ 
cy,  particularly  in  transmitting 
data.  Frame-relay  technology 
addresses  the  problem  by 
streamlining  the  method  by 
which  data  packets  are  handled. 

In  most  existing  networks, 
the  routing  of  data  packets 
causes  end-to-end  delay,  an  av¬ 
erage  of  about  180  msec  in  a  ter¬ 
restrial  packet  network. 

Frame  relay  places  routing  infor¬ 
mation  in  the  low-level  data  link 
header  and  allows  nodes  to  for¬ 
ward  information  without  re¬ 
gard  for  error  checking.  Thus, 
the  delay  through  a  node  can  be 


for  many  types  of  nondata  in¬ 
formation.  Even  voice  informa¬ 
tion  can  be  sent  via  packet  net¬ 
works  of  this  new  type, 
providing  that  delay  can  be 
maintained  relatively  constant. 

AT&T’s  Integrated  Access 
and  Control  System  (lACS),  also 
based  on  frame-relay  concepts, 
provides  delay  smoothing 
through  time-stamping  of  pack¬ 
ets.  Both  frame-relay  and  lACS 
will  start  showing  up  in  carrier 
networks  next  year,  promising 
more  cost-effective  network¬ 
ing  for  information  of  all  types. 

One  remaining  problem, 
however,  is  that  the  TDM  envi¬ 
ronment  used  by  central  office 
switches  is  imsuitable  for  the 
above  technologies.  The  alter¬ 
native  is  “Asynchronous  Trans¬ 


mission  Mode,”  or  ATM. 

ATM  eliminates  the  concept 
of  time-slots,  substituting  a 
packet-oriented  transmission 
that  requires  each  data,  voice  or 
video  information  element  to 
have  an  identification  code  at¬ 
tached.  ATM  can  be  combined 
with  standard  TDM  to  reserve 
capacity  for  critical  communi¬ 
cations,  while  allowing  other  in¬ 
formation  exchanges,  which 
are  not  particularly  sensitive  to 
variable  delays,  to  queue  up  for 
the  remaining  capacity. 

ATM  can  at  least  be  recon¬ 
ciled  with  Sonet  standards  and 
further  simplifies  the  attach¬ 
ment  of  relatively  low-speed  of¬ 
fices  onto  high-capacity  trunks. 
It  also  supports  a  free  combina¬ 
tion  of  constant-rate,  medium- 


speed  channels  and  very  high¬ 
speed,  intermittent  communi¬ 
cations.  In  all,  ATM  seems  most 
likely  to  be  the  basis  for  the  all¬ 
formats  network  of  the  future. 

The  term  “future”  is  signifi¬ 
cant  here.  None  of  this  is  going 
to  happen  inunediately,  and  in 
fact,  early  deployment  of  Sonet 
and  frame  relay  may  be  almost 
imperceptible  in  user  terms.  In  a 
financial  sense,  there  is  a  con¬ 
siderable  inertia  in  today’s  carri¬ 
er  hardware,  and  preparation 
for  new  broadband  services  and 
new  levels  of  user  demand  will 
proceed  only  as  fast  as  the  pace 
of  both  can  justify. 


Nolle  is  president  of  CIMI  Corp.,  a  com¬ 
munications  consulting  company  that  is 
based  in  Haddonfield,  N  J. 


AT&T  lowers  ISDN  prices, 


tions  vendor  also  plans  to  pro¬ 
vide  ISDN-based  access  to  sev¬ 
eral  additional  AT&T  network 
services:  Software  Defined  Net- 


a  T3  trunk  —  or  2.4G  bit/sec. 
AT&T  and  Northern  Tele- 

reduced  to  several  milliseconds. 
Telenet  Communications 

work  Service,  Multiquest  and 
the  Multiquest  and  Megacom 

com,  leading  providers  of  central 
office  equipment  in  the  U.S., 
both  have  strategies  for  Sonet 
'  integration.  AT &T’s  is  called 

Central  Office  2000  and  North¬ 
ern  Telecom’s  is  Fiberworld. 
These  strategies,  along  with 
those  of  other  central  office 

1  systems  vendors,  will  increase 

and  Stratacom,  champion  of 
“Fastpacket”  technology,  have 
teamed  up  to  create  a  frame-re¬ 
lay  environment  suitable  for 
public  packet  communication. 
Such  a  network  could  cut  the 
delay  time  from  180  msec  to  as 
low  as  18  msec,  making  packet¬ 
switching  a  practical  technology 

BY  ELISABETH  HORWITT 
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cents  per  number  will  be  mtro- 
duced  for  AT&T’s  Information 
Forwarding  2  automatic  number 
identification  service,  the  ven¬ 
dor  said. 

AT&T  also  said  it  will  intro¬ 
duce  ISDN  service  features  in 
180  additional  locations  by 
year’s  end.  The  telecommunica- 

800  high-capacity  services. 

In  addition,  AT&T  said  it  will 
eliminate  installation  and  re¬ 
arrangement  charges  for  the 
Call-by-Call  Service  Selection 
feature,  which  allows  users  to 
chcmge  the  AT&T  service  ac¬ 
cessed  by  a  given  ISDN  subchan¬ 
nel  on  a  call-by-call  basis. 

AT&T  recently  announced  plans 
to  lower  prices  and  expand  ser¬ 
vices  for  its  Integrated  Services 
Digital  Network  (ISDN)  offer¬ 
ing. 

A  reduction  from  three  to  two 

mm 


DECstation  2100 
workstation 

1  Almost  6  months  to  the  day,  there 

I  was  another  reason  to  celebrate, 
j  Because  that  was  when  we 

I  announced  the  DECstatiorf”  2 100  work- 
I  station,  the  latest  member  of  Digital’s 

I  family  of  UNIX-based  RISC  worksta¬ 
tions,  systems  and  servers.  In  faa,  on 
July  11th,  the  breadth  of  our  offerings 

1 

1 

t 


extended  from  the  DECstation  2100 
all  the  way  up  to  the  DECsystem'“ 
5800  multi-user  system -the  indus¬ 
try’s  broadest  range  of  compatible 
UNIX-based  computers. 

In  the  family  tradition,  the 
DECstation  2100  workstation  broke 
new  price/performance  ground,  too. 
It  gave  users  the  most  powerful  entry- 
level  UNIX-based  workstation  avail¬ 
able  in  the  industry  - 10  integer 
MIPS  for  under  $8,000.  The  power 
of  a  RISC  workstation  for  the  price 
of  a  PC. 


Besides  sharing  price/perform- 
ance  leadership,  our  two  UNIX-based 
workstations  shared  a  lot  more.  Eor 
example,  the  way  they  adhered  to 
industry  standards  like  the  X  Window 
System;  OSF/Motif,  TCP/IP,  NFS,™ 
IEEE  POSIX  1003.1,  X/Open  XPGE, 
among  others. 

The  DECstation  3100  workstation 
on  January  10th. 

The  DECstation  2100  workstation 
on  July  11th. 

Party.  Party. 
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NEW  PRODUCTS 


Links 

Harris  Corp.  has  introduced  the 
Anamix  I,  a  multinode  video  tele¬ 
conferencing  system  that  is  a 
personal  computer-based  net¬ 
work  capable  of  multimedia  op¬ 
erations,  including  video,  voice, 
data  and  graphics. 

According  to  the  company, 
the  unit  can  be  configured  to  sup¬ 
port  as  many  as  eight  nodes. 
Pricing  ranges  from  $85,000  for 
a  starter  system  to  $200,500  for 
an  eight-node  version.  The  prod¬ 
uct  has  a  six-month  warranty. 
Harris 
P.O.  Box  37 
Melbourne,  Fla.  32902 
703-739-1723 

Ultra  Network  Technologies, 
Inc.  has  expanded  its  networking 
options  for  Cray  Research,  Inc. 
supercomputer  users  with  the 
announcement  of  a  network  pro¬ 
cessor  designed  to  interface  with 
the  12. 5M  bit/sec.  Cray  low- 
speed  channel. 

The  LSCNP  allows  user  to 
connect  a  variety  of  computers 
to  a  Cray  supercomputer  via  the 
Ultranet  network  on  the  low- 
speed  channel,  the  company 
said.  The  product  resides  in  the 


Ultranet  1000  Hub  and  is  sup¬ 
ported  by  Ultranet’s  Unix  4.3 
BSD  sockets  application  inter¬ 
face  under  the  UNICOS  operat¬ 
ing  system  on  the  Cray-2,  X/MP 
and  Y/MP  computers. 

Scheduled  for  delivery  in  the 
second  quarter  of  1990,  LCSNP 
costs  $45,000. 

Ultra  Network 
101  Daggett  Drive 
San  Jose,  Calif.  95134 
408-922-0100 


Metacomp’s  VMEconnect 

can  link  256asynch  devices 


Metacomp,  Inc.  has  unveiled  an 
asynchronous  device  connectiv¬ 
ity  subsystem  capable  of  con¬ 
necting  eight  to  246  asynchro¬ 
nous  devices  to  Motorola,  Inc. 
VMEbus  systems. 

VMEconnect  utilizes  a  single 


slot  in  the  VMEbus  chassis,  the 
company  said,  and  a  typical  sub¬ 
systems  includes  a  single-board 
VME  host  adapter,  one  or  more 
eight-  or  16-channel  intelligent 
Remote  Asynch  Concentrators 
and  a  single  RJ45  twisted  pair  ca¬ 
ble  which  is  1,000-plus  feet  in 
length.  OEM  pricing  for  a  16- 
port  VMEconnect  is  $2,268,  and 
a  32-port  system  is  $2,865. 
Metacomp 
Building  A 

15175  Innovation  Drive 
San  Diego,  Calif.  92128 
619-673-0800 

Chipcom  Corp.  has  announced  a 
fiber  module  designed  for  use 
with  its  LAN-to-LAN  Multime¬ 
dia  Hub  and  3Com  Corp.’s  Multi¬ 
connect  Repeater, 

The  LAN-to-LAN  Fiber 
Module,  a  two-port  fiber-optic 
Ethernet  module,  is  said  to  be 
compatible  with  the  firm’s  Omet 
fiber-optic  Ethernet  products 
and  reportedly  provides  fault  tol¬ 
erance  capabilities  for  connec¬ 
tion  to  fiber  backbones.  The 
product  permits  network  diame¬ 
ters  to  exceed  2.5  km,  with  as 
many  as  2  km  between  any  two 
hubs  or  Multiconnect  Repeat¬ 
ers.  A  single  unit  costs  $1,095. 
Chipcom 

195  Bear  Hill  Road 
Waltham,  Mass.  02154 
617-890-6844 


A  wireless  personal  computer- 
to-peripheral  communications 
product  has  been  introduced  by 
Hillier  Technologies  Limited 
Partnership. 

Called  Airlink  1,  the  product 
uses  low-power  spread-spec¬ 
trum  packet  radio  to  send  data  to 
peripherals  up  to  150  feet  away. 
It  can  transmit  through  walls  and 
is  not  limited  to  line  of  sight.  The 
product  can  also  accommodate 
as  many  as  99  peripheral  con¬ 
nections. 

Scheduled  to  ship  by  year’s 
end,  the  Airlink  1  will  carry  an  in¬ 
troductory  suggested  retail 
price  of  $259  per  node  and  $499 
per  link  set. 

Hillier  Technologies 
500  Alexander  Park 
Princeton,  N.J.  08543 
609-520-0144 

Share  Communications,  Inc.  has 
introduced  a  software  package 
designed  to  convert  any 
networked,  IBM-compatible 
personal  computer  to  a  facsimile 
machine. 

Called  Faxshare,  the  product 
does  not  require  a  dedicated  PC 
or  an  electronic  mail  system  for 
fax  delivery  and  notification.  It 
allows  network  users  to  create 
customized  faxes  directly  on 
their  individual  workstations. 
The  faxes  may  be  transmitted  to 
any  Group  III  fax  machine  or  any 


computer  equipped  with  a  fac¬ 
simile  card.  It  is  compatible  with 
DOS  3.0-based  local-area  net¬ 
works  that  support  record  and 
file  locking. 

The  retail  price  is  $2,495. 
Share  Communications 
Suite  1403 
Tower  Building 
Seattle,  Wash.  98101 
206-292-8883 

Ricoh  Corp.  has  introduced  an 
external  adapter  designed  to  ex¬ 
pand  the  conununications  capa¬ 
bilities  between  computers  and 
facsimile  machines. 

According  to  the  company, 
the  DX-1  computer  and  facsimile 
peripheral  permit  IBM  Personal 
System/2s,  Personal  Computer 
ATs  and  compatibles  and  Apple 
Computer,  Inc.  Macintosh  sys¬ 
tems  to  communicate  with  local 
and  remote  Group  III  fax  ma¬ 
chines. 

In  addition,  the  product  is  said 
to  permit  a  local  fax  machine  to 
serve  as  a  computer  printer  and 
scanner. 

The  device  is  priced  at  $799 
for  the  hardware  and  $295  for 
the  support  software  for  a  Mi¬ 
crosoft  Corp.  Windows  environ¬ 
ment. 

Ricoh 

5  Dedrick  Place 
W.  Caldwell,  N.J.  07006 
201-882-2000 


Engineering  Mechanic  Research  Corp. 
Engineering  Mechanic  Research  Corp. 
Expert  Views,  Inc. 

Gateway  Design  Automation  Corp. 
Genrad  Corp. 

Hibbitt,  Karlsson  &  Soresen,  Inc. 
Landmark  Graphics 
Meta-Software,  Inc. 

Parametric  Technology  Corp. 

PDA  Engineering 
Sierra  Geophysics,  Inc. 

Swanson  Analysis  Systems,  Inc. 
Synopsys  Inc. 

Synopsys  Inc. 

Valici  Logic  Systems,  Inc. 

Valid  Logic  Systems,  Inc. 

VI  Corp. 

Xidac,  Inc. 

Case/Laneuage  Tools: 

CACI  Products  Company 
Communications  Research 
DIAB  SYSTEMS.  Inc. 

DIAB  SYSTEMS,  Inc. 

DIAB  SYSTEMS,  Inc. 

DIAB  SYSTEMS,  Inc. 

DIAB  SYSTEMS,  Inc. 

Digital  Information  Systems  Corp. 
Digital  Information  Systems  Corp. 
Digital  Information  Systems  Corp. 
ERANZ,  Inc. 

PRANZ,  Inc. 

ERANZ,  Inc. 


FEAP 
NISA/3D  FLUID 
ViewMaster 
Verilog-XL'" 
System  Hilo"* 
ABAQUS"' 
Open  Works 
HSPICE"* 
Pro/Engineer 
Patran  System'" 
MIMIC/QUIK'" 
ANSYS® 
Design  Compiler 
HDL  Compiler 
Allegro'" 
ValidGED'" 
Data  Views '" 
MAINSAIL'" 


IBUKI 


SIMSCRIPT  II-5R 
BLAST  II 
D-CC/88K'" 
DAS/88K 
D-LD/88K 
D-AR/88K 
BASIC 
DBL'" 
DBL  Synerge'" 
Down  to  Earth'" 
Allegro  Common 
Windows'" 
Allegro  Compose® 


IBUKI  Common  LISP' 


Now  look  at 
the  third  parties. 


While  aU  this  celebrating  was 
going  on,  it’s  clear  that  some  people 
have  been  hard  at  work. 

The  software  developers. 

In  an  amazingly  short  time, 
they’ve  already  developed  an  impres¬ 
sive  list  of  applications  that  run  on  aU 
our  UNIX-based  RISC  workstations 
and  systems.  And  the  list  is  rapidly 
growing.  For  the  complete  list  of 


applications,  as  well  as  performance 
data,  call  1-800-842-5273,  ext.  300. 

UNIX/RISC  Applications: 

Engineering: 

Aspen  Technology,  Inc.  Advent '" 

Aspen  Technology,  Inc.  Aspen  Plus '" 

Automated  Systems,  Inc.  PRANCE  GT'" 

Cadence  Design  Systems,  Inc.  Opus '" 

Cadence  Design  Systems,  Inc.  Design  Framework '" 
Cadence  Design  Systems,  Inc.  Dracula '" 

Dynamic  Graphics,  Inc.  ISM'“ 

EDA  Systems,  Inc.  POWERFrame 

Engineering  Mechanic  Research  Corp.  NISA  II 

Engineering  Mechanic  Research  Corp.  DISPLAY  II 
Engineering  Mechanic  Research  Corp.  ENDURE 


NETWORKING 


Gateways, 
bridges,  routers 

Microcom,  Inc.  has  introduced 
three  IBM  3270  gateways  to  be 
used  with  stand-alone  and  local- 
area  network  versions  of  the 
company’s  Relay  Gold  4.0. 

Presenting  an  alternative  to 
provide  IBM  3270  coaxial 
boards  with  IBM  mainframe  con¬ 
nectivity,  the  Synchronous  Data 
Link  Control  (SDLC)  gateway  is 
a  modem-to-modem  nonspecific 
LAN  gateway  solution,  the  com¬ 
pany  said. 

The  Token-Ring  Gateway  is  a 
hardware  and  software  connec¬ 
tor  specific  to  users  running  IBM 
Token-Ring  networks. 

The  X.25/QLLC  Gateway  al¬ 
lows  connection  to  an  X.25  net¬ 
work. 

The  SDLC  version  sells  for 
$2,795  and  has  been  available 
since  August. 

Microcom 

500  River  Ridge  Drive 
Norwood,  Mass.  02062 
617-551-1000 

Excelan,  Inc.  has  enhanced  Fast- 
path  4,  its  Apple  Computer,  Inc. 
Appletalk-to-Ethemet  gateway, 
to  include  Simple  Network  Man¬ 
agement  Protocol  (SNMP)  sup¬ 
port. 


product  is  mandated  for  the  fed¬ 
eral  computing  marketplace  and 
offers  zone-security  capabilities. 

The  enhanced  gateway  sup¬ 
ports  Appletalk  Phase  1  and  2, 
Digital  Equipment  Corp.’s  Dec- 
net  and  Transmission  Control 
Protocol/Intemet  Protocol  envi¬ 
ronment. 

The  list  price  for  an  Appletalk 
Phase  2  configuration  is  $2,795. 
Current  users  of  Fastpath  4  can 
upgrade  to  an  SNMP  version  for 
$85. 

Excelan 

2180  Fortune  Drive 
San  Jose,  Calif.  95131 
408-434-2300 

Shiva  Corp.  has  announced  an 
Ethernet-based  product  created 
to  provide  routing  between 
Localtalk  and  Ethertalk  net¬ 
works,  serial  sharing  over  Eth¬ 
ertalk  and  Localtalk  and  wide- 
area  networking  between 
remote  Ethertalk/Localtalk  in¬ 
ternetworks. 

Called  Ethergate,  the  combi¬ 
nation  hardware  and  software 
product  also  facilitates  dial-in 
network  access  from  a  remote 
Apple  Computer,  Inc.  Macin¬ 
tosh,  IBM  Personal  Computer  dr 
compatible,  the  company  said. 
Ethergate  incorporates  a  modu¬ 
lar  design  and  uses  battery 
backed-up  random-access  mem¬ 
ory.  The  product  carries  a  list 


price  of  $2,399. 

Shiva 

155  Second  St. 

Cambridge,  Mass.  02141 
800-458-3550 

Emerging  Technologies,  Inc. 
has  announced  a  Tl  interface  for 
the  company’s  Ethernet  bridge 
and  router  product,  ET/Bridge. 

The  Tl  product  incorporates 
a  V.35  interface  and  supports 
line  speeds  up  to  1.54M  bit/sec., 
the  vendor  said,  and  each  bridge 
unit  can  accommodate  as  many 
as  four  Tl  interface  devices.  A 
single-line  Tl  bridge  includes 
one  Ethernet  interface,  one  Tl 
interface  and  one  asynchronous 
interface.  It  is  priced  at  $3,695. 
Emerging  Technologies 
P.O.  Box  1525 
Mineola,  N.Y.  11501 
516-742-2375 


Micro-to-host 

Cfsoftware,  Inc.  has  announced  a 
personal  computer-to-main- 
frame  program  interface  for  us¬ 
ers  of  IBM  Personal  Computers 
and  compatible  systems. 

Called  Across-the-Boards, 
the  product  reportedly  permits 
access  to  individual  records  and 
provides  access  to  coaxial 
boards,  local-area  network  gate¬ 
ways,  bisynchronous  and  syn¬ 
chronous  data  link  control  com¬ 


munications  and  most  protocol 

converters.  It  interfaces  with 

programs  written  in  Cobol,  C, 

Basic,  Pascal  and  assembler  and 

is  priced  from  $2,500. 

Cfsoftware 

Suite  201 

2454  E.  Dempster 

Des  Plaines,  Ill.  60016 

312-824-7180 

Adrem,  Inc.  has  enhanced  its  on¬ 
line  data  entry  system  for  micro¬ 
computers  and  mainframe  ma¬ 
chines. 

Adders  Version  4.1.1  pro¬ 
vides  direct  interactive  personal 
computer-to-mainframe  com¬ 
munication  and  offers  full  data 
validation  on  batches  of  data 
transferred  from  the  PC  to  the 
mainframe,  the  firm  said.  The 
latest  release  supports  IBM’s 
SQL/DS  on  the  mainframe  and 
runs  on  Novell,  Inc.’s  local-area 
network  products.  Pricing  is 
from  $14,000  to  $30,000,  de¬ 
pending  on  configuration. 
Adrem 
1  Hollis  St. 

Wellesley,  Mass.  02181 
617-235-2223 

Adacom  Corp.  has  introduced  an 
intelligent  IBM  3270  port  ex¬ 
pander  designed  to  accommo¬ 
date  the  addition  of  type  “A” 
terminals,  personal  computers 
and  printers  to  an  existing  IBM 


3174  and  3274  controller  with¬ 
out  utilizing  another  controller 
port. 

Adastar  allows  each  control¬ 
ler  port  to  communicate  with  as 
many  as  five  simultaneous  users 
for  a  maximum  of  160  devices 
per  unit.  The  product  does  not 
degrade  response  time,  and  mi- 
cro-to-mainframe  file  transfer  is 
supported.  The  maximum  coaxi¬ 
al  cable  distance  from  the  con¬ 
troller  to  the  terminal  can  be  ex¬ 
tended  to  10,000  feet. 

Adastar  costs  $1,005,  and  the 
company  offers  a  15-day  free  tri¬ 
al  period. 

Adacom 

Suite  3001 

200  Friberg  Pkwy. 

Westboro,  Mass.  01581 

508-898-9600 

Aspen  Research,  Inc.  has  en¬ 
hanced  its  Mozart  micro-to- 
mainframe  applications  develop¬ 
ment  software. 

According  to  the  company, 
the  enhancements  allow  devel¬ 
opers  using  personal  computers 
to  build  IBM  CUA/SAA-compli- 
ant  PC-style  interfaces  for  main¬ 
frame  applications  within  days, 
rather  than  months.  The  prod¬ 
uct  offers  support  for  IBM  Appli¬ 
cation  System/400  platforms 
and  Hewlett-Packard  Co.,  Digi¬ 
tal  Equipment  Corp.  and  Prime 
Computer,  Inc.  machines. 


(  According  to  the  vendor,  the 
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Interactive  Software  Engineering  Eiffel 

Interactive  Software  Engineering  Cepage 

Natural  Languages  Natural  Languages’ 


Neuron  Data  Inc. 

Oasys 
Oasys 
Oasys 
Oasys 

ParcPlace  Systems 
Performix  Inc. 

Production  Systems  T 
Prophecy  Development 
Robinson  Schaffer  Wr 
Sherrill-Lubinski 
Softool  Corp. 

Template  Graphics  Software,  Inc. 


N  ex  pert 
GC 
PC 
XA 
C+  + 
SmallTalk 
Empower 
OPS-83 
Contessa 
/rdb 
GMS 
CCC'“ 
FIGARO’" 


Visix  Software  Inc.  Directory  Shell  Visual  Interface 
Lab/Science/Test: 

BBN  Software  Products  Corp. 

Defense  Engineering  Systems 
Entropic  Speech  Inc. 

IMSL,  Inc. 

NAG  (Numerical  Algorithms  Group) 

National  Center  for 
Atmospheric  Research 
NMR  (New  Methods  Research,  Inc.) 

NMR  (New  Methods  Research,  Inc.) 

Paragon 

PVI  (Precision  Visuals,  Inc.) 

Scientific  Computing  Associates 
SCO,  Inc. 

Sharp  Image  Software 
STl  (Signal  Technology,  Inc.) 


PROPHET 
XTS 
ESPS 
IMSL® 
NAG  Library’" 
NCAR  Graphics 

Expert  Statistics 
Lab  One 
Paragon-IL 
DI-3000® 
CLAM 
Grafkit’" 
HIPS 
ILS® 


SPSS,  Inc. 

UNIRAS 
UNIRAS 
UNIRAS 

Wolfram  Research 
Information  Management: 

LAME  Software 
Information  Presentation 
Information  Presentation 
Information  Resource 
Informix  Software  Embedded  SQL 
Informix  Software  Embedded  SQL 
Informix  Software  Embedded  SQL 
Relational  Technology,  Inc. 
Relational  Technology,  Inc. 
Relational  Technology,  Inc. 
Relational  Technology,  Inc. 
UniPress  Software,  Inc. 
UniSolutions  Association 
UniSolutions  Association 
UniSolutions  Association 
Office/Publishing: 
a/Soft 

Access  Technology 
Applix 

Elan  Computer 
Elan  Computer 
Elan  Computer 
Execucom  Systems  Corp. 

Interleaf,  Inc. 

Marc  Software  International,  Inc. 


SPSS-X’" 

Fundamental  Graphics  Library’" 
Applications  Graphics  Library’" 
Applications  Graphics  Systems’" 
Mathematica® 


Research  Pak 
MicroShare 
Ultraoffice 
COSORT 
Informix  SQL 
Informix-4GL 
Informix-Datash 
INGRES’" 
Ingres  Tools 
Ingres  Net 
RMS  Gateway 
Q-Calc’" 
SysAdmin 
UniSol  Job  Acct 
Unimenu  Release 


nu/TPU 
20/20’" 
Alis® 
EROF’" 
Elan/Express 
Elan/License  Manager’" 
IFPS/Plus’" 
Interleaf-TPS 
WordMarc 
Composer  +  ’" 


Network  Computing  Devices 
Network  Computing  Devices 
Network  Computing  Devices 
ORACLE® 

ORION  Computer  Science 
University  of  Washington 
Verity,  Inc. 

Visual  Engineering,  Inc. 
Visual  Engineering,  Inc. 
Visual  Engineering,  Inc. 
Visual  Engineering,  Inc. 


N1 
Nf  D16 
NCD19 

ORACLE  Financials’" 
CBDT 
TeX 
TOPIC’" 
Visual:GKS+  ’" 
VisuahC-Chart  ’" 
VisuahProchart  ’" 
VisuahCGM 

Digital 

has 

it 

now 


©  Digital  Equipment  Corporation  1989.  The  Digital  logo.  Digital 
has  it  now,  DECstation,  DE+system,  VAX  and  VMS  are  trademarks  of 
Digital  Equipment  Corporation.  UNIX  is  a  registered  trademark  of 
American  Telephone  and  Telegraph  Company.  IBM  is  a  registered 
trademark  of  International  Business  Machines  Corporation.  Apple 
is  a  registered  trademark  of  Apple  Computer,  Inc.  MS-IX)S  is  a  rwis 
tered  trademark  of  Microsoft  (corporation.  NFS  b  a  trademark  of 
SUN  Microsystems,  Inc.  X  Window  System  is  a  trademark  of 
Tlie  Massachusetts  Institute  of  Technology. 
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Asynchronous  terminal  support  has  also 
been  added. 

Mozart  Opus  1.1  is  now  shipping,  and 
free  upgrades  are  available  to  registered 
users  of  Version  1.0. 

Aspen  Research 
Suite  630 

1350  Bayshore  Highway 
Burlingame,  Calif.  94101 
415-340-1588 


Local-area  networking 
software 

Micro  Decision  ware,  Inc.  has  announced 
that  its  end-user  access  program, 
PC/SQL-link,  has  recently  been  upgraded 
to  allow  DOS-based  personal  computer 
users  to  access  IBM’s  OS/2  Extended 


Edition  Version  1.2  Database  Manager 
over  standard  Netbios-compatible  local- 
area  networks. 

Scheduled  for  release  early  in  1990, 
pricing  for  Version  3.3  will  range  from 
$300  to  $500  per  user  depending  on 
quantity. 

Micro  Decisionware 
Suite  205 

75  Manhattan  Drive 
Boulder,  Colo.  80303 
303-443-2706 

Indigo  Software  Ltd.  has  announced  an 
electronic  forms  software  package  that 
allows  multiple  users  and  applications  to 
use  electronic  forms  on  networks  or  mini¬ 
computers. 

Called  Jetform-Server,  the  program 


utilizes  a  client/server  software  architec¬ 
ture  and  will  process  simple  data  streams 
produced  by  client  applications. 

Versions  for  personal  computer  local- 
area  networks,  OS/2  LAN  Manager  and 
Hewlett-Packard  Co.’s  HP  3000  are 
scheduled  for  release  in  January.  Pricing 
ranges  from  $995  to  $5,500. 

Indigo  Software 
Suite  400 
560  Rochester  St. 

Ottawa,  Ont.,  Canada  KIS  5K2 
613-594-3026 

Advanced  Software  Technologies,  Inc. 
has  released  Version  4.0  of  Magix,  the 
company’s  multiuser  database  software 
for  local-area  networks. 

According  to  the  vendor,  the  software 


now  offers  support  for  as  many  as  250 
workstations.  The  product  combines  its 
own  operating  system,  communications, 
database  and  compiler  software  into  one 
package  and  can  function  without  PC- 
DOS  or  a  network  operating  system. 

Magix  4.0  is  available  in  both  develop¬ 
ment  and  runtime  versions,  and  pricing 
for  runtime  modules  ranges  from  $1,250 
to  $13,400,  depending  on  the  number  of 
workstations  supported.  j 

Advanced  Software 
Suite  297 

2041  Rosecrans  Ave. 

El  Segundo,  Calif.  90245 
213-322-4440 


Local-area  networking 
hardware 

Samsung  Information  Systems  has  an¬ 
nounced  two  local-area  network  hard-  ^ 
ware  systems,  each  designed  to  operate 
with  Novell,  Inc.’s  386  networking  soft- 
ware.  i 

The  33-MHz  3 86 A3  file  server  allows 
the  user  to  boot  Novell’s  Netware  direct-  ^ 
ly  from  the  disk  coprocessor  board  and  * 
carries  a  suggested  list  price  of  $6,495,  | 

the  firm  said.  j 

The  PCterminal/386SX  diskless  LAN  Si 
workstation  incorporates  four  expansion 
slots  and  will  nm  DOS  with  Microsoft 
Corp.’s  Windows  and  other  Intel  Corp.  s 
80386-specific  software  applications.  f 
The  workstation  lists  at  $2,195.  Both  J. 
products  are  scheduled  for  shipment  in  | 
the  first  quarter  of  1 990.  |, 

Samsung 

3655  N.  First  St.  l\ 

San  Jose,  Calif.  95124 
408-434-5400  5 

An  adapter  designed  to  attach  IBM’s  J 
6262  line  printer  products  to  personal 
computers  has  been  announced  by  Barr  'M 
Systems,  Inc. 

The  Barr/DPI  adapter  implements  the  ® 
Dataproducts  Corp.  printer  interface  in  S 
IBM  Personal  Computers,  XTs,  ATs  and  ^ 
compatibles,  as  well  as  IBM  Personal  Sys-  ® 
tem/2  Models  25  and  30.  Compatible  with  ^ 
both  DOS  and  BIOS,  the  product  appears  ^ 
to  the  PC  as  a  parallel  printer  adapter.  'h 
Barr/DPI  is  priced  at  $400.  ^ 

Barr  Systems  p 

4131  N.W.  28th  Lane  « 

Gainesville,  Fla.  32606  M 

904-371-3050  § 


OS/2  networking 

A  print  server  program  that  allows  users 
to  attach  multiple  shared  printers  to  any 
MS-DOS  workstation  running  on  an  OS/2 
network  has  been  announced  by  Lan  Sys¬ 
tems,  Inc. 

According  to  the  vendor,  Lanspool  for 
OS/2  Networks  works  with  the  network  ^ 
operating  system  print  queues  so  that  ^ 
memory  is  not  used  at  the  local  worksta-  3 
tion.  ^ 

The  program  utilizes  2K  bytes  of  ran¬ 
dom-access  memory  overhead  per  shared 
printer  when  operating  in  background 
mode  and  uses  no  memory  at  the  printing 
personal  computer. 

Lanspool  for  OS/2  Networks  requires 
an  IBM  Personal  System/2  or  100%-com¬ 
patible  system  and  is  priced  at  $395  per 
single  server  with  an  unlimited  user  li¬ 
cense. 

Lan  Systems 

300  Park  Ave.  S.  I 

New  York,  N.Y.  10010 
212-995-7700  ^ 
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PostScript*  laser  printers 
used  to  be  expensive,  larce  and 
shared  by  an  entire  office. 


I 


Until  now. 


-f 


microLaser  from  Texas  Instruments: 
the  affordable  PostScript  printer 
users  can  call  their  own. 


Finally,  tor  less  tl-ian  $3,000*  users  can 
have  a  PostScript  laser  printer  right  at  tlieir 
desks.  TI  intrcxliices  its  new  microLaser, 
wid'i  dae  teamres  users  want  —  now  and  in 
dae  ftimre. 

Small  size.  Lots  of  value. 

At  only  1 3.4  inches  wide  and  14.2  Inches 
deep,  iaaicrc'>Laser  may  he  dae  snaall  kid  tMa 
dae  hkxk,  but  it  packs  plenty  td  punch. 
This  printer  takes  full  adx'antage  of 
pcwerful  PC  software.  That’s  because  it 
uses  dae  Adcdae®  PostScript  printer 
language  and  is  coiaapatihle  wida  dae  HP 
LaserJet®  Series  II  —  alleging  dae  user  to 
switch  between  daena  easily  Wida  daat  kind 


of  flexibility  dae  six-page-per-minute 
microLaser  is  ideal  for  word  prcxressing, 
spreadsheet  and  desktop  publishing 
applications. 


Because  microLaser  feamres  dae 
PtastScript  langxiage,  it  prints  fcants  in  a 
\’ariety  of  type  styles  and  sizes.  Plus,  it  can 
print  daena  tail-ways,  kang-ways,  all  kinds  cat 
ways.  It  ewia  prints  ccaiaaplex  pages  cat 
integrated  text  and  graphics. 

Capabilities  that  grow  as  their 
needs  grow. 

One  cat  dae  best  daings  abcaut  laaicrcaLaser  is 
daat  users  canly  buy  what  daey  need.  Sea  if 
daey’re  neat  ready  fear  PeastScript  langa^iage, 
daey  can  buy  dae  standard  microLaser  tor 
less  daan  $2,000**  and  add  PeastScript 
seaftware  and  eadaer  peawerftd  features  later. 

Users  can  upgrade  laaicreaLaser 

widaeaut  texals  ear  technicians  by 
siiaaply  adding  upgrade  Kaards. 
These  Kaards  include  up  tea 
teaiir  1  Mb  increnaents  eat 
memeary;  seriial  and 
AppleTalk®  interfaces  and  a 
PeastScript  interpreter.  All  daey 
have  tea  dea  tea  get  additieanH 
teants  ear  emulatieans  is  plug 
eaptieanal  micreaCartridges  intea 
twea  credit  card-size  skats. 

Superior  paper 
handling. 

Part  eaf  what  makes  micreaLaser 
a  truly  perseanal,  deskteap  laser 
printer  daat  takes  up  sea  litde 
rexam  is  its  paper  drawer, 
which  slides  inside.  Because 
micreaLaser  healds  250  sheets 
standard  (it  healds  500  wida  an 
eaptieanal  paper  drawer),  users  spend  less 
time  refilling  paper  and  meare  time  creating 
superb-kxaking  dexunaents. 

The  printer  alsea  handles  a  variety  eaf 


FREE!  Adobe  typefaces  from  Tl. 

Wlaatceaiikl  be  naore  aftcarJable  tlaaia  tlaad 
Wlien  users  purchase  a  TI  microLaser  widi 
a  PeastScript  interpreter,  daey  ^et  daeir  cheaice 
eat  an  AckaL  Publishing  Pack  kar  daeir  PC 
ear  Macinteasla  "  (up  tea  a  $47  5  retail  value). 
Selected  by  ptdalislaing  experts,  each  Pack 
features  daree  lai<>:h'C]uality  Adealae  typefaces 
preaven  tea  weark  well  teap'edaer  in  a  specific 
applicatiean,  such  as  newsletters,  feanaas  and 
schedules  ear  presentatieans. 

Neat  eanly  daat,  daey  "et  an  expert- 
written  “Heaw  Tea”  Ixxaklet  sea  daey  can  p'et 
started  cjuickly  and  easily. 

Call  Tl  at  1-800-527-3500  fear  detiils! 
Tlais  eaffer  ends  March  31 , 1990. 

IMSISIKII'I 


paper  sizes  and  types  —  from  letter,  legal 
and  executive  to  transparencies,  labels  and 
envekapes.  For  diose  times  when  users  face 
a  large  mail  merge  task,  daey  can  just  plug 
in  an  optional  envelope  feeder  to  easily 
alternate  between  letters  and  envelopes. 

The  affordable  PostScript  printer 
is  a  call  away. 

To  find  out  more  aKaut  how  your  users 
can  have  affordable  PostScript  printing 
right  at  daeir  desks,  call  Tl  ttxlay 

L800-527'3500. 

*T1  su””esrcd  list  price  is  $2,999. 

*  *TI  sui,’”estL'd  list  price  is  $1 ,999. 


Texas 
Instruments 


©089  7162128 
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of  KAM.  niiiTiiLiMT  is  II  triKlemiirk  ut  Texas  Iiistninieiiis.  .AJulv,  PostScript  anJ  tlic  PostScript  la'fto  arc  rcttistcrcJ  traJcniarks  ol  AJolv  Systems.  I iic.  Liscrjct  is  a  I'cjtisicrcil  rratlcm.irls  ol  i  Icwlctt  I’.ick.ial.  I  iii .  AppleTalk  ami  M.u  intosh  ,ia' 
re"isterecl  tradeniarks  ot  Apple  t  lomptiter,  Inc. 
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Front  ends, 
multiplexers 

Racal-Milgo  has  introduced  its  Omnimux 
ICSU  family  of  T1  intelligent  channel  ser¬ 
vice  units. 

The  product  line  comprises  four  units 
—  each  designed  to  promote  network  up¬ 
time  and  reliability  by  giving  operators 
both  local  and  remote  administrative  and 
management  control.  This  includes 
alarming,  configuration  control  and  full  di¬ 
agnostic  management  capabilities.  Pric¬ 
ing  starts  at  $3,488. 

Racal-Milgo 

1601  N.  Harrison  Pkwy. 

Sunrise,  Fla.  33323 
305-475-1601 


Network  management 

An  Ethernet  traffic  monitor  has  been  in¬ 
troduced  by  Network  Application  Tech¬ 
nology,  Inc. 

The  Ethermeter  Model  Lanb/150 
monitors  all  traffic  in  an  Ethernet  seg¬ 
ment  and  reports  statistics  to  monitoring 
stations  through  the  network  itself,  ac¬ 
cording  to  the  firm.  Ethermeters  can  be 
placed  throughout  an  internetwork  and 
accessed  through  a  central  network  man¬ 
agement  station. 

The  product  is  available  in  two  configu¬ 
rations:  an  IBM  Personal  Computer  AT- 
compatible  card,  installable  in  any  full- 
length  slot  and  priced  at  $1,295,  and  a 
self-contained  enclosure  with  power  sup¬ 


ply,  priced  at  $1,495. 

Network  Application  Technology 
2 1 040  Homestead  Road 
Cupertino,  Calif.  95014 
408-733-4530 

Spider  Systems,  Inc.  has  announced  an 
Ethernet  local-area  network  remote 
monitoring  software  package,  designed 
for  use  with  the  company’s  Spidermonitor 
220  and  Spideranalyzer  320  products. 

The  software  runs  directly  over  the 
network  without  a  serial  line  or  terminal 
server  connection,  and  the  master  station 
can  access  a  slave  located  in  another 
building,  state  or  country  while  maintain¬ 
ing  network  speed,  the  vendor  said.  Spi- 
derremote  software  sells  for  $950,  and 
each  remote  segment  is  priced  at  $295.  It 


Why  Experienced  Computer  Users 
Don’t  Think  Very  Much  About  Modems 


Our  research  shows  that  knowledge¬ 
able  MIS  managers,  PC  coordina¬ 
tors,  and  end  users  simply  don't 
want  to  think  of  modems  at  all. 

Not  exactly  what  modem 
makers  relish  hearing!  But  it’s 
hardly  surprising  that  you  want  to 
save  your  thinking  for  bigger  and 
more  important  things. 

Modems  are  a  lot  like  plumb¬ 
ing.  As  long  as  the  data  is  flowing, 
they’re  practically  inxisible.  How¬ 
ever,  when  something  goes  wrong, 
those  little  boxes  are  just  lavashed 
with  attention. 

By  then,  you’ve  lost  data,  time, 
money,  and  perhaps  an  opportu¬ 
nity.  Both  senders  and  receivers  are 
dismayed  and  disarrayed. 

Fortunately,  there  are  simple 
ways  to  limit  this  aggravation. 

Our  research  suggests  a  few  points 
to  keep  in  mind. 


The  co.st  cjf  the  modern  is  not 
the  modem’s  co.st. 


The  fixed  price  of  the  modem 
is  relatively  insignificant.  Ongoing 
costs  matter  far  more. 

In  the  long  run,  for  example,  a 
high-speed  modem  can  save  you  a 
small  fortune  on  phone  bills.  .More 
data  sent  in  less  time  means  less 
money  to  the  phone  company. 

You  can  also  save  with  more 
reliable  and  robust  modems  that 
communicate  over  a  wide  range  of 
telephone  line  conditions. 

Resending  data  costs  both  time 
and  money.  The  less  time  you 
spend  transmitting  data,  the  more 
time  you  have  to  spend  on  your 
business. 

Downtime  and  adaptation  time 
can  also  cost  you  dearly. 

Be  sure  to  ask  if  the 
modems  are  compatible 
with  their  earlier  gener¬ 
ations.  You  don’t  want  to 
start  with  suppliers  who 
regularly  obsolete  their 
own  products,  or  who 
don’t  offer  you  an 
upgrade  path. 


Modem  support  can  be  a  real 
hassle  with  the  wrong  vendor. 

Setting  up  and  installing  your 
modem  can  affect  both  your 
budget  and  your  sanity.  Many 
manufacturers  forget  to  make  their 
modems  easy  to  use! 

This  becomes  expensive  when 
you  want  to  start  up  fast  or  need  to 
support  a  large  number  of  u.sers. 

Dip  switches,  on-line  help 
screens,  and  easy-to-use  manuals 
should  be  demanded.  It  also  helps 
to  have  a  quick-reference  guide 
printed  on  the  bottom  of  the  case. 

In  sticky  situations,  it’s  vital  to 
have  toll-free  support  and  applica¬ 
tions  engineering. 


Bottom  line: 

The  data  must  get  through. 

\  bit  of  data  traveling  from 
your  computer  is  converted  by  your 
modem  and  sent  to  your  local 
telephone  office. 

From  there,  it  is  exposed  to  the 
vagaries  of  phone  lines,  various 
transmission  media,  and  weather 
patterns. 

They  all  conspire  to  corrupt 
your  data  and  slow  down  your 
throughput. 

All  modems  are  not  created 
equal;  some  are  less  sensitive  to 
noise  and  have  better  error- 
correcting  protocols. 

Some  are  simply  more  robust 
and  have  better  filters. 

Modems  are  more  than  mere 
commodities  —  technology  does 
count. 


"When  things  go  wrong,  I  want 
the  .supplier  there.” 

That’s  when  you  need  the  right 
supplier  on  board.  Look  for  one 
who  gives  fast  turnaround  time  on 
repairs  and  adjustments,  and  who 
doesn’t  vanish  after  the  sale. 

Look  for  a  company  with 
history  and  promise  —  one  that’s 
here  today  and  here  tomorrow. 


Not  everyone  needs  tire  same 
modem. 


The  best  way  to  keep  modems 
from  wasting  your  time  and  money 
is  to  buy  them  from  a  reliable 
supplier  with  a  broad  product  line. 
Those  with  limited  lines  sometimes 
try  to  cram  square  pegs  into  round 
holes. 

People  with  differing  applica¬ 
tions  have  differing  requirements. 
Dealing  with  a  broad-line  supplier 
simplifies  ordering,  reduces 
training/support  time  and  cost, 
and  limits  hassle  and  coordination. 

In  the  end,  if  you  give  enough 
consideration  to  choosing  the  right 
supplier,  you’ll  hardly  have  to  give 
modems  any  thought  at  all. 


U.S.  Robotics  has  been  making  modems 
and  communications  equipment  for 
discerning  customers  since  1976. 


iitobotics^ 

The  Intelligent  Choice  in  Data  Communications 

Call  us  toll-free  at  1-800-DlAL-USR 
(In  minors,  .SI 2-982-5001) 

U..S.  Robotics  is  a  registered  trademark 
of  U.S.  Robotics,  Inc. 

In  tianada,  call  1-HOO-.5.53-3560. 

In  the  United  Kingdom,  Miracom  Technology, 
Ltd.  (047.S)  2.SS-888 


Communications 

Concepts 

FREE  REFERENCE  BOOK 

Plea.se  send  me  the  1 08-page  Data  Communications  Concepts  —  filled  with  illustrations, 
diagrams,  and  clear  explanations  —  absolutely  free  and  without  obligation. 

Print  Name 

Title 

— 

('omoanv 

Addres.s 

Citv  Stale  Zip 

Phone  (  1 

n 


or  call  ns  toll-free  at  l-800-DIAl,-U,SR  (In  Illinois,  3 1 2-982-.500 1 ). 
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is  scheduled  for  delivery  in  January. 
Spider  Systems 

1 2  New  England  Executive  Park 
Burlington,  Mass.  01803 
617-270-3510 

Racal-Interlan  has  announced  a  network 
management  product  created  specifically 
for  use  in  extended  local-area  network  en¬ 
vironments. 

Lancentral  allows  network  managers 
to  perform  a  variety  of  network  tasks,  in¬ 
cluding  network  management,  topology 
mapping,  configuration  control  and  de¬ 
vice  management.  All  performance  analy¬ 
sis  and  fault  isolation  operations  are  cen¬ 
tralized,  the  vendor  said,  and  each  can  be 
initiated  from  a  dedicated  Intel  Corp. 
80386-based  IBM  Personal  Computer 
AT.  The  hardware  platform  also  includes 
the  company’s  NI5210-16  controller. 

Priced  at  $1,495  and  scheduled  for 
mid-December  delivery,  Lancentral  is 
compatible  with  Ethernet  IEEE  802.1 
and  Thin  Ethemet/IEEE  802.3  net¬ 
works. 

Racal-Interlan 
155  Swanson  Road 
Boxboro,  Mass.  01719 
508-263-9929 


Electronic  mail 

An  electronic  mail  server  developed  for 
use  with  Novell,  Inc.  Netware  local-area 
networks  has  been  announced  by  Cubix 
Corp. 

Designated  the  QL  1001,  the  server 
board  consists  of  an  IBM  Personal  Com¬ 
puter  XT-compatible  processor  with 
768K  bytes  of  random-access  memory 
and  COM  ports.  The  unit  plugs  directly 
into  the  bus  of  the  file  server  and  report¬ 
edly  acts  as  the  dedicated  server  for  No¬ 
vell’s  Message  Handling  Service  and  sev¬ 
eral  other  mail  packages.  The  server 
retails  for  $645. 

Cubix 

2800  Lockheed  Way 
Carson  City,  Nev.  89450 
702-883-7611 

The  Tops  Division  of  Sun  Microsystems, 
Inc.  has  unveiled  two  electronic  mail 
products  aimed  at  work-group,  enter¬ 
prisewide  and  global  networks. 

Inbox  3.0  allows  both  IBM  Personal 
Computers  and  Apple  Computer,  Inc.  Ma¬ 
cintoshes  to  act  as  servers  to  store  one 
another’s  mail;  and  Inbox  Plus  was  de¬ 
signed  to  provide  an  upgrade  path  to  en¬ 
terprisewide  or  global  E-mail  systems. 

Both  products  are  scheduled  for  deliv¬ 
ery  in  January.  The  products  are  priced  at 
$329  and  $995,  respectively. 

Sun  Microsystems 

Tops  Division 

950  Marina  Village  Pkwy. 

Alameda,  Calif.  94501 
415-769-9669 

Alisa  Systems,  Inc.  has  expanded  its  Mail- 
mate  electronic  mail  integration  product 
line  to  include  Microsoft  Mail. 

Mailmate/MM  is  an  Apple  Computer, 
Inc.-based  bridge  for  Microsoft  Mail  that 
provides  a  two-way  exchange  of  E-mail 
with  Vmsmail,  Digital  Equipment  Corp.’s 
Decnet-based  mail  product.  Mailmate  in¬ 
cludes  Alisa’s  TSSnef  Decnet  drivers  and 
network  control  program.  It  costs  $950 
to  $9,750,  depending  on  number  of  users. 
Alisa  Systems 
221  E.  Walnut  St. 

Pasadena,  Calif.  91101 
818-792-9474 
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Jeffrey  J.  Rob¬ 
inson  has  been 
named  director 
of  information 
resources  at 
Tredegar  In¬ 
dustries,  Inc.  in  Richmond, 
Va. 

Robinson  has  20  years  of 
experience  in  information 
systems  management,  includ¬ 
ing  planning,  development 
and  operations.  He  was  most 
recently  assistant  director  of 
the  information  resources  de¬ 
partment  at  Ethyl  Corp.  in 
Richmond,  which  spun  off  its 
plastics,  aluminum  and  ener¬ 
gy  businesses  earlier  this 
year  to  form  Tredegar. 

Robinson  holds  a  bache¬ 
lor’s  degree  in  accounting  and 
an  MBA,  both  from  Louisiana 
State  University.  He  is  a  cer¬ 
tified  public  accountant  and  a 
certified  system  professional. 


Joseph  S.  DeBlasi  has  been 
named  executive  director  of 
the  Association  for  Com¬ 
puting  Machinery,  a  New 
York-based  educational  and 
scientific  society  represent¬ 
ing  75,000  professionals. 

DeBlasi  recently  retired 
from  IBM,  where  he  was  cor¬ 
porate  director  of  standards. 
His  25-year  IBM  career  in¬ 
cluded  positions  in  standards, 
marketing,  financial  planning 
and  government  IS. 

He  is  chairman  of  the  U.S. 
Committee  for  the  Interna¬ 
tional  Standards  Organiza¬ 
tion’s  Joint  Technical  Com¬ 
mittee  for  Information 
Technology. 

DeBlasi  holds  a  bachelor’s 
degree  in  mathematics  from 
Virginia  Polytechnic  Insti¬ 
tute.  Before  joining  IBM,  he 
served  as  a  captain  in  the  U.S, 
Air  Force.  He  and  his  family 
live  in  New  Canaan,  Conn. 


Who’s  on  the  go? 

Changing  jobs?  Promoting 
an  assistant?  Your  peers  want 
to  know  who  is  coming  and 
going,  and  Computertvorld 
wants  to  help  by  mentioning 
any  IS  job  changes  in  Execu¬ 
tive  Track.  When  you  have 
news  about  staff  changes,  be 
sure  to  drop  a  note  and  pho¬ 
to  or  have  your  public  rela¬ 
tions  department  write  to 
Clinton  Wilder,  Senior  Editor, 
Management,  Cornput- 
ertvorld,  Box  9171, 375  Co- 
chituate  Road,  Framing¬ 
ham,  Mass,  01701-9171. 


Helene  Curtis’  IS  makes  waves 

IS  director  Gildea  wins  kudos  for  systems  makeover  at  hair-care  firm 


DAVID  JOEL 

Helene  Curtis'  Gildea,  left,  eased  Wagner’s  job  as  distribution  director 


BY  MARYFRAN  JOHNSON 

CW  STAFF 


When  Tom  Gildea  applied 
for  the  director’s  job  in 
business  information 
systems  at  Helene  Curtis 
Industries,  a  corporate 
headhunter  warned  him,  “No  one 
stays  there  more  than  a  year.’’ 

But  rumors  about  the  hostile  cli¬ 
mate  for  IS  at  the  family-owned  hair- 
care  products  company  only  served  to 
intrigue  Gildea,  an  intense,  energetic 
man  who  relishes  a  challenge.  Three 
years  after  he  accepted  the  top  IS  job, 
the  45-year-old  Gildea  boasts  of  having 
“the  best  job  in  the  city  of  Chicago.’’ 

With  strong  backing  from  Ronald 
Gidwitz,  chief  executive  officer  and 
son  of  Helene  Curtis’  founder,  Gildea 
spearheaded  a  computer  systems  and 
software  makeover  designed  to  keep 
pace  with  a  $725  million  company 
growing  at  30%  per  year. 

His  IS  department  now  plays  a  cru¬ 
cial  role  in  business  planning  through¬ 
out  the  company  —  from  coordinating 
a  new  fully  automated  warehouse  to 
arming  sales  representatives  with  lap¬ 
top  computers  loaded  with  information 
from  the  corporate  database. 

Although  the  brutally  competitive 
consumer  products  field  is  dominated 
by  giants  I^octer  &  Gamble,  Inc.  and 
Johnson  &  Johnson,  Helene  Curtis 
manages  to  have  three  of  its  shampoos 
—  Suave,  Finesse  and  Salon  Selectives 
—  among  the  Top  10  best  sellers.  In 
the  early  1980s,  the  company  began 
moving  out  of  its  niche  as  a  staid  salon 
supplier  with  aggressive  marketing  of 
existing  and  new  products. 


Yet  all  of  this  began  without  much 
thought  to  technology. 

“This  company  was  well  into  the 
1980s  with  an  old  batch-oriented  sys¬ 
tem  driven  by  an  IBM  mainframe,’’ 
Gildea  recalls.  “There  was  no  appreci¬ 
ation,  early  on,  for  the  potential  of  IS  as 
a  competitive  tool.” 

Worst  of  all  was  the  limited  automa¬ 
tion  in  Helene  Curtis’  main  warehouse, 
which  had  no  integrated  system  to 
manage  inventory,  orders  or  distribu¬ 
tion. 

“We  literally  didn’t  know  where 
anything  was,”  says  Howard  Wagner, 
director  of  traffic  and  distribution  and  a 
nine-year  company  veteran.  “We 
would  send  people  into  the  warehouse 
to  search  for  a  caseload  of  Finesse.” 

Today,  a  gleaming  new  $32  million 


distribution  center  in  northwest  Chica¬ 
go  bears  testimony  to  the  company’s 
determination  to  make  customer  ser¬ 
vice  its  trademark  (see  story  page  76). 

Gildea  began  in  1986  with  a  discon¬ 
nected  series  of  technology  “islands” 
throughout  the  2,500-employee  com¬ 
pany.  There  were  a  few  dozen  personal 
computers  and  a  central  data  center 
with  one  IBM  3083  and  three  VAX 
midrange  machines  from  Digital 
Equipment  Corp. 

One  of  Gildea’s  first  major  tasks 
was  to  derail  company  plans  to  pur¬ 
chase  an  IMS-based  order-entry  main¬ 
frame  package.  He  convinced  the  exec¬ 
utive  committee  that  the  system  was  a 
“potential  recipe  for  disaster”  because 
its  database  was  not  relational  and  it 
Continued  on  page  76 


Del  Monte’s  independent  IS  unit  a  plum 


BY  CHARLES  VON  SIMSON 

CW  STAFF 


Can  information  systems  au¬ 
tonomy  be  the  ticket  to  cor¬ 
porate  freedom?  At  Del  Mon¬ 
te  Foods  USA  in  San 
Francisco,  it  certainly  hasn’t 

hurt. 

By  the  end  of  this  month,  execu¬ 
tives  at  Del  Monte  expect  the  RJR  Na¬ 
bisco,  Inc.  subsidiary  to  be  indepen¬ 
dent  after  a  leveraged  buyout  (LB())  by 
Del  Monte  senior  management  and  a 
group  of  other  investors.  And  they  be¬ 
lieve  that  the  creation  of  an  indepen¬ 
dent  IS  utility  within  the  past  year  has 
greatly  simplified  the  process. 

“Having  a  large  part  of  the  data 
center  intact  allows  senior  manage¬ 
ment  to  concentrate  on  managing  the 
change  taking  place  in  the  company, 
not  the  infrastructure,”  said  David  A. 
MacPherson,  Del  Monte’s  vice-presi¬ 
dent  of  MIS. 


A  year  ago,  Kohlberg,  Kravis,  Rob¬ 
erts  &  Co.  executives  were  touring 
RJR  subsidiaries,  looking  for  pieces  to 
cut  to  trim  debt  incurred  from  the  rec¬ 
ord  $25  billion  LBO  of  the  company. 
From  the  beginning,  Del  Monte  Foods 
appeared  ripe  for  a  sell- 
off. 

At  the  time,  the 
company  shared  all 
computing  resources 
with  other  RJR-owned 
companies  through  a 
number  of  common 
data  centers  and  a  tight¬ 
ly  intertwined  telecom¬ 
munications  network.  Last  December, 
however,  RJR  decreed  that  Del  Monte 
would  form  its  own  stand-alone  IS  ca¬ 
pability. 

While  there  was  no  link  made  to  a 
possible  sale,  the  unit  was  clearly  being 
prepared  to  be  independent  from  cor¬ 
porate  MIS.  “The  [IS]  restructuring 
began  before  the  LBO  was  even 


thought  of,”  said  MacPherson. 

Leasing  an  IBM  3083  mainframe 
and  securing  about  $1  million  worth  of 
software  licenses  took  some  time  but 
was  relatively  easy.  The  challenge 
came  in  untangling  the  communica¬ 
tions  network  that  had 
allowed  Del  Monte  to 
share  processing  capac¬ 
ity  with  other  RJR  com¬ 
panies  at  data  centers  in 
Wilkes  Barre,  Pa.,  and 
Wmston-Salem,  N.C. 

The  job  of  canceling 
and  adding  T1  and  oth¬ 
er  data  links  to  allow 
communications  between  Del  Monte 
plants  while  severing  ties  with  other 
RJR  companies  proved  far  tougher 
than  MacPherson  had  anticipated.  But 
once  the  ties  are  cut,  Del  Monte’s  IS 
staff  will  have  the  luxury  of  plotting  its 
own  course.  “Looking  laterally  at  oth¬ 
er  peoples’  business  has  finally  ceased 
at  Del  Monte,”  MacPherson  said. 


DECEMBER  4, 1989 


COMPUTERWORLD 


71 


©  1989  Computet  Associotes  Infetaafional,  Inc.,  711  Sfewort  Avenue,  Garden  City,  NY  11530-4787 


I 

I 


Wifli  Masterpiece 
There’s  Only  One  Other 
Piece  Of  Financial  Softwaie 
You’E  Ever  Need. 

The  promise  of  financial  accounting  software  is 
realized  at  last.  Masterpiece®  is  21st  century  financial 
management  for  the  entire  corporation.  From  the 
data  processing  room  to  the  executive  suite. 

It’s  comprehensive.  It’s  fast.  It  integrates  all  your 
data  and  puts  it  into  the  most  accommodating  user 
environment  you’ll  ever  work  in. 

For  those  at  the  top,  Masterpiece  provides 
information  with  speed  and  accuracy.  Decision 
making  becomes  easier.  Data  is  disseminated 
company  wide  at  your  command.  Profit  forecasts 
are  at  your  disposal  quickly  and  easily.  You’ve  got 
state-of-the-art  graphics  to  help  present  your  case. 
And  more  importantly,  you  suddenly  have  the 
powerful  sensation  of  knowing  where  you  stand 
at  any  given  moment. 

Masterpiece  is  not  business  as  usual,  but  business 
as  it  is  about  to  become.  For  IBM  Mainfiame,  Midrange 
and  Digital  VAX  environments,  it’s  the  financial 
software  of  the  future-that’s  available  today. 

For  more  information  call  Chris  Andrews  at 
800-841-3734  (in  Calif.,  800-468-0725).  And 
find  out  what  21st  century  financial  sofivv^are 
can  do  for  you. 
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Don’t  automate  for  its  own  sake,  say  experts 


BY  ELISABETH  HORWITT 

CW  STAFF 


CAMBRIDGE,  Mass.  —  U.S.  manufac¬ 
turers  need  to  focus  on  better  manage¬ 
ment  practices,  not  automation  systems, 
to  become  competitive,  according  to  sys¬ 
tems  directors  at  two  U.S.  corporations 
that  have  long  been  renowned  for  innova¬ 
tion. 

At  a  recent  conference  entitled  “Com¬ 
petitive  manufacturing  for  the  next  de¬ 
cade,”  representatives  from  Motorola, 
Inc.  and  3M  Co.  explained  how  their  firms 
have  attempted  to  anchor  factory  auto¬ 
mation  and  integration  to  corporate  stra¬ 


tegic  goals  —  and  particularly  to  each 
firm’s  bottom  line. 

“Computers  are  not  the  only  answer,” 
said  Margaret  Eastwood,  corporate  di¬ 
rector  of  manufacturing  sys¬ 
tems  at  Motorola.  “Systems 
may  not  bring  a  benefit  but 
just  compensate  for  sloppy 
management  practices.” 

Motorola  has  defined  for 
itself  and  set  out  to  reach  such 
goals  as  faster  problem  reso¬ 
lution,  higher  quality  and  less 
work  in  progress,  according  to  Eastwood. 

It  is  implementing  those  goals  through 
hardware  and  software  systems,  but  even 


more  so  through  management  systems 
that  embody  such  things  as  organizational 
structure  and  managerial  practices, 
Eastwood  said. 

One  of  Motorola’s  fac¬ 
tories,  for  example,  “seems 
flawless,  with  things  going 
out  on  time,”  little  or  no  in¬ 
ventory,  low  overhead.  How¬ 
ever,  this  was  all  done  by 
management  systems,  not 
automation,  Eastwood  said. 
Good  management  has  en¬ 
abled  the  factory  to  keep  both  automation 
and  workstations  to  a  minimum,  she  add¬ 
ed. 


Network  free  with  over 
350  companies  at  CN’90! 
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The  next  decade  may  be  the  most  exciting  and  fast-moving 
yet  in  the  world  of  communications.  And  there’s  no  better  place  to 
see  the  future  before  it  unfolds  than  the  exhibit  halls  at 
Communication  Networks  ’90,  the  premiere  communications 
conference  and  exposition  that’s  taking  networking  into  the  90’s. 

Almost  all  of  the  leading  communications  suppliers  will  be 
there  —  more  than  350  of  them  —  with  their  latest  products  and 
services.  You’ll  get  a  chance  to  see  ISDN  in  action  with  our  own 
multi-booth  CN  ’90  ISDN  network  demonstration  at  the  Ramada 
Renaissance/Techworld  adjacent  to  the  Convention  Center.  And 
you’ll  also  see  the  latest  in  every  key  communications  technology 
—  from  satellite  communications,  to  WANs,  LANs,  fiber  optics, 
network  management,  and  PBX’s. 

Complete  Conference  Program 

If  you  want  detailed  information  from  leading  communica¬ 
tions  experts,  CN  ’90  also  offers  a  complete  conference  program. 
There  are  15  all-day,  in-depth  tutorials  and  over  80  conference 


FREE  ADMISSION  TO  EXfflBITS  ONLY 

Pre-register  now  to  save  the  $20  admission  fee  and  avoid  waiting 
in  registration  lines.  Just  fill  in  and  mail  this  coupon  to:  CN  ’90, 
Box  9107,  FYamingham,  MA  01701  or  fax  to  508-872-8237. 

□  YES,  1  want  to  pre-register  now  to  attend  the  CN  ’90  exhibits. 

I  understand  that  my  coupon  must  be  received  by  December  29, 
1989,  for  me  to  receive  my  FREE  badge  by  mail.  Otherwise,  I  will 
pick  it  up  at  the  CN  Registration  Desk 

□  Please  send  me  information  and  prices  for  the  CN  ’90 
Conference  Sessions  and  Tutorials. 


sessions  covering  all  the  key  communication  topics,  and 
designed  for  every  level  of  expertise.  For  complete  conference 
details,  caU  Conference  Sales  at  800-2254698  or  508-879-6700. 

COMMUNICATION 

NETWORKS 

CONFERENCE  &  EXPOSITION 

TAKING  NETWORKING  INTO  THE  90’s 

Washington,  D.C.  Convention  Center  & 
the  Ramada  Renaissance/Techworld 
February  6-8, 1990 

Communication  Networks  is  produced  by  IDG  Conference  Management  Group,  an  International  Data 
Group  Company,  111  Speen  St.,  fYamingham,  MA  01701, 
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Nor  is  Motorola  looking  to  standardize 
on  a  computer-integrated  manufacturing 
platform  —  a  major  theme  at  the  confer¬ 
ence. 

“We  have  one  of  everything”  at  vari¬ 
ous  sites,  although  different  sites  have 
their  preferences  as  to  computer  suppli¬ 
er,  Eastwood  said. 

A  cataclysmic  word 

3M  is  another  company  that  eschews 
both  factory  automation  and  integration 
for  their  own  sakes,  according  to  Cecil  E. 
Jacobs,  the  company’s  director  of  materi¬ 
al  and  information  systems. 

3M  “does  as  little  integration  as  possi¬ 
ble;  it  is  a  cataclysmic  word  for  engineers 
and  operators  trying  to  get  the  product 
out,”  Jacobs  said. 

When  3M  found  the  cost  of  goods  ris¬ 
ing  steadily  from  the  early  to  mid-1980s, 
the  company  was  able  to  reverse  the 
trend  “via  operations  —  it  had  little  to  do 
with  automation,”  Jacobs  emphasized. 

“IS  is  not  strategic  but  tactical;  strate¬ 
gic  is  what  touches  the  customer”  at  3M, 


COMPUTERS  ARE 

not  the  only  answer. 
Systems  may  not 
bring  a  benefit  but  just 
compensate  for  sloppy 
management  practices.'' 

MARGARET  EASTWOOD 
MOTOROLA 


Jacobs  said.  Major  long-term  IS  goals  re¬ 
flect  corporate  strategic  goals  of  “satisfy¬ 
ing  the  customer  and  reducing  cycle  and 
unit  cost  on  everything,”  he  added.  IS 
goals  include  the  following: 

•  Reduce  capitalization  required  by  50% 
for  data  and  information  systems  needed. 
“It  costs  too  much,”  Jacobs  said. 

•  Reduce  systems  implementation  cycle 
by  50%.  “It  takes  too  long,”  Jacobs  said. 
“Obviously  a  five-year  implementation 
cycle  for  a  product  with  a  two-year  life  cy¬ 
cle  is  no  good.” 

•  Reduce  support  expense  by  50%.  “It 
costs  too  much  to  run  IS,”  including  sup¬ 
port  and  maintenance,  according  to  Ja¬ 
cobs.  One  road  to  this  goal  is  to  have  the 
people  who  operate  the  systems  run  the 
systems,  transferring  maintenance  and 
support  “to  people  who  are  already 
there,”  he  added. 

Holding  costs  down 

As  part  of  its  cost-cutting  stance,  3M 
management  has  dictated  that  money  will 
not  be  allocated  for  a  new  manufacturing 
system  that  costs  more  than  1  %  of  the  an¬ 
nual  revenue  from  the  business  or  project 
that  requests  it. 

Both  Eastwood  and  Jacobs  expressed 
interest  in  the  recent  influx  of  “enablers,” 
or  software  tools  designed  to  cut  down  on 
the  time,  code  and  expertise  needed  to 
develop  new  manufacturing  applications. 
The  reason  that  Motorola  wants  the  tools 
is  to  “inspire  a  software  vendor  to  do  a 
terrific  application;  we  prefer  to  buy  a 
package,  not  do  it  internally,”  Eastwood 
said. 

In  contrast,  3M  is  on  the  lookout  for 
enablers,  fourth-generation  languages 
and  other  tools  to  help  its  staff  write  their 
own  applications,  according  to  Jacobs: 
“We  don’t  want  solutions  or  integration, 
we  want  tools.” 
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TAKING 

CHARGE 

Clinton  Wilder 


Changin’  times 
need  IS  leaders 


"May you  have  a  strong 
foundation  when  the 
winds  of  change  do 
shift." 

—  Bob  Dylan 
‘Forever  young” 

When  people  ask  me 
what  I  do,  I  tell  them  that  I  write  and  edit 
stories  about  management  and  use  of  in¬ 
formation  technology.  In  order  to  do  that 
job  well,  what  I  really  have  to  be  is  a  pro¬ 
fessional  listener. 

My  job  is  to  listen  —  to  IS  executives, 
consultants,  academics  and  end  users.  In 
the  10  months  since  I  became  manage¬ 
ment  editor,  there  has  been  a  subtle  but 
fimdamental  change  in  what  I’m  hearing 
about  the  optimum  role  of  IS  in  the  corpo¬ 
ration  of  the  1990s. 

Boiled  down  to  its  simplest  form,  the 
chorus  of  opinion  has  shifted  from,  “The 
IS  executive  must  become  part  of  the 
business”  to  “The  IS  executive  must  be  a 
force  for  changingthe  business.” 

A  recent  Manager’s  Journal  was  very 
telling  on  this  score.  The  section  con¬ 
tained  three  main  stories:  an  interview 
with  MIT  Sloan  School  of  Management 
Dean  Lester  Thurow,  a  speech  by  IS 
consultant  Michael  Treacy  at  John  Han¬ 
cock’s  technology  awareness  day,  and  a 
piece  on  the  General  Accounting  Office’s 
rather  jaundiced  view  of  some  federal  IS 
projects.  Although  the  three  stories  were 
very  different,  they  all  sounded  the  same 
chord  that  I’m  hearing  all  over  the  execu¬ 
tive  offices  and  conference  hotels:  that 
simply  computerizing  most  existing  busi¬ 
ness  processes  is  a  long-range  prescrip¬ 
tion  for  disaster. 

Instead,  the  IS  executive  must  heed 
the  words  of  the  late  Robert  F.  Kennedy 
in  the  early  1960s.  “Some  men  look  at 
the  things  that  are  and  ask  why,”  Kenne¬ 
dy  said.  “Others  look  at  the  things  that 
never  were  and  ask  why  not?” 

The  technology  is  here  today  to  en¬ 
able  a  lot  of  things  that  never  were  in  busi¬ 
ness,  and  the  IS  executive  must  play  a 
leading  role  in  getting  their  companies  to 
look  at  them.  Of  course  it  isn’t  easy.  The 
old  chorus  about  understanding  and  be¬ 
coming  part  of  the  business  is  truer  than 
ever;  it  is  an  absolute  requirement  for 
achieving  the  stature  necessary  to  be  a 
force  for  change.  The  surest  way  for  IS  to 
lose  credibility  with  senior  management 
is  to  try  and  sell  systems  based  on  the 
merits  of  the  latest  whiz-bang  technol¬ 
ogy  —  especially  if  it’s  expensive,  which 
it  usually  is. 

IS  absolutely  musthe  able  to  think 
about  and  communicate  the  benefits  of  in¬ 
formation  systems  in  business  terms. 
That  requires  a  thorough  understanding 
of  the  company,  its  competition  and  its 
customers.  If  the  IS  executive  can’t  dem¬ 
onstrate  that  understanding,  he  or  she 
deserves  the  back-office,  glass-house  sta¬ 
tus  that  everyone  decries. 

Understanding  the  business  is  the 
prerequisite  for  credibility,  the  meal  tick¬ 
et  for  eggs  and  coffee  at  mahogany-pan¬ 


eled  executive  planning  breakfasts.  But  it 
is  not  enough  anymore  —  not  in  a  world 
where  some  85%  of  senior  executives,  ac¬ 
cording  to  a  Computerworld  survey  ear¬ 
lier  this  year,  believe  that  information 
systems  are  the  key  to  their  companies’ 
competitiveness  in  the  next  decade. 

What  is  needed  is  leadership.  IS  exec¬ 
utives  must  step  up  to  the  table  and  sug¬ 
gest,  tactfully  but  forcefully,  the  kinds  of 
changes  that  their  companies  must  make 
to  prosper,  or  even  to  survive.  That’s  a 
tough  order,  you  may  be  saying.  IS  man¬ 
agers  historically  are  viewed  by  the  cor¬ 
porate  powers-that-be  as  outsiders. 

Terrific!  Then  who’s  better  qualified 
to  bring  a  fresh  perspective  to  the  busi¬ 
ness?  Decades  of  staid,  insular  corporate 
leadership  have  stifled  innovation. 


stamped  out  flexibility  and  slowed  mar¬ 
ket  response  time  in  hundreds  of  U.S.  cor¬ 
porations.  Being  an  “outsider”  should  be 
a  blessing,  not  a  curse  —  particularly  an 
outsider  armed  with  knowledge  about 
the  potential  of  information  technology. 

But  I  don’t  mean  how  many  potential 
MIPS  can  dance  on  the  head  of  a  pin  —  I 
mean  the  potential  of  technology  as  an 
enabler  of  business  change. 

Much  of  that  technology  is  here  now. 
Electronic  data  interchange,  LAN-based 
applications,  laptop  computers,  high¬ 
speed  data  networks  —  moving  the  data 
is  the  easy  part.  Deciding  what  data,  to 
whom,  where  and  when  is  the  challenge. 
As  Thurow  points  out,  the  key  to  using 
information  competitively  means  usually 
being  able  to  reduce  the  amount  of  data. 


weeding  out  the  irrelevant  and  the  redun¬ 
dant. 

If  you  have  a  strong  track  record,  can 
communicate  in  business  rather  than 
technical  terms  and  understand  your 
companies’  markets  and  customers,  it’s 
time  to  speak  up.  Be  politic,  and  most 
important,  find  an  executive  sponsor  who 
agrees  with  the  kinds  of  changes  you’d 
like  to  make. 

If  your  firm’s  management  stiU  won’t 
listen,  update  that  resume.  Corporate 
America  is  going  to  need  your  leadership 
for  necessary  changes  in  the  1990s.  Find 
a  company  whose  senior  management 
team  already  understands  that. 

Wilder  is  Computerworld’ s  senior  editor,  manage¬ 
ment. 


1  oday,  the  LAN  is  as  criticeil  to  a  business 
as  the  mainframe  was  yesterday. 

And  if  you  have  dozens  of  LANs  in 
branch  offices  strung  out  across  the  coun¬ 
try,  bugs  can  become  a  plague. 

Especially  when  they  pop  up  in  remote 
branches  where  there’s  no  one  to  swat  them. 

That’s  why,  at  JWF!  we’ve  built  a  reputa¬ 
tion  for  making  sure  there  are  no  bugs  to 
start  with. 


It’s  a  computer  network  plagued  with  bugs. 

We  take  care  of  everything  -  proper 
configuration,  fuU  system  testing  and  bum 
in,  custom  software  loading,  everything - 
before  shipping. 

And  everything  is  delivered  to  the  right 
place  at  the  right  time  for  installation  by 
our  own  people. 

But  don’t  take  our  word  for  it. 

We’ve  created  computer  and  communi¬ 
cations  networks,  trading  rooms  and  more 
for  the  Fbrtune  500  and  thousands  of 
other  compamies. 

For  information,  references, 
and  a  head  start  on  avoiding 
The  Gnatwork,  call  JWP 
Information  Systems  at:  1-800-USA-2JWR 


JWP 

Electriczd  •  Mechanical  •  Information  •  Electronics  •  Energy  •  Environmental 

Systems  and  Services 
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Curtis 

FROM  PAGE  71 

had  no  functionality  for  the 
warehouse.  “I  still  had  the  halo 
of  the  new  kid  on  the  block,”  he 
says,  grinning.  His  division  got 
the  green  light  to  revamp  the 
data  center  and  warehouse  dis¬ 
tribution  systems. 

The  IS  division  wrapped  up 
the  first  part  of  the  makeover 
last  summer  with  the  new  ware¬ 
housing  systems.  The  finishing 
touches  came  today,  as  the  com¬ 
pany  went  on  hne  with  its  new 
order  entry  system  in  DB2. 

“I  view  my  role  as  two  things: 
creating  a  vision  and  refreshing 
it  as  needed,  and  getting  the  re¬ 
sources  for  the  people  doing  the 
work,”  says  Gildea,  former  di¬ 
rector  of  applications  at  G.  D. 
Searle  &  Co.,  a  pharmaceuticals 
firm  in  Skokie,  Ill. 

Today,  the  heart  of  the  com¬ 
pany  ‘‘data  hub”  is  an  IBM  main¬ 
frame,  a  Teradata  Corp.  Data 
Base  Computer  and  a  DEC  Vax- 
cluster,  interconnected  through 
an  Ethernet  backbone  and  an 
IBM  Systems  Network  Archi¬ 
tecture  network.  Gildea  toys 
with  the  notion  of  calling  the 
company  network  “Hairnet.” 

But  the  real  lifeline  is  the  rela¬ 
tional  technology  that  links  a  va¬ 
riety  of  customized  applications, 
enabling  all  company  divisions  to 
use  the  main  database  and  share 
key  information  about  manufac¬ 
turing,  distribution  and  sales. 

Secret  entry 

Intelligence  work  during  the 
Vietnam  War  drew  Gildea  onto 
the  IS  career  path  some  20  years 
ago,  when  a  top-secret  data  pro¬ 
cessing  project  called  for  some¬ 
one  with  his  security  clearance 
level.  His  bachelor’s  degrees  in 
biology  and  philosophy  appar¬ 
ently  gave  his  commanding  offi¬ 
cers  no  pause.  He  spent  18 
months  in  Southeast  Asia  and  an¬ 
other  18  months  at  Strategic  Air 
Command  in  Omaha,  Neb. 

Gildea  later  fleshed  out  his 
credentials  with  two  master’s 
degrees  in  management,  analy¬ 
sis  work  in  children’s  rehabilita¬ 
tion  services  and  management  of 
a  Fortran-based  expert  system 
for  the  University  of  Nebraska’s 
computer  network. 

The  changes  set  in  motion  by 
Gildea  have  had  “a  very  positive 
impact,”  says  Charles  Cooper, 
chief  operating  officer  and  Gil- 
dea’s  boss.  “Our  business  infor¬ 
mation  systems  department  is 
very  customer-oriented,  and 
very  understanding  of  the  de¬ 
mands  of  the  users,  which  keep 
increasing,”  Cooper  said. 

Although  computer  technol¬ 
ogy  has  been  available  to  con¬ 
sumer-products  companies  and 
their  customers  for  years.  Coo¬ 
per  notes,  the  willingness  of  peo¬ 
ple  to  use  the  technology  is  “just 
exploding  now.” 

The  most  recent  innovation  is 
the  Sales  Information  System, 
launched  last  month.  Eventually, 


up  to  300  sales  representatives 
will  plug  in  their  laptop  comput¬ 
ers  at  night  and  download  the 
most  current  sales  and  schedul¬ 
ing  information  off  the  corporate 
database.  They  will  also  have  ac¬ 
cess  to  the  company’s  electronic 
mail  and  to  competitive  intelli¬ 
gence  from  other  field  reps. 

“It’s  going  to  knock  their 
socks  off,”  Gildea  says,  his  face 
lighting  up  with  pride. 


Smells,  looks,  works  like  paradise 


In  any  other  location,  the  tropi¬ 
cal  aroma  of  coconuts  and  ber¬ 
ries  in  the  air  might  lull  the 
senses  with  dreams  of  paradise. 

Not  so  here  in  northwest  Chi¬ 
cago,  in  the  massive  new  $32 
million  warehouse  that  serves  as 
Helene  Curtis  Industries’  distri¬ 
bution  center. 


Paradise  in  this  376,000- 
square-foot  behemoth  means  an 
inventory  count  approaching 
100%  accuracy.  It  means  daily 
shipments  of  150,000  caseloads 
of  shampoo,  conditioner  and  lo¬ 
tions  —  all  arriving  at  the  mo¬ 
ment  customers  expect  them 
and  in  the  amounts  they  ordered. 


“This  is  such  a  luxury  for 
me,”  says  Howard  Wagner,  di¬ 
rector  of  traffic  and  distribution 
for  Helene  Curtis,  as  he  conducts 
a  brisk  tour  of  the  4-month-old 
distribution  center.  “We  were 
able  to  start  with  a  clean  slate 
and  decide  what  our  goals 
were.” 


Next  time 
you  look  at 
a  CASE 
product,  ask 
if  it  delivers 
more  than 
promises. 


©1989  Unisys  Corporation. 

Unisys  is  a  registered  trademark  of  Unisys  Corporation. 

UNIX  is  a  registered  trademark  of  AmericanTelephone  &Telegraph. 
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Two  years  of  planning  for  the 
distribution  center  encompassed 
facilities,  computer  systems  and 
employee  issues. 

“The  technology  in  this  build¬ 
ing  is  not  unique,  or  even  cutting 
edge,”  Wagner  says.  “But  in  de¬ 
signing  the  system  and  the  build¬ 
ing  at  the  same  time,  we  were 
able  to  use  the  best  proven  tech¬ 
nology  to  get  the  job  done.  ’  ’ 

The  center  was  designed  with 


a  priority  on  customer  service 
rather  than  on  minimizing  ship¬ 
ping  costs.  A  fully  integrated 
manufacturing,  ordering  and  in¬ 
ventory  system  is  now  managed 
by  a  fault-tolerant  Stratus 
2^2000  computer,  connected 
via  Ethernet  and  IBM  Systems 
Network  Architecture  to  the 
data  hub  in  corporate  headquar¬ 
ters  downtown.  The  Stratus  sys¬ 
tem  also  controls  the  on-board 


computer  terminals  in  each  fork¬ 
lift,  assigning  optimal  delivery 
and  pickup  routes  to  each  driver. 

“A  work  force  that  10  years 
ago  was  oriented  toward  physi¬ 
cal  labor  is  today  oriented  to¬ 
ward  information,”  Wagner 
points  out.  “The  actual  move¬ 
ment  of  material  is  hardly  given 
any  thought  an3miore.  It’s  how 
and  when  and  why  it’s  being 
moved  that  matters.” 


In  one  cavernous  room,  floor- 
to-ceiling  “push-back”  racks  — 
the  largest  such  installation  in 
the  country  —  provide  dense 
storage  of  four  pallets  deep  per 
section.  Each  pallet  holds  150 
bread-box-sized  cases. 

The  neighboring  section  of 
the  warehouse  looks  like  an  in¬ 
door  Coney  Island.  Thirty  metal 
“spans,”  resembling  long  sliding 
boards,  are  suspended  from  the 


Unisys  delivers  CASE  now. 

That’s  not  a  promise,  it’s  a  fact. 
Unisys  CASE  tools  crack  software 
backlogs  and  help  manage 
change  for  companies  like  Subaru 
of  America,  Westinghouse 
Broadcasting,  Carnival  Cruise  Lines, 
and  many  more. 

In  fact,  the  6000+  Unisys  CASE 
sites  comprise  the  world’s  largest 
mainframe  CASE  base. They’re 
building,  maintaining  and  updating 
simple  and  complex  systems  with 
up  to  45  times  the  productivity  of 
COBOL 

Our  CASE  tools  integrate  the 
entire  software  development  cycle 
for  systems  both  large  and  small. 


From  analysis  and  design  to  code 
generation  and  maintenance.  Unisys 
CASE  tools  also  let  you  tap  the  vast 
business  knowledge  of  your  non¬ 
technical  personnel  to  produce 
automated  solutions. 

What’s  more,  Unisys  CASE  tools 
work  on  open  UNIX  and  proprietary 
systems,  from  desktop  to 
mainframe,  with  centralized  and 
distributed  computing.  In  other 
words,  Unisys  CASE  tools  have  the 
flexibility  to  support  virtually  any 
enterprise  strategy. 

Don’t  settle  for  pretty  pictures 
and  promises.  Get  the  CASE 
solution  that  delivers  now.  Cali  us 
for  a  free  demonstration  diskette. 


UNISYS  AND  YOU 
The  power  of  ^ 


FREE  DEMO  DISKETTE! 


Call  us  at  1-800-547-8362 
to  see  what  Unisys  CASE 
tools  can  do  for  you. 
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ceiling.  As  boxes  ride  down  the 
spans,  a  bar-code  laser  scanner 
sorts  them. 

All  this  gadgetry  allows  He¬ 
lene  Curtis  to  cater  to  its  cus¬ 
tomers  at  greater  speed  and  effi¬ 
ciency,  Wagner  says.  “We  are  to 
the  point  now  where  every  cus¬ 
tomer  has  special  requirements. 
Good,  average  service  doesn’t 
make  anybody  happy  anymore.” 

—  MARYFRAN  JOHNSON 


MANAGEMENT  BRIEFS 

Martini  wins 
UCLA  prize 

Bergen  Brunswig  Corp. 

Chairman  and  Chief  Executive 
Officer  Emil  P.  Martini  Jr.  re¬ 
cently  received  the  third  annual 
Information  Systems  Executive 
Leadership  Award  from  Univer¬ 
sity  of  California  at  Los  Angeles’ 
John  E.  Anderson  Graduate 
School  of  Management. 

The  school  noted  that  Bergen 
Brunswig,  an  Orange,  Calif.- 
based  pharmaceutical  distribu¬ 
tor,  is  one  of  the  few  firms  in 
which  the  top  IS  executive  re¬ 
ports  to  the  CEO.  It  cited  Marti¬ 
ni’s  leadership  in  introducing 
computerized  inventory  control 
and  handheld  portable  data  en¬ 
try.  Past  winners  of  the  award 
were  Wickes  Corp.  CEO  Sanford 
C.  Sigoloff  and  Security  Pacific 
Corp.  Vice-Chairman  John  P. 
Singleton. 

Papers  are  being  sought  for  the 
“P^nership  in  Information 
Technology  —  Roles  of  Acade¬ 
mia  and  Business  in  the  Nine¬ 
ties,”  International  Business 
School  Computer  Users 
Group  (IBSCUG)  conference  in 
Omaha,  Neb. 

The  conference,  to  be  held 
July  22-25,  will  be  hosted  by  the 
University  of  Nebraska  at  Oma¬ 
ha’s  College  of  Business  Admin¬ 
istration.  Topics  from  any  func¬ 
tional  areas  relating  to  the  use  of 
current  and  emerging  computer 
technologies  in  the  classroom 
are  welcome.  Topics  can  include 
trends  in  computer  and  telecom¬ 
munications  technologies  and 
their  impact  on  businesses, 
teaching  and  research  experi¬ 
ence  with  the  use  of  hardware 
and  software  in  business  schools, 
expectations  of  future  employ¬ 
ers  regarding  computer  compe¬ 
tence  of  current  and  future  busi¬ 
ness  school  graduates  and  the 
effect  of  emerging  telecommuni¬ 
cations  technologies  on  business 
and  education. 

Accepted  papers  will  be  pub¬ 
lished  in  the  conference  pro¬ 
ceedings.  Deadline  for  submis¬ 
sion  of  papers  or  proposals  is  Jan. 
15,  1990.  Acceptance  notifica¬ 
tions  will  be  posted  by  March  1 . 

For  more  information,  con¬ 
tact  Sufi  M.  Nazem,  College  of 
Business  Administration,  Uni¬ 
versity  of  Nebraska  at  Omaha, 
Omaha,  Neb.  68182. 
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or,  Chicago,  Dl.  60611. 


CALENDAR 


“The  Decade  of  the  User”  will  be  the  theme  of  the  1990  Unifonim  conference  to  be 
held  Jan.  23-25  in  Washington,  D.C. 

Keynote  speakers  will  be  Lt.  Gen.  James  Cassity  Jr.  of  the  Air  Force,  director  for  C3 
systems  of  The  Joint  Staff  of  the  armed  forces;  John  A.  Young,  president  and  chief  exec¬ 
utive  of  Hewlett-Packard  Co.;  and  Geoff  Morris,  president  and  CEO  of  X/Open. 

Uniforum  is  the  international  association  of  Unix  system  users  and  is  a  nonprofit, 
vendor-independent  trade  association. 

For  more  information,  contact  Uniforum  at  Suite  201,  2901  Tasman  Drive,  Santa 
Clara,  Calif.,  95054  or  call  (408)  986-8840. 


DEC.  10-16 


BGS  User  Group  Meeting.  Reno,  Nev.,  Dec.  11  — 
Contact:  BGS  Systems.  128  Technology  Center,  Waltham, 
Mass.  02254. 

Computer  Associates  Performance  Management 


and  Accounting  User  Group  Meeting.  Reno,  Nev., 
Dec.  11  —  Contact:  Lauren  Lustig,  Computer  Associates, 
711  Stewart  Ave.,  Garden  City,  N.Y.  11530. 

Planning  and  Selecting  an  Automated  Patient 
Care  System.  Chicago,  Dec.  11-12  —  Contact:  John 
Schreier,  Rehabilitation  Institute  of  Chicago,  345  E.  Superi- 


Furtliering  Use  of  Unix  in  Government.  Washing¬ 
ton,  D.C.,  Dec.  11-13  —  Contact:  Federal  Open  Systems 
Conference,  4610  Toumay  Road,  Bethesda,  Md.  20816. 

Data  Administration  Management  Association. 

Rosslyn,  Va.,  Dec.  12  —  Contact:  DAMA,  National  Capitol 
Region,  P.O.  Box  9625,  Arlington,  Va.  22209. 

AEC  Expo  Show  &  Conference  for  Architects  &  En¬ 
gineers.  New  York,  Dec.  12-14  —  Contact:  Expoconsul 
International,  3  Independence  Way,  Princeton,  NJ. 
08540. 

User  Support  Services;  ICI  Special  Interest  Meet¬ 
ing.  New  York,  Dec.  13  —  Contact:  ICI,  3230  Command¬ 
er  Drive,  Carrollton,  Texas  75006. 

Achieving  Lights-Out  Data  Centers  Conference. 

Los  Angeles,  Dec.  13-14  —  Nelson  Moskowitz,  HE  Manu- 
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WHO  SAID 
ATLANTIC 
IS  THE 
NUMBER 


In  the  latest  “Datamation  100  —  The  Lead¬ 
ing  Worldwide  Information  Systems  Compa¬ 
nies”  survey,  Atlantic  Computer  Systems 
emerged  as  the  world’s  leading  independent 
computer  financier,  surpassing  such  well 
known  companies  as  Comdisco,  Bell  Atlantic 
and  Inspectorate  International. 

To  be  the  world’s  number  one  inde¬ 
pendent  computer  lessor,  you  have  to 
be  able  to  provide  lease  products  that 
address  customers’  individual  short 
and  long-range  objectives.  That’s 
why  Atlantic  developed  the  only  Full- 
Service  lease  program  in  the  industry 
which  includes  the  Atlantic  FLEX- 
LEASE  .  .  .  OPERATING  LEASE  .  .  . 


and  FINANCE  LEASE.  In  addition, 
Atlantic’s  BROKERAGE  (Buy/Sell) 
operation  offers  customers  more 
options  than  available  from  any  other 
independent  lessor.  And  the  newest 
division,  Atlantic  International  Tele¬ 
communications  (AIT),  buys,  sells 
and  leases  new  and  refurbished  tele¬ 
communications  equipment. 


Atlantic  developed  the  Flex-Lease  in 
1974  to  allow  customers  to  upgrade, 
prior  to  the  end  of  their  lease,  without 
penalty.  That  was  FIFTEEN  YEARS 
before  the  competition  recognized 
there  was  a  need  for  a  leasing  instru¬ 
ment  which  responded  to  constantly 
changing  computer  technology. 


Combining  this  winning  business  philosophy  with  over 
a  billion  dollar  asset  base  has  inspired  customer  confi¬ 
dence  in  Atlantic  Computer  Systems  .  .  .  Worldwide! 

If  your  company  is  a  significant  user  of  leased  compu¬ 
ters,  you  should  speak  to  an  Atlantic  Marketing  Repre¬ 
sentative  before  you  make  your  next  decision .  Remem¬ 
ber  no  one  tries  harder  than  Number  One  —  No  One!  I 


INDEPENDENT 

COMPUTER 

LESSOR 

WORLDWIDE? 


DATAMATION!* 


ATLANTIC 

COMPUTER  SYSTEMS 


North  American  FHeadquarters:  600  Third  Avenue,  New  York,  NY  10016  USA 
For  further  information  contact:  R.J.  McIntyre,  Senior  Vice  President,  Marketing  (203)  222-1229 


THE  GLOBAL  LEADER  IN  COMPUTER  LEASING 

‘Datamation  June  15, 1989.  Reprinted  by  permission. 


facturing  Institute,  23rd  Floor,  437  Madison  Ave.,  New 
York,  N.Y.  10022. 

The  Baltimore  Computer  Conference  &  Exposi¬ 
tion.  Baltimore,  Md.,  Dec.  13-14  —  Contact:  Linda  Car¬ 
ter,  National  Trade  Productions,  313  S.  Patrick  St.,  Alexan¬ 
dria,  Va.  22314. 

Vendor-Independent  Data  Networks.  New  York, 
Dec.  13-14  —  Contact:  Denise  Sharp,  Seminar  Division 
Manager,  The  Yankee  Group,  200  Fbrtland  St.,  Boston, 
Mass.  02114. 

IBM  Users  Group  Seminar  &  Exhibition.  Hershey, 
Pa.,  Dec.  14  —  Contact:  Central  Pennsylvania  IBM  Users 
Group,  P.O.  Box  361,  York,  Pa.  17405. 

Pilgrim  DPMA  dinner  meeting.  Brockton,  Mass., 
Dec.  14  —  Contact:  Bob  Wychulis,  58  Leah  Drive,  Brock¬ 
ton,  Mass.  02401. 

Broadband:  Services,  Technology  and  the  Fu¬ 
ture.  Lake  Buena  \^sta,  Fla.,  Dec.  14-15  —  Contact: 
Comforum,  Suite  740,  303  E.  Wacker  Drive,  Chicago,  Dl. 
60601. 

Hber  in  the  Subscriber  Loop  Forum.  Orlando,  Fla., 
Dec.  14-15  —  Contact:  Comforum,  Suite  740,  303  E. 
Wacker  Drive,  Chicago,  Ill.  60601. 


JAN.  8-1  4 


ATE  &  Instrumentation  West  Conference.  Ana¬ 
heim,  Calif.,  Jan.  8-11  —  Contact:  MG  Expositions  Group, 
1050  Commonwealth  Ave.,  Boston,  Mass.  02215. 

PC/Desktop  Printing:  Expectations  &  Reality. 

Monterey,  Calif.,  Jan.  10-12  —  Contact:  BIS  CAP  Interna¬ 
tional,  One  Longwater  Circle,  Norwell,  Mass.  02061. 

Pacific  Telecommunications  Council’s  1 2th  Annu¬ 
al  Conference.  Honolulu,  Jan.  14-17  —  Contact:  PTC 
’90,  Suite  308,  1110  University  Ave.,  Honolulu,  Hawaii 
96826. 


JAN.  1  5-2  1 


Technical  Conference  on  the  X  Window  System. 

Boston,  Jan.  15-17  —  Contact:  MIT  X  Consortium,  Room 
217,  Laboratory  for  Computer  Science,  545  Technology 
Sq.,  Cambridge,  Mass.  02139. 

Computer  Graphics  Show.  New  York,  Jan.  16-18  — 
Contact:  Computer  Graphics  Show,  No.  409,  817  Silver 
Spring  Ave.  Silver  Spring,  Md.  20910. 

Superconductor  Applications  Global  ’90  Conven¬ 
tion.  Long  Beach,  Calif.,  Jan.  17-19  —  Contact:  Supercon¬ 
ductor  Applications  Association,  24781  Camino  Villa  Ave., 
El  Toro,  Calif.  92630. 

Network  Security  in  the  Federal  Gavemment 
Seminar.  Washington,  Jan.  18-19  —  Contact:  Infolan 
Seminars,  Attn:  Network  Security  Division,  P.O.  Box 
162323,  Austin,  Texas  78716-2323. 

Software  Support  Conference.  San  Francisco,  Jan. 
18-19  —  Contact:  Conference  Administrator,  Institute  for 
International  Research,  6th  Floor,  331  Madison  Ave.,  New 
York,  N.Y.  10017. 


JAN. 22-29 


Improving  Productivity  In  EDP  System  Develop¬ 
ment.  Mesa,  Ariz.,  Jan.  22-26  —  Contact:  Applied  Com¬ 
puter  Research,  P.O.  Box  9280,  Phoenix,  Ariz.  85068. 

Infotext  ’90.  Las  Vegas,  Jan.  23-24  —  Contact:  Infotext 
Publishing,  Suite  309,  347000  Coast  Highway,  Capistrano 
Beach,  Calif.  92624. 

Macuser  Marketing  Conference.  San  Francisco,  Jan. 
25-26  —  Contact:  Macuser,  18th  Floor,  950  Tower  Lane, 
Foster  City,  Calif.  94404. 

An  Overview  of  information  Engineering.  Wash¬ 
ington,  Jan.  29  —  Contact:  James  Martin  Associates,  Suite 
200, 1850  Centennial  Park  Drive,  Reston,  Va.  22091. 


JAN.  30-FEB.  5 


Infocomm  International.  Anaheim,  Calif.,  Feb.  1-3  — 
Contact:  The  International  Communications  Industries  As¬ 
sociation,  3150  Spring  St.,  Fairfax,  Va.  22031. 
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y  iewing  data 
without  the  filters 


BY  MICKEY  WILLIAMSON 

hilip  B.  Fletcher,  presi¬ 
dent  of  Conagra,  Inc., 
would  not  think  of  hit¬ 
ting  the  road  without  his 
laptop  computer.  “I  car¬ 
ry  it  with  me  when  I 
travel  and  do  my  elec¬ 
tronic  mail  from  my  ho¬ 
tel  room  each  night  so  it 
doesn’t  get  ahead  of 
me,”  says  Fletcher,  chief  operat¬ 
ing  officer  of  the  Omaha-based 
conglomerate  whose  activities 
span  the  food  chain  from  fertiliz¬ 
er  to  frozen  TV  dinners. 

Even  at  corporate  headquar¬ 
ters,  Fletcher  is  seldom  far  from 
his  keyboard.  Although  he  and 
Conagra  Chairman  Charles  M. 
(Mike)  Harper  sit  in  adjoining  of¬ 
fices,  many  of  their  most  produc¬ 
tive  conversations  take  place  via 
computer. 

“We  communicate  with  one 
another  on  the  tube,  so  we  don’t 
have  to  try  to  find  the  time  when 
we  can  both  break  from  another 
meeting  and  talk.  If  [either  of  us 
has]  a  thought,  we  just  put  it  on 
the  tube  right  away,  and  it’s 
there,”  Fletcher  says. 

This  kind  of  regular  contact 
with  computers  is  still  the  excep¬ 
tion  among  senior  executives. 
“There  are  the  occasional  exec¬ 
utive  success  stories,  but  I  don’t 
believe  that  at  this  point,  those 
represent  a  trend,”  says  Fred 
Collopy,  assistant  professor  in 
the  management  information 
and  decision  support  department 
at  Weatherhead  School,  a  busi¬ 
ness  school  at  Case  Western  Re¬ 
serve  University  in  Cleveland. 

Theories  abound  to  explain 
the  lack  of  computer  use  by  se¬ 
nior  executives.  Citing  Henry 
Mintzberg,  author  of  The  Na¬ 
ture  of  Managerial  Work,  Col¬ 
lopy  says,  “We  know  from 
Mintzberg’s  work  that  execu¬ 
tives  spend  an  awful  lot  of  their 
time  communicating,  walking 
around  and  looking  at  things.  It’s 
very  hard  to  see  that  being  sub¬ 
stituted  for  currently,  even  by 


Williamson,  a  technical  journalist  based 
in  Warwick,  Mass.,  wrote  the  Seybold 
Office  Computing  Group  report,  “Ex¬ 
ecutive  Support  Systems:  Concepts, 
Tools,  Techniques.” 


STEVE  JENNINGS/PICTURE  GROUP 

Robert  Wallace,  former  president  of  Phillips  66,  preaches  a  hands-on  philosophy 


good  communication  systems.” 

Marvin  Manheim,  a  professor 
in  the  Kellogg  Graduate  School 
of  Management  at  Northwest¬ 
ern  University  in  Evanston,  Ill., 
and  chairman  of  Cambridge  Sys- 
tematics,  Inc.,  a  management 
consulting  company  in  Cam¬ 
bridge,  Mass.,  observes  that 
managers  tend  to  deal  with  “a 
network  of  issues,  problems,  op¬ 
portunities  and  agendas  for  ac¬ 
tion.  They  are  continually  shift¬ 
ing  their  attention  and  working 
on  new  issues  and  new  prob¬ 
lems.”  None  of  the  existing  in¬ 
formation  systems  packages  de¬ 
scribed  as  executive  support  or 
decision  support  are  very  well 


adapted  to  that  pattern  of  work, 
Manheim  says.  Still,  there  are 
some  reasons  to  believe  that  the 
picture  is  starting  to  change. 

Manheim,  for  instance,  says 
he  is  starting  to  see  pieces  of  the 
capability  that  senior  executives 
need  in  some  new  software  tools, 
such  as  those  classed  as  personal 
information  managers. 

Furthermore,  the  small  band 
of  converted  top  executives  is 
starting  to  produce  some  zealous 
ambassadors.  One  of  the  most 
fervent  and  tireless  advocates  of 
executive  computing  is  Robert 
G.  Wallace,  the  recently  retired 
president  of  Phillips  66  Co.  and 
executive  vice-president  of  its 


parent,  Phillips  Petroleum  Co., 
both  in  Bartlesville,  Okla. 

To  a  certain  extent,  Wallace’s 
introduction  to  the  computer  as 
an  executive  tool  was  forced.  His 
decision  to  commission  the  de¬ 
velopment  of  an  executive  busi¬ 
ness  system  at  Phillips  66  four 
years  ago  was  an  economy  ne¬ 
cessity. 

As  part  of  a  financial  and 
structural  reorganization  in 
1985,  the  company  reduced  its 
total  head  count  from  25,000  to 
22,000  and  its  support  staff  from 
about  35%  of  the  company  to 
15%.  With  that  kind  of  cutback  in 
support  personnel,  Wallace  ex¬ 
plains,  “We  didn’t  have  the 
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Did  you  know  that  one  of  the  most  valuable 
enhancements  to  any  disaster  recovery  plan  is 
automatic  and free  of  charge?  It  is,  if  you  use 
AT&T 800  Service. 

Introducing  the  AT&T  800  Assurance  Policy. 

If  your  800  calls  can’t  get  through, whether  it’s 
because  of  problems  with  your  telephone  equipment, 
your  local  telephone  line  or  the  AT&T  Network,  AT&T  will 
provide  alternate  service  until  regular  service  can  be 
restored.You’ll  be  up  and  running  within  60  minutes  of 
notifving  the  AT&T  service  hotline.  Guaranteed. 

In  one  hour  or  less,  AT&T  will  route  800  calls  to 


another  working  telephone  line,  either  in  your  office  or 
any  other  location  you  request.  Or,  calls  can  be  routed  to 
a  customized  recorded  announcement  in  the  AT&T 
Network.'Whichever  option  you  select  for  your  business, 
the  AT&T  800  Assurance  Polic\'  is  automatic,  free  of 


charge...  and  exclusively  from  AT&l! 


fastest  call  set-up  time  and  the  fewest  blocked  calls  of 
any  network.The  result?  More  calls.  More  often.  In  short, 
more  business  for  yom  business. 


AT&T.  Offering  the  most  reliable,  highest  perform- 


(cj  1989  AT&T  Applies  to  domestic  800  services 
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prices.  And  now  offering  something  even 
more.  A  guarantee.To  provide  the  .solutions 
vou  need..x\dien  vou  need  them  most. 

V  - 

Reliability  Another AT^T advantage. 


Call  before  December 31, 1989  and 
take  advantage  of  our  extended free 
installation  offer for  AT&T 800  Services. 
For  details  about  this  offer  or  the  AT&T 
800 Assurance  Policy,  call  your  AT&T 
Account  Executive  or  1 800  222-0400. 


Anyone  can  develop  a 
Macintosh- to-IBM  mainframe  link. 

On  the  snrface. 


It’s  not  particularly  difficult 
to  physically  connect  a 
Macintosh  to  an  IBM  main¬ 
frame.  The  hard  part  is  com¬ 
ing  up  with  a  solution  that 
takes  the  whole  process  to  a 
much  deeper  level. 

No  one  knows  this 
better  than  Avatar. 

The  fact  is,  with  over 
seven  years  of  3270  con¬ 
nectivity  experience  and  a 


dedication  to  Macintosh 
integration  ever  since  there 
was  a  Macintosh,  MacMain- 
Frame  can  offer  you  advan¬ 
tages  nothing  else  can. 

Like  software  that 
works  exactly  the  same  on 
every  single  Macintosh 
model,  from  the  Mac512Ke 
to  the  MacIIcx. 

Software  designed  to 
cut  training  costs  now  and 


built  with  staying  power  for 
the  future  when  your  sys¬ 
tem  needs  become  more 
complex.  Both  of  which  can 
really  help  you  keep  things 
under  control. 

And  where  others  settle 
for  mere  physical  connec¬ 
tivity,  Avatar  gives 
you  performance  much 
deeper  than  that. 

Like  true  Mac-like 


DFT  support  that  lets  you 
run  as  many  as  five  main¬ 
frame  sessions  at  once,  and 
that  PC  Week  said,  “stands 
in  a  class  by  itself.” 

Like  the  ability  to  cus¬ 
tomize  applications  so  users 
work  with  mainframe  infor¬ 
mation  precisely  the  way 
you  want  them  to.  There’s 
even  a  special  programmer’s 
toolkit  that  comes  with 
Avatar’s  API,  HyperCard 
API,  and  MacWorkstation 
TLPM  module.  And  natu¬ 
rally,  we  support  all  Apple 
standards  and  conventions. 

Even  more  impor¬ 
tantly,  you  can  expect  the 
responsive  service,  support 
and  applications  exper¬ 
tise  that  it  takes  to  make 
a  connectivity  solution 
really  work. 

We  have  a  free  brochure 
on  Mac-to-mainframe  con¬ 
nectivity  that  will  answer 
many  of  your  questions.  To 
receive  yours,  call  us  at 
1-800-289-2526.  Or  write: 
Avatar  Corporation,  65 
South  Street,  Hopkinton, 
Massachusetts  01748. 


IBM  is  a  trademark  of  International  Business  Machines  Corporation.  Macintosh  is  a  registered  trademark  of  Apple  Computer,  Inc. 
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staff  people  to  massage  the  data, 
organi2e  it,  interpret  it  and  send 
it  to  where  it  was  needed.”  If  the 
company  was  going  to  keep  op¬ 
erating  in  an  efficient  and  in¬ 
formed  manner,  there  was  no 
choice;  Executives  would  have 
to  learn  to  fend  for  themselves. 

What  started  as  a  make-do 
proposition  has  turned  into 
something  of  a  crusade  for  Wal¬ 
lace,  who  now  spends  much  of 
his  time  talking  with  individuals 
and  management  groups  about 
spearheading  development  of 
what  he  calls  an  “integrated 
business  system.”  What  he  dis¬ 
covered  in  working  with  the 
Phillips  66  system,  which  was 
based  on  IBM’s  Professional  Of¬ 
fice  System,  he  says,  is  that  an 
information-rich  computing  sys¬ 
tem  is  a  must  in  the  executive 
suite. 

“Participative  management 
is  nothing  unless  you  delegate 
authority,”  he  says,  “and  you 
can’t  delegate  authority  if  you 
don’t  have  the  information.” 

Another  reason  that  hands-on 
use  of  computers  is  becoming 
more  crucial  for  top  executives, 
Wallace  says,  is  the  increasing 
burden  of  responsibility  for  pro¬ 
tection  of  shareholder  assets. 
The  time-honored  executive  de¬ 
fense  that  says,  an  executive  is 
not  responsible  for  things  he 
does  not  know  about  is  no  longer 
acceptable,  according  to  Wal¬ 
lace.  “Executives  can  no  longer 
hide  behind  the  statement  that 
they  didn’t  know  and  were  not 
informed,”  he  says. 


Unum’s  Alexander 


In  order  to  meet  these  rising 
expectations,  Wallace  explains, 
top  management  needs  to  be 
able  to  monitor  performance  at 
any  or  all  levels  on  a  much  more 
r  regular  basis. 

;  Rapid  access  to  information  is 
a  major  motivator  for  most  exec- 
ii  utives  who  become  involved  in 
direct  interaction  with  comput¬ 
ers. 

At  Unum  Life  Insurance  Co. 
in  Portland,  Maine,  for  example, 
John  J.  Alexander,  vice-presi- 
I  dent  and  chief  information  offi- 
I  cer,  says  top  management  is  “us- 
j  ing  an  executive  information 
I  system  as  a  vehicle  for  changing 
I  the  way  it  views  the  business, 
I  from  a  quarterly  perspective  to  a 
{  daily  perspective. 
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As  Alexander  tells  it,  when 
James  Orr,  the  company’s  chair¬ 
man,  arrived  near  the  end  of 
1986,  “He  was  accustomed  to  a 
pretty  avant-garde  technology 
and  organizations  that  closed 
their  books  on  a  daily  basis.  One 
of  the  first  things  he  said  was, 
‘I’d  really  like  to  see  what’s  go¬ 
ing  on  in  Unum  on  a  daily  ba¬ 
sis.’  ” 

The  first  database  tapped 
was  human  resources,  Alexan¬ 
der  recalls,  “because  it  was  both 
available  and  critical  to  some 
business  objectives  we  were  try¬ 
ing  to  accomplish  at  the  time.” 
Specifically,  the  company  was 
trying  to  reduce  hiring  levels, 
and  access  to  personnel  records 
gave  the  chairman  the  ability  to 
track  new-hire  activity. 


HP’s  Frankenberg 


Since  then,  the  system,  which 
is  based  on  the  Command  Center 
package  from  Pilot  Executive 
Software  in  Boston,  has  been  ex¬ 
tensively  customized  and  ampli¬ 
fied,  growing  to  include  sales  sta¬ 
tistics,  production  data  and 
information  about  customer  ser¬ 
vice.  Financial  reports  will  be 
added  this  winter,  Alexander 
says:  “At  that  point,  we’ll  have 
about  90%  of  the  business  areas 
covered  and  daily  information  on 
what’s  really  going  on.”  Use  of 
the  system  has  also  expanded, 
according  to  Alexander.  Where 
once  the  only  browser  was  Orr, 
all  of  the  company’s  senior  exec¬ 
utives  are  now  equipped  with 
computers. 

In  large  part,  Alexander  ex¬ 
plains,  the  surge  of  interest  in 
on-line  access  to  information  is  a 
function  of  recent  changes  in  the 
insurance  industry.  Staying  on 
top  of  developments  as  they  hap¬ 
pen  is  becoming  more  impor¬ 
tant,  he  says:  “The  insurance  in¬ 
dustry  is  going  through  a  whole 
series  of  interesting  transitions, 
and  the  markets  that  we  are  in 
are  becoming  more  competi¬ 
tive.” 

Executives  at  Fisher-Price 
Toys,  Inc.  in  East  Aurora,  N.Y., 
are  also  peering  into  computer 
screens  for  insights  on  bu3Tng 
patterns  and  changing  juvenile 
tastes. 

Gerry  Drinkard,  manager  of 
information  systems  at  Fisher- 
Price,  says  all  of  the  company’s 
top  executives  use  a  computer 
for  an  hour  or  two  each  day. 
Vice-President  of  Sales  Byron 
Davis  says  the  information  his 
computer  provides  is  “absolute¬ 


Conagra’s  Petty 


ly  critical.”  As  recently  as  1985, 
Davis  explains,  “We  got  a  report 
every  month  about  what  we  sold 
and  shipped.  It’s  unbelievable,  if 
you  think  about  it,  that  you’d  be 
in  the  dark  for  30  days.” 

However,  it  is  not  only  vice- 
presidents  who  find  daily  access 
to  data  important.  According  to 
Drinkard,  the  president  of  the 
company  also  spends  roughly  a 
quarter  of  his  time  “turning  the 
data,  modifying  it,  trying  to 
make  sense  out  of  the  informa¬ 
tion  and  trying  to  forecast  where 
we’re  going.” 

Sometimes  the  information 
that  top  executives  most  need  to 
know  are  the  kinds  of  things  that 
they  least  want  to  share,  and 
that  is  when  an  executive  sup¬ 
port  system  can  be  particularly 
handy,  says  Joan  Dixon,  internal 
information  technology  consul¬ 
tant  at  Mutual  Benefit  Life  In¬ 
surance  Co.  in  Newark,  N.J.  Ac¬ 
cording  to  Dixon,  the  president 
and  most  of  the  vice-presidents 
at  Mutual  Benefit  make  regular 
use  of  a  system  consisting  of 
Comshare,  Inc.’s  Commander 
EIS  and  the  Intellect  natural  lan¬ 
guage  product  from  AI  Corp.  in 
Waltham,  Mass.  The  system 
gives  them  access  to  more  than 
28  different  company  databases. 
“They  have  business  analysts,” 
she  says,  “but  a  lot  of  the  time 
the  information  they  want  is  of 
an  extremely  sensitive  nature. 
They  wouldn’t  want  to  let  any¬ 
one  know  they  were  asking  the 
question.” 

Information  in  hand  also 
means  increased  power  to  effect 
desired  changes,  as  is  demon¬ 
strated  in  the  way  that  Richard 
Crandall,  chairman  of  Comshare 
in  Ann  Arbor,  Mich.,  chooses  to 
use  his  own  company’s  product. 

When  he  wanted  to  convey 


the  importance  of  rapid  response 
to  customer  inquiries,  Crandall 
began  using  Commander  EIS  to 
track  the  percentage  of  incom¬ 
ing  calls  that  are  responded  to 
and  “cleared  off  the  docket”  in 
one  day. 

Twice  a  week,  Crandall  looks 
at  a  compilation  of  calls  logged  in 
and  calls  resolved  and  sees  to  it 
that  the  rest  of  Comshare’s  ex¬ 
ecutives  receive  the  same  infor¬ 
mation.  After  collecting  data  for 
18  months,  the  company  estab¬ 
lished  a  corporate  goal  for  that 
measurement,  “with  agreement 
from  everyone  that  we  want  to 
get  better  and  better  at  it,”  he 
says.  “It  motivated  us  to  look  at 
those  calls  that  didn’t  get  re¬ 
solved  in  one  day.  We  used  that 
for  guidance  in  how  to  improve 
our  track  record.” 

Although  nobody  claims  that 
executive  computing  leads  se¬ 
nior  managers  to  shout  “Eure¬ 
ka!”  and  fire  off  a  volley  of  bril¬ 
liant  new  directives  to  their 
subordinates,  there  is  general 
agreement  that  a  well-thought- 
out  business  information  system 
can  help  executives  spot  and  re¬ 
act  to  trends  more  quickly. 


“It’s  difficult  to  quantify  how 
an  executive  information  system 
can  contribute  to  an  executive 
decision,  and  it’s  equally  difficult 
to  determine  how  an  executive 
arrives  at  a  decision,”  says  Rick 
Bowman,  senior  systems  analyst 
at  Chevron  Corp.  in  San  Ramon, 
Calif.  “But  an  EIS  takes  the  ex¬ 
ecutive’s  current  organization 
and  gives  a  clear  model  of  it  via 
pictures  and  graphs.  It  can  help 
contribute  to  strategic  decision 
making  or  policy  making.” 

The  Chevron  system  that 
Bowman  supports  went  on-line 
in  June  1988  and  now  serves  57 


oil  executives,  including  a  vice- 
chairman  and  the  chief  financial 
officer. 

The  move  to  put  an  EIS  in 
place  was  spearheaded  by  Mar¬ 
tin  Klitten,  senior  vice-president 
of  finance.  Today,  Klitten  says 
he  spends  at  least  an  hour  a  day, 
usually  in  increments  of  five  min¬ 
utes,  looking  at  earnings  re¬ 
ports,  stock  prices  and  personnel 
data.  “I’m  not  sure  I  could  say 
that  I  look  at  things  any  differ¬ 
ently,”  he  says,  “but  I  now  have 
access  to  information  in  ways 
that  I  didn’t  have  before.” 

Although  Klitten  says  com¬ 
puters  are  not  essential  to  his 
managerial  capabilities,  he  be¬ 
lieves  they  give  him  a  competi¬ 
tive  edge.  In  fact,  he  says  “it 
would  be  just  fine”  with  him  if 
executives  at  other  oil  compa¬ 
nies  decide  not  to  bother  with 
computers. 

Ctften,  the  point  for  execu¬ 
tives  in  using  computers  is  not 
improving  the  decision  process 
itself  but  simply  expanding  their 
connectedness  across  both 
space  and  time.  By  carrying  per¬ 
sonal  computers  with  them,  as 
Fletcher  at  Conagra  does,  exec¬ 


utives  can  stay  in  touch  with  ev¬ 
erything  that  is  happening  from 
the  road  or  from  home.  Many, 
for  example,  keep  personal  com¬ 
puters  at  home  and  check  in  on 
weekends  for  the  latest  sales  fig¬ 
ures. 

Obviously,  with  more  busi¬ 
nesses  operating  in  multination¬ 
al  mode  and  competing  in  a  cli¬ 
mate  of  fast-paced  international 
competition,  the  ability  to  send 
and  receive  information  outside 
the  normal  constraints  of  busi¬ 
ness  hours  is  a  significant  induce¬ 
ment  for  many  executives  to 
adopt  computer  use. 

CoUopy,  who  recently  studied 
computer  use  among  executives 
at  IBM,  found  considerable  use 
of  electronic  mail  for  “time  shift¬ 
ing,”  using  the  computer  as  a 
means  of  communicating  with 
subordinates,  colleagues  and 
business  partners  in  other  time 
zones  and  other  parts  of  the 
world.  “They  are  much  more 
prone  to  act  at  6:00  in  the  eve¬ 
ning  their  time,”  he  says,  “if 
they  can  send  a  note  that  they 
know  will  be  received  when  the 
other  person  gets  to  work  in  the 
morning.” 

Some  companies  also  find 
that  when  executive  use  of  com¬ 
puters  takes  the  shape  of  a 


Follow  the  leader 

The  chief  executive  officer  wields  strong  influence  on  technology  directions, 
according  to  a  survey  of 628  IS  managers 

The  CEO’s  perspective  on  IS  is  the  most  important  factor 
determining  its  effective  use  in  our  firm 
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IS  recognizes  role  as  teacher 

Promoting  technology  awareness  among  top  management  ranks  high  in 
a  list  of 240  senior  IS  executives'  most  important  concerns 

Using  IS  for  competitive  advantage 
Aligning  IS  and  corporate  goals 
Educating  senior  management  on  IS  potential  and  role 
IS  strategic  planning 
Developing  an  information  architecture 
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Until  Now, 

Laser  Printing  has  Been  Out  of  Reach  for 

Many  People  in  Business. 


MANUAL 


HP  LaserJet  II  is  a  registered  trademark  of  Hewlett-Packard.  Epson  is  a  registered  trademark  of  Seiko  Epson  Corporation.  Epson  America,  Inc.,  2780  Lomita  Blvd.,  Torrance,  CA  90505.  (800)  922*8911. 
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With  the  new,  affordable  EPL-6000 
from  Epson,  more  businesses  will  be 
looking  better  on  paper. 


Opting  for  the  quality  of  a  laser  printer  has  just  become 
decidedly  easier.  Introducing  the  EPL-6000  laser  printer 
from  Epson! 

Coming  from  the  company  with  the  longest  running 
success  in  the  printer  business,  reliability  is  a  given.  What’s 
more,  the  new  EPL-6000  is  compatible  with  application  software 
written  for  the  HP  LaserJet  II! 


As  for  value,  this  new  Epson  combines  solid,  businesslike 
performance  with  a  price  that  is  as  attractive  as  the  printing.  In 
fact,  for  quality,  reliability  and  value  in  a  laser  printer,  you  could 
say  Epson  has  the  solution  well  in  hand. 


EPSON 


WHEN  YOU'VE  GOT  AN  EPSON. 
YOU'VE  GOTA  LOT  OF  company; 
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formal  EIS,  the  very  act  of  developing  the 
system  uncovers  and  helps  to  demolish 
some  internal  barriers. 

Because  executives  are  most  interest¬ 
ed  in  data  aggregated  from  the  entire 
portfolio  of  operating  units,  a  consider¬ 
able  amount  of  work  goes  into  clarifying 
terminology.  Each  operating  unit  tends  to 
develop  its  own  vocabulary,  Fisher- 
Price’s  Drinkard  points  out.  Thus,  a  term 
such  as  gross  sales  means  something 
different  to  every  organization  within  the 
company.  Drinkard  explains,  “Just 
defining  the  vocabulary  and  the  terminol¬ 
ogy  to  be  used  adds  structure  that  had 


never  been  there  before.” 

At  Hewlett-Packard  Co.’s  Information 
Systems  Group  in  Palo  Alto,  Calif.,  where 
an  EIS  product  called  Executive  Insight 
was  first  developed  for  internal  use,  Rob¬ 
ert  J.  Frankenberg  says  that  one  major 
benefit  the  company  derived  from  its  own 
use  of  the  product  was  internal  agree¬ 
ment.  “We  used  to  spend  an  incredible 
amount  of  time  [on  questions  such  as]  ‘Is 
that  right?  Has  that  been  confirmed? 
That’s  your  data;  my  data  says  the  real  or¬ 
ders  have  been  this.’  ”  Now,  Franken¬ 
berg  says,  the  data  always  come  from  the 
computer  system;  it  has  been  audited  and 


is  available  to  everyone.  “We  don’t  spend 
time  arguing  about  my  data  vs.  your  data. 
We  go  after  the  problems,  rather  than  fig¬ 
uring  out  who  is  right.” 

Getting  executives  to  accept  comput¬ 
ers  in  their  offices  is  not  as  difficult  as  the 
mythology  surrounding  executive  com¬ 
puting  would  suggest.  Unum’s  Alexander 
says,  “In  some  cases,  we  have  a  demand 
situation  where  some  of  the  more  aggres¬ 
sive  executives  are  pulling  technology 
through  the  channel.  In  other  cases,  we 
have  systems  people  who  have  developed 
a  vision  of  what  they  can  help  the  business 
clients  they’re  serving  to  accomplish,  and 
they’re  pushing  technology.” 

Seeing  really  is  believing 

Sometimes  seeing  the  results  of  delegat¬ 
ed  inquiries  is  enough  to  convince  execu¬ 
tives  that  they  should  do  some  exploring 
themselves.  That’s  what  happened  at 
Mutual  Benefit  Life,  according  to  Dixon. 
“The  information  [that]  executives  were 
receiving  was  getting  to  be  of  better  and 
better  quality,”  she  says,  and,  as  a  result, 
“many  of  them  became  willing  to  do  [in¬ 
formation  searches]  on  their  own.” 

Many  executive  systems  use  a  mouse 
or  touch  screen  to  get  around  the  com¬ 
mon  reluctance  to  use  a  keyboard,  but 
sooner  or  later,  the  executive  who  wants 
to  communicate  electronically  or  go  be¬ 
yond  seeing  what  other  people  think  he 
wants  to  see  will  have  to  do  some  typing. 

Conagra’s  Fletcher  did  not  exactly 
rush  to  embrace  the  new  technology.  “It 
took  about  a  year  before  I  really  realized 
the  value  of  staying  current  by  using  the 
computer  myself,”  he  says.  “I  had  been 
accustomed  to  having  a  secretary  take 
the  correspondence  and  respond  to  it,  and 
I  felt  she  would  be  so  much  faster  than  I 
would  be  [at]  typing.  That 
was  the  rationale  I  used  to 
avoid  it.  Now,  I  find  it  very 
helpful.” 

“Once  the  computers 
are  installed  in  a  CEO’s  of¬ 
fice,  they  tend  to  prolifer¬ 
ate  downward  through 
management  with  little  re¬ 
sistance.  Conagra’s  Petty 
says,  “If  the  top  execu¬ 
tives  of  the  company  are 
using  it,  if  you  want  to 
communicate  and  be  sure 
you  all  know  the  same 
thing,  that’s  the  vehicle  to  do  it.  It’s  much 
easier  to  go  downhill  than  to  go  uphill.” 

At  Fisher-Price,  Drinkard  says,  “We 
adopted  the  strategy  of  creating  demand 
for  the  product  that  we  were  going  to  de¬ 
liver.  We  started  by  providing  the  presi¬ 
dent  of  the  company  first  access  to  the 
system.  Because  he  had  it,  he  was  able  to 
make  demands  on  senior-level  staff,  and 
now  the  demand  has  cascaded  down  into 
the  organization  rather  than  up  from  the 
bottom.  People  couldn’t  wait  to  get  their 
hands  on  the  product.” 

At  Chevron,  one  of  the  more  recent 
implementors  of  a  computing  system  for 
executives,  about  half  of  its  potential  us¬ 
ers  are  on-line.  Klitten  explains,  “We 
have  taken  a  slow  growth  policy.  If  any¬ 
one  is  interested  in  it,  we  wiU  install  it.  It  is 
not  mandatory.  We  kind  of  let  the  system 
sell  itself.” 

At  Phillips  66,  Wallace  took  a  hands-off 
approach,  too,  but  with  teeth  in  it.  “There 
was  no  directive,”  he  says.  “From  the 
very  inception  of  the  program,  I  took  the 
position  that  I  would  not  dictate  its  use.” 
However,  when  restructuring  increased 
the  number  of  vice-presidents  reporting 


directly  to  him  from  two  to  nine,  he  put 
each  one  on  the  system. 

“I  didn’t  tell  them  they  had  to  use  the 
system,”  Wallace  says.  “I  told  them  I  was 
going  to  give  them  all  the  information  I 
had  on  my  system.  That  meant  they  had, 
for  the  first  time  in  their  careers,  all  of  the 
information  that  the  absolute  senior  exec¬ 
utive  had.  If  you  were  in  marketing,  you 
had  not  only  marketing  information  but 
manufacturing,  supply  —  the  total  corpo¬ 
rate  identity  right  on  your  computer.” 

Today,  Wallace  says,  all  but  one  of  the 
company’s  senior  managers  uses  a  com¬ 
puter. 

It  is  reasonable  to  wonder  what 
changes,  if  any,  executive  use  of  comput¬ 
ers  has  brought  about.  Answers  vary 
from  the  ability  to  inspect  operating  re¬ 
sults  untinged  by  the  opinions  and  preju¬ 
dices  of  others,  to  realignment  of  person¬ 
nel,  to  sweeping  alterations  in  company 
culture. 

“There’s  no  question  that  computers 
have  changed  things,”  Conagra’s  Fletch¬ 
er  says.  “You  eliminate  all  the  filters.” 
Before  the  computer  arrived  on  his  desk, 
he  explained,  during  the  budget  process, 
presidents  of  each  operating  company 
would  phone  Fletcher  to  give  their  profit 
estimates.  The  computer,  he  says,  has 
done  away  with  “all  the  positioning  and 
posturing  that  might  take  place  before 
[the  president]  announced  that  he  had  to 
lower  his  profit.  Now,  it  just  comes  up  on 
the  screen  and  eliminates  all  of  the  smoke 
and  mirrors.  We  very  quickly  address  the 
issue  and  get  at  what  we’re  going  to  do  to 
correct  it.” 

Eliminating  filtering  and  buffering  can 
also  mean  less  administrative  layering. 
For  example,  at  Fisher-Price,  Drinkard 
says,  “We’ve  taken  away  a  lot  of  interven¬ 
ing  clerical  work  that  used 
to  be  required  to  prepare 
information  for  somebody, 
and  we’ve  given  the  infor¬ 
mation  right  to  that  some¬ 
body.” 

And,  as  HP’s  Franken¬ 
berg  has  discovered,  once 
data  has  been  consolidated 
and  reconciled  with  an 
EIS,  the  impenetrable 
sometimes  becomes  sud¬ 
denly  clear.  “I  used  to  say 
that  the  only  thing  more 
difficult  than  getting  accu¬ 
rate  people  counts  was  achieving  peace  in 
the  Mid^e  East,”  he  says.  “At  Hewlett- 
Packard,  we’ve  got  five  different  opera¬ 
tions  throughout  the  world,  and  we  could 
never  accurately  say  how  many  people  we 
had  working  on  which  thing.” 

Perhaps  the  most  sweeping  change  is 
the  one  Wallace  reports:  freedom  of  infor¬ 
mation  throughout  the  enterprise.  He 
says,  “I  established  right  from  the  begin¬ 
ning  that  all  the  information  in  the  corpo¬ 
ration,  all  the  data,  was  a  resource  of  the 
corporation  and  was  not  privy  to  any 
group,  division  or  section;  that  we  would 
use  that  information  [in  any  way]  that 
most  effectively  accomplished  our  mis¬ 
sion.” 

Wallace  says  this  to  executives  who 
doubt  the  usefulness  of  computers  for  the 
work  they  do:  “It’s  not  if  you’re  going  to 
have  it,  but  when  you’re  going  to  have  it. 
The  fact  is  that  if  you  don’t  have  it,  you’re 
going  to  be  competitively  disadvantaged, 
and  you  won’t  be  in  the  game  to  play  any¬ 
way.  I’m  convinced  of  that.  I  think  the  ex¬ 
ecutive  who  is  saying,  ‘I  don’t  need  it’  is 
either  deferring  the  decision  or  setting  up 
the  demise  of  [his]  own  corporation.”  • 


Some  attachments  are  brief 


Generally,  as  executives  be¬ 
come  more  proficient  with 
the  keyboard  or  mouse,  they 
tend  to  use  their  computers 
more.  However,  that  is  not 
always  the  case. 

At  Transamerica  Insurance  Co.  in 
Woodland  Hills,  Calif.,  Carl  Rahmquist, 
vice-president  of  support,  notes  declin¬ 
ing  use  of  an  inquiry  system  based  on 
Intellect,  a  natural  language  from  AI 
Corp.  in  Waltham,  Mass. 

This  past  spring,  Rahmquist  re¬ 
ports,  division-level  presidents  were 
“without  exception”  using  Intellect  to 
monitor  the  company’s  performance 
from  a  sales  database  that  is  refreshed 
weekly.  Now,  he  says,  “most  of  them 


don’t  really  do  it  themselves.  It’s  such 
a  simple  process  that  the  secretaries 
always  do  it  for  them.”  The  exception, 
he  says,  is  that  “sometimes,  over 
weekends,  they  dial  in  to  our  computer 
from  home  and  get  the  results  of  the 
bookings  over  the  weekend.” 

Right  now,  Rahmquist  says,  inter¬ 
est  in  production  of  business  graphics 
is  creating  a  flurry  of  demand  for  per¬ 
sonal  computers  among  Transamerica 
executives.  Based  on  experience,  how¬ 
ever,  Rahmquist  expects  that  this,  too, 
will  turn  out  to  be  a  short-term  inter¬ 
est  to  executives.  Once  production  of 
graphics  becomes  routine,  he  says,  ex¬ 
ecutives  will  probably  turn  that  job 
over  to  assistants  as  well. 
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Standing  on  the  shoulders  of  technology 

Computers  can  aid  executive  vision  and 
boost  careers,  says  George  Hatsopoulos,  who 
credits  them  with  an  assist  in  gaining  the  top 
post  at  the  Boston  Federal  Reserve  Bank. 


George  Hatsopoulos  is 
one  of  the  rare  chief 
executives  who  takes  a 
hands-on  approach  to 
computers,  writing 
his  own  software  for  business 
and  economic  modeling. 
Hatsopoulos,  who  is  the  chair¬ 
man  and  president  of  Thermo 
Electron  Corp.  and  also  cur¬ 
rently  serves  as  chairman  of  the 
Federal  Reserve  Bank  of  Boston, 
helped  pioneer  the  use  of  com¬ 
puters  for  decision  support  in 
the  late  1970s. 

Formerly  a  professor  of  ther¬ 
modynamics  at  MIT  in  Cam¬ 
bridge,  Mass.,  Hatsopoulos 
writes  programs  in  APL  that 
run  on  an  IBM  mainframe  at 
Thermo  Electron,  a  maker  of 
high-tech  instruments  and  in¬ 
dustrial  equipment  with  sales  of 
$501  million  last  year.  Comput- 
erworld  Senior  Writer  David 
Ludlum  spoke  with  him  recently 
about  what  computers  can  do  for 
top  executives. 

What  prompted  you  to  start 
using  a  computer  for  busi¬ 
ness  analysis? 

In  the  late  1970s,  it  occurred  to 
me  that  I  could  get  a  much  better 
understanding  of  what  was  going 
on  in  the  firm,  and  also  receive 
very  quick  updates,  by  getting 
most  of  the  financial  data  on-line. 
That  capability  was  particularly 
important  for  me  at  that  time  be¬ 
cause  I  was  trying  to  create  some 
five-year  business  plans  and 
strategic  plans  for  the  company. 

Having  access  to  past  results, 
as  well  as  profit  projections  and 
investment  requirements  for  all 
the  divisions,  made  it  possible  for 
me  to  develop  a  planning  model. 
Access  to  that  information  also 
let  me  run  the  company  on  a 
hands-on  basis. 

What  value  have  you  foimd 
in  doing  this  kind  of  work 
yourself? 

As  a  result  of  having  done  this  on 
a  computer  myself,  I  know  what 
can  be  done,  and  I  also  know 
what  kind  of  information  I  want. 
One  of  the  problems  I  find  that 
CEOs  have  is  that  they  are  not 
very  familiar  with  computers  or 
with  the  way  that  their  planning 
models  are  created,  and  as  a  re¬ 


sult  of  that  lack  of  understand¬ 
ing,  they  are  not  really  getting  as 
much  out  of  their  staff  as  they 
could. 

Do  you  think  that  other 
chief  executives  should  use 
a  computer  in  this  way? 

I  am  definitely  of  the  opinion  that 
if  you  are  nmning  any  kind  of 
business,  you  are  going  to  run  it 
better  if  you’re  capable  of  doing 
the  job  of  each  one  of  your  subor¬ 
dinates  and  even  those  of  others 
further  down  the  line.  That  gives 
you  a  lot  more  insight. 

Is  there  anything  specific 
about  working  directly  with 
a  computer  that  makes  this 
hands-on  approach  particu¬ 
larly  valuable? 

Yes.  Working  with  the  computer 
itself  gives  you  the  ability  to 
think  up  and  respond  to  your 
questions  in  such  a  short  term 
that  it  opens  up  your  inquiries 
into  the  data. 

If  you  look  at  data  and  say, 
“Wouldn’t  it  be  nice  to  calculate, 
say,  what  return  our  acquisitions 
have  had  over  the  years,”  and 
then  you  give  it  to  a  subordinate 
and  it  comes  back  two  days  later 
—  two  days  later  you’ve  forgot¬ 
ten  your  train  of  thought,  why 
you  asked  that. 

But  if  you  can  get  the  results 
immediately,  then  immediately 
you  can  go  on  to  ask  another 
question  and  another  question, 
and  it  develops  ideas.  You  start 
thinking,  “How  about  looking  at 
it  this  way?  How  about  segregat¬ 
ing  by  the  people  that  ran  the  ac¬ 
quisitions  or  by  the  type  of  busi¬ 
ness?  How  about  the  acquisitions 
before  the  1982  recession?  How 
about  after?” 

The  more  answers  you  get, 
the  more  questions  and  ideas  you 
generate.  That  is  one  of  the  most 
important  aspects  of  working 
with  the  computer. 

Is  it  important  for  top  execu¬ 
tives  to  play  some  role  in 
designing  the  applications 
they  use? 

Designing  applications  gives  you 
a  lot  more  insight  into  the  capa¬ 
bility  you  have  for  manipulating 
data  and  the  limitations.  You 
know  which  things  are  difficult 


and  which  are  simple. 

But  that’s  true  with  a  lot  of 
things.  You  also  get  more  value  if 
you  understand  the  work  of  your 
legal  department  or  your  ac¬ 
counting  department  or  your  re¬ 
search  and  development  depart¬ 
ment. 

So  it  depends  on  how  much  of 
that  you  can  do  as  a  CEO.  But 
you  can  do  a  lot  because  you 
don’t  have  to  do  [everything]  at 


the  same  time.  Some  years  you 
may  concentrate  on  this  and  that 
and  some  other  year  another 
function. 

You  said  you  once  spent  two 
hours  a  day  at  the  computer. 
How  much  time  do  you 
spend  on  it  now? 

For  the  last  12  months  or  so,  I 
have  probably  averaged  two 
hours  a  week  on  my  computer. 
At  the  end  of  the  day,  I  may 
spend  an  hour  doing  something 
on  the  computer.  It  may  be  anal¬ 
ysis  of  our  business  or  financial 
and  market  trends.  Sometimes  it 
is  analysis  of  what  our  customers 
are  doing. 

We  have  on-line  access  to 
[Standard  &  Pbor’s  Corp.’s] 
Compustat,  so  if  we’re  selling  to 
General  Motors,  we  can  see 
what  their  capital  expenditure 
plans  are.  If  we’re  selling  to  IBM 
or  to  AT&T,  I  want  to  see  what 
the  state  of  affairs  is. 

Do  you  believe  many  chief 


executives  are  using  com¬ 
puters  in  this  way? 

No,  I  do  not  reaUy  think  so.  I 
think  it  is  a  very  small  minority 
that  do. 

What  led  you  to  get  into  eco¬ 
nomic  modeling? 

In  addition  to  running  the  com¬ 
pany,  I  have  always  had  a  side 
hobby,  and  most  of  those  hobbies 
have  been  analytical.  During  the 


1960s  and  1970s,  I  wrote  three 
books  on  thermodynamics  — 
more  for  relaxation  than  for  a 
professional  need. 

Then,  I  got  very  interested  in 
economics.  In  the  past  10  years, 
I  have  written  a  number  of 
papers  on  competitiveness, 
on  cost  of  capital  and  on  capital 
formation  in  the  U.S.,  all  of 
which  require  economic  model¬ 
ing. 

Do  you  think  that  your  com¬ 
puter  fluency  has  helped 
you  further  your  career,  spe¬ 
cifically  in  becoming  chair¬ 
man  of  the  Federal  Reserve 
Bank  of  Boston? 

There  is  no  question  about  it: 
The  use  of  the  computer  makes 
you  much  more  imaginative, 
and  therefore,  it  helps  you  no 
matter  what  you  are  doing.  As  a 
result  of  it,  I  certainly  was  able  to 
make  more  contributions  than 
would  have  been  likely  for 
someone  who  is  not  a  profession¬ 
al  economist.  • 


Hatsopoulos  encourages  more  executives  to  use  technology 


DECEMBER  4, 1989 


COMPUTERWORLD 


WE’VE  RESHAPED  THE  CONCEPT 
,  OF  THE  LAN  SERVER. 


Terminal 


Terminal 


DOS  PC 


At  last  there’s  a  LAN  server  that  overcomes  the  limi¬ 
tations  of  DOS-based  PC  servers  at  a  comparable  price. 

Using  Portable  NetWaref  NCR  and  Novell®  have 
developed  a  powerful  new  version  of  NetWare  for  the 
NCR  Tower*  family.  This  breakthrough  gives  the  family 
compatibility  with  workstations  running  on  NetWare 
networks— now  and  in  the  future. 

Its  multitasking  and  rich  communications  and 
networking  capabilities  let  one  Tower  replace  multiple 
PCs.  It  can  communicate  with  a  high-order  host 
while  running  any  UNIX®  system  application, 
handling  peer-to-peer  communications,  and 
acting  as  a  print  and  file  server.  DOS-based 
PC  servers  can  perform  only  one  task  at  a  time. 

The  scalable  processor  architecture  of  the 
Tower  family  means  you  can  easily  migrate  to 
a  more  powerful  Tower  as  your  LAN  manage¬ 
ment  needs  Increase.  So  you  can 
connect  workgroups  by  function 
rather  than  splitting  them  up  based 
on  the  capacity  of  the  server. 

Finally,  UNIX  system  networking  lets 
you  perform  configuration  management, 
software  distribution,  and  other  system 
management  functions  not  available  on 
DOS- based  systems. 

Of  course,  each  Tower  comes  with  all 
lifje  features  and  support  that  has  made  our 
ily  the  best-selling  line  of  multiuser 
mercial  UNIX  systems  in  the  country. 
Backed  by  NCR’s  decade-long  commit- 
^;|heory  and  practice  of  open  systems 
tectinofbgy 

To  find  out  more  about  the  advantages  of  using  the 
Tower  as  a  LAN  server,  phone  1 -800-CALL  NCR. 
We’ll  tell  you  how  to  put  the  power  of  Tower  at 


THE  NCR  TOWER  FAMILY. 

We’re  Shaping  The  Future 
fe  Of  Client/Server  Computing. 


OS/2  PC 
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COMPUTING  IN  THE  EXECUTIVE  SUITE 


EXECUTIVE  REPORT 


Common  and  avoidable  causes  of  EIS  failure 


BY  HUGH  WATSON 
and  HARRY  GLOVER 

If  at  first  you  don’t  succeed  with 
an  executive  information  sys¬ 
tem,  you  are  in  good  company.  A 
close  look  at  the  foundations  of 
currently  successful  EIS  proj¬ 
ects  frequently  reveals  traces  of 


earlier  efforts. 

For  example,  an  adapted 
version  of  a  commercial  EIS  is 
now  in  regular  use  by  140  execu¬ 
tives  and  managers  at  a  major 
railroad  company.  However,  an 
earlier  system  that  was  devel¬ 
oped  entirely  in-house  “with¬ 
ered  and  died  on  the  vine.” 


In  fact,  of  50  firms  with  a  suc¬ 
cessful  EIS  recently  surveyed  by 
the  University  of  Georgia,  21  in¬ 
dicated  that  they  had  experi¬ 
enced  a  previous  failure. 

Although  this  failure  rate  ap¬ 
pears  high,  it  may  actually  un¬ 
derestimate  reality.  Many  re¬ 
spondents  may  have  been  un¬ 


aware  of  prior  attempts  or  re¬ 
luctant  to  admit  a  setback;  there 
may  also  be  firms  that,  having 
tasted  failure,  never  pursued  the 
idea  of  an  EIS  any  further. 

Intrigued  by  the  high  fatality 
rate,  we  decided  to  investigate 
further  by  contacting  21  organi¬ 
zations  that  we  knew  had  experi¬ 


enced  an  EIS  failure  to  find  out 
what  had  happened  and  why. 

One  fact  that  emerged  quick¬ 
ly  was  that  failure  was  a  word 
that  could  have  many  shades  of 
meaning.  The  examples  cited  in¬ 
cluded  systems  that  were  never 
completed,  systems  that  were 
used  for  a  while  and  then  discard¬ 
ed,  and  systems  that  are  still  in 
place  but  used  by  people  other 
than  the  original  target  audi¬ 
ence. 

Combinations  of  problems 

A  total  of  23  reasons  for  failure 
were  mentioned  in  the  inter¬ 
views.  In  nearly  all  the  firms, 
several  factors  had  combined  to 
cause  the  demise  of  the  system. 
Some  of  the  problems  most  fre¬ 
quently  mentioned  include  the 
following: 

•  Inadequate  or  inappropriate 
technology. 

•  Lack  of  executive  commit¬ 
ment. 

•  Failure  of  the  system  to  meet 
user  needs. 

•  Executive  resistance  to  tech¬ 
nology. 

Some  of  the  most  common 
manifestations  of  inadequate  or 
inappropriate  technology  are  ex¬ 
ecutives  who  find  the  system  too 
difficult  to  use,  systems  that  are 
not  capable  of  delivering  infor¬ 
mation  in  an  appealing  format, 
and  systems  that  are  too  difficult 
to  maintain. 

These  types  of  problems  are 
most  likely  to  surface  with  cus¬ 
tom-built  systems  as  opposed  to 
commercial  products. 

At  the  railroad  mentioned 
earlier,  for  example,  the  initial 
homegrown  EIS  provided  only 
textual  output  for  executives. 
Navigation  through  the  system 
was  performed  using  fimction 
keys,  which  was  considered  too 
difficult  by  users.  It  was  also  dif¬ 
ficult  to  automatically  feed  data 
into  the  system,  which  made  it 
hard  to  maintain. 

Several  of  the  firms  inter¬ 
viewed  reported  that  they  had 
developed  their  unsuccessful 
EIS  around  a  decision  support 
system  (DSS)  product;  they  said 
that  these  systems  were  not  well 
received. 

While  DSS  software  is  good 
for  analysis  purposes,  its  com¬ 
mand  language  syntax  is  not  suf¬ 
ficiently  user-friendly  for  the 
vast  majority  of  executives. 

It  is  conventional  wisdom  that 
an  EIS  requires  an  executive 
sponsor.  One  supporter,  howev¬ 
er,  no  matter  how  highly  placed, 
is  not  enough  to  guarantee  a  sys¬ 
tem’s  acceptance,  especially  in 
the  face  of  political  resistance  or 
economic  hard  times.  Besides, 
there  is  turnover  even  at  the  top; 
if  the  sole  sponsor  leaves  the  or¬ 
ganization,  an  EIS  project  is  not 
likely  to  survive. 

In  at  least  one  instance  we 
know  of,  even  CEO  support 


Watson  is  chairman  of  the  MIS  pro¬ 
gram  at  the  University  of  Georgia  in  Ath¬ 
ens.  Glover  is  an  associate  professor  at 
Georgia  College  in  Milledgeville. 


EXECUTIVE 

POWERTDOLS 


Executive  Edge“Gives 
Executives  Power. 

AtThe  Push  Of  A  Button. 

Because  Executive  Edge  not 
only  has  all  the  basic  features  of  an 
Executive  Infonuation  System  -  on  and 
off-line  information  display,  access  to 
dial-up  data  services,  and  integration 
with  E-mail  -  it  has  more. 

Its  open  architecture  makes  it 
possible  for  executives  to  graphically 
display  data  from  all  interactive  sys¬ 
tems  with  a  single,  easy-to-use  inter¬ 
face.  The  integrated  decision  support 
system  quickly  calculates,  analyzes  and 
displays  variances  in  critical  success 
factors.  A  unique  “Explain"  feature, 
with  proven  artificial  intelligence  tech¬ 
nology,  automatically  drills-down 
through  layers  of  data  to  produce 
answers  to  executives' ad  hoc  “why" 
questions.  And  a  powerful  modeling 
language  allows  executives  and  their 
staff  to  investigate  “what  if"  changes  to 
future  scenarios.  All  with  the  push  but¬ 
ton  ease  of  a  remote  control  touchpad. 

Executive  Edge  also  delivers 
more  for  every  investment  dollar. 
Because  it's  compatible  with  existing 
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computer  resources.  Its  CASE-style 
interface  simplifies  the  creation  and 
maintenance  of  executive  support 
applications.  And  its  flexibility 
enables  Executive  Edge  to  keep  up 
with  changing  needs. 

Executive  Edge.  It's  more  than 
an  Executive  Information  System.  It's 
today's  most  effective  executive 
power  tool. 

To  find  out  how  Executive 
Edge  can  improve  your  productivity, 
call  1-800-531-5038.  In  Texas  and 
Canada  caU  512/327-7070.  We'U  send 
you  a  free  copy  of  “Blueprint  for 
Developing  an  Executive  Support 
System." 

Executive  Edge  is  a  product  of 
the  company  that  brought  you 
IFTS/PLUS.  Execucom.  With  over 
1800  business  installations  world¬ 
wide,  the  leader  in  financial  modeling 
and  planning  software.* 


@  EXpOJCOM' 

The  Intelligent  Decision™ 

*  'T)edsion  Support  and  Executive  Information  Systems:  Markets  and 
Trends/'  International  Data  Corporation,  November  1988. 
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EXECUTIVE  REPORT 


Not  for  executives  only 


Executive  support  systems  are  not  al¬ 
ways  just  for  executives.  In  fact,  Clint 
Kreitner,  president  and  chief  execu¬ 
tive  officer  of  Reading  Rehabilitation 
Hospital  in  Reading,  Pa.,  prefers  to  call 
the  hospital’s  decision  support 
system  an  “enterprise  informa¬ 
tion  system.” 

The  reason:  When  fully 
implemented,  the  system,  which 
now  provides  decision  support 
data  to  Kreitner  and  other  senior 
managers,  will  be  available  to 
workers  throughout  the  hospi¬ 
tal.  “We  want  to  use  the  power  of 
information  to  direct  the  be¬ 
havior  of  the  staff  toward  desir¬ 
able  outcomes,”  Kreitner  says. 

The  hospital  plans  to  place 
several  personal  computer- 
based  terminals,  each  equipped  with  a  mouse,  at 
locations  where  staff  members  will  have  access 
to  them.  Officials  are  still  deciding  where  to  put 
the  PCs. 

Kreitner  says  he  has  three  responsibilities  as 


a  chief  executive:  creating  a  strategic  plan,  de¬ 
vising  a  corresponding  organizational  plan  and 
using  information  to  align  employees  with  the 
strategy.  “We  have  lots  of  information,”  he 
adds.  “The  problem  is  delivering  it  to  people  in 
an  accessible  form.” 

The  decision  support  system 
classifies  information  by  five 
functional  areas  —  patient  care, 
customer  service,  finance,  hu¬ 
man  resources  and  sales  and 
marketing.  These  categories  are 
further  subdivided,  and  at  the 
end  of  each  branch  of  the  menu  is 
a  graph,  table  or  report  illustrat¬ 
ing  what  Kreitner  calls  “out¬ 
come  indicators”  that  show 
whether  intended  results  are  be¬ 
ing  realized. 

The  system,  which  was  im¬ 
plemented  at  a  cost  of  about  $4,000,  is  based  on 
the  $1,500  Redimaster  software  package  from 
American  Information  Systems,  Inc.  in  Wells- 
boro.  Pa.,  and  runs  on  DOS  workstations. 

DAVID  LUDLUM 


Reading’s  Kreitner 


could  not  save  an  EIS  when  oth¬ 
er  executives  turned  their 
thumbs  down.  This  was  a  com¬ 
munications  corporation  with  a 
number  of  fairly  autonomous  op¬ 
erating  units;  the  CEO  had  di¬ 
rected  the  IS  staff  to  build  an  EIS 
linking  him  with  the  vice-presi¬ 
dents  of  those  operating  compa¬ 
nies.  The  system,  built  accord¬ 
ing  to  the  CEO’s  vision,  was 


Based  on  inter¬ 
views  with  com¬ 
panies  that  have 
tasted  failure  in 
attempts  to  im¬ 
plement  EIS  projects,  ex¬ 
ecutive  resistance  is  a  less 
significant  contributor  to 
the  demise  of  such  projects 
than  faulty  system  selec¬ 
tion  or  poor  requirements 
definition.  Below  is  a  per¬ 
centage  ranking  of  the 
most-mentioned  causes  of 
EIS  demise. 

•  Inadequate  or  inappro¬ 
priate  technology  ...  64% 
•  Failure  of  the  system  to 
meet  user  needs  . . .  59% 
•  Lack  of  executive 

commitment .  52% 

•  Executive  resistance 
to  technology . 28% 


perceived  by  the  operating  com¬ 
pany  executives  as  forcing  un¬ 
necessary  horizontal  communi¬ 
cations.  They  also  thought  that  it 
negatively  affected  downward 
communications  in  their  own 
companies  with  lower  level  per¬ 
sonnel.  Three  different  consul¬ 
tants  were  brought  in  to  save  the 
system,  but  ultimately,  it  was 
abandoned  and  no  efforts  have 
been  made  to  resurrect  it. 

Another  major  communica¬ 


tions  firm  reported  that  although 
the  CEO  was  the  driving  force 
behind  the  development  of  its 
EIS  and  was  present  throughout 
the  whole  process,  when  an  eco¬ 
nomic  crunch  demanded  critical 
evaluation  of  maintenance  costs, 
its  value  was  judged  to  be  insuffi¬ 
cient,  and  the  EIS  was  scrapped. 
To  date,  no  new  EIS  efforts  are 
under  way  in  this  firm. 

A  somewhat  different  twist 
on  the  same  theme  was  played 
out  at  a  major  utility.  There,  the 
IS  staff  was  deeply  involved  in  an 
EIS  project  that  had  received 
stong  support  from  the  highest 
level  when  the  CEO  departed. 
This  event  led  to  the  demise  of 
the  EIS.  We  were  told,  “New 
CEO,  new  consulting  firm,  new 
ball  game  —  emphasis  was  shift¬ 
ed  to  a  new  MIS  system,  and  the 
EIS  was  shelved.”  The  subject  of 
another  EIS  project  has  never 
come  up. 

Death  by  disappointment 

There  are  several  ways  that  an 
EIS  can  fail  to  meet  the  needs  of 
users. 

One  possibility  is  that  the  rea¬ 
sons  for  developing  the  EIS  are 
not  carefully  considered  and  ar¬ 
ticulated  to  the  system’s  design¬ 
ers.  The  outcome:  an  EIS  that  is 
satisfactory  but  does  not  solve 
the  organizational  needs  that 
motivated  its  development. 

Another  possibility  is  that  the 
executive  users  do  not  take  the 
time  and  effort  to  communicate 
their  specific  information  re¬ 
quirements  to  the  EIS  staff.  The 
resulting  EIS  is  based  on  a  com¬ 
bination  of  input  from  support 
personnel  and  guesswork;  this 
combination  may  not  result  in  a 
system  that  meets  the  execu¬ 
tives’  needs. 

The  EIS  developed  at  one 
large  Midwestern  firm,  for  ex¬ 


ample,  provided  an  excellent 
graphics  presentation  of  which 
customers  contributed  the  most 
to  corporate  revenue.  The  de¬ 
signers  of  the  system  knew  that 
they  had  missed  the  mark,  how¬ 
ever,  when  the  CEO  said,  “I 
know  about  these.  How  about 
the  customers  we  lost  or  didn’t 
get?  Who  are  they?  How  much 
revenue  did  they  represent?  To 
whom  did  we  lose  them?  Why  did 
we  lose  them?” 

At  another  company,  a  large 
textile  concern,  an  EIS  was  de¬ 
veloped  in  response  to  a  CEO’s 
request  but  without  clear  articu¬ 
lation  from  him  of  his  exact  ob¬ 
jectives.  EIS  implementors  did 
not  know  what  information  was 


needed,  and  no  one  else  was  able 
to  tell  them.  When  the  CEO 
viewed  the  system  for  the  first 
time,  his  comment  was  that  the 
system  gave  him  about  1%  of 
what  he  was  looking  for. 

Executive  technophobia 

Vendors  and  consultants  like  to 
imagine  a  CEO  sitting  at  a  termi¬ 
nal  happily  browsing  through 
screens  of  relevant  information 
and  occasionally  performing 
drill-downs  to  ferret  out  details 
when  problems  are  detected. 

Although  there  are  execu¬ 
tives  who  are  willing  to  embrace 
technology  to  that  degree,  they 
are  still  outside  the  norm. 

In  fact,  in  many  instances. 


computer  technology  is  held  in 
very  low  esteem  by  the  execu¬ 
tive  ranks.  This  was  clearly  the 
case  at  one  company  inter¬ 
viewed,  where  executives  spent 
thousands  of  dollars  on  office  fm- 
niture  to  hide  the  personal  com¬ 
puters  that  accessed  the  EIS  — 
having  a  computer  on  the  desk 
was  not  considered  congruent 
with  executive  status. 

There  is  good  news  in  these 
stories  of  EIS  failure.  Some  of 
the  companies  described  learned 
from  their  failure  and  later  found 
an  eventual  path  to  success.  By 
avoiding  the  problems  discov¬ 
ered  in  our  study,  EIS  develop¬ 
ers  can  decrease  their  chances  of 
experiencing  a  similar  failure.  • 


Education  before  implementation 


Top  executives  will  use  comput¬ 
ers  if  and  when  they  see  a  clear 
and  present  benefit  in  doing  so. 
Until  that  happens,  says  Garret 
L.  Sheldon,  president  of  The 
Potomac  Group,  an  information  technol¬ 
ogy  consulting  firm  in  Cambridge, 
Mass.,  attempts  to  entice  and  cajole 
them  are  probably  a  waste  of  time  and 
energy  that  could  be  channeled  more 
productively  into  educational  efforts. 
Getting  top  executives  to  use  comput¬ 
ers  is,  in  the  final  analysis,  less  critical 
than  getting  them  to  understand  the  val¬ 
ue  of  information  technology. 

In  order  to  make  informed  decisions 
about  technology  investments  and  infor¬ 
mation  requirements,  executives  must 
have  a  well-founded  understanding  of 
information  systems  and  what  they  can 
do,  Sheldon  says.  This  awareness 
requires  knowledge  of  computers  at 
several  levels.  None  of  these  knowledge 
areas  necessarily  involve  interacting 
with  a  keyboard,  but  all  of  them  do 
require  some  educational  effort  on  the 
part  of  IS  executives.  A  good  executive 


computing  foundation,  according  to 
Sheldon,  is  built  on  the  following: 

•  A  broad  grasp  of  basic  technology 
concepts  and  terminology.  This  kind 
of  knowledge  can  be  passed  along  infor¬ 
mally  in  the  course  of  normal  business 
exchanges.  For  instance,  an  IS  manager 
could  make  budget  presentations  using 
an  electronic  storyboard  on  a  PC,  allow¬ 
ing  senior  executives  to  see  a  helpful 
business  function  for  technology  in  ac¬ 
tion.  Another  good  method  for  feeding 
executives  general  information  about 
technology  is  the  age-old  managerial 
technique  of  an  FYI  note.  IS  managers 
could  periodically  pass  along  a  newspa¬ 
per  clip  on  how  IS  can  affect  business  is¬ 
sues,  asking  the  executive  whether  that 
is  information  that  interests  him. 

IS  managers  can  also  familiarize  ex¬ 
ecutives  with  technology  simply  by 
showing  them  what  their  own  company 
uses.  Sheldon  suggests  offering  a  tour  of 
the  computer  room. 

•  Current  knowledge  about  trends 
in  information  technology  and 
their  potential  impact  on  the  busi¬ 


ness.  The  more  an  executive  knows 
about  where  technology  is  going,  the 
more  closely  he  can  align  it  with  where 
the  business  wants  to  go.  Sheldon  advo¬ 
cates  IS  participation  in  strategic  plan¬ 
ning  meetings  so  that  technology  can  be 
discussed  in  the  context  of  business 
goals.  He  also  suggests  buttonholing  ex¬ 
ecutives  for  informal  chats  about  new 
technological  developments.  Brief  infor¬ 
mal  chats  in  hallways  are  a  staple  of  an 
executive’s  day,  he  says,  and  an  excel¬ 
lent  forum  for  updates. 

•  The  ability  to  assess  ciurent  cor¬ 
porate  IS  capabilities  and  evaluate 
future  technology  proposals.  With¬ 
out  a  solid  grasp  of  what  capabilities  the 
IS  function  has,  top  executives  cannot 
easily  evaluate  current  performance  or 
envision  future  contributions.  IS  can 
help  executives  get  a  better  grasp  on  the 
company’s  IS  activities  and  gauge  their 
effectiveness  by  developing  what  Shel¬ 
don  calls  evaluative  models.  For  exam¬ 
ple,  the  IS  manager  could  present  bud¬ 
get  data  to  a  senior  executive  in  much 
the  same  manner  as  a  financial  model. 


Such  a  model  would  demonstrate  how 
equipment,  people  and  other  resources 
are  allocated  to  each  business  function 
and  strategic  objectives  rather  than  sim¬ 
ply  how  much  is  spent  on  hardware  or 
software  or  salaries.  Executives  then 
could  better  judge  whether  changes  in 
IS  capabilities  or  reaUocation  of  re¬ 
sources  is  appropriate. 

According  to  Sheldon,  concentrating 
on  building  general  familiarity  with  com¬ 
puters  at  these  levels  is  much  more  like¬ 
ly  to  result  in  a  computer-literate  execu¬ 
tive  than  some  of  the  more  direct 
approaches,  such  as  placing  a  PC  on  the 
executive’s  desk,  training  him  to  write 
small  programs  or  attempting  to  con¬ 
vince  an  executive  of  what  computers 
can  do  by  developing  an  executive  sup¬ 
port  system.  If  you  start  by  fostering  a 
general  acquaintance  with  technology, 
Sheldon  says,  executives  are  much  more 
likely  to  seek  out  direct  contact  with 
computers.  And  that’s  really  the  only 
way  that  executive  computing  works  — 
if  the  executive  makes  the  request. 

LAURA  O’CONNELL 
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□  Status  Report 


Our  report  for  this  year  begins  on  an  opbrrtistic  note  The 
>ral  new  orchestral  groups  in  the  area  has 
in  orders  for  some  of  our  special -order 
'  division  reports  an  increase  m  or- 
ler  of  twenty-five  percent  over  the  same  quar- 
iwith  clarinets  and  oboes  -  alortg  with  their 
ingle  and  double  reeds.  arKf  cork  grease, 
the  pack.  Brass  also  reports  a  healthy  in¬ 
percent.  mostly  among  their  student- 
le  to  the  opening  of  several  new  public  and 
in  the  stale  last  year  Strings  show  a 
i)ump  of  seven  percent,  but  that  is  consistent 
prevalent  in  stnng  players  to  keep  their  In- 


with  them 

struments  longer  and  take  better  care  of  them  We  expect 
a  slow  but  steady  rise  in  stnng  sales  throughout  the  re¬ 
mainder  of  the  year.  Our  new  percussion  division  «  off  to  a 
booming  start  with  several  large  orders  from  area  schools 
as  well  as  smaller  but  much  coveted  orders  from  local  pro- 
(essiorul  bands  Timpani,  while  stilt  profitable,  are  rKH  as 
lucrative  today  due  to  the  increase  in  the  price  of  copper 
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The  Southeast  region  has  its  main  revenue 
potential  in  college  bands  and  orchesfas.  with 
some  demand  tnckting  down  to  high  schools. 
Recent  rises  in  the  popularity  of  college 
football  in  this  part  of  the  country  and  the 
resulting  television  coverage  have  placed 
additional  emphasis  on  the  quality, 
sound  and  appearance  of  band  equip¬ 
ment  of  schools  with  football  teams. 
Orchestra  instrumerrts.  however,  are  very 
weak  in  this  particular  region. 


when  you  can  have  the  whole  orchestra? 

IBM  Interleaf  Publisher.  The  desktop  publishing  ensemble  that  does  it  all. 


Until  now,  most  desktop  publishing  software 
played  only  one  tune.  Some  |)t*rformed  page  layouts. 
Others  executed  graphics.  Then  there  were  the  word 
piXM'cssing  virtuosos.  And  the  charting  soloists. 

But  now  there’s  IBM  Interleaf"  FVihlisher.  It  per¬ 
forms  all  these  functions,  and  makes  them  work 
together  in  concert.  So  all  you  need  is  one  desktop 
publishing  instrument  to  do  the  work  of  many.  What’s 
more,  the  critics  agree  Interleaf 
does  it  all  better  and  faster  than 
the  packages  that  only  play  solo. 
Which  makes  you  more  productive, 
whether  you  work  alone  or  with 
others,  on  anything  from  simple 
memos  to  fully  orchestrated  publi¬ 
cations.  Especially  when  you  add  the  power  and  speed 
of  any  386 -based  IBM  PS/2*  and  the  great-looking 


results  you  get  with  an  IBM  laser  printer. 

Pop-up  menus  that  let  anyone  play  like  a 
pro.  Practice,  practice,  practice?  Not  with  IBM 
Interleaf.  Its  pop-up  menus  lead  you  through  any  task. 
So  you’re  free  to  improvise.  Create.  Even  show  off  a 
little.  And  if  you  want  to  change  your  tune,  that’s  easy, 
too.  Start  with  a  spreadsheet,  and  transform  it  into  a 
pie  chart,  then  to  a  bar  chart,  then  to  a  line  graph — 
instantly. 

If  all  this  sounds  like  an  overture  you  can’t 
refuse,  contact  your  IBM  marketing  representative  or 
IBM  Authorized  Dealer  and  ask 
about  IBM  Interleaf  today.  To  find 
the  dealer  nearest  you, 
call  1  800  IBM-7257,  ext.  146. 

And  get  ready  for  the 
applause. 


IBM  and  PS/2  we  registemd  trademarks  of  International  Bii$«iess  Macbmes  Corporeboa 
imadear  is  a  trademark  of  imarlaef.  bic. 

366  IS  a  trademark  of  inM.  *>  1969  BM  Corp. 


COMPUTING  IN  THE  EXECUTIVE  SUITE 


EXECUTIVE  REPORT 


System  purchase  price 
is  just  the  down  payment 


BY  DAVID  LUDLUM 

Executive  information  systems  come  in 
dWferent  sizes  and  different  prices.  You 
can  spend  as  much  as  a  million  dollars  for  a 
sophisticated  system  or  something  in  the 
neighborhood  of  a  thousand  dollars  for  a 
simple  one  based  on  a  personal  computer. 
Whichever  route  you  choose,  though, 
there  is  one  thing  that  doesn’t  change: 
The  total  expense  will  far  surpass  the  ini¬ 


tial  investment  in  hardware  and  software. 

The  biggest  hidden  costs  in  imple¬ 
menting  an  EIS  stem  from  the  need  to  re¬ 
structure  data  and  modify  systems  so  that 
previously  unrelated  information  can  be 
brought  together  and  presented  on  an  ex¬ 
ecutive’s  desk.  “Ninety  percent  of  the  ef¬ 
fort  is  the  data  side,”  says  Alan  Paller,  a 
consultant  in  McLean,  Va.,  who  special¬ 
izes  in  computer  graphics  and  EIS. 

Costs  can  also  flow  from  customizing 


systems  for  executives. 

The  time  that  execu¬ 
tives  spend  helping  to 
design  and  learning  to 
use  the  systems  must 
be  considered.  There 
are  also  ongoing  oper¬ 
ating  costs.  “If  you’re 
going  to  go  into  this, 
think  about  it  hard,” 
says  John  Rockart,  di¬ 
rector  of  the  Center  for 
Information  Systems 
Research  at  MIT.  “It’s 
not  just  buying  a  quar¬ 
ter  of  a  million  dollars’ 
worth  of  software  or  assigning  people  to 
build  software  for  six  months.” 

Even  if  the  scale  of  the  effort  is  small¬ 


er,  says  David  Ness,  a 
consultant  in  Reading, 
Pa.,  the  same  rule  ap¬ 
plies.  Supporting  an  ex¬ 
ecutive  who  has  pur¬ 
chased  a  PC  can  cost 
several  thousand  dol¬ 
lars. 

Whatever  the  scope 
and  cost  of  an  EIS,  the 
need  to  “get  your  data 
ducks  in  a  row”  can  be 
relatively  expensive, 
says  David  De  Long,  a 
research  associate  at 
Harvard  Business 
School.  Those  costs  might  start  with  the 
need  to  link  an  EIS  to  existing  systems  or 
to  overcome  incompatibility  among  com¬ 
puters  that  will  feed  data  to  the  EIS.  “You 
suddenly  want  lots  of  different  kinds  of  in¬ 
formation  to  flow  to  one  spot,”  Ness  says. 
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UNIPLEX  -  OURS  WORKS. 


A  TASTE  of  infor- 

mation  access  creates 
a  growing  appetite, 
necessitating  additional 
development  and 
integration. 


Data  structures  also  have  to  be  recon- 
cUed.  Lockheed  Aeronautical  Systems 
Co.,  for  example,  had  to  reconcile  three 
incompatible  definitions  of  an  expected 
sale  in  channeling  revenue  information 
into  its  EIS.  According  to  George  Houde¬ 
shel,  manager  of  the  Management  Infor¬ 
mation  and  Decision  Support  System 
(MIDS),  Lockheed  invested  10  man- 
years  of  programming  and  systems  analy¬ 
sis  as  well  as  $350,000  for  hardware 
when  it  developed  MIDS  1 1  years  ago. 

The  system,  which  the  company  is  now 
considering  replacing,  is  unusually  com¬ 
prehensive  in  providing  executives  with 
decision-making  information  on  produc¬ 
tion  as  well  as  financial  and  market  data. 

With  systems  that  are  not  quite  as 
complex,  integration  issues  are  of  less 
concern.  In  some  cases,  particularly  when 
the  support  system  is  simple  and  geared 
mostly  toward  individual  use,  you  can 
avoid  integration  expenditures  by  draw¬ 
ing  reports  from  disjointed  systems  and 
rekeying  data  if  necessary,  Ness  says. 


Uniplex  Works. 

With  an  X  Windows  terminal,  a  workstation  or 
a  character-based  display,  Uniplex  simultaneously 
allows  past  and  current  technology  to  coexist  on 
one  computer  or  many. 

We  support  80  different  UNIX  derivatives,  from 
single-user  micros  to  huge  mainframes.  Uniplex 
software  runs  on  more  than  200  computer  models 
under  UNIX  and  MS-DOS. 

The  Uniplex  integrated  office  system  provides 
text  processing,  financial  spreadsheet,  relational 
database  information,  electronic  mail,  time  manager, 
report  writer  and  business  or  bit-mapped  graphics. 

And,  Uniplex  works  transparently  with  data  from 
industry  leading  databases  such  as  Informix™  and 
Oracle®. 


Uniplex  Works  Now,  And  In  The  Future. 

Uniplex  has  been  developing  proven,  stable  office 
software  for  seven  years. 

Our  migration  path  travels  from  existing  solutions 
to  meet  the  latest  advances  in  computer  hardware 
and  X  Windows  technology.  With  Uniplex,  no  users 
are  left  behind. 

Uniplex.  Ours  Works. 

UNTPT  EX 

150  West  Carpenter  Freeway  Irving,  Texas  75039 
Telephone:  (214)  717  0068  1  800  356  8063 
In  Canada  call:  (800)  361  9610 


MS  is  a  trademark  of  Microsoft  Corporation.  UNIX  is  a  registered  trademark  of  AT&T.  Macintosh  and  A/UX  are  registered  trademarks  of  Apple  Computer,  Inc.  Informix  is  a 
trademark  of  Informix  Software,  Inc.  Oracle  is  a  registered  trademark  of  Oracle  Corporation.  X  Windows  is  a  trademark  of  MIT. 


Taste  treat 

What  often  happens,  however,  is  that  a 
taste  of  information  access  creates  a 
growing  appetite,  necessitating  additional 
development  and  integration.  “There  is  a 
whole  family  of  supporting  information 
systems  often  created  because  top  man¬ 
agement  starts  to  look  at  data,”  Paller 
says.  “If  you  figure  that  into  the  cost,  you 
could  put  any  number  on  it.” 

As  the  number  of  applications  and  the 
number  of  people  using  a  system  grow,  so 
do  expenses.  For  a  sophisticated  EIS, 
Rockart  estimates  that  ongoing  costs  of 
operation  can  be  up  to  $2  million  per  year. 
These  figures  reflect  computer  time,  soft¬ 
ware  maintenance  and  the  gathering  of  in¬ 
ternal  and  external  data. 

Lockheed  Aeronautical  proves  that 
point.  The  firm  devoted  15  man-years  to 
creating  screens  and  updating  its  system 
during  the  first  five  years  of  use,  Houde¬ 
shel  says;  restructuring  data  is  “an  ongo¬ 
ing  process.”  • 


Ludlum  is  a  Computerworld  senior  writer. 
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ask  before  you 
bet  your  business 
onarelational 
database. 
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How  much  time  GU 
your  database  Is  at 
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Developing  and  maintaining  database 
applications  usually  means  two  things.  Throw¬ 
ing  money  and  people  at  the  problem.  Or 
squandering  huge  amounts  of  time. 

Ingres  gives  you  a  third  choice.  Better 
appKcation  development  tools. 

Ingres’s  tools  are  more  complete.  You  can 
build  applications  from  the  simplest  to  the  most 
sophisticated,  using  tools  ranging  from  CASE 
to  end-user  query  and  report  writers. 

And  unlike  competitive  tools,  Ingres’s 
are  friUy  integrated.  You  get  a  consistent  inter¬ 
face  from  tool  to  tool,  keeping  both  learning 
and  development  time  to  a  minimum. 

Better  yet,  because  Ingres  incorporates 
a  full-function  4GL,  you  can  build  applications 
that  would  be  impossible  for  conventional 
forms-only  tools.  And  your  applications  are 
self- documenting,  which  is  essential  for 
easy  maintenance. 

What’s  more,  the  appKcations  you  develop 
are  portable  across  networks  of  different  com¬ 
puters,  operating  systems,  even  different 
databases— preserving  your  present  applica¬ 
tion  investments. 

So  before  you  bet  your  company  on  a 
database,  remember:  if  it’s  going  to  be  the 
best,  it  has  to  do  a  lot  of  things  well. 

Right  from  the  start. 

Call  I-800-4-INGRES  to  find  out  more. 

Ingres 

Intelligent  database.  Intelligent  decision. 


I  you  afford  before 
tually  working? 
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How  Important  is  H 
to  connect  ¥fith  you 
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Do  you  have  any  departments  that  you  ean 
do  without? 

Some  database  vendors  seem  to  think  so. 
Their  products  don’t  provide  open,  transparent 
access  to  your  other  databases.  Which  can 
actually  isolate  you  from  a  huge  investment 
in  existing  data. 

But  not  Ingres. 

In  fact,  we  were  the  first  to  offer  inter-DBMS 
connectivity.  And  the  first  to  offer  SQL  con¬ 
nectivity  to  non-relational  databases— in  many 
different  operating  environments. 

And  while  other  databases  require  MIS 
people  to  be  experts  in  all  the  environments 
that  make  up  the  network,  with  the  Ingres 
distributed  database,  the  promise  of  inter¬ 
operability  is  real.  Developers  and  end-users 
only  have  to  know  their  local  Ingres  environ¬ 
ment  to  make  data  requests  to  almost  any¬ 
where  in  the  network. 

This  makes  certain  that  your  existing 
database  investments— such  as  hardware, 
applications  and  training— are  fully  protected. 

So  when  you’re  ready  to  invest  in  a  rela¬ 
tional  database,  remember:  if  you’re  not 
careful,  the  price  can  include  a  lot  more  than 
just  money. 

Call  1-800-4-INGRES  to  find  out  more. 

Ingr^ 

Intelligent  database.  Intelligent  decision. 
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The  fate  of  an  organization  hangs  on  the 
strategic  information  in  its  databases.  So  the 
last  thing  you  need  in  a  relational  database 
is  a  weak  link. 

Which  is  why  you  should  consider  Ingres. 

Unlike  databases  that  are  strong  in  one  area 
at  the  expense  of  the  others,  Ingres  is  a  data¬ 
base  of  many  strengths. 

Foremost,  Ingres  is  the  first  intelligent 
database.  It  combines  a  business  rule  system 
with  user-defined  datatypes  and  functions. 
Which  means  that  like  no  other  database  in 
existence,  you  can  actually  customize  it  to 
model  your  business.  All  without  sacrificing 
OLTP  performance. 

What s  more.  Ingress  application  develop¬ 
ment  tools  are  fully  integrated,  more  complete 
and  incorporate  a  full-function  4GL.  So  you 
can  prototype,  deploy  and  maintain  complex 
applications  more  easily,  efficiently  and  with 
complete  portability. 

Not  to  mention  the  fact  that  Ingres  gives 
you  transparent  access  to  your  data— even  in 
non-relational  databases. 

So  before  you  bet  your  business  on  a  data¬ 
base,  remember  there’s  only  one  thing  you  have 
to  be  sure  about. 

Everything. 

Call  1-800-4-INGRES  to  find  out  more. 

Ingres 

Intelligent  database.  Intelligent  decision. 


MllingtD  riskon  a 
s  than  the  best? 


Before  you  betyCall 


A  lot  of  software  companies  seem  to  think 
that  strong  rhetoric  is  an  adequate  substitute 
for  a  weak  product. 

At  Ingres  we  know  better. 

Because  when  the  fate  of  an  organization 
is  riding  on  its  software,  that  software  can  only 
be  one  thing.  The  best. 

It’s  a  belief  that  thousands  of  organizations 
around  the  world  have  come  to  share.  Including 


Corning,  G.E.,  Apple  and  the  U.S.  government. 

Find  out  for  yourself.  Look  closely  at  the 
benefits  and  functionality  of  our  product  versus 
the  others. 

You’ll  learn  that  for  empty  promises  and 
misleading  tech-talk  there  are  plenty  of  soft¬ 
ware  companies  you  can  call.  But  for  a  more 
intelligent  alternative,  there’s  only  one. 

The  number  is  1-800-4-INGRES. 


Ingres 


Intelligent  database.  Intelligent  decision. 
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Battling  guru  hoodoo 

A  literary  treatise  in  which  our  authors  argue  that  technical  ^experts' 

should  seek  to  enlighten,  not  confuse 


BY  JOHN  ESPY 
and  JIM  HOWE 


Editor’s  note:  Sadly,  the 
practice  of  using  jargon 
and  specialized  techni¬ 
cal  knowledge  to  obscure 
rather  than  illuminate 
darkens  many  disci¬ 
plines.  While  our  au¬ 
thors,  who  work  for  a 
computer  course  devel¬ 
opment  firm,  chastise  so- 
called  subject  matter  experts 
(SME)  —  hired  brains  who  pro¬ 
vide  expert  know-how  in  a  spe¬ 
cific  field  —  they  assure  us  that 
their  indictments  (and  pre¬ 
scriptions)  apply  equally  well  to 
other  speakers  of  such  techno¬ 
babble.  Purveyors  of  legalese, 
governmentese,  business-speak 
and  the  dozens  of  other  pseudo- 
English  variations  that  daily 
pollute  our  professional  lives  — 
take  note. 


Want  to  know  an  easy  way  to 
chase  away  late-staying  party 
guests  this  year?  Just  walk  into 
the  middle  of  the  room  and,  with 
your  most  innocent  expression, 
ask  loudly:  “Hey,  why  doesn’t 
everyone  stick  around  a  little  bit 
longer?  The  Cobol  85  experts 
will  be  here  any  minute  now,and 
they’re  just  dying  to  talk  with 
you!” 

Chances  are  you  won’t  see 
too  many  blissful  smiles.  In  fact, 
you  probably  won’t  see  any 
smiles,  because  the  room 
will  soon  be  empty.  Few  things 
can  scatter  folks  like  the  promise 
of  long-winded,  jargon-packed 
spewings  from  a  technical  ex¬ 
pert. 

Of  course,  partygoers  who 


Espy  is  a  product  design  specialist  at 
Computer  Systems  Research  (CSR),  a 
computer  course  development  compa¬ 
ny  in  Avon,  Conn.  Howe  is  manager  of 
industrial  product  development  at  CSR. 


are  brave  (or  angry)  enough  to 
stick  around  even  after  being 
warned  may  offer  some  zesty 
comments. 

“He  didn’t  deliver  anything 
close  to  what  we  wanted!” 

“She  tried  to  completely  take 
over  the  project!” 

“He  acts  like  he’s  the  only 
one  who  knows  anything!” 

“I’U  kill  her!” 

Sound  familiar?  If  so,  chances 
are  that  you’ve  dealt  with  a  tech¬ 
nical  expert. 

At  some  point,  most  IS  pro¬ 
fessionals  must  communicate  or 
receive  detailed  technical  knowl¬ 
edge.  Often  a  necessary  evil, 
such  subject  matter  experts  can 
drive  others  crazy  with  endless, 
pendantic  recitations  of  techni¬ 
cal  jargon. 

Must  well-meaning  profes¬ 


sionals  suffer  the  confusion  and 
intimidation  of  so-called  experts 
without  a  whimper? 

Conversely,  can  these  ex¬ 
perts  continue  to  be  exempt 
from  the  rules  that  normally  gov¬ 
ern  decent,  clear  communica¬ 
tions?  We  say,  “Nay.” 

All  of  us  must  consider  our¬ 
selves  warriors  in  the  never-end¬ 
ing  battle  between  the  forces  of 
clear  thinking  and  clear  expres¬ 
sion  and  the  gurus  who  use 
knowledge  to  hamper  —  rather 
than  facilitate  —  understanding. 
The  following  is  a  literary  exami¬ 
nation  of  the  problem  and  some 
solutions. 

Role  of  the  expert 

Once  upon  a  midnight  rotten, 
working  on  a  course  forgotten, 
wondering  why  my  adjectives 


came  after  nouns  and  not 
before. 

While  I  pondered,  weak  and 
weary,  wishing  I  were  Gloria 
Gery  —  suddenly  there  came  an 
eerie  knocking  at  my  office  door. 

“  ’Tis  some  idiot,”  I  muttered, 
“looking  for  the  package  store. 
Only  this  and  nothing  more.  ” 

Then,  unseemly  and  unshaven, 
whistling  “Ain ’t  Misbehavin '  ” 
in  there  stepped  a  DP  maven, 
whom  I  knew  to  be  a  bore. 

Not  the  slightest  greeting  gasped 
he;  not  my  outstretched  fingers 
grasped  he;  not  the  least  raspber¬ 
ry  rasped  he  as  he  perched  above 
my  door —  Perched  upon  a  bust 
of  Elvis  just  above  my  door. 
Perched  and  sat,  nothing  more. 

“You  ’re  my  SME!”  I  realized — 


•  Four  principles  can  preserve  sanity 
•  Proper  control  helps  get  the  job  done  right 
•  *1  don’t  need  buzzwords!’ 
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SAVE  NOW  ON  THE  DELL 
SYSTEM*  325  28  MHx  386  " 


AN  EVEN  BETTER  VALUE  AT 
THESE  LOW  PRICES. 

STANDARD  FEATURES: 

•  Intel  80386  microprocessor 
tunning  at  25  MHz. 

•  Choice  of  1  MB,  2  MB  or  4  MB  of 
RAM*  expandable  to  16  MB 
(using  a  d^icated  high-speed 
32'bit  memory  slot). 

•  Advanced  Intel  82385  Cache 
Memory  Controller  with  32  KB  of 
high  speed  static  RAM  cache. 

•  Fhge  mode  interleaved  memory 
architecture. 


•  VGA  systems  include  a  high 
performance  I6'bit  video  adapter. 

•  S(.>cket  for  25  MHz  Intel  80387  or 
25  MHz  WEITEK  3167  math 
coprocessor. 

•5.25"  1.2MBor  3.5"  1.44  MB 
diskette  drive. 

•  Dual  diskette  and  hard  drive 
controller. 

•  Enhanced  lOl-key  keyboard. 

•  I  parallel  and  2  serial  ports. 

•  200'Watt  power  supply. 

•  8  industry  standard  expansion  slots 
(6  available). 

**CommerciaI  Lease  Plan.  Lease  for 
as  lou'  as  $I53/Tnonth. 

^Extended  Service  Plan  pricing 
starts  at  $370. 

40  MB  VGA  Monochrome  System 

$4,199 

100  MB  VGA  Color  Plus  System 

$5,099 

100  MB  Super  VGA  Color  System 
(800  x  600)  $5,199 

150  MB  SuperVGA  Color  System 
(800  x  600)  $5,699 

Prices  listed  reflect  1  MB  of  RAM. 
322  MB  hard  drive  configurations  also 
available. 


THE  NEW 

DELL  SYSTEM^  3 16LT 


This  new  full-featured,  battery  powered 

386SX  laptop  costs  less  than  most 

286  laptops. 

STANDARD  FEATURES: 

•  Intel  80386SX  microprocessor 
running  at  16  MHz. 

•  Choice  of  1  MB  or  2  MB*  of  RAM 
expandable  to  8  MB  (on  the  system 
board  using  1  MB  SIMMs). 

•  LIM  4.0  support  for  memory  over 
1MB. 

•  Adjustable  and  detachable  640  x  480 
VGA  Liquid  Crystal  Display. 


•  One  industry  standard  half-size  8-bit 
expansion  slot. 

•  Stxket  for  16  MHz  Intel  80387SX 
math  coprocessor. 

•  3.5"  1.44  MB  diskette  drive. 

•  83-key  keyboard  with  embedded 
numeric  keypad  and  12  function  keys. 

•  1  parallel,  1  serial,  and  external  VGA 
monitor  port. 

•  Connector  for  101-key  keyboard  or 
numeric  keypad. 

•  Removable  and  rechargeable  NiCad 
battery  pack  utilizing  Dell’s  “continu¬ 
ous  power”  battery  system  (patent 
pending). 

•  AC  Adapter. 

**Corrtmcrciai  Lease  Plan.  Lease  for 
aslowas$l27/rrumth. 

^ExtendedService  Plonpricingstarts 
at  $295. 

20MB,IMBRAM  $3,499 

20  MB,  2  MB  RAM  $3,699 

40  MB,  1MB  RAM  $3,799 

40  MB,  2  MB  RAM  $3,999 

For  a  limited  time,  get  a  free  battery 
pack  with  your  purchase. 


•PcrformanceEnhancements:  Within  the  first  megabyte  of  memory,  128  KB  {316SX,316LT  and  210),  384  KB  (325)  of  fnemoryU  reserved  for  use  by  the  system  to  enhance  performance.Can  be  optionally 
disabled  on  316SX  and  210. 4MB  configurations  available  on  all  systems.  Call  for  pricing.  All  systems  are  photographed  with  optional  extras.  All  prices  and  specifications  are  subjea  to  change  witlviut 
notice.  Dell  cannot  be  responsible  for  errors  in  typography  or  photography.  **Bayment$  based  on  a  36'tnonch,  open-end  lease  Leasing  arranged  by  Leasing  Group,  Inc.  In  Canada,  configurations  and  prices 
will  vary. 


TELL  US  WHAT  TO 
DO  NEXT. 


For  your  free  Dell  product  catalog,  write  us.  Or  call  800'426'5150. 
In  Canada,  call  800-387-5752. 

□  Please  have  a  Dell  representative  call  me. 

Name:(M  ) _ 

Please  Pnnr 

Title: _ 

(Zbmpany: _ 

Address: _ 

City: _  State: _ Zip: _ 

Type  of  Business: _ 

Approx.  #  of  Employees  in  Company: _ 

Home  Phone:  (  ) _ 

Business  Phone:  (  ) _ 


1 .  Which  products  are  you  most  interested  in  ? 

A  □  286-based  systems  D  □  UNIX-based  systems 

B  D  386 '"-based  systems  E  □  Laptops 

C  n  386SX'based  systems  F  □  Other 

2.  Are  you  interested  in  computer  products  for: 

A  D  Home  B  D  Business 


3.  How  many  PCs  do  you  (your  company)  plan  to  purchase  in  the  next 
twelve  months  ? 


Timeframe  Quantity 

A  D  Less  than  1  month  _ 

B  □  1-3  months  _ 

C  0  3-6  months  _ 

0  06-12  months  _ 

E  O  More  than  12  months  _ 

4-  How  many  PCs  dti  you  have  installed 
now? _ 

5.  Are  you  a  (select  one): 

A  O  End  user 

B  O  Consultant 

C  O  Reseller 

D  O  Corporate  Purchaser 

E  O  DP/MIS  Purchaser 

F  O  Government  Purchaser 

G  O  Other: _ 


I  ADCODE51HH  I 


THE  NEW  DELL  SYSTEM^  316SX 


16  MHz  386SX. 

Tlie  perfect  liw  profile  mainstream 
computer,  combining  386SX  power 
and  compatibility  with  unprecedented 
value  and  support. 

STANDARD  FEATURES: 

•  Intel  80386SX  microprocessor 
running  at  16  MHz. 

•Choice of  512  KB,  640  KB,  1  MB  or 
2  MB*  of  RAM  expandable  to 
16  MB  (8  MB  on  the  system  board) . 

•  F^ge  mode  interleaved  memory 
architecture. 

•  LIM  4.0  support  for  memory  over 
640  KB. 


•  Integrated  diskette  and  high 
performance  16  bit  VGA  video 
controller  on  system  board. 

•  Socket  for  Intel  80387SX  math 
ct^iDcessor. 

•5.25"  1.2MBor3.5"l.44MB 
diskette  drive. 

•  Integrated  high  perfi^rmance  hard  disk 
interface  on  system  board. 

•  Enhanced  lOl-key  keyboard. 

•  1  parallel  and  2  serial  ports. 

•  3  full-sized  16'bit  AT  expansion  slots 
available. 

**CommercuiI  Lease  Plan.  Lease  for 
as  Unv  as  $  72/month. 

^Extended  Service  Plon  pricing 
starts  at  $187. 

20  MBVGA  Monochrome  System  $1,899 

40  MB  VCiA  Color  Plus  System  $2,399 

40  MB  Super  VGA  System 

(800  x  600)  '  $2,499 

100  MB  SuperVGA  System 

(800  x  600)  $3,099 

Prices  reflect  512  KB  of  RAM.  640  KB 

versions  of  the  above  systems  are 

available  for  an  additonal  $50, 1  MB 

versions  for  an  additional  $150,  and 

2  MB  versiorrs  for  an  additional  $300. 


THE  DELL  SYSTEM®  210 
12.5  MHz  286. 

The  price  says  it’s  an  entry-level  system. 
The  performance  says  it’s  a  lot  more. 

STANDARD  FEATURES: 

•  80286  microprocessor  running  at 
12.5  MHz. 

•  Choice  of  512  KB,  640  KB,  1  MB  or 

2  MB*  of  RAM  expandable  to  16  MB 
(6  MB  on  the  system  board). 

•  F^ge  mode  interleaved  memory 
architecture. 

•  LIM  4.0  support  for  memory  ov'er 
640  KB. 

•  Integrated  diskette  and  high 
performance  16-bit  VCjA  video 


controller  on  system  board. 

•  Socket  for  Intel  80287  math 
coprocessor. 

•5.25"  1.2MB  or  3.5"  1.44  MB 
diskette  drive. 

•  Integrated  high  performance  hard 
disk  interface  on  system  board. 

•  Enhanced  101-key  keyboard. 

•  1  parallel  and  2  serial  ports. 

•  3  full-sized  16-bit  AT  expansion  slots 
available. 

**Commercial  Lease  Plan.  Lease  for 
as  low  as  $6l/month. 

^Extended  Service  Plan  pricmg  starts 

01  $158. 

20  M  B  VGA  MOTochrome  System  $  1 , 599 
20  MB  VGA  Color  Plus  System  $1,899 
40  M  B  VGA  Monochrome  System  $  1 , 799 
40  MB  VGA  Color  Plus  System  $2,099 

Prices  listed  reflect  512  KB  of  RAM. 
640  KB  versions  of  the  above  systems 
are  available  for  an  additional  $50, 

1  MB  versions  for  an  additional  $150, 
and  2  MB  versions  for  an  additional 
$300. 

100  MB  hard  drive  configurations  also 
available. 


DELL  SYSTEM  is  a  registered  trademark  of  Ml  Computer  Oirporation.  386  is  a  trademark  and  Intel  is  a  registered  tiademarkoflntel  Corporation.  Other  trademarbarKl  trade  names  are  used  in  this  advertisement 
to  refer  to  products  and  software  marketed  by  the  entities  claiming  the  marks  and  names.  Dell  Computer  Corporation  disclaims  any  proprietary  interest  in  trademarb  and  trade  names  other  than  its  own. 
^ServKe  provided  by  Xerox  Corporation.  On-site  service  may  not  be  available  in  certain  locatioru.  ©  1989  Ciell  Computer  Corporation.  All  rights  reserved. 
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Over  half  of  the  Fortune  500  companies, 
that’s  who. 

A  group  that,  by  and  large,  is  not  known 
for  taking  uncalculated  risks. 

So  when  it  comes  to  buying  personal 
computers,  they  scrutinize  such  things  as 
reliability,  compatibility,  performance,  price 
and,  oh  yes,  support. 

The  same  things  any  smart  company 
would  look  at. 

And  the  same  things  the  editors  at  PC 
Week  asked  corporate  volume  buyers  to  rate 
in  two  recent  polls. 

The  results  were  unprecedented. 

SO  HOW  COME  YOU 
NEVER  CALL? 

Dell  386™  based  computers  ranked  first  in 
12  of  12  categories. 

And  our  286'based  computers  were  first 
in  9  out  of  12  categories.  Making  Dell  the 
clear  call  in  overall  customer  satisfaction,  for 
the  second  time  in  a  row.  Over  Compaq? 
Over  IBM?  Over  everyone. 

But  it’s  not  just  our  PCs  that  have  caught 
the  attention  of  corporate  America.  Our 
entire  way  of  doing  business  is  turning  heads 
as  well. 

Because  we  sell  direct.  No  retail  stores. 

No  retail  salespeople. 

Instead,  you  deal  directly  with  someone 
who  knows  what  they’re  talking  about.  And 
you  get  computers  individually  configured 
to  your  exact  needs. 

A  process  that  not 
only  saves  you  the  35% 
retail  markup  but  100% 
of  the  aggravation. 

Which  might  prompt 
one  to  ask  an  even  more 
relevant  question:  Who 
mouldnt  order  a  computer  over  the  phone? 

800'426'5150 

For  a  free  product  catalog,  call  us.  For  Dell  in  Canada,  call  800'387'5752. 
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CORPOI^TION 


How  one  AIKT  Networked  Computer  managed  to  topple  2  giants. 


InfoWorld,  a  leading 
PC  journal,  just  rated  AT&T’s 
6386/25  WGS  superior  to  the 
IBM*  PS/2*  Model  70-A21 
and  Compaq*  Deskpro  386/25 
in  an  overall  test  of  performance,  ease  of  use, 
serviceability,  and  value,  among  other  things. 

While  our  primary  mission  is  to  provide 
you  the  best  Networked  Computing  solutions 
in  the  world,  we  never  shrink  from  a 
confrontation  with  the  PC  giants. 


Thanks,  InfoWorld,  for  spreading  the 
good  news. 

For  a  free  reprint  oi InfoWorld  s  report 
card,  call  1-800-247T212,  extension  296.  For  a 
demonstration,  contact  your  AT&T  Authorized 
Reseller  or  AT&T  Account  Executive. 


AKT 

Computer  Systems 


©  1989  AT&T.  IBM  and  PS/2  are  registered  trademarks  of  International  Business  Machines  Corp 
Compaq  is  a  regi.stered  trademark  of  Compaq  Computer  Corp. 


IN  DEPTH:  BATTLING  GURU  HOODOO 


not  the  image  I’d  idealized,  as  he  sat  with 
little  steel  eyes  drilling  through  my  cra¬ 
nial  pan. 

“Help  me!  Questions  grow  like  cancers 
on  this  course  for  necromancers;  I  am 
stuck,  and  I  need  answers — give  me  an¬ 
swers,  if  you  can!  Cause  my  course  to 
come  across  concisely,  cursed  little 
man!" 

Quoth  the  Maven,  “PC LAN. " 

There  he  sat,  his  big  head  leaning,  face 
demented  and  demeaning,  though  his 
answer  little  meaning  —  scant  illumi¬ 
nation  threw.  Yet  the  Maven,  sitting 
queerly  on  the  algid  bust,  spoke  merely. 

That  one  word,  as  if  it  clearly  uttered  ev¬ 
erything  he  knew.  And  when  I  said, 
“What!?"  as  evidence,  I  had  noclue. 

Quoth  the  Maven,  “DB2. " 

“Fool!"  I  cried,  “I  don ’t  need  buzzwords! 
I  don’t  need  ambiguous  words!  Do  not 
cause  me  to  use  cusswords  till  they  carry 
you  away!  It  is  late,  my  brain  is  dim¬ 
ming;  with  frustration  lam  brimming; 

Do  not  sit  there  acronyming  till  the  acrid 
break  of  day!  Don’t  restrain  this  train¬ 
ing  —  give  me  answers,  help  me,  earn 
your  pay!" 

Quoth  the  Maven,  “SNA.  ” 

And  the  Maven,  never  quitting,  still  is 
sitting,  STILL  is  sitting  on  my  cursed 
course,  emitting  acronyms  in  his  odd 
way. 

And  his  eyes  have  all  the  sporting  of 
a  CRT  that’s  shorting,  and  the  light 
throws  his  cavorting  shadow  on  my  bare 
“Out"  tray.  And  my  soul  from  out  that 
shadow  that  lies  floating  in  my  way,  shall 
be  lifted — DOA! 

—  “The  Maven,  ’’  by  Edgar  Coran  Pone. 

Just  having  an  expert’s  information  is  not 
enough.  Most  authors  have  at  least  one 
war  story  to  tell  about  the  time  they  were 
pitted  against  an  egomaniacal,  indifferent, 
undependable  and  generally  unintelligible 
SMEs. 

This  brings  us  to  the  first  of  four  princi¬ 
ples  regarding  SMEs: 

Principle  No.  1:  The  expert  should 
be  involved  in  all  aspects  of  the 
training  process.  In  practice,  the  most 
common  arrangement  is  still  the  one  that 
makes  a  sweeping  concession:  “As  long  as 
the  expert  gives  the  information,  we'll  be 
okay.”  The  main  problem  with  this  ap¬ 
proach  is  that  it  is  almost  impossible  to 
state  in  advance  what  constitutes  suffi¬ 
cient  information. 

Thus,  you  end  up  with  experts  who  de¬ 
liver  disorganized  first  drafts  jammed 
with  obscure  jargon  and  circular  reason¬ 
ing  —  and  who  believe  that  they’ve  com¬ 
pleted  their  commission.  For  accurate, 
authoritative  materials,  therefore,  the  ex¬ 
pert  must  be  available  before  and  after 
any  text  is  written.  He  should  expect  to 
participate  in  every  stage:  design,  devel¬ 
opment,  quality  control,  internal  presen¬ 
tation,  sales  and  marketing,  feedback  and 
maintenance.  The  expert’s  participation 
should  be  spelled  out  clearly  in  the  con¬ 
tract  or  project-design  documents. 
Principle  No.  2:  Use  the  expert  in 
various  ways.  Many  experts  are  not 
great  writers,  any  more  than  they  excel 
as  course  designers,  salespeople  or  proj¬ 
ect  administrators. 

That  is  not  to  suggest  that  the  expert’s 
role  needs  to  be  limited,  however.  Specif¬ 


ic  expert  contributions  might  include  the 
following: 

•  Helping  to  define  the  project  scope. 

You  may  be  the  one  with  the  vision  of  the 
project,  but  the  expert  also  can  have 
something  valuable  to  say.  Only  the  ex¬ 
pert  knows  the  parameters  of  the  subject 
well  enough  to  help  determine  the  size 
and  scope  of  a  project. 

•  Developing  an  outline  and  submit¬ 
ting  it  to  the  project  team  for  review. 

•  Refining  the  outline  as  the  team 
questions  and  critiques  it.  This  process 
helps  match  the  the  course  structure  with 
the  audience  level. 

•  Answering  ad  hoc  questions  and  do¬ 
ing  research  to  ensure  that  material  is 
timely  and  accurate.  This  involves  meet¬ 
ing  with  the  development  team  once  a 
week  or  so. 

•  Assisting  a  course  author  in  prepar¬ 
ing  exercises.  Specifically,  the  expert  can 
help  identify  topics  important  enough  to 
require  reinforcement,  shape  questions  of 
suitable  scope  and  difficulty  and  anticipate 
wrong  responses. 

•  Validating  material.  The  author 
must  accept  criticism  and  go  back  to  the 
drawing  board  each  time  revisions  or 
changes  are  needed. 

•  Meeting  with  sellers  or  promoters. 
The  goal  is  to  answer  questions  and  ex¬ 
plain  the  significance  of  the  material. 

To  sum  up,  the  expert  is  not  finished 
until  the  course  is  finished.  He  is  not  “off 
the  hook”  even  then,  because  marketing 
and  maintenance  issues  need  to  be  dealt 
with. 

Qualifications  of  an  expert 

Itisan  ancient  Rambler 

Who  stops  by  my  PC 

And  fixes  me  with  glittering  eye. 

“I had  a  chip,  "quoth  he. 

“Hold  off.  Unhand  me,  grey-beard  loon!" 

I  shriek,  then  chance  to  see 
This addlepated  nutcase  is 
My  network  SME. 

I  tear  my  ha  i  r,  I  beat  my  breast. 

Yet  cannot  choose  but  hea r. 

And  thus  speaks  on  that  ancient  man 
with  tales  of  yesteryear. 

Nose  out  of  joint,  making  no  point, 
he  drones  h  is  applesauce 
Of  how  he  loaded  some  new  code 
A  nd  blew  out  MS-DOS. 

I’ms’posed  to  interview  this  fool. 

But  each  contest  I  lose: 

Chatter,  chatter,  everywhere 
Nor  any  word  to  use. 

He’s  through.  “I’ll  tell  you  this,  as  well. 
Ghost  Writer,  if  you  please: 

He  codeth  well,  who  loveth  well 
Birds,  beasts  and  SMEs.  ’’ 

I  left  like  one  who  has  been  stunned, 
whose  reason ’s snatched  away; 

A  sadder  and  a  wiser  man, 

I  called  in  sick  the  next  day. 

—  “The  Ancient Networker,"  by  Samuel 
Tailor  CoUaritch. 

To  repeat  an  earlier  principle,  “knowl¬ 
edge”  is  not  enough.  The  best  expert  is 
not  the  arrogant  know-it-all  or  the  self- 
centered  buffoon  who  believes  in  “docu¬ 
mentation  last.”  Instead,  he  is  a  person 
who  shares  your  commitment  to  excel¬ 
lence,  your  sense  of  “mission”  about  the 
entire  process  —  not  as  a  teacher,  per¬ 
haps,  but  as  a  lifelong  student.  Which 
leads  us  to  our  next  point. 

Principle  No.  3:  The  expert  should 


have  a  passion  for  learning.  This  in¬ 
stinct  makes  someone  willing  to  be  a  team 
player  —  to  accept  criticism,  explain  mat¬ 
ters  for  the  umpteenth  time  and  put  in  ex¬ 
tra  hours.  He  genuinely  enjoys  the  work 
and  finds  it  stimulating.  Communication 
skills  may  be  lacking,  but  this  person  has 
the  heart  of  a  student  —  which,  believe  it 
or  not,  can  be  far  more  useful  to  you  than 
the  brain  of  a  genius. 

Look  beyond  the  potential  expert’s 
professional  credentials  and  experience. 
A  less  experienced  person  who  is  excited 
about  the  subject  but  still  has  things  to 
learn  is  almost  always  better  than  a  griz¬ 
zled  know-it-all. 

Spotting  a  dud 

“The  wisdom  of  your  advice  is  clear,”  you 
say.  “But  what  if  I’m  stuck  with  an  expert 
I  didn’t  choose?  I’ve  given  them  plenty  of 
chances,  but  I  don’t  think  the  relationship 
is  working.”  First,  you  need  to  be  sure 
that  a  mis-fit  exists.  Don’t  be  swayed  by 
your  prejudices  or  the  job’s  pressures. 
Ask  yourself  the  following  questions: 

•  Is  the  expert’s  information  trust¬ 
worthy?  Is  it  accurate  and  up-to-date? 
Does  he  or  she  take  pains  to  double-check 
details  and  to  research  unresolved  issues? 

•  Is  the  expert’s  information  com¬ 
prehensive?  Does  he  have  ongoing,  di¬ 
rect  contact  with  the  subject  matter  in  its 
natural  habitat?  Does  he  have  access  to  all 
important  information  sources?  Do  you 
receive  real  answers  to  your  questions? 

•  Can  your  expert  structure  material 
logically?  You  can  fix  poor  pacing  or 
thin  explanations,  but  you  need  the  expert 
to  help  establish  the  correct  sequence  for 
your  purpose. 

•  Is  the  expert  available?  Does  he  re¬ 
turn  your  calls  and  show  up  on  time  for 
meetings?  An  expert  who  causes  you  to 
wait  and  misses  deadlines  is  a  bottleneck. 

•  Does  your  expert  care  about  the 
outcome?  Is  it  a  fairly  high  priority  or 
just  an  occasional  hobby? 

A  “no”  answer  to  any  of  these  five 
questions  can  indicate  a  problem.  More 
than  two  negative  answers  means  that 
you  may  have  to  share  your  concerns, 
your  fears  —  and  your  evidence  —  with 
management.  Ask  them  to  work  with  you 
in  enforcing  the  contract  or,  if  necessary, 
in  finding  a  replacement  for  the  expert. 

What  if  management’s  response  is  “Do 
the  best  you  can”?  Keep  working  with  the 
current  expert  but  hold  him  to  a  higher 
standard.  Try  a  passive-aggressive  ap¬ 
proach:  repeated  questions  to  elicit  addi¬ 
tional  proofs,  or  frequent  phone  calls  to 
reduce  response  time.  If  possible,  have 
another  qualified  colleague  check  the  final 
product. 

Working  with  an  expert 

STERNO:  Can  you  tell  me,  Socrates,  how 
to  log  on  to  TSO? 

SOCRATES:  My  dear  Sterno,  I  must 
confess  that  I  do  not  know  what  TSO  is, 
much  less  how  to  log  on  to  it.  But  since  the 
soul  is  immortal,  all  learning  is  simply  a 
process  of  recollection,  and  so  I  will  glad¬ 
ly  join  you  in  making  an  inquiry  into  the 
nature  of  TSO.  In  the  first  place,  then,  I 
ask  you,  is  TSO  required  or  optional? 
STERNO:  Well,  since  “TSO"  stands  for 
“Time  Sharing  Option,"  it  appears  it 
must  be  optional. 

SOCRATES:  Then  one  would  expect  to 
enter  a  particular  command  to  invoke  it, 
would  one  not? 

STERNO:  Certainly.  It’s  the  syntax  of 
that  command  I  wish  to  learn. 
SOCRATES:  Good.  Now  then,  what  is  it 


that  you  wish  to  do  with  TSO? 

STERNO:  Besides  wrapping  it  around 
your  neck?  Why,  to  log  on  to  it.  I  know  it’s 
some  sort  of  log-on  command. 
SOCRATES:  Very  well,  then,  we  have  the 
command  verb.  Now,  does  the  verb  usual¬ 
ly  come  at  the  beginning  of  a  command  or 
in  some  other  position? 

STERNO:  The  beginning. 

SOCRATES:  Then  let  us  place  it  there. 
In  the  second  place,  let  us  inquire:  Is  it 
one  or  many  that  will  be  logging  on? 
STERNO:  Just  one,  Socrates. 
SOCRATES:  Then  presumably  we  must 
identify  this  one. 

STERNO:  Okay,  so  “logon  userid". . . 
SOCRATES:  There  you  have  it,  Sterno. 
Notice  that  you  supplied  the  command 
yourself,  out  of  your  own  head. 

STERNO:  Yes. 

SOCRATES:  You  knew  it,  even  though 
we  said  a  moment  ago  that  you  did  not 
know  it. 

STERNO:  True. 

SOCRATES:  We  conclude,  then,  that 
your  soul  was  able  to  recollect  this  knowl¬ 
edge  from  the  previous  existence;  indeed, 
that  understanding  ofTSO  is  a  gift  to  the 
soul  from  God. 

—  “Bozo,"  from  The  Dialogues  of 
Playdoh. 

The  ideal  expert  would  be  someone  like 
Socrates,  meeting  students  at  their  own 
levels  of  knowledge  and  experience.  Chal¬ 
lenging  them  to  meet  particular  objec¬ 
tives.  Guiding  them  through  a  highly  in¬ 
teractive,  highly  personalized  exchange. 
Digressing,  when  necessary,  to  examine 
in  detail  their  preconceptions  and  miscon¬ 
ceptions.  And,  like  Socrates,  dying  before 
royalties  are  collected  (just  kidding). 

Unfortunately,  most  experts  are  more 
soporific  than  Socratic.  Frequently,  they 
lack  the  imagination  to  put  themselves  in 
the  shoes  of  their  students  —  to  keep  in 
mind  what  a  novice  does  and  does  not 
know. 

Your  relationship  with  an  expert  con¬ 
tains  a  built-in  paradox:  You  have  to  draw 
out  the  information  by  asking  questions, 
and  yet  they  must  supply  the  structure. 

This,  then,  brings  us  to  the  final  princi¬ 
ple: 

Principle  4:  Your  success  depends 
on  your  ability  to  think  like  your  au¬ 
dience.  Much  of  the  work  of  communica¬ 
tion  is  one-directional;  you  explain  and  il¬ 
lustrate  your  subject.  Meetings  with  your 
expert,  however,  are  an  opportunity  to 
shift  to  a  two-way  dialogue.  In  fact,  the 
success  of  your  project  may  depend  on 
your  ability  to  play  the  role  of  the  target 
audience,  anticipating  probable  questions 
and  misunderstandings. 

This  role  demands  as  much  of  you  as  it 
does  of  the  expert.  It  forces  you  to  resist 
the  temptation  to  regard  your  outline  as 
carved  in  stone:  rather,  relinquishing  a 
measure  of  control,  you  must  investigate 
the  grey  areas  that  inevitably  rise  like 
pockets  of  mist  along  the  way.  Be  relent¬ 
less  —  the  expert  may  not  realize  that 
something  is  missing  and  may  try  to  ap¬ 
pease  you  with  half-answers.  Keep  at  it 
until  the  point  is  really  clear. 

By  following  these  suggestions,  your 
anger,  frustration  and  feelings  of  inade¬ 
quacy  can  be  transformed  into  moments 
of  real  excitement.  The  thrill  comes  from 
functioning  as  a  team.  When  the  coopera¬ 
tive  process  works,  understanding 
merges  with  expression,  beauty  em¬ 
braces  truth,  Godzilla  meets  Wordsworth 
and  the  end  result  seems  greater  than  the 
sum  of  its  parts.  Adieu.  • 
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Training  wheels  in  motion 

*  Strategic  training*  can  move  your  organization  toward  its  goals 


BY  MARK  DUNCAN 

Mention  “productivity  im¬ 
provement”  to  the  average 
information  systems  person, 
and  the  conversation  hkely 
will  turn  to  automated  design 
tools,  code  generators,  iterative  life  cy¬ 
cles,  prototyping,  computer-aided  soft¬ 
ware  engineering  and  a  myriad  of  other 
vogue  technological  solutions. 

In  the  same  way,  mention  “competi¬ 
tive  advantage”  or  “strategic  advan¬ 
tage,”  and  you’ll  get  another  set  of  pat  an¬ 
swers:  expert  systems,  local-area  net¬ 
works,  cooperative  and  distributed 
processing  and  creative  customer/sup>- 
plier  relationships. 

Training  is  rarely  mentioned  as  a  way 
to  improve  systems  development  produc¬ 
tivity  or  as  a  way  to  boost  an  organiza¬ 
tion’s  competitive  advantage.  Pity.  Train¬ 
ing  is  a  viable  way  of  accomplishing  both 
these  objectives  —  and  may  be  the  cheap¬ 
est  alternative. 

As  defined  here,  IS  training  does  not 
refer  to  routine  instruction  about  how  to 


Ehmcan  is  a  quality-assurance  consultant  based  in 
Dallas. 


use  a  product  or  other  everyday  technical 
skills.  Strategic  training  means  an  in¬ 
tense,  honest  scrutiny  of  the  IS  depart¬ 
ment’s  collective  repertoire  of  skills.  This 
inventory  produces  an  objective  assess¬ 
ment  of  how  close  to  100%  effectiveness 
the  staff  really  is. 

Once  you  have  derived  an  effective¬ 
ness  metric,  a  plan  to  annihilate  any  defi¬ 
ciencies  can  be  prepared.  The  goal  is  to 
bring  as  many  staff  members  as  possible 
to  100%  competency  in  several  key  ar¬ 
eas,  including  software  tool  usage,  meth¬ 
odology  comprehension  and  business  acu¬ 
men.  The  overall  objective  is  for  the 
various  parts  of  the  IS  department  to 
work  in  concert  and  with  precision. 

Strategic  IS  training  begins  by  examin¬ 
ing  an  organization’s  short-term  and  long- 
range  plans.  Matching  these  projects  and 
the  environment  with  available  skills  will 
reveal  any  gaps  that  must  be  remedied  by 
specific,  appropriate  and  timely  training. 
As  long-range  plans  change,  so  must  the 
training  curriculum. 

If  training  vendors  are  used,  they  must 
be  apprised  of  the  company’s  goals  and 
customize  courses  accordingly.  (Most 
vendors  will  do  this  quite  willingly.) 

A  secondary  goal  from  the  firm’s  per¬ 


spective  is  to  “train  a  trainer.”  This  in¬ 
volves  identifying  individuals  who,  once 
trained,  can  apply  their  knowledge  and 
teach  it  effectively  to  others,  minimizing 
subsequent  training  costs. 

Seeing  the  light 

Focusing  on  a  “training  solution”  rather 
than  a  “technology  solution”  may  have 
another  benefit:  It  can  bring  to  light  the 
inadequacies  or  deficiencies  of  a  training 
function.  Organizations  can  embark  on  a 
technological  change  —  wisely  acknowl¬ 
edge  that  training  is  an  essential  element 
of  that  change  —  only  to  find  themselves 
ill-equipped  to  establish  and  administer 
the  required  training.  Dollar  losses  can  be 
great  from  software  tools  that  nobody  is 
trained  to  use  or  from  training  that  is  off- 
target  and  untimely. 

A  technology  solution  —  or  even  a 
massive  technological  revolution  —  may 
actually  be  critical  to  an  organization’s 
continued  viability.  But  even  in  such 
cases,  training  is  an  essential  accompani¬ 
ment  to  change. 

Far  better  for  an  organization  is  to 
have  an  established  training  function.  A 
critical  success  factor  for  technological 
change  is  “organizational  readiness.”  A 


training  function  that  can  kick  into  gear  on 
demand  is  key  to  that  readiness. 

An  example:  Company  A  unwittingly 
found  itself  in  a  race  with  longtime  rival 
Company  B  for  a  huge  new  market.  Rich¬ 
er  and  larger  Company  B  began  deploying 
its  wealth  in  technology  solutions.  Com¬ 
pany  A  could  not  compete  on  that  basis 
and  began  to  look  for  alternatives. 

Brainstorming  revealed  that  a  quickly 
built  “throwaway”  system  was  required. 
Company  A  had  an  unused  fourth-genera¬ 
tion  language  (4GL),  and  a  staff  skills 
search  uncovered  one  expert  and  one 
near-expert  user.  Consultation  verified 
that  the  4GL  was  ideal  but  that  more  pro¬ 
grammers  would  be  needed.  The  expert 
and  almost-expert  were  commissioned  to 
select  and  intensively  train  a  team  of  pro- 
granuners  in  the  4GL  using  classroom 
and  on-the-job  training.  Though  the  re¬ 
sulting  system  was  not  of  the  quality  of  a 
system  developed  by  more  experienced 
programmers,  it  still  gave  Company  A  a 
commanding  lead  over  Company  B. 

In  this  case,  training  extended  the 
skills  of  several  staff  members  by  teaching 
them  fluency  in  a  new  language  and  cut 
the  costs  for  external  training  consul¬ 
tants.  The  example  shows  that  a  company 
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Today,  more  and  more  database  decisions  come 
down  to  a  simple  choice:  Oracle  versus  Sybase. 

Given  our  superior  client/server  archi¬ 
tecture,  we  know  Sybase  is  the  clear  winner. 
And  apparently,  Oracle  agrees  with  us. 


Because  the  word  on  the  street  is,  once  Sybase  is 
in  the  picture,  Oracle  might  be  willing  to  bargain. 
To  find  out  what  Sybase 
has  to  offer,  call  1-800- 
447-9227.  Extension  100. 
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should  not  overlook  its  existing  resources 
when  searching  for  automation  solutions 
to  business  problems. 

Training  figures  prominently  in  the 
landmark  MIT  study  “Management  in 
the  1990s.”  This  five-year,  $5  million  re¬ 
search  study  focused  on  managing  infor¬ 
mation  technology.  A  summary  of  the  re¬ 
port  shows  that  implementing  changes 
depends  in  part  on  knowing  how  to  per¬ 
form  effectively  in  the  new  environment. 

Training  as  a  strategic  activity  was 
also  underscored  in  the  Malcolm  Bal¬ 
dridge  National  Quality  Improvement  Act 
of  1987,  which  was  designed  to  promote 
quality  awareness,  recognize  quality 
achievements  of  U.S.  firms  and  publicize 
successful  quality  strategies.  Winners 
must  show  a  record  of  five  years  of  sus- 


1 0  steps 


(1)  Establish  a  formal  training  poli¬ 
cy  stating  required  amount  of  annu¬ 
al  training  for  various  job  levels.  Ex¬ 
amples:  2%  of  average  work  year, 
entry-level  staff  will  receive  80 
hours  annually,  etc. 

(2)  Create  a  formal  mechanism 
for  requesting  normal  and  excep¬ 
tional  training.  Make  sure  staff 
knows  the  procedure  and  is  encour¬ 
aged  to  take  advantage  of  opportu¬ 
nities. 

(3)  Conduct  a  regular  needs  analy¬ 
sis,  perhaps  annually.  Needs  should 
be  based  on  long-  and  short-range 
organizational  plans. 

(4)  Formulate  training  curricula  an¬ 
nually.  Distinguish  between  basic 
or  core  training  and  advanced  or 
specialist  training. 

(5)  Shoot  for  100%  efficiency  in 
tools  and  techniques.  Extend  or  re¬ 
peat  training  to  reach  this  target. 

(6)  Give  staffers  opportunities  to 
apply  new  skills.  The  goal  is  to  com¬ 
plement  theoretical  knowledge 
with  substantial  hands-on  experi¬ 
ence. 

(7)  Practice  a  “train  the  trainer” 
philosophy.  Choose  training  candi¬ 
dates  who  not  only  can  learn  well 
but  who  can  teach  others. 

(8)  Establish  solid  relationships 
with  training  vendors.  Seek  out 
those  especially  willing  to  custom¬ 
ize  courses  to  suit  your  organiza¬ 
tion’s  policy  and  strategy. 

(9)  Educate  staffers  in  the  business 
of  the  organization.  Besides  com¬ 
plementing  their  technical  skills, 
making  them  more  business  savvy 
will  help  illustrate  their  contribu¬ 
tions  to  corporate  success. 

(10)  Maintain  an  up-to-date  skills 
inventory.  This  can  provide  quick 
identification  of  available  and  need¬ 
ed  skills,  reveal  cross-training 
needs  and  reflect  your  overall  train¬ 
ing  direction. 


tained,  organizationwide  improvement. 

Among  the  evaluation  criteria  — 
which  include  leadership,  information  and 
analysis,  strategic  quality  planning,  hu¬ 
man  resource  utilization,  quality  assur¬ 
ance  of  products  and  services,  quality  re¬ 
sults  and  customer  satisfaction  —  is  a 
subcategory  called  “Quality  Education 
and  Training.” 

Investing  in  the  future 

One  final  example  illustrates  the  signifi¬ 
cance  of  training.  McDonnell-Douglas 
Computer  Systems  Co.’s  software  and 
consulting  organization  recently  pub¬ 
lished  a  booklet  called  “Nine  Proven 
Methods  to  Increase  System  Developer 
Productivity.”  A  key  recommendation  is 
“invest  in  training.” 


It  is  evident  from  these  examples  and 
others  that  training  must  be  a  key  ele¬ 
ment  of  any  organization’s  strategy  for 
success.  Vendors  seek  to  bedazzle  IS  with 
technology.  For  its  part,  IS  yearns  for  the 
new,  improved,  the  faster,  the  better. 
Both  behaviors  are  acceptable  and  neces¬ 
sary  and  push  forward  the  boundaries  of 
technology.  But  success  hinges  on  the  in¬ 
telligent  use  of  technology. 

Ultimately,  technology  and  human 
skills  are  inseparable.  Paul  S.  Colahan, 
president  of  Walker  Associates,  Inc.,  a 
Boston-based  consultancy  specializing  in 
the  health  care  industry,  says,  “Doing  the 
job  properly  while  continuing  to  expand 
the  client  list  forces  us  to  rely  on  two 
things:  people  and  technology.” 

Colahan  advocates  using  this  formula: 


“First,  hire  quality  people  and  train  them 
to  be  expert  in  what  they  do.  Show  them 
why  their  job  is  relevant,  and  we  help 
them  understand  why  they  should  take 
pride  in  them.  . . .  With  automation,  we 
gain  a  tremendous  competitive  advan¬ 
tage.  But  our  dialogue  must  remain  true 
to  successfully  marrying  people  and  tech¬ 
nology.” 

It  makes  good  sense  to  explore  new 
technology,  but  that  good  sense  must  ex¬ 
tend  to  include  the  training  necessary  to 
master  that  technology.  If  it  does  not, 
many  a  new  software  tool  and  method  will 
suffer  early  failure.  Organizations  that  ig¬ 
nore  training  as  a  key  part  of  their  strate¬ 
gy  will  discover  that  vogue  technological 
solutions  often  turn  out  to  be  simply 
rogue  technological  solutions.  • 


Static  UPS 
Puts  )bu  On  A  Roll 


A  Startling  Fact:  Our  Hybrid™  UPS  Has  a  Four  Times 
Greater  MTBF  Than  Static  Technology  UPS. 


Static  UPS  leads  to  a  lot  more  than 
heartburn. 

It  leads  to  computer  downtime. 
Which  can  cost  you  up  to  $  1 ,000,000 
or  more  every  hour.  Not  to  mention 
the  loss  of  irreplaceable  data. 

But  here's  a  fact  you  can  chew  on: 
Demonstrated  cases  prove  that  the 
Hybrid  UPS  of  Power  Systems  & 
Controls  is  four  times  more  reliable 
than  static  systems. 

In  fact,  our  demonstrated  Mean  Time 
Between  Failure  is  over  150,000 
hours.  Some  systems  have  been  run¬ 
ning  for  over  17  years  and  counting, 
without  a  hitch. 

That's  reliability. 

Reliability  from  a  proven  Hybrid  UPS 
design.  One  that  covers  a  range  from 


200  to  10,000  KVA  and  blends  the  best 
of  static  and  rotary  technologies.  A  de¬ 
sign  that  eliminates  high-maintenance 
parts  like  AC  and  DC  power  capacitors 
—  giving  you  fewer  components  that 
can  fail.  Plus  it  protects  your  expensive 
computer  hardware  from  high-speed 
transients  like  lightning.  All  while 
eliminating  the  costs  of  an  air  condi¬ 
tioned  room. 

Hybrid  UPS  from  Power  Systems  & 
Controls.  For  25  years,  the  first  choice 
of  top  companies  and  government 
agencies  who  demand  reliability.  For 
more  information,  call  Ron  Tigani 
today  at  (804)  355-2803. 

Or  get  on  a  roll  like  never  before. 


Power 

Systems& 

ContiDls 

3206  Lanvale  Avenue 
Richmond,  VA  23230 


'IXims  is  a  registered  trademark  of  Bcccham  Products  USA, 
Division  of  Beecham,  Inc. 
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You  wouldn’t  outfit  a  powerful  car  with  wagon 
wheels. Why  saddle  your  fractional  T-1  facilities 
with  anything  but  an  AT&T  Paradyne  multiplexer? 
AT&T  Paradyne  has  the  equipment  that  can  get  you 
maximum  performance  from  your  fractional 
T-1  network. 

The  fact  is, you  can’t  buy  a  more  efficient 
multiplexer  for  fractional  T- 1  than  one  of  our 


ACCUL1NK^“  74X  Series.They’re  specifically 
designed  to  support  fractional  T-1.  So  you  don’t  get 
stuck  with  added  interfaces.  Or  the  network  man¬ 
agement  overhead  and  control  problems  that  come 
with  them.  Not  to  mention  the  additional  costs. 

And  no  matter  what  your  hybrid  networking 
need  is, we  can  fill  it.  Because  with  ACCULlNK,you 
get  support  fi)r  both  private  networks  and  tariffed 


Without  the  right  equipment, 

you  can’t  make  the  most  of  fractional  T-1  either. 


services.  Plus  through  AT&T  Paradyne’s  NetCare® 
Services, we  give  you  network  assistance  from 
design  through  implementation. 

So  if  you  really  want  to  put  your  fractional 
T-1  network  into  overdrive,  call  your  AT&T 
Paradyne  Account  Executive  or  1 800  482-3333, 
Ext.  301  and  ask  about  our  full  line  of  T-1 
multiplexers.  In  Canada,  call  (4l6)  494-0453. 


^eATbT  Paradyne 


The  expandability  of  our 386SX 
lets  you  carry  a  lot  of  clout 


Graphics  Clout  For  exciting  business  presenta¬ 
tions,  the  T3200SXs  VGA  graphics  system  can  be 
teamed  up  with  a  color  VGA  monitor  for 
simultaneous  dual-screen  viewing. 


■  0mmm  44 
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Memoty  Clout  Three  dedicated  internal 
expansion  slots  let  you  increase  memory  up 
to  13MB  as  your  need  for  power  grows. 


Portable  Clout  The 

T3200SX  also  gives  you  the 
power  to  take  it  with  you. 

A  tjust  1 7.0 pounds,  it  lets 
you  work  wherever  you 
work  best. 


Performance  Clout 

A  32-bit 80386SX proces¬ 
sor  lets  you  harness  both 
today’s  and  tomorrow’s 
most  advanced  software. 


Networking  Clout 

Two  IBM-cofnpatibk 
expansion  slots,  one 
full-length  and  one 
half-length  slot,  let 
you  connect  to  LANs, 
mainframes  and 
more. 


keypad,  making  the 


desktOi 
a  101 


ip  replacement  Plus,  a  built-in  port  lets  you  attach 
hey  enhanced  keyboard. 
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Communications  Clout 

With  a  dedicated  modem  sbt, 
there’s  no  need  to  take  up 
valuable  expansion  space. 


f 

I 

I 

I 
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It  used  to  be  that  the  only 
way  to  get  386SX  technology 
with  the  expandability  of  6 
internal  expansion  slots  and  5 
built-in  ports  was  with  a  bulky 
desktop  computer. 

But  that  was  before  we 
developed  the  T3200SX.  Not 
only  does  it  carry  all  this  clout, 
but  it  carries  it  in  a  sleek, 
17.0-pound  package  that  easily 
replaces  desktop  computers. 

So  whether  you’re  network¬ 
ing,  doing  computer  aided 
design,  data  bases  or  complex 
spreadsheet  analysis,  you  can 
now  work  just  about  anyplace 
there’s  an  AC  outlet. 

And  it’s  priced  lower  than 
you’d  expect  for  a  PC  with  this 
kind  of  power  and  portability. 

So  now  you  can  harness  the 
power  of  all  the  latest  386  appli¬ 
cations  in  an  expanded  range 
of  working  environments. 

Namely,  anywhere  you  want. 


T3200SX:  17.0 pounds,  16MHz  386SX  with  803875X16 
coprocessor  socket,  two  internal  IByr-compatible  sbts,  three 
dedicated  Toshiba  memory  slots,  one  dedicated  Toshiba 
modem  slot,  5  built-in  ports,  40MB  hard  disk  with  25msec 
access,  1MB  RAM  expandable  to  13MB,  gas  plasma  VGA 
display  with  16 gray  scales,  1.44MB  3‘/^  diskette  drive. 

All  Toshiba  PCs  are  backed  by  the  Exceptional  Care  program 
(enrollment  remired).  IBM  is  a  registered  trademark  of 
International  Business  Machines  Corp. 

For  more  information  call 1-800-457-7777. 


In  Touch  with  Tomorrow 

TOSHIBA 


Toshiba  America  Information  Systems,  Inc.,  Computer  Systems  Division 
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INSIGHT 

Bernard  Cohen 

An  Armonk 
glass  house 

In  a  recent 
magazine  article 
that  makes  a 
case  for  future 
Japanese  com¬ 
puter  domi¬ 
nance,  IBM 
^resident  Jack  Kuehler  is  quoted 
as  sa3dng,  “We  have  the  people 
who  can  compete  —  if  we  can  lu¬ 
bricate  the  process.” 

The  article  goes  on  to  para¬ 
phrase  Kuehler;  “All  computer 
makers  need  are  measures  that 
will  give  innovators  in  the  U.S. 
the  same  chance  as  their  Japa¬ 
nese  rivals.  A  couple  of  tax  cred¬ 
its.  A  little  less  worry  over  anti¬ 
trust.  A  bit  of  judicious  industrial 
policy.” 

In  light  of  what  it  is  now  do¬ 
ing  to  the  third-party  mcu-ket,  is 
IBM  talking  out  of  both  sides  of 
its  mouth?  IBM  is  presently  at 
war  with  all  segments  of  the 
third-party  market  as  well  as  its 
manufacturing  competitors. 

To  be  sure,  IBM’s  main 
thrust  is  aimed  at  keeping  its 
manufacturing  competition 
from  grabbing  market  shares. 
However,  in  IBM’s  eyes,  the 
third-party  market  has  been  like 
an  infestation  of  fleas,  attacking 
all  parts  of  the  abundant  host. 

There  are  two  kinds  of  such 
“pests”  —  dealer/  lessors  and 
maintainers.  When  IBM  decid- 
Continued  on  page  118 


Key  figure  stepping 
away  from  Apple  core 


BY  JAMES  DALY 

CW  STAFF 


Delbert  Yocam  made  good  on  a 
year-old  pledge  to  retire  from 
Apple  Computer,  Inc.  on  the 
10th  anniversary  of  the  date  on 
which  he  first  stepped  through 
its  doors,  leaving  the  firm  he 
helped  nurture  from  a  scrappy 
start-up  to  one  of  the  computer 
industry’s  central  figures. 

Yocam  held  several  key  posi¬ 
tions  during  his  tenure  at  the  Cu¬ 
pertino,  Calif. -based  firm:  gener¬ 
al  manager  of  the  Apple  II 
division,  executive  vice-presi¬ 
dent  in  charge  of  operations, 
chief  operating  officer  and  head 
of  the  education  division. 


His  final  position  as  point  man 
for  Apple’s  Pacific  division  was 
one  of  his  most  successful  roles. 
Under  Yocam’s  aegis,  the  region 
became  one  of  the  company’s 
fastest  growing  revenue  produc¬ 
ers  and  now  accounts  for  12%  of 
Apple’s  total  sales,  he  said. 

The  45-year-old  Yocam  has 
not  decided  what  he  will  do  next, 
although  he  said  he  has  received 
offers  to  write  a  book  about  his 
years  at  Apple  as  well  as  several 
invitations  to  head  high-tech 
ventures. 

Yokam  joined  Apple  in  1979 
after  a  series  of  jobs  at  ITT 
Corp.,  Ford  Motor  Co.  and  Fair- 
child  Camera  and  Instrument 
Corp. 


Postponed  patent  pulls  pay  dirt 


BY  ELLIS  BOOKER 

CW  STAFF 

DALLAS  —  It  took  29  years, 
but  the  Japanese  government’s 
patent  office  finally  acknowl¬ 
edged  Texas  Instruments,  Inc.’s 
rights  to  the  integrated  circuit. 

The  patent  covers  virtually  all 
production  and  use  of  ICs  in  Ja¬ 
pan  —  the  world’s  leading  pro¬ 
ducer  and  consumer  of  ICs  and 
semiconductors  —  and  could 
mean  billions  of  dollars  in  royalty 
payments  to  TI  over  the  next  12 
years,  according  to  analysts. 

TI  officials,  however,  would 
not  speculate  on  the  worth  of  the 
patent  award  except  to  say  it 


would  be  a  significjmt,  ongoing 
source  of  royalty  income.  Sever¬ 
al  weeks  ago,  TI  officials  con¬ 
firmed  that  the  Japanese  Patent 
Office  had  issued  the  award  on 
Oct.  30. 

TI  originally  applied  for  the 
patent  in  Feburary  1960,  two 
years  after  TI  engineer  Jack 
Kilby  first  demonstrated  an  IC. 

TI’s  U.S.  patent  for  ICs  was 
granted  in  1964  and  expired  in 
1981.  Intel  Corp.  co-founder 
Robert  N.  Noyce,  now  chairman 
of  the  Sematech  consortium,  is 
credited  with  having  invented 
the  method  of  interconnecting 
devices  on  an  IC. 

Effective  immediately,  the 


long-awaited  Japanese  patent 
runs  through  Nov.  27, 2001.  An¬ 
alysts  said  the  Japanese  Patent 
Office  takes,  on  average,  five  to 
seven  years  to  process  a  claim 
and  that  the  length  of  delay  in  the 
TI  award  was  highly  unusual. 

Royalty  licenses  are  based  on 
a  percentage  of  sales  —  usually 
less  than  1%,  according  to  Paine 
Webber,  Inc.  Vice-President 
John  Lazio.  Assuming  a  0.5%  to 
1.5%  royalty  rate,  Lazio  calcu¬ 


lated  that  TI  could  see  between 
$2.5  billion  and  $7.5  billion  over 
the  patent’s  12-year  term.  Paine 
Webber  estimated  that  Japanese 
makers  will  account  for  $15  bU- 
lion  of  the  $40  billion  worldwide 
IC  market  this  year. 

However,  the  Japanese  royal¬ 
ties,  which  are  not  retroactive, 
may  be  cold  comfort  to  TI,  which 
recently  announced  it  would 
take  a  $55  million  pretax  charge 
against  earnings  and  lay  off 
1,500  people  because  of  sliding 
dynamic  random-access  memory 
chip  prices  [CW,  Nov.  27]. 

Continued  on  page  116 


Mining  gold  from  computers 


BY  J.  A.  SAVAGE 

CW  STAFF 


SAN  JOSE,  Calif.  —  If  the  desire 
to  smash  your  computer  has 
ever  gotten  the  better  of  you, 
consider  Tim  Descamps  —  he 
gets  to  smash  them 
everyday. 

Old  boxes,  bad 
batches  of  silicon 
chips  and  obsolete 
circuit  boards  are  all 
fodder  for  Des¬ 
camps’  operation  — 
turning  the  finished 
product  back  into  its 
essential  elements  of 
gold,  silver,  copper 
and  plastic. 

Descamps,  presi¬ 
dent  of  Micro  Metallics  Corp., 
revealed  a  safe  piled  with  gold 
and  silver  bars,  the  most  profit¬ 
able  part  of  the  business.  “It’s  an 
above-ground  mine,”  he  said. 

Located  in  the  Silicon  Valley, 
Micro  Metallics  —  or  Micromet, 
as  it  is  more  commonly  known 
—  feeds  off  computer  companies 


Micro  Metallics 
Descamps 


with  a  waste  problem.  It  not  only 
takes  the  computers  —  them¬ 
selves  a  solid  waste  problem  — 
but  also  recycles  the  hazardous 
sludge  that  is  a  byproduct  of 
manufacturing.  Like  the  boxes, 
the  sludge  contains  both  pre¬ 
cious  metals  and  tox¬ 
ics. 

Computer  com¬ 
panies  leverage 
their  waste.  Des¬ 
camps  said.  They  ex¬ 
pect  a  return  on 
their  garbage.  “The 
companies  normally 
retain  ownership  of 
materials,”  he  said. 

Micromet  deter¬ 
mines  the  materials’ 
value  after  initial 


processing  and  fixes  the  price  of 
the  metals  on  the  spot  market. 
Then  Micromet  will  buy  the 
computer  from  customers. 

Computer  firms  get  cash  from 
their  trash  —  between  $10  and 
$15  per  pound.  Descamps  esti¬ 
mated. 

Continued  on  page  114 


Applications  Expertise 


Think  Digital 
Think  Ross 


ROSS 
SY^MS 

I860  Embarcadero  Road/  Palo  Alto,  CA  94303/  415-493-7850 


rs 


VAX  is  a  trademark  of  Digital  Equipment  Corporation. 


The  Digital  Standard 


Ross  Systems 
and  Digital  Equip¬ 
ment  Corporation 
are  like  hot  dogs 
and  ballgames.  It's 
hard  to  imagine  one 
without  the  other. 

Ross  is  dedicated 

because  we  under¬ 
stand  how  to  trans¬ 
late  DEC  technology 
into  software 
benefits  for  our  cus¬ 
tomers.  Ross  has  20 
years  of  operational 

experience  and  a 
worldwide  base  of 
customers.  We  know 
it  takes  more  than  a 
big  name  to  make  an 
installation  success¬ 
ful. 

Free  Report.  Call 

Ross  Systems  today  for  a 
free  white  paper  on  DEC 
Windows,  Rdb  or  Digital 
Technology  in  Applica¬ 
tions  Software. 

.solely  to  Digital  with 
an  extensive  line  of 
applications  soft¬ 
ware  availal')le  only 
for  the  DEC  VAX.™ 
You  chose  Digital 
for  its  technological 
advantage.  And 
you'll  select  Ross 

1  Accounting 

Distribution 

Decision  Support 

General  Ledger 
Accounts  Payable 
Accounts  Receivable 
Fixed  Assets 
Purchasing 
Payroll/Personnel 
Encumbrance 

Order  Entry 

Inventory 

Purchasing 

Modeling 

CrossView 

20/20 

Micro  link 
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Planned  defense  cuts  stun  industry 


BY  MITCH  BETTS 

CW  STAFF 


WASHINGTON,  D.C.  —  U.S.  Defense 
Secretary  Richard  B.  Cheney’s  early  No¬ 
vember  call  for  $180  billion  in  defense 
budget  cuts  over  six  years  sent  shock 
waves  that  continue  to  ripple  through  the 
defense  electronics  and  computer  indus¬ 
tries. 

While  precise  budget  cuts  have  not 
been  set,  spending  on  new  U.S.  Depart¬ 
ment  of  Defense  (DOD)  infor¬ 
mation  systems  and  high-tech 
projects  at  the  Defense  Ad¬ 
vanced  Research  Projects 
Agency  (DARPA)  could  be 
hard  hit,  analysts  said. 

DARPA ’s  funding  for  Se- 
matech,  a  chip  manufacturing 
consortium,  and  grants  for 
high-definition  television  (HDTV)  pro¬ 
jects  are  already  vulnerable  to  budget¬ 
cutting  because  of  opposition  from  the 
White  House  Office  of  Management  and 
Budget,  according  to  Alton  Marsh, 
founder  of  “Advanced  Military  Comput¬ 
ing,”  a  newsletter  based  in  Arlington,  Va. 

Budget  director  Richard  G.  Darman 
reportedly  opposes  financial  aid  for  pri¬ 
vate  ventures  on  the  grounds  that  it 
smacks  of  the  kind  of  “industrial  policy” 
that  President  Bush  ran  against  in  the 
1988  election  campaign. 

However,  the  Sematech  and  HDTV 
projects  could  be  saved  by  Congress, 


where  they  are  very  popular.  Sen.  Albert 
Gore  Jr.  (D-Tenn.)  said  that  cutting  those 
programs  would  encourage  “the  com¬ 
plete  and  irrevocable  demise  of  the  Amer¬ 
ican  consumer  electronics  industry.” 

Cheney  asked  the  military  services  to 
come  up  with  $180  billion  in  cuts  in  ad¬ 
vanced  weapon  systems  and  other  areas 
because  of  the  U.S.  budget  deficit  and  the 
diminished  threat  of  war  in  Europe.  De¬ 
fense  stocks  plummeted  5%  to  10%  after 
Cheney’s  announcement,  and  analysts 
predicted  a  new  round  of  merg¬ 
ers,  acquisitions  and  layoffs  in 
the  defense  industry. 

Meanwhile,  troubled  defense 
contractors  such  as  Lockheed 
Corp.  and  General  Dynamics 
Corp.  are  expected  to  accelerate 
their  forays  into  systems  inte¬ 
gration  in  the  civilian  side  of  gov¬ 
ernment.  “Those  companies  see  the  sys¬ 
tems  integration  arena  as  a  way  to  offset 
some  of  the  cutbacks  on  the  weapons  side, 
but  it’s  not  clear  their  hopes  are  going  to 
be  realized,”  said  Warren  H.  Suss,  a  fed¬ 
eral  market  consultant  in  Jenkintown,  Pa. 

The  defense  cuts  may  be  a  mixed  bag 
for  IS  managers  in  the  DOD.  Proposals 
for  new  and  upgraded  information  sys¬ 
tems  will  “come  under  the  microscope” 
and  may  be  delayed.  Suss  said.  However, 
there  may  be  greater  demand  for  IS,  justi¬ 
fied  on  grounds  that  they  streamline  logis¬ 
tics  and  support  functions  and  reduce  the 
need  for  manpower,  he  added. 


“Why  pay  more 
for  a  climbing 
rope?  If  it 
breaks,  WII 
gneyoua 
new  one  free.” 


It’s  easy  to  cut  costs  by  cutting  comers.  But  if  you  lose  critical 
data,  it’s  gone  for  good.  When  it’s  your  business 
that’s  on  the  line,  don’t  take  chances  with  any¬ 
thing  less  than  Dysan  100  flexible  disks.  We 
test  100%  of  our  disks  and  certify  100% 
to  be  100%  error  free  over  100% 
of  the  disk  surface. 

The  Dysan  100.  It’s  not  just  a 
name.  It’s  a  measure  of  superiority. 


Dysm'lOO 


100%  Better 


Miner 

CONTINUED  FROM  PAGE  113 

And  Micromet  will  recycle  just  about 
anything.  Recently,  the  firm’s  three-acre 
lot  contained  film  from  circuit  board  lay¬ 
outs,  which  contain  silver;  the  plastic 
cases  from  old  personal  computers; 
drums  of  pin  connectors,  and  more.  Most 
of  the  junk  is  reduced  to  a  grimy  dust, 
which  is  then  raked  for 
metals. 

Circuit  boards  are 
pulverized  into  com- 
flake-size  pieces  and 
then  baked  and  smelted 
into  crude  copper  bars. 

Despite  the  use  of  vats 
of  boiling  cyanide  in  one 
process  that  allows  the 
gold  to  sink  to  the  bot¬ 
tom,  Descamps  claims 
he  has  the  edge  in  envi¬ 
ronmental  quality  with 
a  new  scrubber  on  the 
firm’s  incinerator. 

“The  air  that  comes 
out  is  cleaner  than  the 
air  that  goes  in,”  Descamps  said. 

However,  the  downturn  in  the  elec¬ 
tronics  industry  spells  hard  times  for  Mi¬ 
cromet.  To  cut  costs,  companies  are  using 
less  gold  in  their  components,  and  manu¬ 


facturers  have  become  more  efficient 
about  it,  according  to  Descamps. 

To  keep  its  edge  in  the  scrap  market, 
which  Descamps  estimates  at  40%,  Mi¬ 
cromet  meets  Silicon  Valley  on  its  terms. 
The  lobby  is  upscale,  full  of  fancy  furni¬ 
ture  and  art,  albeit  art  based  on  silicon 
chips  —  not  the  normal  scrap  heap  associ¬ 
ated  with  such  a  business.  Salesmen  wear 
suits  and  offer  glossy  brochures. 

“Computer  companies  are  facing  more 


costly  investments  in  environmental  and 
safety  issues.  We’re  betting  that  as  the 
process  becomes  more  expensive,  we’ll 
be  the  only  [salvager]  left,”  Descamps 
said. 


Descamps  holds good-as-gold  circuit  boards 


Micromet  and  the  golden  PC 


If  Micromet’s  Tim  Descamps  despairs 
over  the  possibility  that  hard  times  are 
tempting  computer  manufacturers  to 
turn  to  baser  basic  components,  he 
might  get  a  rush  out  of  knowing  that,  at 
least  at  V.I.P.C.,  there’s  still  gold  in 
them  thar  PCs. 

The  Hayward,  Calif.-based  vendor 
offers  users  a  truly  gilt-edged  proposi¬ 
tion:  a  customized  personal  computer, 
built  on  Intel  Corp.’s  powerful  80486 


chip,  running  at  25  MHz  and  plated  in 
24-carat  gold. 

Loaded  with  an  array  of  superpow¬ 
er  features  —  it  comes  with  two  hard 
disk  drives,  a  hardware  disk  cache  for 
speedy  hard-drive  access  and  one  each 
of  the  reigning  favorite  floppy  drives 
—  and  ruggedized  according  to  U.S. 
government  standards,  the  auric  offer¬ 
ing  can  be  yours  for  a  mere  $49,995. 

NELLMARGOLIS 


O^ou  are  cordiaffy  invited  to  attend  the 

PRESIDENT  'S  SERIES 

‘E?(ce[fence  in  training 


I.S.  STRATEGIC  ALIGNMENT 
WORKSHOP 


Information  Technology  Is  one  of  the  most  critical  weapons  in 
the  business  arsenal.  It's  alignment  to  corporate  and  business  unit 
strategy  can  play  a  key  role  In  the  realization  of  business  vision 
and  may  determine  business  survival  and  growth. 

The  I.T.  strategic  planning  exercise  is  a  vehicle  to  position  the 
corporation  to  fully  leverage  information  technology  and  to 
address  issues  arising  from  the  increasingly  out-moded  base  of 
information  and  technology. 

DATE:  Jan.  29  -  30,  1990 

BUSINESS  AREA  ANALYSIS  SERIES 


DATA  MODELING 
WORKSHOP 

Learn  progressive  concepts  and 
principles  of  data  analysis  and 
modeling.  Acquire  a  working 
knowiedgeof  techniques  for  subject 
area  modelling.  Entity  Relationship 
nnodeling.  Normalization,  Validation 
and  Balancing. 

DATE:  Jan.  22  -  24.  1990 


PROCESS  MODELING 
WORKSHOP 

Understarxt  fundamentals  and  gain 
hands  on  experience  with 
techniques  for  life  cycle  analysis. 
Functional  Hierarchy  Diagramming, 
Data  Flow  Diagramming  and 
Structured  Analysis. 
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High  times  ahead  for  Unix  in  Taiwan 


BY  LORI  VALIGRA 

IDG  NEWS  SERVICE 


TAIPEI,  Taiwan  —  Unix  is  about  to  enter 
a  boom  period  in  Taiwan,  sparked  by  the 
impending  release  of  specifications  for  a 
Chinese  Unix  operating  environment  that 
includes  an  operating  system,  worksta¬ 
tion  and  networking  standard  that  could 
eventually  create  an  export  market  as 
large  as  the  current  outflow  of  IBM  clones 
from  the  island. 

Taiwan’s  Institute  for  Information  In¬ 
dustry  (III),  which  is  partially  government 
sponsored,  plans  to  release  the  specifica¬ 
tions  for  the  standard  next  month,  al¬ 
though  they  were  originally  due  Oct.  1. 
The  association’s  so-caUed  Software  En¬ 
gineering  Environment  Development 
(SEED)  project  is  a  four-year  cooperative 
effort  by  III,  local  industry  and  university 
research  groups  to  create  a  common  soft¬ 
ware  development  environment  to  help 
establish  the  infrastructure  for  Taiwan’s 
software  industry. 

The  effort  can  be  likened  to  Japan’s 
Sigma  project,  which  is  aimed  at  relieving 
that  country’s  critical  shortage  of  soft¬ 
ware  programmers.  Both  projects  are 
based  on  the  Unix  operating  system.  The 
SEED  project,  which  began  in  July  1988, 
is  also  working  on  a  Chinese  OS/2  stan¬ 
dard. 

According  to  Vera  Cheng,  deputy  di¬ 
rector  of  Ill’s  systems  engineering  divi¬ 
sion  and  head  of  the  project.  III  is  still  ne¬ 


gotiating  with  the  government  over 
pricing  for  the  source  code  and  hardware 
specifications. 

To  date,  20  engineers  from  20  local 
vendors  are  participating  in  the  project, 
which  has  also  drawn  outside  technical  ex¬ 
pertise  from  the  Open  Software  Founda¬ 
tion,  Unix  International  and  X/Open  Unix 
standards  groups.  The  key  focus  for  mak¬ 
ing  a  Chinese  Unix  operating  system  is 
support  for  up  to  4-byte  characters.  The 
standard  wiU  also  support  an  X  Window 
System  interface.  Open  Look  and  OSF 
Motif.  It  is  based  on  Unbc  System  V,  Re¬ 
lease  3.2  and  uses  AT&T’s  multinational 
language-support  definitions. 

In  addition,  the  group  is  devising  a 
Unix  workstation  standard,  initially  based 
on  the  Intel  Corp.  80386  and  80486  pro¬ 
cessors.  It  will  eventuaUy  include  Sun  Mi¬ 
crosystems,  Inc.’s  Scalable  Processor  Ar¬ 
chitecture  reduced-instruction  set 
computing  technology. 

According  to  Cheng,  the  project  will 
enable  local  vendors,  whose  margins  have 
eroded  to  almost  zero  in  the  PC-compati¬ 
ble  market  in  Taiwan,  to  add  software  val¬ 
ue  to  their  systems  for  both  export  and 
domestic  sales.  Cheng  said  she  believes 
that  Unix  system  exports  could  equal 
those  of  PC  clones  in  approximately  two 
years. 

In  the  home  market,  national  products 
such  as  a  residential  information  system, 
a  type  of  computerized  census  system, 
will  also  stimulate  demand  for  Unix  sys- 
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terns.  The  government  has  two  other  pro¬ 
grams  —  one  to  automate  hospitals  and 
another  for  telephone  directory  assis¬ 
tance  —  that  are  likely  to  use  Unix  sys¬ 
tems  as  well. 

Nurturing  a  SEED 

The  SEED  plan  calls  for  building  the 
SEED  workstation,  software  and  network 
prototypes  by  the  end  of  this  year,  testing 
and  promoting  them  next  year,  and  en¬ 
hancing  them  and  marketing  them  in 
1991.  The  total  budget  for  SEED,  includ¬ 
ing  the  OS/2  portion,  is  $78.84  million 


during  the  four  years. 

All  major  Unix  vendors  in  Taiwan,  in¬ 
cluding  U.S.-based  suppliers,  are  waiting 
for  the  SEED  standard  to  be  released  be¬ 
cause  that  gives  them  the  chance  to  bid  on 
large  government  contracts.  To  date, 
only  English-language  Unix  operating 
systems  have  been  available,  although 
Chinese  programs  can  nm  on  them  using 
international  character  sets  in  the  English 
system  program.  The  availability  of 
SEED  specifications  is  expected  to  get 
the  Unbc  market  off  to  a  running  start, 
market  participants  here  said. 
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While  downplaying  the  potential  finan¬ 
cial  windfall,  TI  welcomed  the  patent 
award  as  a  victory  for  intellectual  proper¬ 
ty-rights. 

“We  believe  the  long-term  trend  sup¬ 
porting  enforcement  of  intellectual  prop¬ 
erty  rights  is  now  in  place,’’  spokesman 
Stan  Victor  said. 

Many  licenses 

TI  currently  has  licensing  agreements 
with  many  Japanese  technology  concerns, 
according  to  Victor,  and  the  agreements 
are  not  scheduled  to  expire  until  the  end 
of  next  year. 

“The  value  of  our  patent  portfolio  will 


be  weighed  against  the  value  of  theirs  and 
we’ll  come  up  with  agreements  on  wheth¬ 
er  royalties  Wl  be  paid,’’  he  explained. 

TI  has  already  fought  hard  to  get  royal¬ 
ties  from  Japanese  chip  makers  selling 
wares  in  the  U.S.  Three  years  ago,  it  suc¬ 
cessfully  sued  several  Japanese  chip  mak¬ 
ers  for  unlawfully  infringing  on  its  IC  pat¬ 
ents  in  the  U.S. 

TI  said  it  has  netted  $440  million  to 
date  in  royalities  as  a  result  of  the  suits,  in¬ 
cluding  $125  million  in  the  first  three 
quarters  of  this  year. 

The  Japanese  companies  named  in  TI’s 
infringement  suits  were  NEC  Corp.,  To¬ 
shiba  Corp.,  Fujitsu,  Ltd.,  Oki  Electric, 
Matsushita  Electric  Industrial,  Sharp 
Corp.,  Hitachi  Ltd.,  and  Mitsubishi  Elec¬ 
tric.  Korea’s  Samsung  Electronics  was 
also  named. 
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A  call  for  U.S.-Soviet  tech  openness 

Soviet  computer  expert  proposes  give-and-take  between  East  and  West  computer  industries 


IN  BRIEF 

Vanderslice 

resurfaces 

Thomas  A.  Vanderslice,  former 
chief  executive  officer  of  the  former 
Apollo  Computer,  Inc.  —  since 
last  spring,  a  division  of  Hewlett- 
Packard  Co.  —  last  week  turned  up 
at  the  helm  of  struggling  Bedford, 
Mass.-based  defense  contractor 
M/A-Com,  Inc.,  whose  last  CEO, 
Thomas  Burke,  was  killed  in  an  auto 
accident  earlier  this  fall.  According 
to  a  prepared  statement,  M/A-Com 
is  counting  on  Vanderslice’s  “dem¬ 
onstrated  . . .  ability  to  identify  new 
market  opportunities  and  grow  ex¬ 
isting  businesses.”  Analysts,  on  the 
other  hand,  recalled  Vanderslice  as 
the  CEO  who  let  Apollo’s  market 
lead  slip  through  his  fingers. 


Heightened 

recognition 

Within  hours  of  its  late  November 
acquittal  on  all  charges  of  conspira¬ 
cy  to  obtain  U.S.  Postal  Service 
contracts  for  scanning  equipment. 
Recognition  Equipment,  Inc. 
announced  the  formation  of  an  inde¬ 
pendent  business  unit  to  provide 
mail  processing  systems  to  com¬ 
mercial  firms  and  postal  services. 


The  Softselling  of 
Microomerico 

Microcomputer  products  distribu¬ 
tor  Microamerica,  Inc.  and  a  sub¬ 
sidiary  of  competitor  Sof  tsel  Com¬ 
puter  Products,  Inc.  last  week 
proposed  to  merge.  Softsel  Presi¬ 
dent  and  CEO  Michael  Pickett  is 
slated  to  bear  both  titles  at  the  com¬ 
bined  company,  with  Microamerica 
Chairman  and  CEO  Gordon  Hoff- 
stein  as  chief  operating  officer. 


And  now,  Andersun 
Consulting 

With  several  joint  projects  already 
in  the  works  and  a  projected  $10 
million  worth  of  workstation  sales 
on  the  horizon,  Andersen  Con¬ 
sulting  last  week  signed  on  to  re¬ 
market  Sun  Microsystems, 
Inc.’s  entire  line  of  computers  and 
software.  The  Chicago-based  con¬ 
sulting  firm’s  newly  created  unit, 
dubbed  New  Age  Systems  Group, 
will  handle  Sun-centered  commer¬ 
cial  integration  projects. 


Twice  as  safe 

Comdisco  Disaster  Recovery 
Services,  Inc.  and  UK-based  di¬ 
saster  recovery  company  Istel 
Failsafe  Ltd.  have  joined  forces 
to  launch  Failsafe  ROC  Ltd.  to  pro¬ 
vide  disaster  recovery  services  to 
more  than  550  UK  customers.  Istel 
will  hold  a  controlling  interest  in  the 
joint  venture,  which  both  partners 
said  they  believe  will  be  a  stepping 
stone  to  pan-European  disaster-re¬ 
covery  services. 


MOSCOW  —  Eugene  N.  Velikhov  is 
vice-president  of  the  Academy  of  Sciences 
of  the  USSR,  a  physician  and  a  perma¬ 
nent  member  of  the  Soviet  summit  dele¬ 
gation.  He  is  responsible  for  computer¬ 
ization  policy  in  the  Soviet  Union  and  is 
recognized  internationally  as  the  best- 
known  authority  on  the  Soviet  computer 
industry.  He  was  interviewed  recently  in 
Moscow  by  PC  World  USSR. 

What  is  your  view  of  the  present 
situation  in  Soviet  information 
technology?  Western  experts 
consider  that  we  hove  been  lag¬ 
ging  in  this  field  for  five  to  10 
years  because  of  the  previous 
monopoly  situation  and  orienta¬ 
tion  toward  defense  priorities. 

We  are  lagging  behind  in  electronics  for 
several  reasons.  In  the  West,  computers 
have  been  developed  not  only  at  big  firms 
like  IBM  but  from  the  bottom  as  well. 
Small  companies  that  were  ready  to  take 
risks  contributed  their  ideas  and  provided 
for  technological  breakthroughs.  For  ex¬ 
ample,  personal  computers  were  devel¬ 
oped  despite  the  then-prevailing  view  of 
some  leading  firms  and  experts. 

The  Informatic  and  Computer  Science 
branch  of  the  Soviet  Academy  of  Sciences 
was  established  anew  in  1983,  as  previ¬ 
ously  all  computer  and  information  tech¬ 
nology  research  institutions  had  been 
transferred  from  the  Academy  of  Sci¬ 
ences  to  economize.  This  was  a  big  mis¬ 
take. 

The  scientific  and  technological  per¬ 
spective  and  infrastructure  were  neg¬ 
lected.  We  established  institutions  that 
produce  computers,  but  we  lack  the 
equipment  manufacturing  base. 

Before  we  shifted  focus  to  IBM  clones, 
we  had  a  rather  efficient  computer,  the 
BESM-6.  This  was  not  bad,  but  it  requires 
a  certain  microelectronics  base  which  was 


yet  to  be  developed. 

Secondly,  we  should  buy  licenses  rath¬ 
er  than  engage  in  R&D.  To  do  otherwise 
means  throwing  away  three  to  five  years. 
The  greedy  pay  twice. 

How  would  you  describe  the  situ¬ 
ation  in  producing  and  buying 
PCs? 

Our  own  computer  production  is  an  ice¬ 
berg.  On  the  top  is  the  assembly.  On  the 
bottom  are  hardware,  components  and 
material.  We  begin  to  erect  the  iceberg 
from  the  top.  We  are  producing  obsolete 
personal  computers  because  of  very  weak 
basic  electronic  components  and  outdated 
peripherals. 

However,  we  are  capable  of  producing 
individual  high-tech  units.  Today  the 
Academy  of  Sciences  produces  PCs  that 
were  highly  regarded  at  the  Hannover 
Faire.  The  volume  will  be  some  several 
thousands.  Our  base  for  success  is  eight 
centers  that  have  been  set  up  in  the  Sovi¬ 
et  Academy  of  Sciences. 

We  started  from  scratch,  from  the  ba¬ 
sics.  Nowadays,  we  are  producing  VLSI 
[very  large-scale  integration],  both  hard¬ 
ware-  and  application-specific. 

Many  Western  scientists  and  ex¬ 
perts  ore  very  interested  in  our 
software.  How  con  you  explain 
this? 

If  we  use  our  own  components  that  are 
two  generations  behind  and  develop  our 
own  computer,  which  is  already  three 
generations  behind,  then  software  for  the 
computer  would  be  three  or  four  genera¬ 
tions  behind,  save  for  immense  effort. 

However,  we  do  have  reliable  comput¬ 
ers  of  a  top  level  and  produce  about  100 
per  month.  We  could  have  a  chance  of 
moving  to  the  world  market  in  the  area  of 
the  program  software  with  application 
software. 


And  what  about  the  most  power¬ 
ful  computers? 

We  are  lagging  seriously  behind  the  West 
in  this  area.  But  this  year  we’ll  make  com¬ 
puters  that  will  be  close  to  one  billion  op¬ 
erations  per  second  in  capacity.  I  refer  to 
the  Elbrus,  which  will  use  assembly  line 
processes. 

What,  in  your  opinion,  should  the 
West  send  to  us,  and  how  has  the 
embargo  affected  this  field? 

The  impact  of  the  Western  embargo  is 
twofold.  On  the  one  hand,  it  has  acceler¬ 
ated  our  development  and,  on  the  other 
hand,  it  has  impeded  it.  The  West  has  to 
be  interested  in  cooperation  with  us.  We 
would  like  to  jointly  develop  hardware- 
based  submicron  technology  and  have  a 
free  exchange  of  chips.  We  can  provide 
program  software,  algorithms  and  mathe¬ 
matical  models.  What  we  need  is  greater 
openness  of  the  West  and  lifting  of  restric¬ 
tions. 

What’s  your  opinion  of  artificial 
intelligence? 

We  have  certain  practical  results  in  appli¬ 
cation  expert  systems  [in  areas  such  as] 
science  and  medicine.  Further  develop¬ 
ment  has  been  hampered  by  the  same  old 
factor  of  obsolesence.  The  second  aspect 
concerns  philosophy  —  that  is,  research 
into  the  process  of  thought  computeriza¬ 
tion. 

Are  there  any  prospects  in  the 
field  of  patent  rights? 

Soon  we  will  have  a  new  law  on  inven¬ 
tions.  In  my  view,  its  last  version  is  quite 
acceptable,  as  the  inventor  has  all  rights, 
just  as  they  do  in  the  U.S.,  Japan  and  other 
countries.  We  need  to  have  a  law  regard¬ 
ing  program  software,  as  at  present  it  is 
protected  not  by  a  patent  but  by  copy¬ 
rights. 


cte' 


O 


ook  about  the  PayroU  'Ihx 
em  with  the  'Ihick  Record 
to  Keep  You  Far  Ahead. 

For  the  world’s  most  advanced  payroll  tax  systems  go  to  the 
people  who  “wrote  the  book”  for  7  of  the  10  largest  U.S.  organi¬ 
zations.  BSI  redefines  the  word  advanced,  and  offers  a  broad 
A  range  of  features,  such  as: 


A 


•  125, 401(k),  403(b), 
457,  Federal  Thrift 
Savings  Plan  (TSP) 

•  United  States  Taxes 


Canadian  Taxes  (M  IV) 
Pension,  etc.  Taxes 
COBOL  or  RPG  III  for 
Mainframes  and  Minis 


Send  today  for  the  BSI  full-color,  12-page  brochure  from 
America’s  best  selling  payroll  tax  systems  authors. 

■C'D'C'ir  I  I  Yes,  I’m  interested  in  receiving 
Iv  IvCil./  I _ I  the  free  brochure. 

Name/Title: _ 

Company; _ 

Address: _ 

City:. _ State 


Phone:( _ )_ 


Hardware 


Supplier  of  advanced 
payroll  tax  systems  since  1979. 

3957  Pleasantdale  Rd. /Suite  107 
Atlanta,  GA  30340 
(404)  449-3200 


Business  Sottware.  Inc. 


DECEMBER  4, 1989 


COMPUTERWORLD 


117 


COMPUTER  INDUSTRY 


Cohen 

CONTINUED  FROM  PAGE  113 

ed  to  get  out  of  the  rental  business,  it 
needed  the  lessors  to  provide  the  financ¬ 
ing  alternatives  to  end  users.  This  trig¬ 
gered  an  explosion  of  third-party  dealers 
and  lessors  who  would  gobble  up  ma¬ 
chines  as  fast  as  they  could  be  installed. 

A  few  of  these  entrepreneurs  realized 
that  because  IBM’s  maintenance  prices 
were  so  artificially  high  in  cost  and  the 
System/34,  36  and  38  equipment  so  rela¬ 
tively  cheap  to  maintain,  they  could  offer 
users  a  15%  discount.  The  user  would 
then  call  IBM  for  service,  which  would 
be  billed  at  time  and  materials  rates  and 
paid  for  by  the  vendor,  since  IBM  oper¬ 
ated  on  a  “first-call”  basis  and  the  level  of 
service  did  not  suffer. 

These  vendors  soon  saw  that  they 
could  make  even  more  money  using  their 
own  parts  and  people.  By  then,  many  of 
the  accounts  were  comfortable  with  the 
reUabihty  of  the  maintenance  vendor,  so 
it  was  only  necessary  to  offer  the  alterna¬ 
tive  of  complete  third-party  service  with 
a  30%  discount  off  IBM’s  prices. 

The  success  of  this  practice  tended  to 
“legitimize”  third-party  maintenance  and 
aided  the  traditional  mainframe  main- 
tainers.  Moreover,  lessors  began  to  for¬ 
mulate  tie-in  agreements  with  mainte¬ 
nance  companies.  Some  even  started 
their  own  operations. 

It  didn’t  take  long  for  IBM  to  react  to 
the  loss  of  account  control  and  a  very  lu¬ 
crative  revenue  base.  IBM  introduced 


aggressive  —  some  say  predatory  — 
maintenance  and  pricing  policies  and  un¬ 
leashed  IBM  Credit  Corp.  (ICC). 

IBM  also  moved  to  centralize  its  han¬ 
dling  of  third-party  accounts.  Traditional¬ 
ly,  IBM  serviced  third-party  vendors  out 
of  its  regular  branch  offices,  with  conse¬ 
quent  continuity  of  personnel.  When  it 
created  its  Centralized  Response  Office, 
it  was  able  to  easily  observe  and  control 
the  entire  third-party  market.  IBM  could 
also  now  create  inefficiencies  for  the 
third  parties  at  will,  several  of  which  are 
always  in  the  mill. 

Consolidating  allowed  IBM  to  accu¬ 
rately  measure  the  cost  of  servicing  so 
many  individual  companies,  when  the 
vast  dollar  amount  of  purchases  were 
coming  from  relatively  few.  Could  it  be 
that  IBM  decided  it  would  rather  deal 
with  a  few  chiefs  than  a  lot  of  Indians? 

There  is  agreement  among  those  in 
the  third-party  market  that  IBM  would 
love  to  cripple  maintenance  firms.  This 
would  have  the  effect  of  allowing  IBM  to 
affect  much  of  the  older  equipment  now 
in  productive  use  and,  eventually,  to  raise 
maintenance  prices,  which  in  many 
cases  have  become  unrealistically  low. 

The  same  is  true  of  some  of  the  bids 
that  IBM  has  made  through  ICC. 

IBM  is  aggressively  fighting  the  in¬ 
stallation  of  its  own  equipment  in  third- 
party  hands,  for  the  first  time  using  cost¬ 
cutting  as  its  sole  weapon.  It  has  hurt  the 
third-party  business  immensely  and  has 
spurred  consolidations  and  diversifica¬ 
tion.  How  long  before  some  of  these 
dealers  start  throwing  in  the  towel  out  of 


"A  parachute 
a  parachute. 

Her^  one  that 
will  save  you 
big  mon^.” 


A  disk  is  a  disk.  Unless  it’s  a  Dysan  100.  For  your  vital  data 
don’t  settle  for  anything  less.  We  test  100% 
of  our  disks  and  certify  100%  to  be  100% 
error  free  over  100%  of  the  disk  surface. 

The  Dysan  100.  It’s  not  just 
a  name.  It’s  a  measure 
of  superiority. 


Dysan'lOO 

100%  Better 


frustration  and  disgust?  And  doesn’t  this 
all  point  to  a  significant  reduction  of  com¬ 
petition? 

Now  come  the  Japanese  —  the  me¬ 
thodical,  patient,  long-term  investment 
Japanese.  How  long  will  it  take  them  to 
realize  that  there  are  almost  1,000  IBM 
dealer/lessors  (plus  hundreds  of  others 
who  deal  in  the  other  brands)  and  over 
300  firms  that  service  and  maintain  such 
equipment  and  mobilize  this  force? 

Most  of  us  in  the  third-party  business 
are  fiscal  conservatives,  although  we  are 
willing  to  take  risks  to  make  money.  And 
most  of  us  have  a  patriotic  streak  running 
through  us.  We  are  concerned  with  the 
selling  of  America  and  the  trade  imbal¬ 
ance,  and  we  want  to  see  U.S.  industry 
stay  strong  and  competitive. 

However,  we  are  not  fools.  We  drive 
mostly  foreign  cars  because  we  know  that 
they  are  better  than  what  the  U.S.  pro¬ 
duces.  If  we  see  a  better  business  deal 
from  a  foreign  source,  we  will  jump  on  it 
enthusiastically  if  it  means  our  survival. 

IBM  always  likes  to  have  it  both 


ways.  It  wanted  to  mass  market  the  PC 
while  maintaining  absolute  distribution 
control.  Impossible!  IBM  created  the  gray 
market  and  then  spun  its  wheels  trying 
to  eliminate  it. 

They  created  industry  “partners” 
from  the  software  industry,  along  with 
conditions  that  made  it  almost  impossi¬ 
ble  to  adhere  to  the  rules,  yet  ignored  the 
established  dealers  who  know  how  to 
move  iron  better  than  any  software  devel¬ 
oper.  (Isn’t  it  curious  that  Comdisco 
does  not  qualify  to  be  an  IR?) 

Now,  IBM  wants  to  limit  the  scope 
and  impact  of  the  third-party  market  — 
the  very  weapon  that  enabled  it  to  keep 
its  market  share  in  the  first  place  —  and  it 
expects  these  entrepreneurs  to  lay  down 
and  play  dead  while  it  mounts  a  full-scale 
attack  on  Japanese  computers. 

It  doesn’t  seem  to  make  sense,  does 
it? 


Cohen  is  executive  director  and  a  founder  of  the 
American  Society  of  Computer  Dealers  and  a 
founder  of  the  Computer  Dealers  Association. 


IBM  readies  two-pronged 
plan  to  ensure  DRAM  supply 


ANALYSIS 


BY  JEAN  S.BOZMAN 

CW  STAFF 


SAN  FRANCISCO  —  Is  IBM  hed^g  its 
bets  as  it  tries  to  reinstate  dynamic  ran¬ 
dom-access  memory  (DRAM)  chip  tech¬ 
nology  in  the  U.S.?  A  growing  number  of 
vendors  and  industry  analysts  think  so. 

IBM  appears  to  have  adopted  a  two¬ 
pronged  strategy  to  ensure  that  it  will 
have  a  steady  supply  of  DRAM  chips.  It 
plans  to  license  its  4M-bit  DRAM  chip 
technology  to  U.S.  Memories,  Inc.  a  re¬ 
search  consortium  with  seven  members, 
including  Digital  Equipment  Corp.,  Hew¬ 
lett-Packard  Co.,  Intel  Corp.  and  National 
Semiconductor  Corp.  But  it  is  hedging 
that  bet  by  licensing  the  same  technology 
to  other  private  firms  that  plan  to  opti¬ 
mize  proprietary  IBM  chip  technology. 

“One  [agreement]  does  not  exclude 
the  other,”  an  IBM  spokesman  said  re¬ 
cently.  “The  goal  is  to  ensure  that  there 
are  sources  of  supply  for  components  in 
the  U.S.  —  in  this  case,  the  4M-bit 
DRAM.”  Last  month,  IBM  announced  a 
first-of-its-kind  agreement  to  license  its 
4M-bit  DRAM  chip  technology  to  Micron 
Technology,  a  $300  million  Boise,  Idaho, 
chip  maker.  But  the  Micron  deal  has  not 
prevented  IBM  from  talking  to  $200  mil¬ 
lion  Cypress  Semiconductor  Corp.  in  San 
Jose,  Calif.,  about  doing  the  same  thing. 

When  will  this  flurry  of  licensing  activi¬ 
ty  stop?  IBM  said  it  will  not  go  much  fur¬ 
ther  —  for  now.  Michael  Attardo,  presi¬ 
dent  of  IBM’s  General  Technology 
Division,  recently  noted  that  the  Micron 
deal  was  the  “first-ever”  licensing  agree¬ 
ment  on  IBM  chip  technology.  So  far,  he 
said,  IBM  has  only  committed  to  support¬ 
ing  Micron  and  U.S.  Memories.  Cypress 
is  considering  the  terms  and  conditions  of 
a  similar  arrangement  proposed  by  IBM 
last  month.  Other  than  these,  Attardo 
said,  “There  are  no  other  efforts  to  li¬ 
cense  out  4M-bit  DRAMs.” 

Attardo  revealed  that  IBM’s  talks  with 
its  potential  licensees  have  extended  to 


future  DRAM  generations.  “We’re  cur¬ 
rently  piloting  the  16M-bit  DRAM,  and 
we  have  64M-bit  DRAM  under  develop¬ 
ment,”  Attardo  said.  “Those  are  the  next 
two  generations.  We’d  like  to  see  a  strong 
domestic  supplier  of  DRAMs,  along  with  a 
strong  semiconductor  infrastructure,  and 
this  [licensing  effort]  is  one  of  the  ways  we 
see  of  generating  it.” 

IBM’s  dual  approach  —  to  get  chip 
projects  going  in  both  the  private  sector 
and  through  an  industry  consortium  —  is 
the  company’s  way  of  ensuring  a  steady 
supply  of  chips  for  its  own  high-end  main¬ 
frames,  analysts  said.  Now  that  Japanese 
semiconductor  manufacturers  are  the 
only  source  of  commercial  DRAMs  other 
than  IBM,  the  computer  giant  is  worried. 
Just  two  days  after  the  Micron  agreement 
was  announced  on  Nov.  10,  Cypress  Chief 
Executive  Officer  T.  J.  Rodgers  met  with 
Attardo.  Rodgers,  who  requested  the 
meeting,  said  he  wanted  to  convince  IBM 
that  small,  entrepreneurial  firms  like  Cy¬ 
press  could  better  optimize  IBM’s  tech¬ 
nology  than  government-subsidized  con¬ 
sortiums  like  U.S.  Memories.  He  made 
that  point  again  in  a  speech  at  last  month’s 
Wescon  semiconductor  show  here. 

“If  they  did  it  right,  IBM  could  get  U.S. 
Memories  and  three  or  four  companies 
going  [on  DRAM  technology],”  Rodgers 
said.  “You  could  derail  the  Japanese  train 
for  quite  a  while,  and  the  Japanese  would 
have  to  retool  to  meet  our  specifications.” 

But  there  may  be  a  downside  to  IBM’s 
newfound  chip-licensing  activity.  In  prop¬ 
ping  up  the  U.S.  DRAM  industry,  IBM 
may  be  “wrapping  itself  in  the  American 
flag,”  said  Bob  Djurdjevic,  president  of 
Annex  Research  in  Phoenix. 

“The  government  loves  it,  because 
they  need  someone  to  be  portrayed  as  a 
white  knight  that’s  going  to  save  the  U.S. 
computer  industry,”  he  said.  “But,  while 
IBM  is  beating  its  chest  here  [about 
American  patriotism],  it’s  still  getting 
more  than  50%  of  its  sziles  overseas.  For 
any  multinational  company  to  be  so  parti¬ 
san  in  any  market  is,  I  would  think, 
counter-strategic.  ’  ’ 
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If  your  PCs  are  here 


Ibur  word  processors  are  here 


X 

Your  printers  are  here 


X 

Your  typewriters  are  here 


And  your  secretaries  are  here 


Your  company  is  ready  for  the 
IBM  Personal  Typing  System/2. 


Widi  the  IliM  Per.sonal  Typing  System/2  you  can  pull  it  all  together.  Beeause 
the  IBM  P(‘rsonal  lyping  System/2  is  aetuallv  several  maehines  in  one  that 
lets  you  shilt  applieations  at  the  touch  of  a  key.  It’s  the  complete  secretarial 
workstation. 

It’s  an  advanced  word  processor  that  includes  an  easy-to-use  word  process¬ 
ing  paekag(“ — or  allows  you  to  run  the  word  processing  software  of  vour 
choice.  It’s  a  sell -cor noting  typewriter  and  su[)erior  letter-qualitv  printer. 

And  it’s  also  a  P(]  with  either  an  8086  or  an  80286  mieroproeessor.  It 
includes  up  to  4Mh  ol  memory  and  can  accommodate  a  20Mb  or  30Mb  fixed 
disk  drive,  depending  on  the  model  vou  choose. 

'I'he  IBM  Personal  Typing  System/2  can  also  give  you  communications 
capability — to  IBM  host  systems  including  the  AS/4()0,™  to  a  variety  of 
workstations  such  as  IBM  Personal  System/2s,®  or  it  can  operate  over  a 
switched  network. 


In  addition,  the  Personal  I'vping  Solution  Upgrade  is 
available  to  add  Personariyping  System  function  and 
flexihilitv  to  an  installed  IBM  PS/2.® 

I'h^lBM  Personal  fyping  System/2 — the  onl)  wav  to 

realiv  appreciate  it  is  to  see  it 
in  action.  Available  e.xelusively 
at  your  IBM  Authorized 
I’ype  writer  Dealer. 


To  arrange  for  a  demonstration,  call  I  800  IBM-7257  ext.  153,  or  your  IBM  Authorized  Typewriter  Dealer. 

'"AS/TOO  U  a  trademark  of  International  Business  Machines  (Corporation. 

^IBM,  Personal  Systeni/2  and  PS/2  arc  registered  trademarks  of  International  Business  Machines  (Corporation. 


EMC  memory  upgrades  and  high-performance 
peripheral  subsystems  improve  the  speed  and 
productivity  of  a  wide  range  of  minicomputer  and 
mainframe  systems. 


You've  put  a  lot  more  than  data  into  your  computer 
system.  You've  also  invested  time,  money  and  a  large 
part  of  vour  company's  ability  to  compete  effectively. 
So,  with  everything  that's  gone  into  your  system, 
where  shoula  you  go  to  get  the  full  performance  you're 
paying  for  and  counting  on?  To  the  same  company  that 
already  improves  computing  productivity  for  over  half 
the  Fortune  500. 

Whot’s  Gonen  Into  The  World’s  lorgest  Computer  Users? 

These  companies  rely  on  EMC  Corporation.  EMC 
makes  faster,  more  powerful  computers  —  even 
though  we  don't  make  computers  at  aU.  Instead,  EMC 
provides  the  memory,  peripheral  devices  and  system- 
wide  strategic  thinking  that  extend  a  computer's 


speed,  capacity  and  life-expectancy.  EMC's  products 
boost  the  capabilities  of  systems  manufactured  by  IBM, 
Digital,  Hewlett-Packard  and  Wang.  And  EMC's  50 
worldwide  service  offices  ensure  that  improved  per¬ 
formance  stays  improved. 

If  you're  ready  to  get  it  all  out  of  your  system  talk 
to  EMC.  We're  the  one  computer  investment  that  will 
make  the  most  of  all  your  others. 


For  further  information  about  turning  your  present 
computer  into  a  better  one  call 

us,  toll  free,  at  1-800-222-EMC2,  '■  ^  ,^^2 

Ext.  G9570.  (In  Massachusetts  fm/l  ■ 

caU  508-435-1000.  In  Canada  JLjXTX\^ 


call  1-800-543-4782). 


The  System 

Enhancement  Company. 
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offer  of  $44.00*  per  year  —  a  savings  of  57%  off  the  single  copy  price.  In  addition,  I  II 
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What’s  a  job  offer  worth? 

j  It  pays  to  tally  up  bonuses  —  and  costs  —  from  benefits  and  perquisites 


BY  JANET  RUHL 

SPECIAL  TO  CW 


The  salary  quoted  as  part 
of  an  information  sys¬ 
tems  job  offer  does  not 
always  provide  a  true 
picture  of  how  much 
you  would  really  earn.  In  fact, 
two  jobs  that  offer  the  same 
nominal  salary  may  differ  by  as 
much  as  $6,000  per  year  in  what 
actually  ends  up  in  your  pocket. 

One  reason  for  this  situation 
is  that  a  company’s  benefits  plan 
can  affect  your  real  earnings  sig¬ 
nificantly.  If  you  have  not 
changed  jobs  in  the  past  three 
j  years,  you  may  be  unprepared 
,  for  the  serious  erosion  in  the 
’  quality  of  benefits  that  has  taken 

{  place  at  many  large  employers. 

In  response  to  rising  insurance 
I  costs,  many  firms  now  require 

i  that  the  employee  make  a  hefty 
J  cash  contribution  for  benefits 

that  the  firm  used  to  pay  itself. 

Family  health  insurance  has 
become  particularly  expensive; 
employee  contributions  have 
been  increasing  by  as  much  as 
50%  per  year.  In  1990,  for  ex¬ 
ample,  employees  at  one  large 
insurance  company  who  choose 
the  full  family  plan  will  lose  more 
than  $1,600  from  their  salaries 
to  pay  for  it.  Other  health  plans 
may  require  a  smaller  contribu¬ 
tion  from  the  employee  but  in¬ 
volve  large  deductibles  and  par¬ 


tial  payment  by  the  employee  in 
the  event  of  an  illness  or  hospi¬ 
talization. 

Many  companies  have  begun 
to  offer  so-called  cafeteria  bene¬ 
fit  plans.  With  them,  employees 
get  a  limited  number  of  credits 
with  which  they  can  purchase  a 
selection  of  benefits  from  a  list. 
This  sounds  innocuous  until  you 
discover  that  what  it  really 
means  is  employees  now  get  only 
a  subset  of  the  benefits  that  they 
used  to  receive. 

Do  not  be  shy  about  asking  to 
review  a  company’s  benefits 
booklet  before  accepting  a  job 
there,  and  be  sure  to  have  any 
confusing  benefits  options  ex¬ 
plained  to  you. 

Another  expense  you  may  be 
unaware  of  when  accepting  a  job 
in  a  major  metropolitan 
area  is  the  cost  of  park¬ 
ing.  If  a  downtown  em¬ 
ployer  does  not  provide 
parking  in  company  ga¬ 
rages  —  and  many  do 
not  —  the  cost  of  park¬ 
ing  on  your  own  can 
easily  reach  $30  or  $40 
a  week.  Even  when  the 
company  provides  a  garage,  em¬ 
ployees  may  still  have  to  pay  to 
use  it.  Individuals  report  deduc¬ 
tions  from  their  paychecks  of  as 
much  as  $50  for  parking. 

On  the  positive  side,  there  are 
extras  some  companies  offer 
that  can  add  significantly  to  your 


real  income.  Profit-sharing  plans 
can  provide  an  extra  week’s  pay 
or  more.  One  consulting  compa¬ 
ny  reports  giving  employees 
Christmas  bonuses  that  start  at 
$  1,200  and  go  up  from  there. 

Also  not  to  be  overlooked  are 
discounts  on  the  goods  or  ser¬ 
vices  an  organization  provides.  A 
programmer  working  for  a  mu¬ 
nicipal  transportation  authority, 
for  example,  reports  that  his  job 
brought  with  it  free  use  of  the 
city’s  subways,  buses  and  trains. 
Some  companies  offer  employ¬ 
ees  the  use  of  elaborate  sports 
facilities  that  can  substitute  for 
an  expensive  health  club  mem¬ 
bership. 

Finally,  some  companies  sub¬ 
sidize  the  employee  cafeteria  or 
provide  free  coffee,  soda  and 
other  extras;  while  they 
will  not  make  you  rich, 
these  benefits  may  save 
you  a  couple  of  dollars 
or  more  a  day,  or  $500 
or  so  over  the  course  of 
a  year. 

There  are  additional 
perks  that  tend  to  be  of¬ 
fered  to  IS  personnel  in 
particular.  One  is  the  home  use 
of  expensive  hardware  and  soft¬ 
ware.  Many  companies  loan  IS 
people  a  high-end  computer 
complete  with  modem  and  soft¬ 
ware  that  the  employee  may  use 
at  home  for  the  term  of  his  em¬ 
ployment.  Since  the  cost  of  buy¬ 


ing  such  hardware  and  software 
on  your  own  can  add  up  to  many 
thousands  of  dollars,  such  a  per¬ 
quisite  significantly  increases 
your  real  income. 

A  similar  perk  reported  by 
several  IS  people  is  company- 
paid  use  of  an  on-line  information 
service  such  as  BIX  or  Compu¬ 
Serve.  Since  devoted  “modem 


Some  popular  perks  are  the 
result  of  a  relaxed  work  environ¬ 
ment.  For  example,  a  number  of 
programmers  work  for  compa¬ 
nies  that  let  them  come  to  work 
dressed  in  T-shirts  and  sandals 
instead  of  traditional  business 
garb.  With  business  outfits  cost¬ 
ing  $200  or  more,  to  say  nothing 
of  dry-cleaning  costs,  the  free¬ 


IF  YOU  HAVE  NOT  changed  jobs  in  the  past 
three  years,  you  may  be  unprepared  for  the 
serious  erosion  in  the  quality  of  benefits  that 
has  taken  place  at  many  large  employers. 


junkies”  can  easily  run  up  on-line 
charges  of  $100  or  more  per 
month,  this  can  add  up  to  a  lot  of 
money.  Some  people  have  had 
their  company  pay  for  installing 
and  maintaining  a  second  tele¬ 
phone  line  in  their  homes  dedi¬ 
cated  to  on-line  computing. 

If  you  are  active  in  national 
organizations  or  yearn  for  fur¬ 
ther  education,  do  not  ignore  the 
dollar  value  of  company-paid 
memberships,  courses  and  jun¬ 
kets.  Some  enterprising  individ¬ 
uals  report  that,  when  taking  a 
new  job,  they  negotiate  to  have 
the  company  send  them  to  their 
favorite  trade  show,  conference 
or  course,  complete  with  airfare, 
hotels  and  food.  Some  companies 
pay  the  dues  for  employees  to 
join  professsional  organizations 
and  may  even  give  them  paid 
time  off  to  attend  chapter  meet¬ 
ings  or  prepare  papers  for  pre¬ 
sentation  at  national  meetings. 


dom  to  dress  casually  can  trans¬ 
late  into  major  savings. 

Many  programmers,  too,  re¬ 
port  that  they  work  for  compa¬ 
nies  that  let  them  do  significant 
amounts  of  work  at  home  and  do 
not  question  how  they  spend 
their  time  during  the  week  as 
long  as  projects  get  completed 
on  deadline.  Others  report  that 
their  employers  give  them  the 
freedom  to  take  occasional  comp 
or  “sanity  days”  —  days  off  not 
included  in  the  standard  vacation 
count.  Because  such  policies  can 
greatly  cut  down  the  number  of 
hours  that  highly  productive  pro¬ 
grammers  need  to  work  to  earn 
their  salaries,  they  significantly 
raise  the  programmers’  hourly 
income. 


Ruhl  is  a  consultant  programmer  in 
Connecticut  and  author  of  The  Program¬ 
mer’s  Survival  Guide:  Career  Strate¬ 
gies  for  Computer  Professionals. 


i 


MANAGER 

Data  Base  Administration 

In  the  Capital  District  of  New  York  State,  three  hours  north  of  New 
York  City  and  west  of  Boston,  there  exists  a  renowned  manufacturer 
and  marketer  of  outdoor  power  equipment  (Troy  Bilt®  Rototillers  and 
Bolens  ®  Garden  Tractors,  for  example)  which  provides  an  unsur¬ 
passed  quality  of  work  life.  This  career  opportunity  will  expose  you  to 
a  data  base  of  multiple  millions  equival^t  only  to  the  largest  data 
bases  in  the  United  States. 


You  are  encouraged  to  consider  joining  us  as  we  develop  conversions 
for  our  manufacturing,  mail  order,  marketing,  distribution,  and  financial 
information  needs  utilizing  relatiorial  data  base  techrxilogy. 

You  should  possess  at  least  eight  (8)  years  of  progressive  systems 
programming  and  relational  data  base  management  experience  includ¬ 
ing  knowted^  of  Syrxxxn's  SUPRA  as  well  as  VM/VSE  operational 
systems.  B.S.  in  Computer  Science  required:  Masters  prefemed. 


We  are  looking  forward  to  the  receipt  of 
your  credentials,  including  salary  require¬ 
ment,  and  wish  to  share  with  you  the  de¬ 
tails  of  this  position,  our  comprehensive 
wage  and  benefit  packages  and  our  unique 
corporate  philosophies. 


fSl 

Jphn  M.  Adams 
Employment  Manager 
, Garden  Way,  Inc. 

102nd ‘Street  and  9th  Avenue 


12180 


An  Equal  Opportunity/ Affirmative  Action  Employer  M/F/H 


CA&AZ 

CONTRACTS 


P  Murpnyft  Auocloles.  Inc 


4405  RIVERSIDE  DRIVE.  SUITE  100 
BURBANK.  CA  91505 
(818)841.2002  (714)552-0506 
FAX:  (818)  841-2122 


Immediate  Contracts 
and  full  time 

Positions  Available; 

Call  or  Fax  Resume  to 

DataLink  Corporation 

153  Waverly  Race 
Suite  3  -  Seventh  Floor 
New  York,  N.Y,  10014 

212-243-5488 
Fax  #  212-989-6457 


"The  Missing  Unk  in 
D.P.  Recruiting" 


Data  Processing 
Professionals 

Career  Opportunities 

Orlando  Regional  Medical  Center  is  a  leading  1 ,100-bed,  multi-facility , 
tertiary  care  organization  with  more  than  200,000  annual  outpatient 
visits.  Our  Information  Services  Department  is  currently  expanding  and  is 
in  need  of  experienced  individuals  with  demonstrated  expertise  in 
healthcare  computer  software  design,  development,  implementation, 
and  support. 

We  are  seeking  Application  Software  Professionals  for  positions  ranging 
from  Programmers  to  Systems  Analysts.  Successful  candidates  will  have 
experience  with  IBM  5090  MVS  mainframe  or  DEC  VAX  AMS  systems,  and 
will  be  competent  in  a  combination  of  COBOL,  CICS,  IMS/DB ,  PCS/ADS, 

SAS,  and  EASYTRIEV'E.  Individuals  will  possess  effective  communication 
skills  and  a  willingness  to  work  across  organizational  boundaries. 

In  exchange  for  your  talents,  we  provide  an  attractive  salary/benefits 
package  and  the  added  bonus  of  Central  Florida  living  where  you  will  enjoy 
an  array  of  recreational  and  entertainment  opportunities  and  no  state 
income  tax  or  snow. 

For  immediate  consideration ,  please  forward  a  copy  of  your  resume  to: 
Orlando  Regional  Medical  Center,  Employment  Department,  1414 
Kuhl  Ave. ,  Orlando,  FL  32806.  An  Equ^  Opportunity  Employer. 


Orlando  Regional  Medical  Center 
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COMPUTER  CAREERS 


ANALYSTS,  PROGRAMMERS,  DESIGNERS 


If  You  Have  The  Right  Stuff . . . 


2  years  minimum  professional  experience, 
stable  work  history,  good  technical  references, 
U  S.  citizenship  or  green  card,  and  competence 
in  at  least  one  of  the  following: 

•  UNIX/C  *  VAX/VMS  *  IBM  MVS  *  AS/400 

•  Syslem/38  *  Tandem  ♦  Ada  *  RPG  III  *  DB2 

•  SQL  *  IDMS-ADS/O  *  IMS  *  CICS  *  ORACLE 

•  INFORMIX  *  SYBASE  ♦  PACBASE  *  FOCUS 

•  INGRES  *  ADABAS  *  SNA  *  VTAM  *  MSD  *  MSA 

•  MAPICS 

•  Communications  •  Networking  •  Operating  Systems 

•  Compilers  •  Controls  •  Parallel  Processing 

•  Distributed  Systems  •  Object  Oriented  Programming 

•  Windowing  •  DB  Development  OR  Administration 

•  SQA/IV&V  OR  CM  •  ASW/Sonar  •  Radar 

•  Supercomputing  •  CASE  •  Expert  Systems 

•  Circuit  Simulation  •  Microprocessors 


We  Have  the  Right  Service 


Thousands  of  placements  of  computer  professionals 
since  1966;  over  1000  client  companies  and  200 
affiliates  nationwide;  resume  preparation  and  select¬ 
ive  distribution;  no  cost  or  obligation  to  you;  no 
sales  pressure. 

TO  APPLY:  Mall  or  FAX  resume  or  call  Howard  Levin. 

RSVP  SERVICES 

Depl.  C.  Suite  614.  One  Cherry  Hill  Mall.  Cherry  Hill.  NJ  08002 
800-222-0153  or  FAX:  609-667  2606  (refer  to  Dept  C| 


Florida 

DON’T  DREAM  THE  LIFE, 
LIVE  THE  DREAM!!! 


Florida,  with  gentle  winds  bending  the 
palms  and  an  average  temperature  of 
72°.  is  one  of  the  finest  places  to  live  and 
work. 

AMD  Consulting  Services  is  experiencing 
phenomenal  growth.  Our  customers. 
Florida's  premier  information  prcKessing  centers, 
have  immediate  needs  for  professionals  with  ex¬ 
perience  in  any  of  the  following  disciplines: 

•  COBOL  PL/I,  ALC,  FOCUS,  CICS 
DB2.  IDMS/ADDSO.  M204.  IMS 
TANDEM  COBOL  TAL  PATHWAY 

•  RPG3,  *  •  C.  UNIX  PICK 
It's  your  move,  make  it  the  RIGHT  ONL 

AMD  CO«ULTtNG  StffVtCtS 

One  Harbour  Place  5900  N.  Andrews  Avenue 

Suite  885  C  Suite  905  C 

Tampa,  FloiTda  33602  Ft.  Lauderdale,  Florida  33309 

(813)229-9208  (305)928-0899 


The  Computer  Merchant,  Ltd.,  a  recognized 
leader  in  software  and  consulting  services,  has 
multiple  openings  nationwide  in  Fortune  500 
companies. 

IBM  OPENINGS 


•  COBOL  •  ADABASE/NATURAL 

•  OB9/ORACLE/SQL  •  CICS 

•  ADSO/IDMS  •  MUTUAL  FUNDS 

Programmer  Analysts  /  Software  Engineers  / 
System  Managers  /  Operators  /  Q.A. 
Engineers  to  work  in  the  following  areas: 
Software  Engineering  •  Mutual  Funds  * 
Shareholder  Accounting  •  Graphics  •  ATM  s 

Minimum  two  years  of  experience. 

Send  your  resume  tO: 

The  Computer 
Merchant,  Ltd. 

80  Washington  Street,  Bldg.  E 
Norwell,  MA  02061 
(617)878-1070  or 


rrs  CALLED  THE  GOLDEN  GATE 
FOR  GOOD  REASON 

System  professionals  can  discover  career  enrichment, 
personal  satisfaction  and  rewarding  employment  with 
our  prestigious  clients.  Sophisticated  technologies 
include  Mainframes,  Minis,  Micros,  PC’s,  Networks, 
Communications,  System  Software,  Data  Bases,  4-GL’s, 
design,  development  and  software  engineering. 

THE  SEARCH  FIRM,  INC. 

595  MARKET  STREET,  SUITE  1400,  SAN  FRANCISCO,  CA  94105 

(415)  777-3900  FAX  777-8632 


SUNBELT  &  ATLANTA 
$25,000  to  $95,000 
IDMS/0RACLE/DATAC0M/IMS/DB2 
VAX/MAPICS/FOCUS/SYS  38/AS  400 
TECHWRITERS/DP  SALES/IDMS 

Need  Programmers,  Programmer/Analysts  (or  Full-Time 
and  Consulting  Positions  in  IBM  Shops.  Relocation  Ex¬ 
penses  Paid.  Send  resume  to: 

Jim  Heard,  EDP  Consultants,  Inc. 

3067  Bunker  Hill  Road,  Suite  202 
Marietta,  Georgia  30062 

24-HOUR  FAX:  PHONE: 

404-973-4052  404-971-7281 


Management  Information  Consult¬ 
ant  for  accounting  arxj_  consulting 
comply  In  cerrfral 
>inical,  I 


ral  Ohio.  Uses 
technical,  organizational  and  busi¬ 
ness  consulting  skills  to  lead  oth¬ 
ers  In  implementing  customer  com¬ 
puter  systems.  Communicates 
with  all  Japanese  arxl  Chinese  cli¬ 
ents  in  Ohio.  Translates  the  Japa¬ 
nese  and  Chinese  technical  and 
business  documents  arxl  performs 
presentations  to  the  Japanese  and 
Chinese  clients.  Makes  Interoffice 
communications  with  Tokyo  office. 
Hong  Kong  office,  Taiwan  office, 
and  the  Mainiand  China  office.  De¬ 
signs  special  client  specific  applica¬ 
tions.  Performs  technical  analysis 
relating  to  the  system  hardware 
and  software  components.  Trains 
inexperienced  personnel  and  re¬ 
ports  personnel  development.  Job 
requires  Bachelor's  dMree  in  Ac¬ 
counting,  Industrial  Engineering, 
Computer  Science,  Mathematics 
or  Electrical  Engineering.  A  Mas¬ 
ter's  Degree  in  "Business  with  an 
emphasis  in  Finarx*  or  In¬ 
ternational  Business  will  be  ac¬ 
cepted  in  lieu  of  a  Bachelor's  De¬ 
gree  in  one  of  the  listed  areas.  Ed¬ 
ucational  background  must  Mude 
laboratory-type  use  of  IBM  main¬ 
frame  and  IBM  personal  computer 
and  IBM  compatibles,  use  of  data¬ 
base  design,  FORTRAN  program¬ 
ming  language,  arxl  Job  Control 
Language  (JCL),  either  through 
coursework  or  through  on-cam¬ 
pus  or  off-campus  employment 
during  degree  program.  Must  have 
one  unde^aduate  level  course  in 
each  of  the  following:  Data  Base 
System  and  Structures,  (Computer 
Prxigramming  tor  ProblOT  Solving, 
Ckxnputer  Ttetworks,  Minkxxiv 
puter  and  Microcomputer  Sys¬ 
tems,  Analysis  and  Design  of  Ac¬ 
counting  Intormation  Systems,  and 
Business  Finarx*.  Or  must  have 
one  graduate  level  course  in  each 
of  the  following:  Information  Sys¬ 
tem.  Financial  Accounting,  Infor¬ 
mation  Process,  Multinational 
Business  Administration,  Opera¬ 
tions  Management/Information 
System,  and  International  Finance. 
Proficiency  in  written  and  spoken 
Japanese,  Chinese,  and  English. 
40  hr/wk;  overtime  as  needed; 
8:00  a.m.-5:00  p.m.;  $31,540  per 
year;  $14  an  hoix  overtime.  Quali¬ 
fied  applicants  send  resume  (NO 
CALLS)  to  G.  Maugans,  JO# 
1213678.  Ohio  Bureau  of  Employ¬ 
ment  Services,  P.O.  Box  1618, 
Columbus.  Ohio  43216. 

An  equal  opportunity,  affinnative 
action  employer. 


SYSTEM  SOFTWARE 
ENGINEER 


Please  send  resume  widen  30 
days  of  publication  date  to: 


Employment  Security  Department 
ES  Division 

ATT:  JOB#  0174785-J 
Olympia,  Washington  98504 


JOB  DESCRIPTION:  System 
Software  Engineer.  Advanced  De¬ 
velopment  Environment.  Designs, 
imptenents  and  tests  complex 
and  high-level  systems  arxl  soft¬ 
ware  tor  microcomputers  and  pro¬ 
cessors.  Works  with  other  engi¬ 
neers  to  design  integrated  devel¬ 
opment  environment  software  for 


windowing  operating  systems  uti¬ 
lizing  "C'^and  86  Assembler  lan¬ 


guages  and  XENIX  operating  sys 
levefopinj 


tern.  Responsible  for  developing 
linker  arxl  incremental  compiler  fix 
integrated  development  environ¬ 
ment.  Designs  graphical  user  in¬ 
terface  for  object-oriented  sys¬ 
tems.  Assumes  major  project  re¬ 
sponsibility  Including:  1)  require¬ 
ments  and  analysts  of  project 
specifications;  2)  product  design; 
and  3)  implementation  schedules. 
Two  [xjsitions  available. 


REQUIREMENTS:  B.A.  or  B.S.  in 
Mathematics,  Computer  Scierx:e. 
Engineering  or  F’hysics.  Computer 
software  tfesign  or  programming: 
6  months'  employment  exjjeri- 
ence  utilizing  UNIX/XENIX  and 
windowing  operating  systems, 
"C'and  Assembler  languages, 
designing  linkers  and  compilers, 
designing  user  interface  software 
arxl  using  object-oriented  pro¬ 
gramming  techniques.  Must  have 
proof  of  legal  authority  to  work  in 
the  United  States. 


SALARY:  $29,000-$32,000  per 
annum 
ence.  40 
time. 


depending  upon  experi- 
40  hi  3urs  per  week,  flex 


Positions  located  in  Redmond, 
Washington. 

EOE 


Sunbelt  Opportunities 

CICS  Pfog/Anal’s  (MVS  or  DOS) 

30  35K 

S/36  AS/400  Prog/Anal’s  (RPG  III) 

29  36K 

TANDEM  Prog/Anal's 

30  36K 

HP  3000  Prog/Anal’s  (COBOL) 

30  35K 

0B2  SOL  Prog/Anal's 

3040K 

MSA  or  M&D  Sys  Anal’S 

35  45K 

Bank  Prog/Anal's  or  Sys  Anal's 

30  45K 

Mfg  Sys  Anal's 

35  43K 

Retail  Prog/Anal's 

30  35K 

Insurance  Prog/Anal's  . 

30  35K 

ASSEMBLER  Programmers  (IBM) 

29-34K 

ADABAS/NATURAL  Prog/Anal's 

30  36K 

ORACLE  SQL  Prog/Anal's 

29-39K 

VAX  Prog/Anal's.  Soft  Engr's  .. 

32  40K 

FOCUS  Prog/Anal's  . 

29  35K 

IDMS  ADS/0  Prog/Anal's 

29  35K 

IMS  DB/DC  Prog/Anal’s 

29  36K 

PL/1  Prog/Anal’s  (VM  or  MVS) 

30  36K 

Accounting  Sys  Anal's 

35  49K 

EDP  Auditors 

33  43K 

1  Charlotte’s  largest  executive  search  firm,  in  1 

1  business  sirKe  1975.  300  affiliates  We  place  1 

1  candidates  tn  the  Southeast  and  nationwide  1 

1  Our  client  companies  pay  relocation  and  in  1 

1  terviewing  expenses,  and  our  tees 

1 

1  Cofporate 

1 

1  lie  Personnel 

1 

1  Consultants  1 

1  3705  320  Utrobe  Drive,  Box  221739  1 

1  Charlotte.  NC  28222  (704)  366  1600  1 

^  Attn:  Rick  Young,  C.PX.  J 

"Our  ads  in  G)mputierworld 
had  the  resumesp9uring  in 
and  die  phones  ringingr 


With  more  than  60,000  customers  worldwiide,  Unisys  is  a  $10 
billion  information  systems  company  that  applies  leading- 
edge  technology  to  provide  the  best  possible  solutions  to  its 
customers. 

So  naturally,  says  Linda  Huebscher,  Manager  of  Employment  for 
the  company’s  Product  &  Technology  Operations  division  in 
Roseville,  Minnesota,  Unisys  wants  the  best  technically  trained 
personnel  on  its  team.  And  for  the  most  successful  recruitment  of 
such  qualified  professionals,  Linda  explains,  Unisys  turns  to 
Computerworld. 

"We  recently  embarked  on  two  major  recruitment  campaigns  for 
systems  programmers.  First,  we  need  to  support  our  development 
of  Unix* -related products  and  services.  Second,  we  seek  systems 
programmers  to  help  us  capitalize  on  our  lead  in  fourth  genera¬ 
tion  language  (4GL)  technology. 

"We  want  programmers  who  are  well  qualified,  aggressive  and 
systems  motivated.  The  market  for  programmers  with  Unix  kernel 
and  shell  development  experience  is  extremely  competitive.  Just 
as  it  is  for  professionals  with  backgrounds  in  C  programming, 
relational  database  and  1100  systems  technology. 

"And  we  are  confident  we’ll  find  these  professionals  through 
Computerworld.  /  asked  our  key  systems  programmers  and 
managers  which  periodicals  are  most  widely  read  by  our 
top  programmers.  I  was  told  in  no  uncertain  terms  that 
Computerworld  is  at  the  top  of  their  reading  lists. 

"That  became  clear  when  we  saw  the  results.  Our  ads  in 
Computerworld  had  the  resumes  pouring  in  and  the  phones 
ringing.  We  averaged  28  responses  for  each  ad  we  ran.  But  most 
importantly,  we  made  several  very  good  hires.  ’’ 

Computerworld.  We’re  helping  serious  employers  and  top 
computer  professionals  get  together  every  week.  Just  ask 
Linda  Huebscher. 


For  all  the  facts  on  how  Computerworld  can  put  you  in  touch  with 
qualified  personnel,  call  your  local  Computerworld  Recruitment 
Advertising  Sales  Representative  today. 


*  Unix  is  a  registered  trademark  of  AT&T  Bell  Laboratories. 
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The  weekly  newspaper  of  record  for  computer  professionals. 


375  Cochituate  Road,  Box  9171,  Framingham,  MA  01701-9171 
800/343-6474  (in  MA  call  508/879-0700) 


An  IDG  Communications  Newspaper 
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COMPUTER 

PROFESSIONALS 

JOIN  A  GROWING  FORCE 

Computer  People  Inc.,  a  muor 
providef  of  Professional  D.P. 
services,  emptoyino  over  1 800 
consultants  worxtwide,  is 
expanding  its  staff  in 
the  Atlanta  area. 

We  currently  have  several  exciting 
opportunities  for  data  processing 
professionals  with  at  least  2  years 
experience  in  any  one  of 
the  following  areas: 

IBM  Sr.  Systems  Analysts 
•BAL,  VTAM 

Programmer  Analysts 

•ORACLE,  COBOL 
•IDMS,  ADS/0 
•IMSDB/DC 
*  DB2,  CSP 
•ADABAS/NATURAL 
•FORTRAN 

If  you  have  the  skills  and  the 
ambition  to  broaden  your 
horizons,  send  your  resume 
in  confidence  to: 

Attn:  Recruiting  Manager 

C  iiipiiter 
\  iVopk* 

6666  Powers  Ferry  Road 
Suite  300 
Atlanta,  GA  30339 


SOFTWARE 
OPPORTUNITIES 

1-800-423-5383 

Let  our  National  Award  winning 
computer  specialiats  aasist  you 
in  your  search.  We  have  over 
300  affiliated  offices  around  the 
country  ready  to  work  for  youl 

LIFE  INSURANCE  To  $60K 
UNIX  INTERNALS  ToSSO- 
SYSTEM  36  To  $40K  - 

lOMS,  IMS  or  ADABAS  To  SSOK 
P/A  (COBOL  or  ALC)  To  $40K 
UNIX/C  '  To  $55K 

MVS  or  VM  INTERNALS  $  OPEN 
ACF/VTAM/NCP  To  SSOK 
OBZ.'SQL  To$60K  + 

COBOL/CICS  To  $40K 

Software  Engineers  To  $60K 
OVERSEAS  $  OPEN 

ROBERT  SHIELDS  & 
ASSOCIATES 
P.O.  Box  890723,  Dept.  C 
Houston,  TX  77289-0723 

FAX:  713-486-1496 


NCR  GIF  ANALYST 

$1.5  Billion  Bank  Holding 
Company  seeks  experienced 
Programmer/ Analyst  with  7-1- 
years  background  in  an  NCR 
CIF  environment.  An  excel¬ 
lent  compensation  package 
including  profit  sharing  is 
available  to  the  right  candi¬ 
date.  Send  resume^  including 
salary  history  to: 

Barry  Annstrong 
Jefferson  Data 
Services,  Inc. 

P.O.  Box  2738 
Charlottesville,  VA  22902 
EOE 


Aru^t/prgrmr,  PotUarxl  area. 
Prvde  expwtise  on  projs  to  dvip 
batch.  orHine  &  DB  systems  for 
biz/mfg/finan'l  appis.  Gthr/arilyze 
data  for  convrsn  to  cmptr  furvcs: 
i'face  w/dient  mgt  to  dtrmrte  user 
rqmnts.  Responsbl  for  system 
specs,  coding,  testing,  debug¬ 
ging:  system  &  user  accptnce 
constnt  w/dient  quality  strxlrds. 
Utilize  IBM  hdwe/compatble, 
OOS/VSE,  DOS  XL,  DL/1, 
VSAM,  IBM  Utilities,  VOLLIE, 
CICS,  (COBOL.  Rqmnts:  Bache¬ 
lors  Comp  Sd  or  Engmg  -i-  2  yrs 
exp  in  job  or  3  yre  Prgnnr/Analyst 
exp  to  ind  exp  in  above  tech  & 
appis.  40  hr/wk.  $32,750/yr.  Re¬ 
sume  to:  Employment  Div,  Attn: 
Job  Order  #2418649.  875  Union 
St  NE,  Rm  201,  Salem,  OR 
97311. 


S/E  POSITIONS 

P/A  -  COBOL,  CICS.  TSO  . .  $37K 
P/A  -  IMS  DB/DC,  COBOL . .  $40K 
Prog  -  IMS  DB/DC.  COBOL .  $33K 

Prog  -  VAX.  COBOL . $29K 

P/A  -  VAX,  COBOL,  Rel.  D/B$37K 

Sys.  Mgr.-VAX . $39K 

P/A  -  IDMS,  ADS/0 . $38K 

We  are  seeking  candidates  for  the 
above  positions  plus  others  with 
experience  In  IMS,  IDMS.  DB2. 
CICS,  ORACLE,  INGRES,  SQL, 
or  RdB  Contact: 

JIM  BOSTIC 

PHILUPS  RESOURCE 
GROUP 

P.O.  Box  5664 
Greenville.  SC  29606 
803/271-6350  (Days) 
803/292-1181  (Evenings) 
803/271 -84M  (Fax) 
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EDP  OPPORTUNITIES 
COAST  TO  COAST 

Robert  Hall,  stalled  by  EOP 
prolessionals  lor  EOP  proles 
sionals  with  130  ollices 
throughout  the  U  S  ,  Canada  & 
Great  Britain,  is  the  largest 
network  ol  personnel  con 
sultants  in  the  Data  Process 
mg  held  And  its  establish 
ment  in  1948  also  makes 
Robert  Half  the  oldest  One 
call  and  you  can  search  the 
local,  national  and  interna 
tional  markets  All  lees  are 
paid  by  client  companies,  of 
course  The  following  is  a  par 
tial  listing  of  opportunities  and 
locations: 


HARTFORD 


PROGRAMMERS 
PROGRAMMER  ANALYSTS 
SYSTEMS  ANALYSTS 
TEAM  LEADERS 

•  UPGRADE  TO  THE  LATEST  TECHNOLOGY 

•  RECEIVE  QUALITY  TRAINING 

•  INCREASE  YOUR  CAREER/BUSlIJESS  OP 
TIONS 

•  EARN  MORE  $’S 

Many  of  our  major  clients  are  on  the 
move.  Outstanding  opportunities  ex 
ist  tor  you  to  be  trained  and  advance 
technically  in  areas  that  include: 
CICS,  DB2,  IMS,  IDMS,  CASE  TOOLS, 
DATA  MODELLING,  and  HAND  HELD 
TECHNOLOGIES. 

What  is  required  of  you  is  at  least 
one  year  of  COBOL.  Non-IBM  back¬ 
ground  will  be  considered. 

Call  today  to  discuss  these  and 
other  opportunities  with  one  of  our 
EDP  specialists.  Our  consultants  pro¬ 
vide  you  with  over  45  years  of  com¬ 
bined  hands-on  DP  experience. 

With  your  background  plus  our  EOP 
experience  and  access  to  better  posi¬ 
tions,  isn't  it  time  we  met? 

ROBERT  HALF 
of  Hartford,  Inc. 

One  Commercial  Plaza 
Harlford,  CT  06103 
(203)  278-7170 
FAX  (203)  278-0320 


ST.  LOUIS 


CICS  PROGRAMMER/ANALYSTS 

Sfate-of-the-Art  Midwest  shop  seeks 
a  3  -E  yr  Cobol  Programmer/Analyst. 
Individual  will  be  involved  with  needs 
analysis,  recommend  software/hard 
ware  solutions,  design  programs  and 
systems,  and  oversee  all  phases  of 
system  development  and  implementa 
tion.  If  you  have  strong  CICS  skills 
and  seek  a  great  opportunity,  call  for 
further  details.  To  $38,000 

AS400  PROGRAMMER 
Great  opportunity  exists  for  a  1  -e  yr 
RPG  III  programmer/analyst  with 
financial  or  manfacluring  applications 
background.  Individual  will  be  involv 
ed  with  the  design,  testing  and  im 
plementation  of  systems.  If  you  seek 
tremendous  advancement  and  earn¬ 
ings  potential,  this  is  the  position 
you've  been  looking  for.  To  $40,000 
ROBERT  HALF 
of  St.  Louis 
7733  Forsyth  Blvd. 

St.  Louis,  MO  63105 
(314)  727-1535 


MINNEAPOLIS 
/ST.  PAUL 


SYSTEMS  PROGRAMMER 

Prestigious  company  seeks  individual 
strong  on  DB2.  Internals,  perform¬ 
ance  tuning,  debugging,  etc.  Ex 
perience  with  IDMS  and/or  IMS  a  plus. 

Salary  to  low  $40,000's 
PROGRAMMER  ANALYST 
High  visibility  and  growth  potential! 
Banking  applications  Item  Process 
ing  exp  required.  IBM  MVS/XA, 
strongly  preferred.  Train  others  and 
move  up.  Salary  to  low  $40, OOO's 

PROGRAMMER  ANALYST 
Challenging,  fast  paced  environment 
is  in  need  of  IBM/MVS  with  Pacbase 
experience.  Pluses  would  include 
Cobol  and  database.  Relocation  pro 
vided  with  excellent  company  benefits 
and  opportunity  for  growth.  Salary  DOE 
ROBERT  HALF 
of  Minnesota,  Inc. 

5001  West  80th  Street 
Bloomington,  MN  55437 
(612)  893-9585 
FAX  (612)  893-0833 


BOSTON 


PROJECT  MFG  -  ATM 

Our  BOSTON  area  banking  leader 
seeks  a  proj  mgr  for  expanding  ATM 
area.  Must  have  strong  BAL  skills  -e 
supv  exp  in  ATM  sys.  Oppty  to  mge 
1 2  tech  indivs  doing  apps  devel  &  net¬ 
work  support.  Network  has  500 
ATMs  &  links  to  CIRRUS  &  NYCE. 

Salary  $50  60,000 
ROBERT  HALF 
of  Boston,  Inc. 

101  Arch  Street  (32  Summer  Street) 
Boston,  MA  02110 
(617)  951-4000 
FAX  (617)  423-0904 


SOUTHERN 

CALIFORNIA 


AS  400/SYS  38 

RPGIII  P/A's  and  Sr  P/A's  with  2  -E 
yrs  exp.  Individuals  must  enjoy 
development  and/or  conversion  en¬ 
vironments.  Salary  to  $55,000 

San  Diego  Oppty's 
SYS  ANAUPROG  ANAL 

LIFE  sys  background  req'd.  PALLM, 
VANTAGE.  ULA,  var  annuities.  Full 
relo  great  benefits.  Salary  $35  50,000 

ROBERT  HALF 
of  Southern  California  Inc. 
3600  Wilshire  Blvd.  #2000 
Los  Angeles,  CA  90010 

(213)  386-6805 

409  Camino  Del  Rio  South 
Suite  #305 

San  Diego,  CA  92108 
(619)  291-7990 


DALLAS 


COME  GROW  IN  BIG  “D” 
Dallas  Is  leading  the  nation  in  major 
corporate  growth!!  Our  clients  need 
Programmers,  Project  Leaders,  DBA  s, 
AS/400  Analysts,  etc,  etc!!!!!! 

Salaries  up  to  $65,000 
ROBERT  HALF 
ol  Dallas 

Three  Northpark  East 
Suite  200 
Dallas,  TX  75231 

(214)  363-3300 


PENNSYLVANIA 


NETVIEW 

SYSTEMS  PROGRAMMER 

Come  home  to  Phila  and  enhance  your 
IBM  Network  skills.  3  -E  yrs  installa¬ 
tion  and  performance  utilization  ol  IBM 
Network  software  with  this  Fortune 
500  CO.  Great  relocation  package. 

Salary  to  $55,000 

VM  SYSTEMS  PROGRAMMER 

Top  pharmaceutical  firm  seeks  S/P 
w/strong  Assembler,  VM,  and  dump 
solving  abilities.  Growing  VM  environ 
ment.  Will  learn  MVS. 

Salary  to  $52,000 

AS/400  P/A  LEARN  AS/400! 
Major  Co  will  train  exp  S3X  P/A  with 
RPG  II  or  RPG  III.  Acctg  applications 
prfd  Salary  to  $39,000 

ROBERT  HALF 
of  Philadelphia,  Inc. 

2000  Market  Street 
Philadelphia,  PA  19103 

(215)  568-4580 
FAX  (215)  561-4434 

5  Neshaminy  Interplex 
Suite  201 

Trevose,  PA  19047 
(215)  244-1870 
FAX  (215)  244-0752 


FLORIDA 


PROG  ANALYST 

Major  Corp  expanding  their  Decision 
Support  Group  seeks  two  profes¬ 
sionals  with  solid  analysis  skills  and  3 
yrs  min  APL.  Oppty  to  join  leading 
edge  corp  and  interlace  at  Sr  corp 
level.  Relocation/Fee  paid 

Salary  to  $43,000 

PROG  ANALYST 

Our  FL  clients  are  actively  seeking 
S/38,  RPGIII  professionals.  Many  of 
these  development  positions  have  in¬ 
stalled  the  AS400's.  Here  is  your  op¬ 
pty  to  join  some  of  Fla's  outstanding 
corporations.  Fee  paid. 

Salary  to  $42,000 
ROBERT  HALF 
of  Miami,  Inc. 

2655  Le  Jeune  Road  #814 
Coral  Gables,  FL  33134 
(305)  447-1757 


SUPERVISOR,  DATA 
CENTER  OPERATIONS 

Entergy  Services,  Inc.,  the  technical  service 
subsidiary  of  the  Middle  South  Electric  System, 
currently  has  an  opening  for  a  Supervisor,  Data 
Center  Operations. 

This  position  will  be  responsible  for  managing  the 
computer  operations  function  in  a  lar^  scale  multi- 
CPU  environment  on  a  rotating  shift  basis.  The 
position  also  manages  and  ensures  work  plans 
related  to  Help  Desk,  Network  control,  print,  type, 
and  multiple  online/batch  computer  systems/ 
applications. 

Preferred  requirements  are  a  bachelor's  degree  in 
data  processing  (or  the  equivalent)  plus  at  least  8 
years  of  work  experience  in  data  prcxtessing. 
Supervisory  experience  is  desirable.  Work 
experience  must  include  training  in  supervisory 
techniques,  work  planning  in  a  large-scale  com¬ 
puter  s^^ems  environment,  utilizing  state-of-the- 
art  hardware  and  software  technologies.  A  work¬ 
ing  knowledge  of  the  various  software  used  as 
productivity  aids  is  recommended. 

Entergy  Services,  Inc.  offers  an  exceptional  relo¬ 
cation  package  including  a  relocation  allowance 
(one  month’s  salary) . . .  paid  moving  expenses . . . 
paid  house  hunting  trip ...  Mortgage  Interest 
Differential,  plus  Interim  Living.  For  more  informa¬ 
tion,  call  our  toll  free  number  below  or  send  resume 
to  T.  Porter,  Entergy  Services,  Inc.,  P.O.  Box 
61000,  New  Orleans,  LA,  70161. 

1-800-231-4481 

In  Louisiana  call  collect  (504)  569-4965 


Entergy 
Services 

An  Ematgy  Company 

An  Equal  Opportunity  Employer  M/F/H/V 
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INFORMATION  SYSTEMS 
RPG  III .  .  . 

IBM  SYSTEM/38 .  .  . 
FLORIDA'S  GULF  COAST.  .  . 
WHAT  AN  ENVIRONMENT! 


In  your  data  processing  career,  you  want  challenge 
and  the  opportunity  to  grow,  and  you  want  them  in 
a  setting  that  offers  comfortable,  affordable  living 
and  access  to  a  high  quality  of  life.  We’re  INVEST, 
a  full  service  broker/dealer,  and  we  have  what  you 
want  in  Tampa. 

Our  information  systems  environment  provides 
data  processing  services  in  support  of  a  growing 
network  of  investment  clients  across  the  U.S.  We 
seek  a  professional  to  work  in  RPG  III  on  our  IBM 
S/38. 

Our  Programmer  Analyst  position  calls  for  a  year 
or  more  of  RPG  III  S/38  programming  and  familiar¬ 
ity  with  a  structured  approach  to  systems  develop¬ 
ment. 

Our  professionals  enjoy  the  wealth  of  recreation 
and  cultural  pleasures  of  the  Florida  Gulf  Coast  as 
well  as  an  excellent  benefits  and  compensation 
plan  including  medical/dental,  life  and  disability  in¬ 
surance,  a  401(k)  salary  savings  retirement  plan 
and  the  opportunity  to  run  on  a  fast  track  in  a  com¬ 
pany  with  a  proven  record  of  exceptional  growth 
and  profitability.  Please  call  or  send  your  resume, 
salary  history  and  requirements  to: 


C.  Barber 
INVEST 

5404  Cypress  Center,  Suite  300 
Tampa,  FL  33609 
800/242-4732,  ext.  5752 
An  Equal  Opportunity  Employer 
ISFA  Corporation/  A 

Member  NASD,  SIPC  M 
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SECURITY  ADMINISTRATOR 

IDAHO...  Lifestyles  Not  Turnstiles 


The  Idaho  Department  of  Health  and  Welfare  has  recently  estab¬ 
lished  a  System  Security  Analyst  position  to  take  charge  of  all 
departmental  system  security  and  disaster  recovery  fanning 
and  implementation. 

Cument  Environment: 

IBM  MAINFRAME  MVS/XA 
TOP  SECRET 
OS/JCL 
MVS/OFFICE 

Experience  required  with  mainframe  security  systems  and  re¬ 
quirements,  disaster  recovery  planning  and  implementation,  sys¬ 
tem  dcxajmentatkxi  arxl  training. 

5^  Starting  salary  28k  (negotiable  DOE),  excellent  fringe  benefits. 

A  Challenging  Career  Opportunity  and  an 
^  Excaptionai  Quality  of  Life. 

*  Unlimited  four  season  outdoor  recreation 

^  *  Diverse  Cultural  Opportunities 

^  *  State  Univeristy 

*  Low  cost  of  living 

*  Short  commutes 

*  Low  crime  rates 

*  Great  climate  at  the  base  of  the  mountains 

T  If  you  are  reacly  for  an  exciting  and  challenging  career  move  and 


'  of  life  is  imi 


ijXDrtant  to  you,  we  have  the  opportunity  you 


have  been  waiting  lor. 

For  application  and  further  information  please  send  your  resume 
to: 

Jim  Koci 

Idaho  Department  of  Health  &  Welfare 
Bureau  of  Information  Services 
Boise,  ID  83720-9990 
For  Information  Call:  208-334-6694 

ECE/M/F/HCA/ET 
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COMPUTER  CAREERS  WEST 


The  News  Is 
Spreading! 


- - - 

LO^fANGELES 

5 


WE  DELIVER 
GREAT  MIS 


Iflhis  is  your  idea  of  a  newspaper  job.  you  haven’t  kept  up  with  The  Times. 


Since  1881,  the  Los  Angeles 
Times  has  led  the  way  with 
award-winning  journalism. 
To  strengthen  our  leadership 
status  as  well  as  provide  up-to- 
the-minute  news  to  the  world,  we 
are  continuously  developing  and 
implementing  new  systems  utiliz¬ 
ing  sophisticated  technologies. 
And  this  translates  into  exciting 
challenges  for  a  wide  range  of 
systems  professionals. 

ADABAS/Natural 
Experts  in  Demand! 

We  are  developing  an  on-line  in¬ 
tegrated  circulation  system  that 
encompasses  customer  service, 
billing,  distribution  and  sales/ 
marketing.  We  need  individuals 
with  significant  recent  or 
current  programming/analysis 
experience  with  ADABAS  and 
Natural  (Natural  2  preferred) 
under  MVS/XA. 

AIX,  INGRES,  TCP/IP 
Utilized  in  Newest  Project! 

Our  newest  project  is  a  leading- 
edge  AlX-based  classified  adver¬ 
tising  system  that  will  support  a 
600  terminal  network  of  end  users 
with  applications  ranging  from 
billing  to  sales  to  publishing.  We 
are  building  a  project  team  that 
will  require  individuals  with 
significant  expertise  in  AIX, 
INGRES  and  TCP/IP. 


Financial  Systems  Growing! 
To  meet  the  demands  of  being 
part  of  a  $3  billion  corporation, 
we  need  Business/Financial 
(A/P,  A/R,  G/L,  Pay  roll /Person¬ 
nel,  etc.)  systems  applications 
professionals  with  a  strong 
background  utilizing  structured 
design/development  methodo¬ 
logies  with  on-line  software 
packages,  CICS  (command 
level),  VSAM,TSO,  and  COBOL 
under  MVS/XA.  Experience 
with  Walker,  DB2,  and  PCs 
(including  LANs  and  mainframe 
integration)  is  desirable. 

The  Los  Angeles  Times  offers 
an  outstanding  compensation 
package,  including  company- 
paid  ESOP,  401(k),  subsidized 
parking,  and  ample  opportunity 
for  professional  growth. 

For  immediate  consideration: 

□  Call  Jeff  Zabludoff  at 
I-800-88-TIMES 

□  or  FAX  your  resume  to  his 
attention  at  (213)  237-4962 

□  or  send  your  resume  with 
salary  history  to: 

Los  Angeles  Times, 
Employment  Office, 

Dept.  CWll/20, 

Times  Mirror  Square, 

Los  Angeles,  CA  90053. 


Angeles  ®imes 

Our  News  Is  Your  Future. 

An  Affirmative  Action  Employer.  Principals  Only. 


Application  Programmer/Analyst  to 
integrate  existing  computer  hard¬ 
ware,  operating  systems,  networis- 
ing,  and  applications  software  in 
local  area  network  using  Novell 
Netware,  Appletalk  and  DECnet 
relating  multivariate  statistical  anal¬ 
ysis  to  drug  atxjse  research.  Posi¬ 
tion  requires  MS  degree  in  engi¬ 
neering,  statistics  or  computer  sci¬ 
ence  with  two  years  ih  the  job  of¬ 
fered  or  two  years  experience  as 
systems  analyst  working  in  IBM 
\/M/MVS,  VAX  VMS  and  PC  DOS; 
working  experience  in  writing  pro¬ 
grams  in  Fortran,  C,  Assembly  and 
Pascal.  Working  experience  with 
IBM  ISPF/PDFT  EXEC2,  Rexx, 
VAX  DCL,  PC  DOS/OS2  and  Mac 
MPW.  In  depth  knowledge  of  sta¬ 
tistical  theory,  structural  modelling 
and  simulation  algorithms.  Work¬ 
ing  experience  in  the  following  sta¬ 
tistical  packages:  SAS,  SPSS, 
BMDP,  EOS,  IlSREL  and  IMSL. 
Experience  in  VAX  computer  sys¬ 
tem  operation  arxJ  management, 
maintenance  of  PC  systems  and 
network.  $33,000/year.  Place  of 
employment  and  interviews:  Los 
Angeles.  Send  this  ad  and  resume 
to  job  #DN10519,  P.O.  Box  9560, 
Sacramento,  CA  95823-0560,  no 
later  than  December  19, 1989. 


COLLEGE 
OF  THE 

SEQUOIAS 
Senior  Programmer  Analyst 

C.O.S.  is  a  California  Community 
College  located  In  the  central  val¬ 
ley  serving  8700  students.  We  are 
looking  for  a  people  oriented  Indi¬ 
vidual  to  support  Instructional  and 
administrative  computing,  in  a  PC 
LAN  and  HP  3000/950  environ¬ 
ment. 

At  least  3  yrs  of  experience 
should  include  skill  In  analytical 
problem  solving.  Must  be  a  good 
organizer  and  planner,  with  the 
ability  to  communicate  effectively 
with  both  technical  and  non-tech- 
nical  personnel. 

Salary  range  $2597-3315  per 
month,  12  month  positions.  Bene¬ 
fits  package  includes  family 
health,  dental  and  vision,  with  em¬ 
ployer  paid  retirement  into  PERS. 

Filing  deadline:  1  /5/90 
Apply  to: 

College  of  the  Sequoias 
Personnel  Srvcs  Office 
915  S.  Mooney  Blvd. 

Visalia,  CA  93S77 
(209)  733-2050  X269 


SOFTWARE  PROJECT  MAN¬ 
AGER  -  Advertising  industry  soft¬ 
ware  development  company  re¬ 
quires  software  engineer  to  man¬ 
age  development  and  implemen¬ 
tation  of  data  collection  system 
project  converting  formatted  tape 
data  to  MS-DOS  and  UNIX  disk 
formats.  Direct  software  program¬ 
mers  and  assigned  staff.  The  suc¬ 
cessful  applicant  will  have  at  least 
5  years  experience  in  System- 
Analysis  using  MS-DOS  including 
4  years  total  C-language  and 
C+-I-  experience  and  a  minimum 
of  1-year  experience  in  UNIX  Ker¬ 
nel.  At  least  2-years  programming 
with  ISAM,  SQL,  Btneve,  and  ex¬ 
tended  B-trees  must  be  included 
In  your  System  Analysis  experi¬ 
ence.  Applicant's  experience  must 
include  Unix,  Unix  device  drivers, 
preparation  of  technical  and  user 
documentation,  80x86  assembly 
language,  and  Novell  networks. 
Applicant  must  have  a  minimum  of 
1-year  experience  in  hardware 
communications  and  interfacing 
and  1-year  experience  in  data 
conversion  and  compression.  Two 
years  of  software  development 
management  experience  are  re¬ 
quired  BSEE,  BSCE,  or  equiva¬ 
lent.  $51,985/yr.  Job  site/inter¬ 
view  in  Palo  Alto,  CA.  Send  this 
ad  and  resume  to  Job  Order  Num¬ 
ber  "NOF  494",  P,0.  Box  9560, 
Sacramento,  CA  95823,  no  later 
than  12/20/89, 


PROGRAMMER/ 
ANALYST  II 

Mercy  Healthcare  Sacramento  is  a 
division  of  Catholic  Healthcare 
West,  one  of  the  largest  health¬ 
care  systems  in  the  nation.  The 
Systems  Development  depart¬ 
ment  announces  an  exciting  op¬ 
portunity  for  an  experienced  Pro¬ 
grammer/Analyst.  This  challeng- 
Ing  position  Is  responsible  for  pro¬ 
gramming  applications,  modifying 
and  analyzirig  existing  software, 
testing  program  logic,  and  devel¬ 
oping  user  documentation. 

Required  qualifications  include 
knowledge  of  IBM  AS400  or  Sys¬ 
tem  38,  RPG  III,  Query,  and  RPG 
400,  and  a  minimum  five  years 
programming  experience. 

Mercy  offers  excellent  salary  and 
benems,  including  a  nationwide 
transfer  policy.  If  you  are  inter¬ 
ested  in  joining  our  close-knit 
team  of  professionals,  please 
send  resume  or  apply  at  Mercy 
Healthcare  Sacramento,  7750 
College  Town  Drive  #101,  Sac¬ 
ramento,  California,  95826 
(916)386-3115  EOE  M/F/H 


Let  US  introduce  you  to  the 
IDG  Communications  Com¬ 
puter  Careers  Network.  It's 
the  new  advertising  service 
that  lets  you  run  the  most 
targeted  and  cost-efficient 
recruitment  program  possi¬ 
ble. 

Its  many  options  help  you 
recruit  qualified  computer 
and  communications  pro¬ 
fessionals  -  regionally  or  na¬ 
tionally  -  with  combination 
buys  of  up  to  five  leading 
newspapers.  And  all  to¬ 
gether,  the  Computer  Ca¬ 
reers  Network  delivers  your 
message  to  an  audience  of 
well  over  1  million  qualified 
computer  professionals. 

Look  at  what  the  Comput¬ 
er  Careers  Netwoik  lets 
you  do: 

Customize  your  recruit¬ 
ment  pwogram.  The  Net¬ 
work's  five  newspapers  - 
Computerworld,  Inf  eWorld, 
Network  World,  Digital 
News,  and  Federal  Com¬ 
puter  Week,  -  let  you  tailor 
your  recruitment  program 
to  your  specific  needs.  You 
can  buy  as  many  as  five 
newspapers  with  add-on 
options.  That  way  you  can 
recruit  from  the  combina¬ 
tion  of  computer  and  com¬ 
munications  professionals 
that's  best  for  you. 

Target  your  ad  placement. 
You  can  place  your  adver¬ 
tising  exactly  where  you 
want.  If  you  wish  to  recruit 
within  a  specific  area,  you 
can  advertise  in  the  region¬ 
al  editions  of  the  newspa¬ 
pers  you  choose  -  East, 
West,  or  Midwest.  Or  you 
can  extend  your  reach  by 
running  in  two  regions  -  or 
even  nationally.  Plus  -  you 
can  still  take  advantage  of 
stand-alone  national  rates 
for  individual  newspapiers. 

Reach  qualified  profession¬ 
als  cost  efficiently.  Gone 
are  the  days  when  you 
have  to  worry  about  paying 
for  waste  circulation.  The 
Computer  Careers  Net¬ 
work  lets  you  buy  the  com¬ 
bination  of  newspapers 
that  will  deliver  your  recruit¬ 
ment  message  to  qualified 
computer  and  communica¬ 
tions  professionals  -  and 
only  those  qualified  profes¬ 
sionals  you  need  to  reach. 

To  put  the  new  Computer 
Careers  Network  to  work 
for  you  -  regionally  or  na¬ 
tionally  -  call  the  sales  office 
nearest  you,  or  contact 
John  Corrigan,  Classified 
Advertising  Director,  at 
508-879-0700  ext  676. 

One  quick  phone  call  can 
give  you  all  the  information 
you  need  on  running  your 
recruitment  advertising  in 
up  to  five  leading  industry 
newspapers. 
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Information  Systems  Professionals 

SAA/OS2/DB2 
New  I.S.  Development  Project 
Technology  Into  The  Next  Century 
A  Strong  Team  Committed  to  Excellence 

At  Avco  Financial  Services,  we  know  that  our  success  is  founded  on  allow¬ 
ing  employees  to  excel.  Currently,  we  are  looking  for  information  systems 
team  players  who  want  to  become  part  of  a  strong  team  committed  to  excel¬ 
lence  and  develop  the  technology  that  will  take  us  into  the  next  century. 


Our  U.S.  Field  Systems  are  being  re-architected  in  an  IBM  SAA  environ¬ 
ment  to  incorporate  a  3090  MVS/XA  Host,  CICS,  and  an  SNA/SDLC  Net¬ 
work  using  LU6.2  to  connect  with  8000/S2  Token  Ring  PS/2  systems  across 
the  United  States. 


Technical  Team  Leader 

You  will  lead  a  project  team,  building  critical  systems.  Requires  6+  years 
supporting  the  designing  and  developing  of  complex  data  base  systems.  Proj¬ 
ect  leader  experience  with  systems  software  and  communications  experi¬ 
ence  required.  Also,  experience  with  large-scale,  highly  integrated  IBM 
mainframe  environments  and  knowledge  of  current  IBM  system  software, 
including  MVS/XA,  IMS,  and  CICS,  is  essential. 

Database  Analyst 

You  will  evaluate  and  recommend  data  base  architecture  and  designs.  Par¬ 
ticipate  with  Systems  and  Programming  design  teams.  Must  have  a  back¬ 
ground  in  database  design,  preferably  with  a  relational  structure  DBMS  and 
Data  administration  concepts.  Some  programming  experience  preferred. 

Systems  Programmer 

You  will  work  closely  with  the  application  development  team  in  defining 
the  connectivity  of  an  SAA-OS/2  token  ring  branch  network  to  the  MVS/XA, 
IDMS,  CICS,  DB2  mainframe.  Application  development  experience  and 
knowledge  of  a  development  methodology  preferred.  Must  have  experience 
within  IBM  mainframe  environments  and  extensive  knowledge  of  current 
IBM  system  software. 

Analysts  /  Programmers 

Several  positions  available  and  you  will  be  responsible  for  structured  anal¬ 
ysis  &  design.  Must  have  several  years  of  experience  in  analysis,  program¬ 
ming,  involvement  in  large-scale  projects,  including  on  a  technical  basis. 
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If  your  experience  and  talents  are  pushing  you  to  excellence,  you  should 
consider  taking  a  look  at  what  we  are  doing  at  Avco.  Please  send  your  resume, 
with  salary  history  indicating  the  position  you  are  interested  in  to: 


Avco 
Financial 
Services. 


Avco  Financial  Services, 
ATTN:  Technical  Recruiter 
Human  Resources 
3349  Michelson  Drive, 
Irvine,  CA  92715. 


Computer  Careers  Network 


Now  you  can  recruit  the  best  qualified  computer  and  communica¬ 
tions  professionals  regionally,  nationally  and  weekly. 

How? 

With  IDG  Communications  new  Computer  Careers  Network. 
Choose  from  the  Network’s  five  computer-related  newspapers  and 
tailor  your  recruitment  message  to  the  type  of  talented  professionals 
you  need  to  reach  -  professionals  that  read  Computerworld, 
InfoWorid,  Network  World,  Digital  News,  and  Federal  Computer 
Week.  Then,  target  your  audience  by  region.  Or  blanket  the  entire 
nation. 

Call  your  local  sales  representative  today  for  more  information  about 
Computer  Careers  Network’s  regional,  national  and  weekly  reach. 

Sales  Offices 

John  Corrigan,  Classified  Advertising  Director,  375  Cochituate  Road,  Box  9171,  Framing¬ 
ham,  MA  01701-9171;  508-879-0700; 

BOSTON:  Nancy  Percival,  Regional  Manager;  800-343-6474.  (in  Massachusetts,  508-879- 
0700);  Andrew  Rowe,  Account  Executive;  800-343-6474. 

NEW  YORK:  Warren  Kolber,  Regional  Manager,  201-967-1350;  Jay  Novack,  Account  Ex¬ 
ecutive  800-343-6474; 

WASHINGTON,  D.C.:  Katie  Kress,  Regional  Manager,  703-573-41 1 5;  Pauline  Smith,  Ac¬ 
count  Executive  800-343-6474; 

CHICAGO:  Patricia  Powers,  Regional  Manager,  31 2-827-4433;  Ellen  Casey,  Account  Ex- 
ective  800-343-6474; 

LOS  ANGELES/SAN  FRANCISCO:  Barbara  Murphy,  Regional  Manager,  714-250-0164; 
Chris  Glenn,  Account  Executive,  800-343-6474. 
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MVS/XA  Senior 
System 
Programmer 

Fujitsu  Limited,  Japan,  is  the 
world’s  third  largest  computer 
manufacturer,  and  has  the  second 
largest  share  in  the  world’s  super¬ 
computer  market.  Fujitsu  Systems 
Engineering  of  America  is  a  newly 
formed  direct  subsidiary  of  Fujitsu 
Limited  whose  mission  is  to  create 
more  opportunities  for  software 
application  using  Fujitsu  computers. 

You  will  be  responsible  for  technical 
consulting  for  software  application 
developers  in  converting  MVS  based 
packages  to  Fujitsu’s  MSP,  using 
Fujitsu  mainframe. 

Requires  at  least  5-7  years  system 
programming  experience  in 
Assembler  with  MVS/XA  with  a  BS 
in  Computer  Science  preferred. 
VTAM  experience  is  highly 
desirable. 

For  an  exciting  new  perspective  on 
your  career,  come  to  Fujitsu.  Please 
send  your  resume  to:  Fujitsu 
Systems  Engineering  of  America, 
Inc.,  Dept.  CW,  2986  Oakmead 
Village  Court,  Santa  Clara,  CA 
95051.  We  are  an  equal  opportunity 
employer,  m/f/h. 
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PROGRAMMERS/ 
ANALYSTS 


SCIENTIFIC  SYSTEMS  SERVICES,  a 

wholly  owned  subsidiary  of  Computer  Task 
Group  Inc.,  is  leading  the  way  in  creative 
solutions  within  the  consulting  and  cus¬ 
tomized  computer  software/systems  in¬ 
tegration  market-place.  Strategic  plans  call 
for  the  addition  of  several  highly  motivated 
people. 


PROGRAMMER/ANALYST 

•  Three  years  experience  with 
systems  design  and  programming 

•  System  88 

•  Layered  Products 

•  COBOL  Language 


For  people  with  strong  capabilities  and 
leadership  skills  SSS  offers  an  outstanding 
opportunity.  For  immediate  consideration 
on  these  and  other  positions  please  send 
resume  to: 


Scientific  Systems  Services 

258  Kappa  Dr. 

Pittsburgh,  PA  15238 


Equal  Opportunity  Employer 


The  Facts: 
Pure  &  Simple 


USAA's  total  assets  top  $14  billion 

The  USAA  organization  includes  35  subsidiaries,  19  affiliates,  and  25-plus  satellite  offices 
USAA  employees  now  number  11,000 

USAA  is  the  nation's  largest  mail  order  business  in  terms  of  sales  and  volume 

USAA  is  one  of  San  Antonio's  largest  private  employers 

rN  Forbes  calls  USAA  "A  place  where  the  financial  supermarket  — a  one-stop  shop  for  everything  from  stocks 
UH  to  life  insurance  — really  works." 

FACT  IS,  USAA  is  a  very  impressive  organization,  and  we're  very  proud  of  our  achievements.  Our  goals  for  the  future 
are  no  less  impressive:  We  plan  for  more  of  the  same— success  that  results  from  a  dedication  to  quality  in  products 
and  services  through  employees  who  share  our  commitment  to  excellence.  We  are  currently  seeking  candidates 
who  have  strengths  in  the  following  areas: 


□ 


DATA  BASE  MANAGEMENT 

•  Requires  5  years  experience  in  IMS  application  programming 

•  Proven  experience  in  design,  performance  and  tuning  of  IMS 
databases 

•  IMS  application  dump  debugging  skills 

•  Experience  with  DB2  table  maintenance  a  plus 

IMS  SYSTEMS  PROGRAMMER 

•  Requires  2-3  years  IMS  systems  programming  experience 

•  IMS  maintenance  using  SMPE 

•  IMS  dump  debugging  skills  and  use  of  IBM  Support  Center 

•  Knowledge  of  MVS/ESA  concepts,  IMS  internals  and  DBRC 

•  Experience  in  IMS  performance  and  tuning  a  plus 

MVS  SYSTEMS  PROGRAMMER 

•  Requires  2-3  years  experience  installing  purchased  packages 
with: 

—  Software  installation  using  SMPE 

-  CA  Products  to  include:  CA1 ,  CA7,  CA1 1  or  ACF2 

•  Experience  supporting  programmers,  operators,  and  end 
users 

NETWORK  MANAGEMENT  SUPPORT 

•  Requires  minimum  of  4  years  experience  in  IBM's 
Systems  Network  Architecture 

•  Proven  understanding  of  SNA  Control  and  Flow, 

Problem  Determination,  and  transmission  protocols 

•  Proven  experience  in  VTAM,  NCP,  Netview,  and 
Communication  Controllers 

•  Experience  in  Network  Capacity  Planning,  Modeling, 

Tuning,  Automating,  and  Monitoring 


USAA 


STRATEGIC  SYSTEMS  DEVELOPMENT 

•  Requires  3-5  years  experience  in  systems  programming  on 
large  IBM  mainframe 

•  Emphasis  on  CICS 

SYSTEMS  REPORTING 

•  Requires  24  years  experience  as  a  MICS  Administrator/ 
Coordinator  with: 

—  Extensive  SAS  programming  experience  required 

—  2  years  of  MVS/ESA  Systems  Programming  experience 
preferred 

HARDWARE  SPECIALIST 

•  Requires  6  years  experience  in  configuration  and  environmen¬ 
tal  planning,  installation,  vendor  coordination,  and  problem 
resolution  for  IBM  mainframe  and  I/O  equipment  or  plug 
compatible  equivalents  in  a  large  multi-CPU  Multi-vendor 
computer  center 

•  Communications  equipment  experience  preferable 

•  Knowledge  of  the  most  current  IBM  mainframes, 
IBM  I/O  equipment,  and  plug  compatible  equip¬ 
ment  available 

Qualified  candidates  please  send  resume  to: 

USAA 

USAA  Building 

San  Antonio,  Texas  78288-0055 
Attn:  Employment  ft  Placement/ 
SD/TLL/CW  1127 

An  Equal  Opportunity  Employer,  M/F. 

Principals  only,  please. 


Now  you  can  recruit  the  right 
people  in  the  right  places  at 
the  right  price 

It’s  the  IDG  Communications  Computer  Careers  Network,  and  it  lets  you  run  the  most  targeted  and  cost-efficient  recruitment 
program  possible. 


Weekly 


Regional 

National 


It 

Works! 
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Its  many  options  help  you  recruit  qualified  computer  and  communications  professionals  -  regionally  or  nationally  -  with  combina¬ 
tion  buys  of  up  to  five  leading  newspapers.  And  all  together,  the  Computer  Careers  Network  delivers  your  message  to  an  audi¬ 
ence  of  well  over  1  million  qualified  computer  professionals. 


Look  at  what  the  Computer  Careers  Network 
lets  you  do: 

Customize  your  recruitment  program.  The  Network's  five  newspapers  -  Computerworld,  InfoWorld,  Network  World,  Digital 
News,  Federal  Computer  Week  -  let  you  tailor  your  recruitment  program  to  your  specific  needs.  You  can  buy  as  many  as  five 
newspapers  with  add-on  options.  That  way  you  can  recruit  from  the  combination  of  computer  and  communications  professionals 
that’s  best  for  you. 

Target  your  ad  placement.  You  can  place  your  advertising  exactly  where  you  want.  If  you  wish  to  recruit  within  a  specific  area, 
you  can  advertise  in  the  regional  editions  of  the  newspapers  you  choose  -  East,  West,  or  Midwest.  Or  you  can  extend  your  reach 
by  running  in  two  regions  -  or  even  nationally.  Plus  -  you  can  still  take  advantage  of  stand-alone  national  rates  for  individual 
newspapers. 

Reach  qualified  professionals  cost  efficiently.  Gone  are  the  days  when  you  have  to  worry  about  paying  for  waste  circulation.  The 
Computer  Careers  Network  lets  you  buy  the  combination  of  newspapers  that  will  deliver  your  recruitment  message  to  qualified 
computer  and  communications  professionals  -  and  only  those  qualified  professionals  you  need  to  reach. 

To  put  the  new  Computer  Careers  Network  to  work  for  you  -  regionally  or  nationally  -  call  the  sales  office  nearest  you,  or  contact 
John  Corrigan,  Classified  Advertising  Director,  at  508-879-0700  ext  676. 

One  quick  phone  call  can  give  you  all  the  information  you  need  to  run  your  recruitment  advertising  in  up  to  five  leading  industry 
newspapers. 
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Visualize  the  Future 
of  Technology. 

You  want  a  company  you  can  be  committed  to,  one  where  you 
can  learn,  grow  and  develop  visions  of  the  future.  At  Levi  Strauss 
&  Co.,  we  offer  you  all  this  and  more.  CXir  Information  Resources 
Department  is  building  state-of-the-art  technological  foundations, 
aggressively  utilizing  the  newest  technologies  e^id  concepts  in 
information  systems,  including  relational  data  base,  CASE  tools. 
Electronic  Data  Interchange,  and  Intelligent  Work  Stations. 

Analyst/Programmers 

You  will  need  at  least  4  years’  experience  using  COBOL  in  a 
mainframe  (MVS/XA  or  DOSA/SE)  or  mid-range  system,  and  at 
least  2  years’  experience  in  one  of  the  following: 


Ll_ 
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IMS/DB/DC 

VSAM 

FOCUS 


CICS 

TELON 

IMTEFTTEST 


DB2 

COBOL  II 
ANALYSIS  & 
DESIGN 


Experience  in  one  or  more  of  the  following  applications  is 
desired;  manufacturing,  order  entry,  inventory  control,  sales, 
traffic  arxJ  distribution,  raw  materials,  or  finance. 

Information  System  Auditor 

You  will  participate  in  planning,  analysis,  design,  testing,  and 
implementation  phases  of  our  systems  development  life  cycle. 

In  addition,  you  will  assist  Information  Resources  by  performing 
system  arxJ  user  acceptance  testing  and  following  up  on 
integration  and  control  issues. 

You  will  need  a  Bachelor’s  degree,  8-t-  years’  experience  in  data 
processing,  application  and  auditing  (or  equivalent),  as  well  as 
5+  years’  experience  with  MVS,  CICS,  DB2,  COBOL,  and  TSO. 
Excellent  communication  skills,  arxJ  the  ability  to  perform 
analytical  tasks,  develop  tactical  and  strategic  recommendations, 
and  negotiate  solutions  are  essential. 

We  invite  you  to  be  part  of  our  future.  We  offer  challenge, 
responsibility,  and  a  great  deal  of  independence  along  with  an 
excellent  compensation  and  benefits  package  including  an 
in-house  fitness  center.  For  consideration,  your  resume 
with  salary  history  to:  Employment  Department  KB-12,  Levi 
Strauss  &  Co.,  P.O.  Box  7215,  San  Francisco,  CA  94120.  We 
are  proud  to  be  an  equal  opportunity  employer.  Female  and 
minority  candidates  highly  encoura^  to  a^y. 
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It’s  the  efficient  way 
to  recruit  qualified 
computer  professionals. 


Now  you  can  target  your  recruitment  advertising  to  the  qualified  computer  pro¬ 
fessionals  you  want  to  reach  -  where  you  want  to  reach  them.  All  you  need  is  the 
new  IDG  Communications  Computer  Careers  Network.  Here’s  how  it  can  work 
for  you: 

You  choose  the  newspapers.  Depending  on  who  you’re  looking  for,  you  can 
select  the  combination  of  five  newspapers  that  best  suits  your  needs  -  Compu- 
terworld,  InfoWorld,  Network  World,  Digital  News,  and  Federal  Computer 
Week. 

You  choose  the  region.  If  you  wish  to  recruit  within  a  specific  area,  you  can  ad¬ 
vertise  in  the  regional  editions  of  the  newspapers  you  choose  -  East,  West,  or 
Midwest.  Of  course,  national  buys  of  individual  newspapers  or  various  combina¬ 
tions  are  also  available  when  you  need  to  extend  your  reach. 

You  don’t  pay  for  readers  you  don’t  want.  Gone  are  the  days  when  you  have  to 
worry  about  paying  for  waste  circulation.  The  Computer  Careers  Network  puts 
you  in  touch  with  qualified  computer  professionals  -  and  only  those  qualified 
computer  professionals  you  need  to  reach. 

To  put  the  new  Computer  Careers  Network  to  work  for  you  -  regionally  or  nation¬ 
ally  -  call  the  sales  office  nearest  you.  Or  contact  John  Corrigan,  Classified  Ad¬ 
vertising  Director,  at  508-879-0700. 

Sales  Offices:  BOSTON:  375  Cochituate  Road,  Box  9171,  Framingham,  MA 
01701-9171,  (508)  879-0700;  NEW  YORK:  Paramus  Plaza  I,  140  Route  17 
North,  Paramus,  NJ  07652,  (201)  967-1350;  WASHINGTON:  8304  Professional 
Hill  Drive,  Fairfax.  VA  22031,  (703)  573-4115;  CHICAGO:  10400  West  Higgins 
Road,  Suite  300,  Rosemont,  IL  60018,  (312)  827-4433;  LOS  ANGELES;  18004 
Sky  Park  Circle,  Suite  100,  Irvine,  CA  92714,  (714)  250-0164;  SAN  FRANCIS¬ 
CO:  18008  Sky  Park  Circle,  Suite  145,  Irvine,  CA  92714,  (714)  250-0164 


Weekly. 

Regional. 

National. 

And  it  works! 


Just  four  reasons  why  more  companies  run 
more  recruitment  advertising  in  Computer- 
world  than  in  any  other  specialized  business 
newspaper. 

For  more  information  or  to  place  your  ad 
regionally  or  nationally,  call  Lisa  McGrath  at 
800-343-6474  (in  MA,  508-879-0700). 
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Weekly.  Regional.  National. 
And  it  works. 
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Systems  Analyst:  40  hrs/wk: 

8am-5pm;  $28,500/yr;  overtime 
as  needed,  not  compensated. 
Job  i^uires:  Bachelor's  de¬ 
gree  in  Computer  Engineerini 
OH  Computer  Science.  Joi 
also  reqs.:  1)  1  c»llege  course 
In  accounting;  &  2)  1  collt 
course  in  quantitative  methods. 
Job  Duties:  Develop,  design.  & 
implement  new  computer  sys¬ 
tems  for  business  a^lcations 
for  clients  in  manufacturing  & 
distribution  industries.  Busi¬ 
ness  applications  Include  ac¬ 
counts  receivable,  general  led¬ 
ger,  payroll,  accounts  payable, 
job  costing,  inventory  control,  & 
purchasing/receiving.  Convert 
existing  accounting  package  to 
AS-400  systems.  Qualified  ap¬ 
plicants  Should  send  resume  & 
verification  of  reqs.  to:  7310 
Woodward  Ave,  Rm  415,  De¬ 
troit,  Ml  48202,  Ref  #65389 
Employer  paid  ad. 


ATLANTA 

SOUTHEAST 

(404)  447-8773 

Contract  or  Permanent 
Employment  Available 
Top  Rates  and  Salaries' 


our  software  development 
teams  are  making  offers  now! 

AOABAS  NATURAL  P/As 
CICS  COBOL  DB2  P/As 

DEC  or  TANDEM  P/As 

VM/XA  SYSTEMS 
STOCK  •  BOND  PKG  P/As 

BRANNON  a  TULLY,  INC. 
3169  Holcomb  Br.  Rd.  #675 
Norcross,  GA  30071 
(404)  447-8773 


Now  you  can 
recruit  the 
right  people  in 
the  right  places 
at  the  right 
price! 

It's  the  IDG  Communications 
Computer  Careers  Network, 
and  it  lets  you  run  the  most  tar¬ 
geted  and  cost-efficient  recruit¬ 
ment  program  possible. 

Its  many  options  help  you  re¬ 
cruit  qualified  computer  and 
communications  professionals  - 
regionally  or  nationally  -  with 
combination  buys  of  up  to  five 
leading  newspa^s.  /knd  all  to¬ 
gether,  the  Ckjmputer  Careers 
Network  delivers  your  message 
to  an  audience  of  well  over  1 
million  qualified  computer  pro¬ 
fessionals. 

Look  at  what  the  Computer 
Careers  Netwoik  lets  you  do; 

Customize  your  recruitment 
program.  The  Network's  five 
newspapers  -  Computerworld. 
InfoVilofId,  Network  World,  Digi¬ 
tal  News,  and  Federal  Comput¬ 
er  Week,  -  let  you  tailor  your  re¬ 
cruitment  program  to  your 
specific  needs.  You  can  buy  as 
many  as  five  newspapers  with 
add-on  options.  That  way  you 
can  recruit  from  the  combina¬ 
tion  of  computer  and  communi¬ 
cations  professionals  that's 
best  for  you. 

Target  your  ad  placement.  You 
can  place  your  advertising  ex¬ 
actly  where  you  want.  If  you 
wish  to  recruit  within  a  specific 
area,  you  can  advertise  in  the 
regional  editions  of  the  newspa¬ 
pers  you  choose  -  East,  West, 
or  Midwest.  Or  you  can  extend 
your  reach  by  running  in  two  re¬ 
gions  -  or  even  nationally.  Plus  - 
you  can  still  take  advantage  of 
stand-alone  national  rates  for 
individual  newspapers. 

Reach  qualified  professionals 
cost  efficiently.  Gone  are  the 
days  when  you  have  to  worry 
about  paying  for  waste  circula¬ 
tion.  The  Computer  Careers 
Network  lets  you  buy  the  com¬ 
bination  of  newspapers  that  will 
deliver  your  recruitment  mes¬ 
sage  to  qualified  computer  and 
communications  professionals  - 
and  only  those  qualified  profes¬ 
sionals  you  need  to  reach. 

To  put  the  new  Computer  Ca¬ 
reers  Network  to  work  for  you  - 
ion^  or  nationally  -  call  the 
»s  office  nearest  you,  or  con¬ 
tact  John  Corrigan,  Classified 
Advertising  Director,  at  508- 
879-0700  ext  676. 

One  quick  phone  call  can  give 
you  all  the  Information  you  need 
on  running  your  recruitment  ad¬ 
vertising  in  up  to  five  leading  irv 
dustry  newspapers. 


•  VM  &  MVS  Sys  Prog.  •  Production  Analyst 

•  Network  Specialists  H/W,  S/W  &  LAN’s 

•  Academic  Support  Programmer  Analysts 

•  DBA  •  Operation  Shift  Leaders 

Equipment  IBM  3083-JX  24Mb 

AMD  5860  24Mb 

MVS,  CICS,  IDMS,  IMS,  VM/HPO,  ACF/VTAM,  SMP/E,  RACE  As¬ 
sembler. 

All  positions  require  a  degree  plus  a  min.  of  3  years  experience  in  a 
large  mainframe  environment  together  with  good  communication 
skills  and  the  ability  to  lead  and  tram  others. 

Please  i 


rase  apply 
sity,  P.O.  Box 


,  to  Supervisor,  Computer  Center,  King  Saud  Univer- 
IX  2454  Riyadh  11451,  Saudi  Arabia. 


ANALYST & 
PROGRAMMERS 

IBM,  OS/MVS,  COBOL, 
CICS,  DB2 

LET  US  BE 

YOUR  CONNECnON  TO 
THE  FUTURE. 

PLEASE  CALL  OR  SEND 
RESUME  TO: 

THE  COMPUTER 
CONNECTION 

P.O.  BOX  824 
GRAHAM,  NC  27253 
ATTN:  SHERRY  RAMSEY 

919-227-5806 
FAX#:  919-227- 
5852 


Analyst/prgrmr,  Portland  area. 
Prvde  client  specified  expertise 
on  projs  to  dvip  batch,  on-line  & 
DB  systems  to  support  biz/ 
mfg/finan'l  appis.  (athr/anlyze 
data  for  convrsn  to  cmptr  funcs; 
i'face  w/dient  mgt  to  dtrmne 
user  rqmnts.  Responsbl  for  sys¬ 
tem  specs,  coding,  testing, 
troubleshooting  to  resolve  soft¬ 
ware  reltd  ^ms.  Maintain 
quality  stndrds  &  levels  of  doc- 
mntn.  Technology  used:  IBM 
30xx,  43xx,  37iy,  OS/MVS/XA, 
DOS,  JCL,  DU1,  MARK  IV, 
VSAM,  TSO,  CICS,  COBOL. 
Rqmnts:  Bachelor's  Comp  Sd, 
Math  or  Engmg  -  or  equiv.  Will 
accept  as  equiv:  any  4  yr  de¬ 
gree  w/30  crdts  comptr  ritd.  2 
yrs  exp  in  job  or  2  yrs  /VP  exp 
using  above  tech  &  appis.  40 
hrs/wk.  $32,500/yr.  Resume  to: 
Employment  Div,  Attn:  Job  Or¬ 
der  #2418658.  875  Union  St 
NE,  Rm  201 ,  Salem,  OR  9731 1 . 


NCR 

COMPUTER  OPERATIONS 
MANAGER 

Bank  Holding  Company  seeks 
Assistant  Manager  for  its  com¬ 
puter  operations  and  item  pro¬ 
cessing  department.  A  suc¬ 
cessful  candidate  must  have  a 
minimum  of  ten  years  experi¬ 
ence  with  at  least  five  of  man¬ 
agement  in  large  bank  data 
processing  operations.  NCR 
equipment  and  extensive  back¬ 
ground  in  VRX  or  VRX-E  a 
&US.  Excellent  salary,  benefits 
and  profit  sharing  available. 
Send  resume  induding  salary 
history  to: 

Kenneth  C.  Boyd 
Jefferson  Data 
Services,  Inc. 

P.O.  Box  2738 
Charlottesville,  VA  22902 
EOE 


Northern  California 

EXCLUSIVE 

POSITIONS 

Contract  &  Permanent 

lOMS,  CICS,  IMS 
VAX-RDB 

*  Sr.  Prog.  Analyst 

*  Sr.  Bus.  Analyst 

*  Project  Managers 

*  Systems  Programmers 

*  Data  Base  Analysts 

*  Technical  Editors 

Chuck  Klein  &  Assoc. 

3840  Thorson  Dr. 
Placen/ille,  CA  95667 
(916)  644-6396 


SYSTEMS  ANALYST:  B.A.  Com¬ 
puter  Sc.  +  2  yrs.  exp.  as  Sys¬ 
tems  or  Programmer  /Vnalyst. 
Demonstrated  knowledge  req'd 
in:  Asynchronous  &  Syn^ronous 
communications  &  local  area  net¬ 
works:  Assembly,  COBOL,  BA¬ 
SIC.  &  C  Languages:  IBM  Sys¬ 
tem/36,  IBM  PS/2,  &  AS/400  Op¬ 
erating  Systems.  Win  an^ze,  de¬ 
sign  S  implemeni  integrated  soft- 
ware/haroware  turnkey  systems 
for  the  accounting,  legal  &  prop¬ 
erty  management  irxlustries. 
$30,000/yr.  Submit  resume  to 
Georgia  Department  of  Labor, 
2972  South  Cobb  Drive,  Smyrna, 
GA  30080  or  to  the  nearest  GA 
Job  Service  Center.  Control  #GA 
5397602. 


MIS  DIRECTOR  tor  Southeastern 
Indiana  Petroleum  Retailing  & 
Convenience  Store  OperatKXis; 
will  be  responsible  for  the  design, 
developnwt,  update,  and  mainte¬ 
nance  of  compter  system.  Re¬ 
sponsibilities  will  indixle  analyz- 
irig,  maintaining,  and  improving 
current  application  programs  in  re¬ 
sponse  to  user  requests  or  inquir¬ 
ies  on  UNISYS  5000/55  computer; 
planning,  developing  arxl  imple¬ 
menting  new  apjxication  pro¬ 
grams  by  workirig  with  user 
groups;  Will  also  develop  new  pro¬ 
gram  specifications  and  design, 
code,  test,  and  document  new 
programs;  provide  users  of  per¬ 
sonal  computers  with  operating 
advise  and  assistance;  will  link 
personal  computers  as  necessary 
to  permit  data  transfer  to  and  from 
mainframe.  Will  use  UNISYS 
50(X)/55  with  UNIX  operating  sys¬ 
tem  and  fourth  generation  lan¬ 
guage  MAPPER  C.  No  experience 
required  in  above  duties  but  appli¬ 
cants  will  qualify  with  a  Bachelor 
degree  in  Mechanical  Engineering. 
In  addition  1  1/2  years  experience 
is  required  as  Programmer/Sys¬ 
tems  Analyst  including  at  least 
one  year  experience  in  the  design 
and  Implernentation  of  on-line 
Computerized  Maintenance  Man¬ 
agement  Systems  on  UNISYS 
large  mainframe  using  UNIX  oper¬ 
ation  system  and  MAPPER  C,  in 
addition  to  WFL,  COBOL,  AL¬ 
GOL,  fourth  generation  languag¬ 
es,  PASCAL,  and  Lotus  1-2-3, 
DBASE  III  programming  languag¬ 
es  40  hrs/wk.,  8AM-5PM, 
$522.00/wk.  Qualified  applicants 
send  resume  with  social  security 
number  (NO  CALLS)  to  W.F. 
Shepherd.  I.D.3180451,  Indiana 
State  Emplo)imenl  &  Training  Ser¬ 
vices.  ION.  Senate  Avenue, India¬ 
napolis.  Indiana  46204 


EXECUTIVE  INFORMATION 
SYSTEMS  MANAGER 

Design,  development  and  coordi¬ 
nation  of  corporate  data  base;  re¬ 
sponsible  for  data  security;  devel¬ 
opment  of  information  manage¬ 
ment  standards  guide;  develop¬ 
ment  and  administration  of  data 
processing  quality  assurarxre  pro¬ 
gram;  use  of  data  base  to  develop 
advanced,  specialized  information 
management  systems,  culminat- 

Xthe  development  of  EIS;  de¬ 
data  safeguard  and  data 
back-up  systems:  evaluate  strate¬ 
gic  opportunities  presented  by 
new  Information  technology. 
SPECIAL  REQUIREMENTS:  6  yrs 
exp  using  IBM,  DecVax,  Data 
General  &  Hewlett-Packard  oper¬ 
ating  systems.  6  yrs  exp  with 
complex  data  based  management 
systems.  2  yrs  exp  use  or  devel¬ 
opment  of  4th  generation  larv 
guages.  6  mos  exp  each  with 
computer  assisted  software  engi¬ 
neering  (CASE)  applications  to 
complex  information  systems  and 
MUMPS  (software  language).  Ex- 
perierKe  may  have  been  gained 
concumently. 

EDUCATION;  B.S.  Of  equivalent  in 
Computer  Sc.  Math,  Physics. 
EXPERIENCE:  10  yrs  computer 
program  design  for/with  health 
care  organization. 

Resumes  to  Employment  Division. 
Attn:  Job  Order  Number  2418662, 
875  Union  Street,  N.E..  Rm  201, 
Salem,  Oregon  9731 1 


AS/400  S/38 

kTHE  PROFESSIONAL'S  CHOICE... 

...is  Whictman'Hart,  rhc  largest  diversified  technical  services  company  (dedicated  strictly  to 
the  AS/400  and  S/38  systems)  in  the  country.  We  provide  technical  support  to  many  of  the 
top  Fortune  20  companies  in  America.  We  are  a  team  of  experts,  mastering  technologies, 
executing  details  and  finding  solutions.  Our  accelerated  growth  and  phenomenal  success  has 
created  a  need  for  talented  Data  Processing  PROFESSIONALS  to  share  in  a  future  of 
significant  challenge  and  reward  in  a  highly  progressive  team  environment. 

Our  current  need  requires  individuals  with  2+  years  solid  System  38.  RPG  III/COBOL 
experience  and  proficiency  in  any  of  the  following: 


•  Technical  Consulting 

•  Design 

•  Education  &  Training 


•  Data  Communications 

•  Project  Management 

•  Product  Development 


Equal  Opportunity  Employer  M/F 


Whittman-Hart  offers  one  of  the  finest  compensation  packages  in  the  industry,  including 
high  earnings  potential,  project  diversity,  incentives,  paid  insurance  coverage,  relocation 
allowance  and  ocher  impressive  benefits.  Please  send  your  resume  in  strict  confidence  to; 
Jared  Bobo,  Manager  of  Recruiting,  Whittman-Hart,  INC.,  377  East  Butterfield  Road. 
Suite  390,  Lombard,  IL  60148,  (708)  971-2270. 

WMttoian-Hart, 

The  Leader  in  the  Midrange  Solutions. 


Full  time  and  permanent  position 
is  available  as  a  systems  engineer 
with  a  computer  instoimentation 
statistical  process  control  compa¬ 
ny.  The  job  duties  include  respon¬ 
sibility  for  conc^ts  and  develop¬ 
ment  of  application  computer 
software  for  cument  product  line: 
customer  contact  on  an  engi¬ 
neering  level;  Involvement  in  cur¬ 
rent  and  proposed  research  and 
development  programs;  supervi¬ 
sion  of  depaWmental  operation 
and  responsibility  for  departmen¬ 
tal  scheduling  and  production 
The  work  continually  involves 
goemetric  tolarancing,  statistical 
process  control  and  comprehen¬ 
sion  of  mechanical  blue  prints. 
Requires  a  Bachelor  of  Science  in 
Electrical  Engineering  with  at 
least  one  course  each  in:  com¬ 
puter  aided  design,  electro-me¬ 
chanical  devices,  and  probability 
and  statistics.  Requires  one  year 
experience  in  gage  engineering 
research  and  development  SaP 
ary  is  $29,900  per  year  Hours 
are  from  7:30  a  m.  to  4:00  p  m.. 
40  hours  per  week  Send  resume 
to  7310  Woodward.  Room  415, 
Detroit,  Michigan  48202.  Refer  to 
#63789 


Financial/ 

Healthcare 

Ihtign,  Devthpmntand 
St^tpert 

P0nnment  and  Contract 


Dkgs  sue 
FSA,  or 


BANKING:  Ely  with  financial 
:h  as  Florida  Software, 
Datalink  with  Cobol, 
CICS,  VSAM.  Chicago,  Phoe¬ 
nix  and  So  California 

HEALTHCARE:  Medicade/ 

Medicare  exp  with  Cobol, 
CICS,  VSAM,  Assembler.  Pro¬ 
gramming,  Project  Ldrs  and 
Mgrs,  Phoenix,  Denver  i  Albu¬ 
querque 

We  offer  competitive  salaries, 
benefits,  advancement,  reloca¬ 
tion.  Mail  or  FAX  resume  to 
Ron  Sampson: 

DOUGUS  SYSTEMS  SW 

POBox  10685 
Phoenix,  AZ  85016 
FAX:  602-224-6043 
Call:  800-658-8638 


★  GET  OUT  ★ 
OF  TOWN 


NATIONWIDE 


OPPORTUNITIES 


YOUR  HOME  TOWN  MAY  HAVE 
MANY  JOBS,  Sill  hOl  YOUR 
CARKFBI QPPQgITJNITY  THECOM- 
PUrCR-TeCH  NETWORK  OP  80 
NATIONAL  COMPUTER  SEARCH 
AGENCIES  SPECIALIZES  IN  THE 
PLACEMENT  AND  PAID  RELOCA¬ 
TION  OP  COMPUTER  PERSONNEL 
TO  ALL  AREAS  OPTHB  U  S.  A.. 

(216>-3G6-9990 
FAX«(216)-35G-9991 
TOLL-FREE  1-800-752-3674 
IcomputtbTI 


NITWORK  I 


2101UContur  \i\6^c  Ud. 
Rocky  River,  Ohio  441 16 


*  DP  PROS  * 

We  are  continually  looking  for  the 
following  skills  on  a  national  and 
international  basis.  Contractors 
welcome. 

TANDEM/COBOL/SNAX 
S-38/400  RPG/COBOL 
IDMS/DB-2/ADABASE 
CICS/COBOL/BAL/IMS 
PC/LAN  EXPERTS 
UNIX/C/X.25/TCP/IP/SNA 
S/W  OR  H/W  ENGINEERS 
HP/VAX/COBOL 
SYST  PROG/MVS/UNIX/VMS 

Please  call,  fax,  or  mail  resume  to: 

Electronic  Search  -  DP  Div. 
6250  N.  River  Road  -  Suite  7040 
Rosemont,  IL  60018 
Phone:  (312)  318-8555 
Fax:  (312)  318-8564 


ENGINEER,  SOFTWARE  -  Per¬ 
form  detailed  program  design, 
coding,  testing,  debugging.  Com¬ 
munications  hardware/software 
planning  &  evaluation,  rrxxlify  verv 
dor  software.  Develop  &  design 
ETHERBOARD-8Bits  netcard, 
communication  software  &  to 
drive  computer  systems.  Design 
network,  evaluate  tariffs  &  inter¬ 
face.  $3.250/mo.  EE/Computer 
Communication  req'd.  2  yr.  oivjob 
exp.  or  MS  In  EE/Computer  Com¬ 
munications  in  lieu  of  exp.  Familiar 
with  Novell,  C  language  & 
DBASE.  Must  have  taken  courses 
in  Communication  Theory.  Knowl¬ 
edge  in  coding  Is  essential.  Job 
site  &  Interview  In  Monterey  Park, 
CA.  Serxf  ad  &  resume  to  1101 
Monterey  Pass  Road.  Monterey 
Park,  CA  91 754 


SENIOR 

PROGRAMMER/ 
ANALYST 

Full  time  posi^.  B.S.  degree  in 
Computer  Scierx»  or  equwalent. 
5-7  years  Data  General  experi- 
enoe  using  MIIS  programming 
language.  Some  Compucare 
Sigra  experience  Is  desirable.  A 
ng  working  knowledge  of 
Dital  information  systems, 
clinical,  financial  and  administra¬ 
tive.  Send  resume: 

Personnel  Department 

St  Jos«ph’s  Medcal  Cantor 

523  North  Srd  Str. 
Brainerd,  MN  56401 
218-828-7330 


DB2  Executive 
Consultant 


GE  Consulting  Serwees’ Technology  Migration  Practice  is  cur¬ 
rently  involved  with  a  number  of  migrations  nationwide.  Success  and 
rapid  growth  have  created  an  immediate  need  for  a  senior  level 
consultant  who  will  provide  Data  Base  Strategic  Planning  as  part  of 
our  executive  management  team.  Successful  candidates  will  possess: 

•  8-10  years  data  base  experience  with  recent  emphasis  on 
DB2  development  and  design 

•  Strong  application  experience  in  multiple  data  base  en¬ 
vironments 

•  Strong  interpersonal  skills  and  ability  to  conduct  executive 
level  meetings 

This  extremely  visible  position  reports  to  the  Director  of  the  Technol¬ 
ogy  Migration  Practice  in  Albany,  NY.  Some  travel  is  required,  but 
relocation  is  not  necessary. 

GE  Consulting  Services  is  in  the  business  of  developing  software 
solutions  through  the  integration  of  application  software,  data  pro¬ 
cessing  and  communication  technology.  The  continued  success  of  our 
Project-based  Businesses  represents  another  facet  of  our  growing 
commitment  to  the  leading  edge  technology  industry.  As  part  of  the 
GE  family,  we  offer  an  excellent  compensation  package,  GE  benefits, 
high  visibility  and  career  growth. 


Send  resume  in  strict  confidence  to: 


L.  S.  Mendelson 
GE  Consulting  Services 
17  Computer  Drive  West 
Albany,  NY  12205 


GE  Consulting  Services 


An  Equal  Opportunity  Employer 


DOUBLETREE 


MANAGER  OF  SYSTEMS 
AND  PROGRAMMING 


Doubletree,  a  leader  in  the  hospitality  industry,  is  dedicated  to  the  use  of  information  technology 
as  a  strategic  component  of  our  business  plan.  We  are  seeking  a  highly-motivated  MIS  profes¬ 
sional  to  join  our  team  as  Manager  of  Systems  arxl  Programming. 

Candidate  must  have  a  minimum  of  8  years  of  systems  and  programming  experience,  including 
at  least  4  vears  as  a  systems  manager  with  proj^  level  responsibility.  Experience  with  multiple 
IBM  AS/400  and  System  38/36  computers  in  a  highly-networked  environment  is  essential.  In  ad¬ 
dition,  a  college  degree  (preferably  an  advanced  degree)  in  business  or  computer  science  is  re¬ 
quired. 

Excellent  management  and  communication  skills  are  key.  Leadership  capabilities  as  well  as  the 
ability  to  work  with  all  levels  of  corporate  and  operating  staff  is  essential. 

This  is  an  excellent  opportunity  to  join  the  Doubletree  team  and  contribute  to  IS  development 
with  an  industry  leader.  Send  resumes  (including  salary  history)  to: 

DOUBLETREE,  INC. 

Attn:  Robin  Wilson,  410  N.  44th  Street,  Suite  700,  Phoenix,  Arizona  85008. 

EOE/M/F 


DECEMBER  4, 1989 


COMPUTERWORLD 


127 


COMPUTER  CAREERS 


It’s  easy 

to  place  your  recruitment  ad 
in  Computerworld! 


All  the  information  you  need  is  right  here. 

Just  call  Lisa  McGrath  at  800-343-6474  (in  MA, 
508-879-0700).  Or,  if  you  want,  you  can  send  us 
the  form  below  via  mail  or  to  our  FAX  machine. 
You  can  reach  our  FAX  at  ext.  739  or  740  at 
either  of  the  above  numbers. 

The  following  information  will  help  you  deter¬ 
mine  the  size  ad  you’d  like  to  run  and  when 
you’d  like  to  run  it. 

CLOSING  DATES:  To  reserve  space,  you  need  to 
call  us  by  5PM  (all  continental  U.S.  time  zones), 
6  days  prior  to  the  Monday  issue  date.  We  need 
your  ad  materials  (camera-ready  mechanical  or 
copy  for  pub-set  ad)  by  5PM,  5  days  prior  to  the 
weekly  issue. 

AD  COPY:  We’ll  typeset  your  ad  at  no  extra 
charge.  You  can  give  us  copy  via  phone,  U.S. 
mail,  or  FAX.  To  typeset  an  ad  for  you,  we  need 
clean,  typewritten  copy.  Figure  about  30  words 
to  the  column  inch,  not  including  headlines. 
(There  are  seven  columns  on  each  page.) 

LOGOS  AND  SPECIAL  ARTWORK:  Any  logos 
or  special  artwork  should  be  enclosed  with  your 
ad  copy.  For  best  reproduction,  please  send  us 
either  a  stat  of  your  logo  or  a  clean  sample  on 
white  bond  paper. 

COLUMN  WIDTHS  AND  MINIMUM  DEPTHS: 

Your  ad  can  be  one  of  seven  different  widths. 
There  is  a  minimum  depth  requirement  for  each 
width.  You  can  also  run  larger  ads  in  half-inch 
increments.  The  chart  below  can  serve  as  a 
reference. 


line  or  $162.40  per  column  inch.  In  all  cases, 
you  can  earn  volume  discounts. 

The  minimum  ad  size  is  two  column  inches 
(1-1/4"  wide  by  2"  deep)  and  costs  $378.00  if  run 
nationally.  A  sample  of  this  size  appears  below. 
You  can  run  larger  ads  in  half-inch  increments  at 
$94.50  per  half  inch.  Box  numbers  are  available 
and  cost  $25  per  insertion  ($50  if  foreign). 


Programmer  Analyst 

This  is  a  sample  ad  lor  Computer- 
world's  Computer  Careers  sec¬ 
tion.  It  will  help  you  decide  what 
size  ad  you’d  like  to  run.  Remem¬ 
ber  that  you  can  run  your  ad  either 
regionally  or  nationily  in  our  re¬ 
cruitment  section  arid  that  the 
minimum  ad  size  is  one  column  (1  - 
4/16  inches  wide)  by  two  inches 
deep  (like  this  sample).  This  ad 
would  cost  $378.00  in  our  national 
edition,  $252.00  in  the  Eastern, 
Midwestern,  or  Western  edition, 
and  $324.80  in  two  regions;  vol¬ 
ume  discounts  apply. 


SAMPLE  AD  SIZES  AND  PRICES:  To  assist  you 
in  planning  your  recruitment  advertising,  the 
following  shows  common  ad  sizes  and  their 
respective  costs. 


One  Region 
(East,  .Midwest 

Tu'o  Regions 
(East/West 
East/MidwesI, 

National 

or  West) 

Midwest /West ) 

Edition 

1  column  X  2" 

1  252.00 

%  32-4.80 

$  3''8.00 

2  column.s  x  2’ 

i  50-<.00 

$  6-49.60 

$  ^56.00 

3  column.s  x  3' 

fl. 134.00 

$1,-461.60 

$1,701.00 

-I  columns  x  S” 

12.520.00 

$3,248.00 

$3,^80.00 

5  column.s  x 

l-i.-ilO.OO 

$5,684.00 

$6,615.00 

NUMBER  OF  COLUMNS 

WIDTH 

MINIMUM  DEPTH 

1  column 

1-1/4" 

2" 

2  columns 

2-5/8" 

2" 

3  columns 

4-1/16" 

3" 

4  columns 

5-9/16" 

4" 

5  columns 

6-15/16" 

5" 

6  columns 

8-3/8" 

6" 

7  columns 

9-3/4" 

7" 

RATES:  Your  rate  will 

depend 

on  the  size  of 

your  ad  and  whether  you  choose  to  run  regional¬ 
ly  or  nationally.  The  national  rate  is  $13-50  per 
line  or  $189.00  per  column  inch.  The  regional 
rate  (Eastern,  Midwestern  or  Western  editions)  is 
$9.00  per  line  or  $126.00  per  column  inch.  You 
can  run  your  ad  in  any  two  regions  for  $11 .60  per 


PAYMENT:  If  you’re  a  first-time  advertiser  or  if 
you  haven’t  established  an  account  with  us,  we 
need  your  payment  in  advance  (or  with  your  ad) 
or  a  purchase  order  number.  Once  you  have 
established  an  account  with  us,  we’ll  bill  you  for 
any  ads  you  run  as  long  as  your  payment  record 
is  good. 

COMPUTER  CAREERS  NETWORK  BUYS: 

You  can  take  advantage  of  special  rates  that 
let  you  run  your  ad  in  Computerworld  and 
Computerworld s  sister  newspapers  at  special 
rates.  Choose  from  Computerworld  Focus  on 
Integration,  Network  World,  InfoWorld,  Digital 
News  and  Federal  Computer  Week.  Call  for 
details. 


Ad  Size:. 


Computerworld  Recruitment  Advertising  Order  Form 

columns  wide  by  _ inches  deep 


Issue  Date(s): 


Name: 


Company: 
Address:  _ 


Telephone: 


Region:  □  East 

□  East/Midwest 


□  Midwest 

□  Midwest/West 


□  West 

□  East/West 


National:  □ 


Send  this  form  to:  COMPUTERWORLD  RECRUITMENT  ADVERTISING 

375  Cochituate  Road,  Box  9171,  Framingham,  MA  01701-9171 
800-343-6474  (In  MA,  508-879-0700) 

Telecopier  Extensions:  739  or  740 


^  ^  f  'i 
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It’s  the  efficient 
way  to  recruit 

qualified 
computer 
professionals 


Now  you  can  target  your  recruitment  advertising  to  the  qualified  computer  profes¬ 
sionals  you  want  to  reach  -  where  you  want  to  reach  them.  All  you  need  is  the  new 
IDG  Communications  Computer  Careers  Network.  Here’s  how  it  can  work  for  you: 

You  choose  the  newspapers.  Depending  on  who  you’re  looking  for,  you  can  select 
the  combination  of  five-  newspapers  that  best  suits  your  needs  -  Computerworld, 
InfoWorld,  Network  World,  Digital  News,  and  Federal  Computer  Week  Edi¬ 
tions. 

You  choose  the  region.  If  you  wish  to  recruit  within  a  specific  area,  you  can  adver¬ 
tise  in  the  regional  editions  of  the  newspapers  you  choose  -  East,  West,  or  Midwest. 
Of  course,  national  buys  of  indi-vidual  newspapers  or  various  combinations  are  also 
available  when  you  need  to  extend  your  reach. 

You  don’t  pay  for  readers  you  don’t  want.  Gone  are  the  days  when  you  have  to 
worry  about  paying  for  waste  circulation.  The  Computer  Careers  Network  puts  you 
in  touch  with  qualified  computer  professionals  -  and  only  those  qualified  computer 
professionals  you  need  to  reach. 

To  put  the  new  Computer  Careers  Network  to  work  for  you  -  regionally  or  nationally 
-  call  the  sales  office  nearest  you.  Or  contact  John  Corrigan,  Classified  Advertising 
Director,  at  508-879-0700. 


Sales  Offices 

John  Corrigan,  Classified  Advertising  Director,  375  Cochituate  Road,  Box 
9171,  Framingham,  MA  01701-9171;  508-879-0700. 

BOSTON:  375  Cochituate  Road,  Box  9171,  Framingham,  MA  01701- 
9171,  Nancy  Percival,  Regional  Manager;  800-343-6474.  (in  Massachu¬ 
setts,  508-879-0700);  Andrew  Rowe,  Account  Executive. 

NEW  YORK:  Paramus  Plaza  I,  140  Route  17  North,  Paramus,  NJ  07652; 
Warren  Kolber,  Regional  Manager,  201-967-1350;  Jay  Novack,  Account 
Executive  800-343-6474. 

WASHINGTON,  D.C.:  8304  Professional  Hill  Drive,  Fairfax,  VA  22031; 
Katie  Kress,  Regional  Manager,  703-573-4115;  Pauline  Smith,  Account  Ex¬ 
ecutive  800-343-6474. 

CHICAGO:  10400  West  Higgins  Road,  Suite  300,  Rosemont,  IL  60018; 
Patricia  Powers,  Regional  Manager,  312-827-4433;  Ellen  Casey,  Account 
Executive  800-343-6474. 

LOS  ANGELES:  18004  sky  Park  Circle,  Suite  100,  Irvine,  CA  92714; 
Barbara  Murphy,  Regional  Manager,  714-250-0164;  Chris  Glenn,  Account 
Executive,  800-343-6474. 


SAN  FRANCISCO:  18008  Sky  Park  Circle,  Suite  145,  Irvine,  CA  92714; 
Barbara  Murphy,  Regional  Manager,  714-250-0164;  Chris  Glenn,  Account 
Executive,  800-343-6^474. 


SYSTEMS 

ANALYST/PROGRAMMER 

Work  Location:  Las  Vegas,  Mercury 
and  Tonopah,  Nevada 

These  positions  require  a  bachelor’s 
degree  in  business  administration, 
mathematics,  engineering,  computer 
sciences,  or  related  fields.  Must  have  two 
or  more  years  of  applicable  systems 
analysis  and  programming  experience,  to 
include  COBOL  and/or  FORTRAN  pro¬ 
gramming  on  timesharing  systems.  Vax 
experience  preferred.  Should  be  able  to 
communicate  effectively  with  business  and 
engineering  people  and  have  a  solid  foun¬ 
dation  in  structured  methods  of  design  and 
programming. 

EQUAL  OPPORTUNITY  EMPLOYER- 
M/F 

Liberal  Fringe  Benefits 
Replies  Held  Confidential 
Must  be  a  U.S.  Citizen 
Drug/alcohol  screening  test  required 

SEND  RESUMES  TO:  Trudie  L.  Rainey 
Recruiting  &  Employment  Administrator 
Reynolds  Electrical  & 

Engineering  Co.,  Inc. 

Post  Office  Box  98521 
Las  Vegas,  NV  89193 
Tel:  (702)  295-1900 


$$$  HIGH  $$$ 


FORTUNE  500  CLIENTS! 

We  have  an  u^ent  need  for  contractors 
with  the  following  skills  for  Illinois,  Arizo¬ 
na,  Rorida. 

•  IMS/DB/DC  •  CICS 

•  COBOL  •  DBASE  III 

•  DB2  •  AS  400 

•  APL  •  AOS 

•  HONEYWELL 

955  West  Lancaster  Road, 

Suite  250 

Orlando,  Rorida  32809 

407-859-9071 

or 

14040  North  Cave  Creek, 

Suite  305C 
Phoenix,  Az.  85032 

602-482-6828 


SYSTEMS  SOFTWARE  SPECIALISTS,  INC. 


SOFTWARE  PROFESSIONALS 


Take  A  Closer  Look  At  CPU... 
You'll  Like  What  You  See. 


Computer  People  Unlimited  is  the  largest  computer  software 
services  firm  headquartered  in  the  state  ol  Wisconsin.  We 
provide  a  full  spectrum  ol  data  processing  and  engineering 
software  services  to  the  area's  best  companies. 

A  consulting  career  with  us  can  provide  you  with  diversity, 
stability,  exposure  to  the  latest  technology  and  professional 
growth  as  well  as  a  competitive  salary  and  outstanding 
benefits. 

Although  we  have  opportunities  for  professionals  in  all  areas, 
our  highest  priority  is  for  individuals  with  any  ol  the  following 
skills: 

TANDEM,  TAL,  COBOL,  PATHWAY,  VAX,  OR  EXPRESS 

To  take  a  closer  look  at  CPU  and  see  what  opportunities  are 
available  lot  you.  contact:  Bill  Rudd.  Dean  McMalh  or  Kathi 
Fowler  by  calling  our  toll  free  number :  1-800-527-8462.  Or 
send  your  resume  to  CPU,  Dept.  CW-1120, 744  N.  4th  Street, 
Milwaukee,  Wl  53203.  No  entry  level  positions  available. 

We  are  an  equal  opportunity  employer. 
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Software  supplier  insolvency 

Escrow  agents  can  help  a  firm  keep  afloat  while  its  vendor  sinks  in  debt 


BY  RAYMOND  T.  NIMMER 

SPECIAL  TO  CW 


Years  ago,  only  credi¬ 
tors  needed  to  worry 
whether  the  compa¬ 
nies  they  were  dealing 
with  would  become  in¬ 
solvent  or  go  out  of  business.  All 
that  changed  in  1978,  when  Con¬ 
gress  enacted  a  new  bankruptcy 
code.  Now,  whenever  you  con¬ 
tract  for  software,  you  have  to 
think  about  how  long 
your  supplier  will 
stay  in  business. 

The  list  of  compa¬ 
nies  whose  software 
developers  have 
gone  bankrupt  is 
probably  shorter 
than  many  people 
suspect.  However, 
their  stories  are  often  traumatic: 
A  company  licenses  a  program 
and  builds  or  operates  its  busi¬ 
ness  around  it.  Then  one  day, 
without  warning,  the  vendor  is 
out  of  business.  Consequently, 
the  user  must  negotiate  contin¬ 
ued  support  and  perhaps  the 
right  to  keep  using  the  program. 

What  problems  confront  the 
licensee?  First,  it  is  necessary  to 
face  the  facts.  If  the  vendor 
closes  its  offices  and  disappears, 
all  promises  of  future  support, 
upgrades  and  advice  are  essen¬ 


tially  meaningless.  One  cannot 
get  blood  from  a  turnip. 

Can  the  licensee  find  someone 
else  to  make  modifications  and 
provide  advice  when  its  vendor 
goes  under?  Sometimes  the  solu¬ 
tion  is  simple.  If  the  basic  pro¬ 
gram  has  numerous  end  users, 
there  may  be  many  in-house  ex¬ 
perts  who  can  fill  the  breach  and 
supply  the  support  no  longer 
available  from  the  vendor. 

In  other  cases,  however,  the 
answer  will  depend 
on  whether  the  li¬ 
censee  has  access  to 
the  information  that 
a  new  service  pro¬ 
vider  needs  in  order 
to  deliver  support. 
Here,  the  reference 
is  to  physical  access 
to  information  that  is 
accurate,  current  and  usable. 
End  users  need  clear  manuals, 
complete  and  understandable 
documentation  and  source  code 
from  which  corrections  or  ad¬ 
justments  can  be  made.  It  is  of¬ 
ten  too  late  to  get  this  informa¬ 
tion  once  the  vendor  is  out  of 
business:  Where  does  one  call  if 
phones  are  disconnected  and  the 
office  is  closed? 

For  starters,  a  software  con¬ 
tract  should  require  that  these 
materials  be  created.  If  it  can, 
the  licensee  should  take  posses¬ 


sion  of  the  materials  when  the 
software  is  delivered.  However, 
not  all  software  developers  will 
consent  to  providing  them;  there 
are  risks  of  losing  trade  secrets 
and  control  over  copyrighted 
material. 

Because  of  this  risk,  in  many 
large  contracts  the  principals 
bring  in  a  third  party  to  hold 
source  code  and  provide  it  to  the 
licensee  if  the  vendor  fails  to  live 
up  to  the  terms  of  the  license. 
Several  companies  specialize  in 
offering  such  source-code  es¬ 
crows.  These  escrow  agents 
may  cost  more  than  the  licensee 
is  willing  to  pay  for  them,  howev¬ 
er. 

Concern  over  quality 

There  are  also  questions  of  quali¬ 
ty:  How  can  one  ensure  that  the 
information  that  goes  into  es¬ 
crow  is  adequate  and  continuous¬ 
ly  updated  without  being  able  to 
review  it?  There  is  no  good  solu¬ 
tion  to  this  problem  beyond  reli¬ 
ance  on  the  vendor  and  the  es¬ 
crow  agent. 

Even  if  the  vendor  does  not 
disappear,  as  it  encounters  finan¬ 
cial  problems,  creditors  may  be 
at  its  door,  demanding  whatever 
of  value  they  can  get.  The  licens¬ 
ee  may  face  a  contest  with  these 
creditors  for  the  right  to  docu¬ 
mentation,  code  and  other  im¬ 


portant  information.  An  escrow 
arrangement  will  avoid  this  situ¬ 
ation. 

Alternatively,  a  licensee  may 
take  a  security  interest  in  copy¬ 
righted  code.  This  will  give  it  a 
right  to  the  code  that  supersedes 
the  rights  of  unsecured  credi¬ 
tors.  Once  again,  however,  there 
are  problems.  Not  all  licensers 
will  agree  to  this  option.  It  re¬ 
quires  a  public  filing  that  can  af¬ 
fect  their  future  access  to  credit. 

Bankruptcy  risks 

Now,  we  come  to  the  risk  that 
the  vendor  will  file  for  bankrupt¬ 
cy.  Since  many  businesses  in 
bankruptcy  continue  to  operate 
largely  as  they  did  before  filing 
for  it,  the  vendor  may  not  disap¬ 
pear,  but  the  license  may  do  so. 
Technology  licenses  are  what 
bankruptcy  lawyers  describe  as 
“executory  contracts.”  The  li¬ 
censor  or  its  trustee  can  assume 
and  enforce  the  license  or,  if  pre¬ 
ferred,  cancel  it. 

Prior  to  1988,  this  possibility 
exposed  licensees  to  the  risk 
that  their  software  rights  would 
simply  be  taken  away  or  that  the 
vendor  would  threaten  to  take 
them  away  to  negotiate  a  larger 
royalty. 

In  1988,  Congress  changed 
the  law.  The  vendor  can  still  re¬ 
ject  a  license,  but  the  licensee 
can  refuse  to  accept  this  choice. 
It  can  retain  its  rights  in  the  soft¬ 
ware  and  any  agreement  supple¬ 
mental  to  its  license.  The  licens¬ 
ee  must  continue  providing 
royalties  or  other  payments,  but 


it  can  enforce  any  agreement  un¬ 
der  which  it  has  the  right  to  re¬ 
ceive  intellectual  property,  such 
as  code,  from  the  licenser  or  a 
third  party. 

Life,  however,  is  never  per¬ 
fect.  These  new  rules  do  not  re¬ 
quire  the  vendor  to  maintain  the 
software  or  provide  support  ser¬ 
vices.  Also,  the  bankruptcy  law 
does  not  create  a  right  to  receive 
intellectual  property;  that  must 
be  done  in  the  contract. 

As  with  many  contract  prob¬ 
lems,  the  risks  in  this  area  can  be 
reduced  if  licensees  recognize 
them  and  deal  with  them  early  in 
the  process.  But  they  often  do 
not  do  so.  Once  again,  the  moral 
of  the  story  is  to  be  cautious  and 
plan  carefully:  Don’t  walk  casual¬ 
ly  into  a  dark  alley. 


Nimmer  is  Foundation  Professor  of 
Law  at  the  University  of  Houston,  coun¬ 
sel  to  the  law  firm  Sheinfeld,  Maley  & 
Kay  and  author  of  The  Law  of  Computer 
Technology  (Warren,  Gorham  &  La- 
mont.  New  York). 
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Buy/Sell/Lease 


NORTHEAST  MINICOMPUTER,  INC. 
55  High  Street,  Unit  6 
Billerica,  MA  01862 


Wants  to  Buy  Your  Surplus 
DEC  Computer  Equipment 

We  Pay  Cash  for  Your 
Unwanted  Computer, 
Peripherals,  Options, 
Memory,  and  Terminals. 


Call  1-800-343-8302 
or  in  Mass. 
1-508-663-2550. 

Or  Fax  Your  List 
1-508-667-0718 

Turn  Your  excess  inventory 
into  Cash  $$$$ 


aao  C 


m 


BUY  •  SELL  0  RENT  0  LEASE 

MEMOREX  -  TELEX 

TERMINALS  •  PRINTERS 
CONTROLLERS 

MODELS:  078,  079, 178, 179, 
276,  277,  278,  287D2,  387 

CALL:  PETE  DOCKTER 

LEASING  ASSOC.  CORP. 

ONE  CIRCLE  WEST 
STAMFORD,  CT  06902 

(203)978-1400 


FOUR-PHASE 

USED 

TV-65  &  IV-90 
Call 

Bill  Renninger 
MOEN  Incorporated 

(216)323-3341 


Buy  IBM  Sell 
36  38  4300 

DISPLAYWRIT£RS 

DEC 

WANG 

XEROX 

Printers  0  Terminals  0  Disk's 

LRK  RESOURCES 
UNLTD  INC. 

713-437-7379 

FAX  713  437-4945  800-523-8903 


The  BoCoEx  index  on  used  computers 

Closing  prices  report  for  the  week  ending  November 24, 1989 

Closing 

price 

Recent 

high 

Recent 

low 

IBM  PC  Model  176 

$540 

$750 

$400 

XT  Model  086 

$750 

$950 

$700 

XT  Model  089 

$1,025 

$1,400 

$950 

AT  Model  099 

$1,600 

$1,775 

$1,500 

AT  Model  239 

$1,825 

$2,000 

$1,700 

AT  Model  339 

$1,825 

$2,000 

$1,700 

PS/2  Model  50 

$1,525 

$1,900 

$1,500 

PS/2  Model  60 

$2,700 

$3,100 

$2,500 

Compaq  Portable  I 

$645 

$750 

$550 

Portable  11 

$1,625 

$1,725 

$1,550 

Portable  III 

$2,350 

$2,875 

$2,100 

Portable  286 

$1,800 

$2,000 

$1,600 

Plus 

$750  $950 

$675 

Deskpro  286 

$1,625 

$1,975 

$1,700 

Deskpro  386 

$2,500 

$2,900 

$2,500 

Apple  Macintosh  512 

$675 

$900 

$550 

512E 

$750 

$925 

$550 

Plus 

$925 

$1,050 

$900 

II 

$3,600 

$4,000 

$3,300 

Toshiba  T-3 100 

$1,500 

$1,850 

$1,450 

Apple  IIGS  dual  floppy 

$1,200 

$1,475 

$1,100 

INFORMATION  PROVIDED  BY  THE  BOSTON  COMPUTER  EXCHANGE  CORP. 
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Buy/Sell/Lease 


! 


Partial  Listing 

DATA  GENERAL 

Call  for  Prices 

Systems 

Memories/Options 

Peripherals 

MV  20000  MODI 

MV20000  4,8,16.32  MB 

6161  S/S  147MB 

MV  20000  MOD2 

MV15000  4,8  16,32  MB 

6160  S/S  73MB 

MV  15000  MOD20 

MV1 0000  2,4,6  MB 

6214  S/S  602MB 

MV  10000  SMB 

MV8000  2MB 

6061  S/S  192MB 

MV  8000-11  SMB 

S-1 40  250KB 

6122  S/S  277MB 

MV  8000  9300  Series 

DESKTOP  (All  Sizes) 

6329  120MB 

MV  7800  4MB 

ISC-2 

6236  S/S  354MB 

MV  4000  DC  Loaded 

IAC-16 

6237  S/S  1.06GB 

MV  4000  2MB 

IAC-8 

6239  S/S  592MB 

S-140HFP,  BMC 

Terminals 

61 25  Streamer 

Desktop  All  Mods 

D200 

6026  S/S  800/1 600  BPI 

System  Upgrades 

D211 

63001 600/6250  BPI 

MV20000  Mod  1  to  Mod  2 

D215 

4374  1200  LPM 

MV1 5000  Mod  8  to  Mod  20 

D410 

4373  890  LPM 

MV15000  Mod  10  to  Mod  20 

D460 

4327  300  LPM 

International  Computing  Systems 
Box  343  Hopkins,  MN  55343 
(612)  935-8112  FAX  (612)  933-9664 

WANTED:  DEAD  OR  ALIVE  -  All  DG  Systems 


WANG 

Buy-Sell  or  Trade 

vs  PC  MVP  CIS 

Systems  in  Inventory 
VS  7150/ 100/85/65/6/5 

And  Peripherals 
4230A  •  4230  •  LPS-8  •  2256C 
PC/AT  ‘WORKSTATIONS 

Genesis  Equipment 
Marketing 

Phone  (602)  948-2720 
Fax  (602)  948-0615 

*  AT  Is  a  registered  trademarit  of  I.B.M. 


PRIME 

EXPERIENCED 
SYSTEMS  AND 
PERIPHERALS 

BUY-SELL-LEASE-BROKERAGE 

NEW  PLUG-COMPATIBLE 
DISK,  TAPE,  MEMORY 

PLUS 

THE  FASTEST  I/O 
AVAILABLE  ANYWHERE 

1ST  SOLUTIONS,  INC. 

1 1460  N  CAVE  CREEK  ROAD 
PHOENIX,  AZ  85020 

ASK  FOR  DON  SHIFRIS 
^  ““  602-997-0997 


Computerworld's 

Classified 

Marketplace 

gives  you  reach  to  over 
612,000  potential  buyers! 


And  this  audience  is  even  verified  by  the  Audit  Bureau  of 
Circulations  in  the  only  independently  audited  pass-along 
survey  of  its  kind.  What’s  more  Computerworld’s  Classified 
Marketplace  penetrates  buying  companies  in  ail  major  in¬ 
dustries.  That’s  because  Computerworld’s  total  audience 
blankets  key  vertical  markets  that  are  major  users  -  and 
major  buyers  -  of  computer  products  and  services. 

So  if  you’re  selling  computer  products  and  services,  adver¬ 
tise  in  the  newspaper  that  delivers  over  612,000  potential 
buyers.  Advertise  in  Computerworld’s  Classified  Market¬ 
place! 


For  more 
information,  call 

800/343-6474 

(in  MA,  508/879-0700). 

CDMPUnRWORLD 

CLASSIFIED  MARKETPLACE 

Where  ^computer  buyers  and  sellers  can  go  to  market. 


BUY  •  SELL  •  LEASE 


Member 

Compuler  Dealers 
&  Lessors  Association 


Reconditioned 


Equipment 

Whatever  your  requirements  are  for 
Digital  Equipment,  call  CSI  first/ Buying, 
selling,  trading,  leasing,  consignments  - 
we  do  It  alll 

CSI  sells  all  equipment  with  a  30 
day  uncondltion^  guarantee  on  parts 
and  latxx  and  is  •Hgibim  tor  DKC  or 
IBM  mmintonmnco. 

Offering  systems,  disk  drives,  tape 
drives,  printers,  terminals,  memory,  op¬ 
tions,  boards,  upgrades  and  many 
more. 


CS?c 


_ _ I  Compurei  Systems,  Inc. 

7S  Toscs  Or.  Stoughton,  MA  02072 
CALL  TOLL-FREE  1-800-426-5499 
In  Mass.  (617)  344-8600 
FAX  (617)  344-4199 


HEWLETT .  PACKARD 


1000  •  3000 
9000 

Computers  •  Peripherals 
Terminals 

Buy  •  Sell  •  Rent  •  Lease 


€URO[ViTh  IMC. 

2574  Sheffield  Road 
Ottawa,  Canada  K1B  3V7 

613-745^0921 

FAX:  613-745-1172 


We  buy,  sell,  lease  &  rent 
quality  new  and  used  equipment. 
And  we  stand  behind  it  for  a  year. 


VAX  11/785  XAAE 

Loaded,  V.M.S. 
$10,995. 

VAX  11/780  XAAE 
Complete  System 
V.M.S. 
$1,795. 

VAX  11/750  XAAE 
Complete  System 
V.M.S. 
$1.495. 


Limited  Supply 
RA82-AA 
$9,995. 

Or  Make  Offer 
Call  Now 


TA81-AA  .  .  $10,995. 

TU77-FB . $995. 

Kennedy  9000  .  $495. 
HSC5X-BA/CA  $8,495. 

DW780-AA  . $495. 

MS780-FD . $89. 

MS750-CA . $99. 

FP780-AA . $495. 


RA81-AA 

.  $2,495. 

HP06-AA 

$495. 

RL02-AA 

$149. 

RX50-AA 

$129. 

RK07-AA 

$149. 

RM05-AA 

$895. 

RM03-AA 

$395. 

RX02-BA 

$299. 

Corporate  Headquarters 
US  -F  CANADA 
CALL  800-677-3636 
375A  West  Hollis  St 
Nashua,  NH  03061 
FAX;  603-886-0914 

4^ 


LA100-2A 

$395. 

LA120RA/BA/AA  $425. 

LP25-DA 

$895. 

Printronix  P300  $1,495. 

LQP02-AA 

$249. 

Data  Products 

B300 

$995. 

Fuji  SP830 

$199. 

LQP03 

w/ sheet  feeder 

$295. 

Data  Products 

2470 

$495. 

VTIOO-AA... 

.  $99. 

VT101-AA.  . 

. .  $99. 

VT102-AA. . . 

$139. 

VT52-AA . 

. .  $89. 

VT131-AA  . . 

.  $199. 

VT125-AA 

..$189. 

VT220-A/B/C  , 

$285. 

VT320-CA  ... 

$449. 

1RIDBC 


COItPOtAnON 


For  your  convenience 
from:  IL.  IN,  Wl,  MO,  &  KY 
CALL  800-677-3636 
2091  Creekside  Dr. 
Wheaton,  IL  60187 
FAX:  312-690-3160 


®  sun  I  MW 

^  microsystems  “ 


IBM  Unit  Record 
Equipment 

Data  Modules/Disk  Packs 
Magnetic  Tape/Diskettes 


if«i 


029-082-083-084-085-088 
129-514-51 9-548-557- 1 88 

231 6-3336(1  )&(  1 1  )-3348(70) 
80-200-300  MB 
Disk  Packs 


Thomas  Ckimputar  Corp. 

583SW.HoW(Mi  Chlei^iL80648 

800-621-3906  312-6A7-0880 


BUY  &  SELL 

DATA  GENERAL 

Desktop  to  MV’s 
Systems  -  Upgrades 
Options 

AMES  SCIENCES,  INC. 

(301)476-3200 
FAX:  (301)  476-3396 


WE  WILL  BUY 

IBM  SYSTEM 
ic  PERIPHERALS  ★ 

#  2914,  3081, 3082,  3203,  3272, 
3274,  3276,  3277,  3278,  3287, 
3410,  3411, 3420.  3683,  3684, 
3705,  3725,  3726,  3800,  3803 
&  most  Personal  Computer  Systems 

IN  WHOLE  OR  PARTS. 
Please  Call  Purchasing 
Computer  Service  Supply  Corp. 
1-800-255-7815 
In  N.M.  (603)437-0634 


The  Computer  Parts  Vault® 
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Buy /Sell/Lease 


aCO' 


iTTimivnn 


BUY  OR  SELL 
NEW  OR  USED 

IBM  PC  *  XT  ’  AT  *  PS/2 
COMPAQ  *  HP  *  AT&T  *  WANG 
MACINTOSH  *  APPLE  2 


1-800-262-6399 


Boston 

Computer 

Exchange 

Corporation 

MA  617-542-4414 
FAX  617-542-8849 


SAVE  50% 


or 

more 


on  A^Ay;:^i:Lti  remanufactured 
CPU's  •  OIS  •  PC  •  VS  •  PERIPHERALS 

■  Free  Installation  by  your  Wang  technician 

■  Unconditionally  guaranteed  to  the  Wang  Service  Contract 


Authorized 


WORD  PROCESSING 
BROKERAGE  CORPORATION 

Remanufactured  Dealer 

1-800-223>9264 


o  Data  General  o  Fujitsu 
o  Data  Products  o  CDC 
o  Printronix  o  Zetaco 


BUY 


SELL  TRADE 


(617)  982‘9664 
FAX:  (61 7)  871-4456 


NEW-USED-AS-IS 

computers 

and  peripherals  ^ 

Industrial 

Electrosurplus 

Tel.  (508)  768-3480 
FAX  (508)  768-3479 


LEVEL  6  OPS  6  SERIES  16 

•  Complete  Minicomputer  Line 

New  &  Used 

•  All  Peripheral*  and  Terminals 

•  Upgrades  and  Features 

•  Depot  Repair  Capability 

•  Honeywell  Maintenance 

Guaranteed 

•  Immediate  Delivery 
Low  Prices 

•  HDS  5  and  HDS  7 
Compatible  Terminals 

The  Recognized  Leader 
in  Honeywell  Minicomputer 
Sales  and  Support 


BOUDREAU  COMPUTER  SERVICES 
too  Bearfoot  Road. 
Northboro,  MA  01532 
(508)393-6839 
FAX  508-393-3781 


WANTED 

OBSOLETE 
AND  EXCESS 
COMPUTER 
EQUIPMENT 

Top  Cash  Paid 

We  purchase  all  types  of  obsolete 
or  excess  computer  equipment 
and  peripherals.  We  pay  costs  for 
all  shipments  as  well  as  top  prices. 

Call  today  for  a  quote 
on  your  system 

COMPU-SCRAP,  Inc. 

Randolph,  MA  02368 

(617)  341-2695 

Call  Collect! 


VAX  RENTALS 


MV  3600 
MV  3800/3900 
VAX  6000  SERIES 
VAX  8000  SERIES 
Systems  &  Peripherals 

•  Fast  Turnaround 

•  Dependable  Products 

•  Upgrade/Add-On  Flexibility 


•  6  Months  *12  Months  •  24  Months 


BROOKVALE  ASSOCIATES 


OHAi 


dCGs 


EAST  COAST  WEST  COAST 

(516)  273-7777  (206)  392-9878 


9370 

All  Models 

New  &  Used 

AS/400 

PH;  1-800-553-0592 

in  MN:  612-931-9000 

UJ#RLD 

pnia  pRODuas 

1 2800  Whitewater  Drive,  Suite  1 30 
Minnetonka,  Minnesota  55343  U.S.A. 
FAX  612/931-0930 


VAX 


SYSTEMS  &  PERIPHERALS 


•  CPUs  •  MEMORIES 

•  DISC  &  TAPE  DRIVES 

•  CRTs  •  TERMINALS  •  PRINTERS 

•  INTERFACES  Etc. 


BHB< 


I  DIGITM 
CO/HPUTER 
EXCHANGE  INC 

2487  indusMt  Phwy  Mbs).  Hayward.  CA  »4SA5 

CALL-(4 1 5)  887-31 00 

CXJOS^-:  fax  (415)  887-5590  TU  709536 

Reo-siweo  I'saemerk  Oyrtw  Eou.p«neni  Corporeuon 


Computerworld's 

Classified 

Marketplace 

showcases  your  ad  by 
product  category! 


Whether  it’s  used  equipment,  software,  time,  services  or 
just  about  any  other  category  of  computer  product  or  ser¬ 
vice,  Computenvorld’s  Classified  Marketplace  is  orga¬ 
nized  to  make  your  ad  visible  and  to  make  buying  your 
product  easy. 


Just  look! 

Computerworld’s 
ClassiHed  Marketplace 
Product  Categories 

buy/sell/lease 
hardware 
software 
communications 
graphics/desktop  publishing 
time/services 
bids/proposals/real  estate 
business  opportunities 


So  if  you’re  selling  computer  products  or  services,  adver¬ 
tise  in  the  newspaper  that  showcase  YOUR  product  or  ser¬ 
vice.  Advertise  in  Computerworld’s  Classified  Marketplace! 


For  more  information,  call 


800/343-6474 

(in  MA,  508/879-0700). 
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Buy/Sell/Lease 


We  Buy  «  Sell 

DEC 


Systems 

Components 


ligital 

lomputer 

lesale 


call:713 
445-0082 

600  Kenfck  Sle  C22 
Houslon.  Tx  77060 


DEC  VAX  &  AT&T 
BUY-SELL-NEW-USED 

Systems,  F^pherals,  Options 
available  tor  seile 

Lookirn  to  purchase  VAX 
and  AT&T  Systems,  Hardware 

LAKEWOOD  COMPUTER 
CORP. 

436  Link  Lane 
FL  Coaine,  CO  80524 

(303)  493-8406  FAX;(303)  493-6409 


ddo 


OUTSTANDING 
VALUES 


Imn  •  Apple  •rzzyTT/Mfl 

Refurbished  with  Warranty 

IBM  PS/2  Model  50.  (I)  fl.,  20MB  $  1645 
IBMAT,  512K,  (l)n.,20MB  $1090 

IBMXT.256K,  (1)11.,  10MB  $795 

IBM  PC,  256K.  (2)  fl.  $  555 

MAC  SE,  IMB,  Dual  fl.  $  1765 

MAC  Plus,  1MB,  800K  fl.  $  995 

MAC  512,  512K.  400K  fl.  $  565 

COMPAQ  Deskpro  286  $  1895 

COMPAQ  Portable  256K.  Dual  fl.  $  475 

CALL  AOW  FOR  A  FREE  1990  CATALOG! 
VISA  &  MC 

800-624-2001 

_ IN  NY:  716-272-8770 

'(»,ATrw«x,«ct,o«'M,*o'o*,  FAX:  716-272-8624 

BriBhton-l  lynnytla  Ttm-nliiif  Rd-»  Km'tHrMvr.  NY  UWit 


COMPUTERWORLOS’a 
CLA»»mtDmAmKnrLACM 
Examinee  ttie  lieuee  wtiMe  Computer 
Proteeaioneie  examine  your  meaaege. 

Cal  for  aN  the  detaile. 

(9001949-9474 

(ki  MA.,  508/879^700) 


Computerworld's 


Marketplace 


needs  only  6  days  notice 
to  run  your  ad! 


When  you’re  selling,  you  want  your  adver¬ 
tising  to  hit  the  market  quickly  and  fre¬ 
quently.  You  can’t  afford  to  wait  for  an  is¬ 
sue  that’s  coming  out  several  weeks  --  or  - 
months  -into  the  future.  With  Comput- 
erworld,  there’s  no  waiting  for  the  next 
available  issue  because  we’ve  got  one  wait¬ 
ing  for  you  every  week.  What’s  more,  your 
ad  can  appear  in  the  Monday  issue  of  Com- 
puterworld  if  you  order  it  as  late  as  6  days 
prior  to  the  issue  (Tuesday) . 


So  if  you’re  selling  computer  products  or 
services,  advertise  in  the  newspaper  that 
won’t  keep  you  waiting.  Advertise  in  Com- 
puterworld’s  Classified  Marketplace! 


For  more 
information,  call: 


800/343-64 74 , 

(in  MA,  508/879-0700) .  j 


■mar 


COMPUTERWORLO 

CLASSIFIED  MARKETPLACE 

Where  all  computer  buyers  and  sellers  can  to  market. 


AS  '4(K)  is  a  registered  trademark  of  IBM 


Win  with  Ceres 

AS/400  "’  MODEL  45 

16  MB  PROCESSOR  AND  3.2  GB  of  DASD! 
Current  long-term  lease  price, 

JUST  $2,899  per  mo. 

CALL  FOR  PURCHASE  QUOTE 

Configurations  available  to  meet  your  specific  requirements. 
Conversions  and  education  assistance  also  available. 
CONTACT  PAUL  HAIRE  1-800-532-0692 
In  New  York  (212)  279-4467 

The  Source  for  the  System. 

CERES  CAPITAL 
Corporation 

A  Division  of  RacifiCorp  Capila!  Corporation 

350  Fifth  Avenue,  New  York,  New  York  10118 


GTEX 
FINANCIAL 
GROUP.  Inc. 


LESSOO  AHO  OCAieO 


IBM 

BUY  SELL  LEASE 

PS/2  OPERATING 
LEASES 

3084  3090 

PERIPHERALS 

OEM/PCM 

LEASES 

800-888-7568 


FAX  214/783-1379 


EST. 

1978 


HP  3000 


ATP’s  •  S/70 
7937H  •  7933H 

Available  in  Quantity 

Processors  •  Peripherals 
Systems 

All  In  Stock  -  Immediate  Delivery 

All  warranted  to  qualify  for 
manufacturer's  maintenance 

BUY  •  SELL  •  TRADE 
RENT*  LEASE 

ConAm  Corporation 

It's  Performance  That  Counts! 
800/643-4954  213/829-2277 


The  CLASSIFIED 
MARKETPLACE 
Reach  Over  61 2,000 
Computer  Professionals 
When  They  Reach  For 
COMPUTERWORLO 
(BOO)  343-9474 
(in  MA,  (508)  879-0700) 


GET  YOUR  BEST  PRICE 
Then  Call 

COMPUTER  BROKERS,  INC. 

For  The  Best  Deal 
WE 

Buy  -  Sell  -  Lease  -  Rent 
New  and  Used  IBM  Equipment 
AS400  -  System  36,  38,  43XX 


Call  800-238-6405 
IN  TN  901-372-2622 


AMERKJLN 

r_.riw  MK »m 

COMPITl* 

OEALTKA 


COMPUTER  BROKERS,  INC. 
2978  Shelby  St.,  Memphis,  TN  38134 


WE  BOUGHT 


By  the  thousands. 

And  we  still  do.  Computer  Marketplace  has  bought  thousands  of  IBM 
AS/400,  Senes  1,  S  3X,  43XX,  30XX,  tapes,  dnves,  printers  and  other 
penpherals  and  we  are  very  interested  in  offering  you  top  doDar  for  yours. 

We  also  deal  in  data  communicason  equipment  such  as  multiplexors, 
modems  and  protocol  converters. 

Or  if  you  have  a  need  to  buy,  call  us  first  and  BUY  DIRECTT  from  the. 

COMPUTER"  800-858-1144 

In  California,  dial  (714)  735-2102 
205  East  5th  Street,  Corona,  CA  91719 


MARKETPLACE 


IBM  IS  A  REGISTERED  TRADEMARK  OF  INTERNATIONAL  BUSINESS  MACHINES.  INC  4  i  i  F) 


45  400 

SYSTEM  36  38 
SERIES  1 


PROCESSORS 

PERIPHERALS 

UPGRADES 


Sales  •  Leasing  •  Upgrades 

Call  Now 

For  The  Best  Prices 
On  The  Market  Today! 

TTlnteloaicTrace 

1-800-253-6363 


Lease 

All  IBM  Machines  and  Ports 

612-942-9830 


DATATREJVD,* 

10250  Valley  View  Rood.  Suite  149 
Eden  Prairie,  Minnesota  553rM 
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^  =3  MEMBER 

COMPUTER  DEALERS 
==  =  ^  =  ^  LESSORS  ASSOCIATION 


LEdS  MK  InternationaP  1'800'532'7725 

2120  LtasPak  Parkway  •  Bedford,  TX  76021  •  D/FW  Metro  817-267-284I  •  1-800-532-7725 
8283  N.  Hayden  Rd„  Ste.  278  •  Scottsdak,  AZ  85258  •  602-95M511  •  1-8(XMS78^ 

5809  Reeds  Rd.,  Ste.  280  •  Shawnee  Missfon,  KS  66202  •  913-432.15HI 


SYSTEM/36 

AS/400™  All  Models! 

•  B  to  D  Upgrades 

Call  for  Quote 

•  1  mh/7  mh 

5363  * 

AS/ENTRY 

Memory 

•  358  mb  DASD 

All  Models/ heaturcs 

PRINTERS 

DISPLAYS 

4224  5224 

3476  31%  3180 

•  200  mb  DASD 

4234  5225 

3477  3197  5291 

•  Communications 

6262 

5251 

•All  Models/ 

DASD 

CONTROLLERS 

Features 

9332  9335 

5394  5294 

NOW  BUYING  AS/4(X)'s  •  S/36’s  •  S/38’s  •  PERIPHERALS 

$$$  WE  PAY  CASH  $$$ 

(All  equipment  subjea  to  prior  sale  or  lease.) 


SYSTEM/38 

•  Model  Upgrades 

•  Communications 
•DASD 

•  All  Features 


'\;88Sr 

ALTwanmcismiiifrc* 

U.P.S. 

for 

S/36  •  S/38 ‘ASW 
350  VA  to  15  KVA 
Call  (or  Info 


u€W«" 

AMS  RICAN 
•OCtCTV  0» 
COMRUTCR 
DCALSRC 


UNIVERSAL 
digital,  INC 

A  UNIVERSAL  COMPfi't^ 

BUY...SELL...LEASE... 

"  ■  SERIES  ONE 

■  36/38 

■  AS/400 

B43XX/30XX 

(612)  829-V093  FAX  (612)  829-7296 


HP  3000 

HP  1000 

BUY 

SELL 

LEASE 

TRADE-IN 


Computer  Solutions,  Inc. 
(201)672-6000 


IF  YOU’RE  BUYING,  WE’RE  SELLING 


•It] 


7  n 


IP  YOU’RE  SELLING,  WE’RE  BUYING 

IBM  SYSTEMS 

Buy  •  Sell  •  Leate  PERIPHERALS 

(800)  331-8283 

TOLL  FREE 

(213)  394-1561 

CALIFORNIA 


Ocean  C  umputers,  Inc. 

919  Santa  Monica  Blvd  .  Ste.  200 
Santa  Monica.  CA  90401 


COMPUTERWORLDS’s 

CLASSIFIED  MARKETPLACE 

Examines  the  issues  while  Computer  Professionels  examine  your  message. 
Call  (or  all  the  details. 

(800)  343-6474 

(In  MA.,  508/879-0700) 


Graphics/Desktop  Publishing 


IBM  3380 

MODEL  AK4  -  BK4’S 


SALE  OR  LEASE 

ENTREPO  FINANCIAL 
RESOURCES,  INC. 

215-886-2300 


PC  SCREEN  TO  BIG  SCREEN 

Look  to  BOXLIGHT  for  the  Largest  Selection  of  LCD  Pads 


TRUE  COLOR  SYSTEMS 
from  $4995 

MONOCHROME  SYSTEMS 
from  $599 

VISA.  MIC.  AMEX,  COD 


Solutions  for  VGA,  EGA,  CGA 
All  Macs,  DEC  VT  100s,  220s 
IBM  Terminals  and  More 

BOXLIGHT 

CORPORATION 

206-697-4008 


Computer-Based  Presentation  Systems  Since  1984 


Computerworld’s 

Classified 

Marketplace 

needs  only  6  days 
notice  to  run  your  ad! 
Call 

(800)  343/6474 


Software 


QUATTRO®  PRO 


Borland  International’s  NEW 
QUATTRO  PRO,  with  VR00MM’“ 
technology,  is  setting  perfor¬ 
mance  standards  for  power  spreadsheet  users.  Join  the  spreadsheet 
revolution  today  and  order  QUATTRO  PRO  from  Programmer’s  Connec¬ 
tion  at  our  special  limited  time  sale  price  of  $269*,  regular  price  is  $329. 
To  Order  Call: 

Programmer's  Connection 

USA  800-336-1166 

Canada  800-225-1166 

FAX  216-494-5260 

Call  for  your  FREE  copy  of  our  Buyer's 
Guide,  the  CONNECTION,  with  over  1,300 
personal  computer  products. 

'Special  price  expires  December  31, 1969. 

Price  includes  UPS  Ground  shipping  to  the  'ower  48  states. 

Express  rates  are  available. 


It’s  the 

Classified 

Marketpiace 

Reach  Computer  Professional 


Where 


nputer  Prot 
They  Shop 


For: 


□  Buy/Sell/Lease 

□  Hardware 

□  Software 

□  Peripherals/Supplies 

□  Communications 

□  Graphics/Desktop  Publishing 

□  Time/Services 

□  Bids/Proposals/Real  Estate 

□  Business  Opportunity 

CALL  NOW 

800-343-6474 

(in  MA.,  508/879-0700) 


Peripherals/Supplies 


Now  Available  from 

CUSTOM  STRUCTUSES,  ll\tC. 

THREE 
TIER 

IBM  3174 
STACKER 
SAVES 
PRECIOUS 
FLOOR 
SPACE 


CALL 

816-537-7806 
or  FAX 
816-623-9142 

Send  POs  to: 
P.O.Box  901 
Lee’s  Summit,  Mo.  64063 


CLEAR  YOUR 
DESK! 

CPU  Floor  Stands 
$95.00 

Sturdy,  Attractive 
Clear  Acrylic 
Adjustable  -  4’  to  7’ 

Atlantic  Research 
800/542-5323 
InVA,  703/642-4131 


Classified 

MARKETPLACE 

Where  Ckxnputer 
Professionals  Shop 

(800)  343-6474 

(In  MA  (508)  879-0700) 


Computerworld’s 
Classified  Marketplace 
works. 


Just  ask  Chuck  Youngblood,  President  of 
Mountain  Marketing,  a  Houston,  Texas  com¬ 
pany  specializing  in  buying,  selling,  and  in¬ 
stalling  the  special  raised  flooring,  power 
sources  and  dimate  control  equipment  for 
data  centers.  '  In  six  weeks  Computerwortd's 
Classified  Marketplace  pulled  customers  I 
ottierwise  couldn't  have  gotten  to  in  six 
years.  No  other  pubitcation  has  delivered  the 
kind  of  valuable  customers  Computerwortd's 
Classified  Marketplace  has. ' 

Or  ask  any  one  of  the  hundreds  of  companies 
who  successfully  sell  their  products  to  read¬ 
ers  of  Computerwortd's  Classified  Market¬ 
place,  they'll  tell  you  why  they  advertise  in 
Computerworld.  Because  it  works. 

For  more  information.  Call: 


800/343-6474 

(in  MA,  508/879-0700) 


Advertise  Your  Products  In  The 

CLASSIFIED  MARKETPLACE 


Featuring: 

□  Buy/Sell/Lease 

□  Software 

□  Communications 

□  Time/Services 

□  Business  Opportunities 


□  Hardware 

□  Peripherals/Supplies 

□  Graphics/Desktop  Publishing 

□  Bids/Proposals/Real  Estate 


Reach  over  612,000  information  systems  professionals 
by  placing  your  company's  message  in  Classifi^  MARKETPLACE. 


Name: . 
Title:— 


Company;. 
Address:  — 

City; _ 

State; _ 

Telephone: 
Ad  Size: 


Zip: 


.  columns  wide  x 


inches  deep. 


□  I  am  enclosing  ad  material  with  this  form. 

Return  this  form  and  advertising  material  to: 

Computerworld 
Classified  Marketplace 

375  Cochituate  Road,  Box  9171 
Framingham,  MA  01701-9171 

(800)  343-6474 

_ (In  MA.,  (508)  879-0700) _ 
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The  Quality 

Outsourcing  Solution 


Achieving  20%  to  40%  savings  by  outsourcing  their  information 
processing  requirements,  our  clients  throughout  the  South  and  Midwest 
receive  the  reliability  and  security  of  20  years  Remote  Computing 
experience  backed  by  a  $3.5  billion  corpwration  that  offers: 


Three  IBM  3090/S  computers 
MVS/ESA  and  VM/XA  Systems 
DB2  and  IMS  Databases 
24-hour  Technical  Help  Desk 
Client  Disaster  Recovery 


Flexible/Custom  Solutions 
Fixed  Price  Processing 
Remote  Facilities  Management 
Operating  Systems  Conversions 
Nationwide  Network 


Unlike  Facilities  Management,  you  maintain  control  while  reducing 
your  costs  and  impjroving  your  service. 

Information  Network  Conwratlon  «  Dallas,  Texas « 1-800-222-1S90 


Disk  duplication 
•  AM  formats 

EVERLOCK  copy  protection 
Label/sleeve  printing 
Full  packaging  services 
Warehousing 
Drop  shipping 
Fulfillment 
48-hour  delivery 
Consultation  &  guidance 

800-243-1515 

Star-Byte,  Inc, 


2880  Bergey  Rd  Hatfield,  PA  19440 


REMOTE  COMPUTING 
OUTSOURCING 


MVS/XA 

DOS/VSE 

TSO 

DB2 


VM/370 

CICS 

CMS 

IMS/DBDC 


NEW  AND  USED 
RAISED 
FLOORING 

Immediate  Delivery 
Quality  Installation 
Raised  Computer  Floors 

One  Charles  Street 
Westwood,  NJ  07675 

(201)  66&a200 

FAX  (201)  666-3743 


CLASSIFIED  UASKETPLACE 

Where  Computer 
Professionais  Shop 

(800)343-6474 

(in  MA;  508/879-0700) 


OVER  150 

SOFTWARE  PRODUCTS 

•  DEVELOPMENT 

•  DEBUGGING 

•  PRODUCTIVITY 

•  PERFORMANCE 

•  TELENET  •  TYMNET 
•  SEARSNET 
•  IBM  INFORMATION 
NETWORK 

EXTRAORDINARY 
CUSTOMER  SERVICE 
MIGRATION 
MANAGEMENT 


GIS 

INFORMATION  SYSTEMS.  INC 

815  Commerce  Drive 
Oak  Brook,  IL  60521 

708-312-3636 

New  England 

617-595-8000 


Computerworld's 

Classified  Marketplace 

delivers  your  message  in 
companies  that  plan  to 
buy  your  product  or  service. 


From  PCs  to  minis,  mainframes  to  supercomputers,  Com- 
puterworld’s  readers  buy  products  across  all  ranges  of  to¬ 
day’s  computers.  So  if  you’re  selling,  advertise  in  the  news¬ 
paper  that  delivers  readers  that  plan  to  buy  YOUR  product 
or  service.  Advertise  in  Computerworld’s  Classified  Mar¬ 
ketplace! 


For  more 
information,  call: 

800/343-6474 

(in  MA,  508/879  0700), 


CLASSIFIED 


Time/Services 


Confused  by  Methodologies  and  Case  Tools? 


We  have  experienced  designers  and  consultants  to  help 


Whether  your  needs  are  focused  on; 

■  use  of  information  ■  data  modeling 

engineering  methodologies  ■  implementation  with 

■  use  of  CASE  tools  relational  DBMS's 

■  seminars  teaching  "how" 

A  Maze  is  Best  Traversed  with  a  Guide 
Who  has  Already  Discovered  the  Route 

InfoDyne  International  began  in  1984  to  use  information  engineering  methodologies  and  CASE 
tools  in  support  of  client  projects  nationwide.  During  that  time,  we  have  gained  significant  ex¬ 
perience  in  the  practical  application  of  the  new  methods. 

If  you  are  struggling  with  these  new  system  development  concepts,  our  designers  can  help  you 
discover  the  route  to  a  successful  project  conclusion. 

InfoDyne  International,  Inc. 

200  Commerce  Square 
Michigan  City,  IN  46360 
(219)  872-3799  •  Fax  (219)  872-3992 


COST-EFFECTIUE 
COmPUTING 
SERVICES  for 
TODAV  and ... 
TOmORROUl 


COMDISCO 
COMPUTING 
SERVICES  CORP. 

provides  you  with 
low-cost,  state-of- 
the-art  computing 
services. 


•  IBM*  CPUs  and 
Peripherals 

•  Systems  Software 
MVS/XA,  TSO/E. 
ISPF/PDF.  CICS.  VM/XA, 
VM/SP.  HPO.  CMS 

•  Application  Software 
Database  Management 
Application  Development 
4/GLs 

Statistical  Analysis 
Graphics 

•  Multiple  Communications 
Methods 

•  Technical  Support 

•  Pricing  to  fit  your  needs 

IBM  fs  .1  icgisiciud  ft.idetiMiK  of 
lnicriintioii.ll  Business  M.ichtncs 
Corpomliofi 

For  more  information 
Call  Jeff  Daum 

201-896-2030 


comDi/co 


COMDISCO  COMPUTING 
SERVICES  CORP. 

P.O.  Box  26 
Carlstadt.  NJ  07072 


MEETING  THE  MIS  CHALLENGE 


Litton  Computer  Services 
The  Outsourcing  Experts 

Reliability,  availability,  security,  response  time  .  .  .  Litton 
Computer  Services  delivers  flexible  outsourcing  solutions 
24-hours  o  day  instantly  and  cost-effectively  on  advanced, 
large  scale  information  processing  systems. 


Twenty  years  experience  brings  you 

■  Fixed  Price  Solutions 
B  Nationwide  Network 
B  Migration  Specialists 
B  Overflow  Processing 
B  Loser  Printing  and 
Image/Forms  Design 


B  Operating  Systems  Conversions 
B  Integrated  Financial  Applications 
B  Remote  Facilities  Management 
B  Micro/Moinfrome  Applications 
B  Major  Third  Party  Software 
Packages 

Let  us  show  you  how  to  contain  costs  without  losing  control. 

CALL  1  800  PLAN  LCS  (1-800-752-6527) 

DATA  CENTERS 

Boston  Los  Angeles  Washington,  D.C. 

Litton 


Computer  Services 


#n# 


INCOMPATIBLE  COMPUTERS? 
Disk  Interchange  Service  Company  specializes  In 
transferring  files  between  incompatible  com¬ 
puters.  Our  seven  conversion  sySems  support 
1000-1-  formats: 

•  9-TRACK  TAPE  TO  OISKEHE 

•  DEDICATED  WORD  PROCESSORS 

•  3.5",  5.25”  5  8"  FORMATS 

Additional  Services  Include: 

•  Database  &  Spreadsheet  Conversions 

•  Custom  Programming/Oata  Relormatting 

•  Data  Entry 

Disk  Interchange  Service  Co.  (DISC) 

2  Park  Drive  •  Wesltord,  MA  01886 
15081  692-0050 


The  CLASSIFIED 
MIARKETPLACE 
Reach  Over  61 2,000 
Computer  Professionals 
When  They  Reach  For 
COMPUTERWORLO 

(8001343-6474 

(In  MA,  (508)  879-0700) 


RGA  DATA 

CONVERSION  CENTER 


Tape,  disks,  micros,  minis,  mainframes, 
word  processors,  typesetting,  and  more 

•  Same  day  service 

•  IBM  4300  on  premises 

•  Conversion  to/from  all  systems 

•  Hundreds  of  conversion  programs 

•  Customized  programming 

•  Corporate  Accounts  Welcomed 


(212)  995-1090 

Ralph  Garner  Associates,  Inc 

215  Park  Avenue  South,  New  York.  NY  10003 
Professional  services  since  1967 


REMOTE  COMPUTING 
AND  FACILITY 
MANAGEMENT  SERVICES 

•  IBM  MVS/XA  Environment 

•  DB2.  IDMS/R,  Model  204 
and  4GLs 

•  Professional  Support  Staff 

•  Experienced  Migration 
Management  Team 

•  Full  Supporting  Services 
—  Media  Conversion 

—  Laser  and  Impact  Printstiop 
—  Application  Programming 

•  Simplified  Pricing  and 
Invoicing 

•  Technical  Support  — 

24  Hours  a  Day  -  7  Days 
a  Week 

May&SpehJnc. 

1501  Dpus  Place 
Downers  Grove,  IL  60515-5713 

(708)  964-1501 

For  More  Information 
Contact;  Tony  Ranieri 
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NATIONAL  COMPUTER  SERVICES,  INC. 


176  W.  Adams  St.,  Suite  1700  *  Chicago,  Illinois  60603 
Telephone  312-781-9000  *  Toll-free  800-992-7171 
FAX:  312-372-5157 


OUTSOURCING 
IBM/AMDAHL  USERS 


LASER  PRINTING  ft 
IMAGE/FORMS  DESIGN 
APPUCATION  BACK-UP 
REMOTE  FACILITIES  MANAGEMENT 
CONSULTING  SERVICES 
PROGRAM  DEVELOPMENT 
MICRO/MAINFRAME  APPUCATION 
WORLDWIDE  ACCESS 


MVS/XA 

SNA/SDLC 

acs 

TSO 

SAS 

DB2 

QMF 

AS 


QUOTES  BY  PHONE 


OUR  SERVICES  AND  PRICES  ARE  BETTER  THAN 
ANYONE  ADVERTISING  IN  THIS  SECTION 


COMMITTED  TO  CONTINUAL  DEVELOPMENT  ft  IMPROVEMENT 
OF  OUR  SERVICES  AND  PRODUCTS . TO  BENEFIT  YOU 


FOR  MORE  INFORMATION 
CALL  JIM  NEAGLE 
312-781-9000 
800-992-7171 


EXCLUSIVE  OFFERING 

FREE  TRIAL  PERIOD-MAJOR  COST  SAVINGS 


FULL  SERVICE  COMPUTER  PROCESSING 

IBM  3090  Processor- MVS/XA  &  VM/HPO,  TSO,  CIOS 


■  Broad  Software  Support  Product  Line 

•  Domestic  &  International  Network 

■  PROFS,  Decision  Support  Products 

•  Data  Base  Management 

■  Banking/Financial  Services 

CALL  1-800-443-8797 

Guaranteed  Lowest  Rates  in  the  Industry 
Allowances  for  Peak/Cyclical  Processing 

in  FINANCIAL  TECHNOLOGIES 


CHANTILLY.  VIRGINIA 


Let  Us  Be 
Your  Data  Center 


Get  high-quality  computing 
service  that  can  make  a 
difference  to  your  bottom  line. 
From  MCN  Computer  Services. 


Full  IBM  compatability 
including: 


MVS- ESA 

VM/XA  DB2 

CICS  IMS 

TSO/E  IDMS/R 

ROSCOE  QMF 

PROFS 


Programmer  Productivity  Aids: 


FILE-AID 
CICS  PLAYBACK 
dBUG-AlD 
ABEND-AID 
CICS  ABEND-AID 


We  provide  state-of-the-art 
systems,  software  and  security 
for  major  clients  across  the 
country.  And  we  deliver 
high-quality,  cost-effective 
services  that  include: 


•  Computer  Electronic 
Printing 


Letter  Shop 


For  more  information,  call 
Karen  Gray  at: 


1-800- 521-0444 


MCN 


Computer  Services,  Inc. 


5225  Auto  Club  Drive 
Dearborn,  MI  48126 


iUAflilUT 

Compirtina  Inc 


SUMMIT  is  your  interim  resource 
for  informational  services. 

We  speciolize  in  migrations,  conversions 
ond  softwore  development. 


A  IBM  Mainframe  Services: 
MVS/ESA,  TSO,  ISPF/PDF,  CICS,RACF, 
VM/SP,  CMS 


A  IBM's  latest  Dotobose  &  End-User 
Software;  DB2,SQL/DS,CSP,QMF,AS, 
GDDM  Groptiics 


.  DEC/VAX  Timeshoring  Services 


A  24  Hour  Network  Control  Center  & 
World-wide  Communications  Services 


A  Loser  Printing  Services 


A  Applicotions  Development  & 
Technical  Support 


I  Educational  Services 


1-800-759-4454 

Houslon,1exas 


VAX/VMS 

COMPUTER  TIME 


Fortran,  C,  Cobol,  Pascal,  Basic 
and  other  DEC  layered  products 
■■  ibie. 


availab 


Flat  monthly  &  annual  rates. 

Local  access  for  most  of  (213), 
(714),  and  (818). 

Telenet  available  nationwide  on 
larger  accounts. 

MedCom  Info  Systems,  Inc. 
Phone:  (714)99^9999 
Fax:  (714)961-8700 

BBS:  (714)^-fe66  GO  VAX 


MULTIPLE  IBM  3090  MACHINES 


DEDICATED  OS  SERVICE 
TIMESHARING  SERVICE 
DEDICATED  MACHINE  SERVICE 

24  Hour/7  Days  a  Weak  Noii'-Stop  Full-Service 

Full-Service  Resources  Available 

Help  Desk  MVS/XA  TSO/ISPF 


Tedwteal  Services 
Consulting 


VM/XA 

CMS 

CICS 

DB2 


SAS 
Telenet/Tymnet 
Laser  Printing 
Batch  Facility 


Flexible  Solutions:  Short  and  Long  Term 

COMPETITIVE  PRICES 

Call  Pat  Holland  at  (212)  326-5240 


RECRUIT  U.S.A.,  INC. 


COMPUTER 

TIMESHARING 


•  We  locate  computer  time. 

•  We  find  your  lowest  prices. 

•  All  mainframes. 

•  NEVER  a  charge  to  the 
Buyer. 

•  Our  fees  paid  by  the  Seller. 

•  Nationwide  service  since 
1968. 


Call  Don  Seiden  at 
Computer  Reserves,  Inc. 
(201)688-6100 


L ill 


a 


ICOTECH 


MVS/XA 

TSO/ISPF/SDSF 

CICS 

ADABAS 

DB2 

ACF2 

LIBRARIAN 


VTAM 

FILE-AID 

INTERTEST 

SAS 

SIMWARE 

ADC2 

$AVRS 


-  24  hour  availability 

-  International  acceaa 

-  Superior  technical  aupport  staff 

-  Uninterrupted  Power  Supply 

-  Certified  on-eite  vault 

-  Diaaater  recovery 

-  Impeccable  aervice 


Call  Now  -  Solve  Your 
Compoting  Worries 

TODAY  &TOM(HlROW! 

(201)  685-3400 


CONSULTING  SERVICES 


Situation: 


*  Company  is  downaizino  and  integrating 
computer  operations 

*  Information  System  resources  are  limited 

*  You  need  a  business  Justification  for 
your  automation  project 

*  Vendor  and  proposal  evaluations  are 
time  consuming 

Call  or  write  to:  Diamond  Shinitla,  President 


A#  D*  S. 


CONSULIANIS  INC 


Wa  offer  you: 

*  Over  twenty  years  experience  In 
the  computer  Industry 

»  "Needs  analyses”  based  on  defined 
business  objectives 

»  Vendor  interface  and  proposal  evaluation 

*  Facilitate  inter-departmental,  project 
related,  communications 

*  Consultative  approach  to  achieving  your 
automation  goals 


MEGA  GROUP,  INC. 
ANNOUNCES 

OUTSOURCING .... 


COMPUTING  SERVICES 
AT  LOW  PRICES 


Our  Company  can  provide  fixed- 
priced  data  processing  services. 
Our  services  will  be  as  good  as 
your  I.S.  department  at  substan¬ 
tially  lower  costs.  We  have  over 
20  years  of  experience  in  the  data 
processing  industry  serving  a 
wide  variety  and  size  of  compa¬ 
nies.  No  company  is  too  large  or 
too  small. 


To  obtain  more  information, 
please  call: 


(609)  596-8391 


Go  Shopping  in... 
Computerworld’s 


CLASSIFIED 

MARKETPLACE 


Call  for  all  the  details 


1 343-6474 

(In  MA.;  (508)  879-0700) 


Computerworld's 


Classified 

Marketplace 


gives  you  buyers  with 
extensive  purchase  influence. 


That’s  because  Computerworld’s  Classified 
Marketplace  reaches  MIS/DP  professionals 
who  have  extensive  involvement  in  volume 
purchasing.  In  fact,  a  full  95%  are  involved 
in  purchase  decision  making  for  their  orga¬ 
nizations.  They  determine  needs,  evaluate 
technologies,  identify  solutions,  and  select 
products  and  vendors  for  the  entire  range  of 
information  systems,  as  well  as  related 
products  and  services. 


So  if  you’re  selling  computer  products  and 
services,  advertise  in  the  newspaper  that 
delivers  buyers  with  volume  purchasing  in¬ 
fluence.  Advertise  in  Computerworld’s 
Classified  Markeplace! 


For  more 
information,  call 


800/343-6474 

(inMA,  508/879-0700). 


CDMPUnRWORLD 


CLASSIFIED  MARKETPLACE 


Where  all  computer  buyers  and  sellers  can  go  to  market. 
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TRAINING 


Giving  vendors  a  fair  shake 

To  get  the  best  deal,  try  conducting  a  methodical  review  of  all  proposals 


BY  NAOMI  KARTEN 

SPECIAL  TO  CW 


The  selection  of  a  vendor 
to  deliver  training  can 
be  a  subjective  process. 
The  result  is  that  some¬ 
times  the  business  goes 
to  the  vendors  who  are  best  at 
selling  their  services  rather  than 
the  ones  most  qualified  to  deliver 
those  services. 

One  way  to  make  the  selec¬ 
tion  more  objective  is  through  a 
request  for  proposal  (RFP)  pro¬ 
cedure,  which  lets  an  organiza¬ 
tion  methodically  gather  and 
evaluate  proposals  from  ven¬ 
dors.  However,  while  organiza¬ 
tions  may  be  methodical  in  pre¬ 
paring  and  sending  out  RFPs, 
some  of  them  are  considerably 
less  organized  in  evaluating  the 
results.  Their  selection  of  a  ven¬ 
dor  may  be  based  on  the  look  of  a 
proposal,  the  quality  of  a  sample 
class  or  a  vague  feeling  that  one 
vendor  is  better  than  the  others. 

To  ensure  that  the  evaluation 
is  objective,  organizations  should 
prepare  a  list  of  the  criteria  that 
will  guide  the  evaluation.  These 
criteria  revolve  around  the  items 


in  the  RFP,  such  as  the  vendor’s 
experience,  course  offerings, 
training  materials,  instructors, 
financial  stability,  costs  and 
schedules. 

Each  of  these  items  may  be 
further  subdivided.  For  example, 
cost  information  may  be  split 
into  course  fees,  payment  sched¬ 
ules,  discounts  and  cancellation 
penalties.  Similarly,  instructor 
qualifications  may  be  broken 
down  by  instructor  background, 
training  experience,  formal  cre¬ 
dentials,  breadth  of 
computer  knowl¬ 
edge  and  ability  to 
stay  technically 
current.  The  com¬ 
plete  list  of  criteria 
serves  as  a  check¬ 
list  against  which 
proposals  can  be 
evaluated. 

The  evaluation 
should  reflect  a 
weighting  factor 
for  each  criterion  indicating  its 
relative  importance.  The  sim¬ 
plest  approach  is  to  use  a  three- 
point  scale  with  1  indicating  min¬ 
imal  importance  and  3  maximum 
importance.  Regarding  instruc¬ 


tor  qualifications,  for  example, 
an  organization  may  view  train¬ 
ing  experience  as  key  and  assign 
it  a  weight  of  3.  Formal  creden¬ 
tials  may  be  viewed  as  much  less 
important  and  be  assigned  a  1. 
To  ensure  objectivity,  the  group 
should  assign  these  weights  be¬ 
fore  reviewing  proposals. 

The  rating  of  proposals 
should  also  be  based  on  a  scale  of 
perhaps  five  or  seven  points. 
The  evaluation  team’s  rating  for 
each  criterion  indicates  the  de¬ 
gree  to  which  a 
proposal  matches 
the  organization’s 
needs.  The  score 
for  each  criterion  is 
then  the  product  of 
the  rating  and 
weighting  factor.  A 
vendor’s  total  is 
the  sum  of  these 
scores,  and  the 
highest-scoring 
organization  gets 

the  business. 

Judging  and  scoring  proposals 
can  be  tedious  and  time-consum¬ 
ing,  and  personnel  limitations  of¬ 
ten  cause  the  process  to  end  up 
being  the  responsibility  of  one 
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person.  Because  training  can 
have  such  a  significant  impact, 
however,  the  evaluation  should 
be  a  team  effort.  In  addition  to 
the  value  of  their  feedback,  the 
participation  of  employees  from 
areas  that  will  be  affected  by  the 
training  can  help  ensure  their 
support  of  the  final  decision. 

Depending  on  the  type  of 
training  under  consideration,  it 
may  be  appropriate  to  include 
representatives  from  user  de¬ 
partments,  the  information  cen¬ 
ter  or  the  human  resources  orga¬ 
nization.  In  addition,  people  from 
accounting  and  legal  depart¬ 
ments  may  help  evaluate  certain 
criteria.  Each  person  can  be  as¬ 
signed  to  the  section  pertaining 
to  their  expertise. 

Although  the  entire  RFP  pro¬ 
cess  is  designed  to  eliminate  per¬ 
sonal  bias,  subjectivity  does  have 
its  place.  For  example,  if  a  partic¬ 
ular  proposal  is  exceptionally 
sloppy,  it  would  be  reasonable  to 
simply  eliminate  it  from  the  run¬ 
ning.  If  a  proposal  departs  signif¬ 
icantly  from  the  required  format 
or  content,  the  evaluation  team 
may  be  concerned  about  the  ven¬ 
dor’s  ability  to  conform  to  stan¬ 
dards  and  eliminate  it. 

Another  aspect  of  the  evalua¬ 
tion  that  inevitably  involves  per¬ 
sonal  bias  is  a  meeting  with  the 
vendor.  Interviews  with  repre¬ 
sentatives  of  the  vendor,  as  well 


as  observation  of  one  of  its  class¬ 
es,  can  have  a  significant  impact 
on  the  final  decision,  either  posi¬ 
tively  or  negatively.  For  exam¬ 
ple,  an  instructor  who  smoked 
two  cigarettes  simultaneously, 
read  each  projected  foil  to  the 
class  without  adding  anything  to 
it  and  made  disparaging  remarks 
about  his  company  —  an  actual 
occurance  —  would  not  be  invit¬ 
ed  back.  High  ratings  on  other 
criteria  could  not  compensate 
for  this  unprofessional  behavior. 

Any  deviations  from  the  eval¬ 
uation  process  are  permissible 
provided  the  team  agrees  to 
them  and  documents  them  as 
they  happen.  However,  docu¬ 
mentation  is  not  for  exceptional 
situations  only.  It  is  important  to 
document  the  entire  process,  es¬ 
pecially  if  it  will  lead  to  a  vendor 
winning  a  lucrative  contract.  It  is 
advisable  to  keep  good  records 
of  the  evaluation  to  be  prepared 
for  a  challenge. 

Evaluating  the  qualifications 
of  training  vendors  in  an  objec¬ 
tive  manner  can  help  ensure  that 
an  information  systems  organi¬ 
zation  will  select  the  vendor  that 
will  most  effectivley  support  its 
needs. 


Karten  is  president  of  Karten  Asso¬ 
ciates  in  Randolph,  Mass.,  and  editor  of 
the  monthly  newsletter  “Managing 
End-User  Computing.” 
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The  Center  for  Advanced  Software  Studies  also  provides  a  full 
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to  internals. 
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Communications  and  Network  Services 


AMERICAN  INFO  TECHS  CORP 

65 

46 

59.875 

0.0 

0.0 

ANDREW  CORP 

26 

17 

24.5 

0.3 

1.0 

ARTEL  COMM  CORP 

9 

2 

6.125 

0.3 

4.3 

AT4T 

46 

28 

42.75 

•0.5 

-1.2 

AVANTEKINC 

7 

4 

4 

-0.3 

1.1 

-5.9 

AYDINCORP 

21 

14 

17.125 

7.0 

BELL  ATLANTIC  CORP 

105 

69 

102 

0.0 

0.0 

BELLSOUTH  CORP 

55 

39 

52.375 

0.8 

1.5 

COMPRESSION  LABS  INC 

11 

3 

8.375 

0.8 

9.8 

CONTELCORP 

37 

19 

32.125 

2.0 

6.6 

DATA  SWITCH  CORP 

DIGITAL  COMMUNICATIONS 

6 

2 

3.5 

0.9 

33.3 

ASSOC 

26 

17 

18.125 

-0.3 

-1.4 

DYNATECHCORP 

FIBRONICS  INTERNATIONAL 

21 

16 

16.75 

0.0 

0.0 

INC 

7 

4 

6.75 

0.1 

1.9 

GANDALF  TECHNOLOGIES 

7 

4 

5.875 

0.5 

9.3 

GENERAL  OATACOMM INDS 

7 

4 

4.5 

0.0 

0.0 

GTE  CORP 

68 

43 

67 

1.8 

2.7 

INFOTRON  SYS  CORP 

13 

8 

8.5 

-0.3 

•2.9 

ITT  CORP 

65 

50 

60.5 

2.4 

4.1 

M  A  COM  INC 

9 

5 

5.375 

-0.5 

-8.5 

MCI  COMMUNICATIONS  CORP 
NETWORK  EQUIPMENT  TECH 

49 

22 

44.125 

-1.3 

-2.8 

INC 

28 

15 

25.875 

0.1 

0.5 

NETWORK  SYS  CORP 

11 

7 

8 

0.0 

0.0 

-1.1 

NORTHERN  TELECOM  LTD 

23 

14 

21.5 

-0.3 

NOVELL  INC 

38 

24 

25.5 

0.4 

1.5 

NYNEXCORP 

84 

65 

81.5 

0.4 

0.5 

PACIFIC  TELESIS  GROUP 

47 

30 

45.5 

1.8 

4.0 

PENRILCORP 

9 

3 

8 

0.3 

3.2 

PLESSEYPLC 

46 

37 

39.313 

-0.1 

-0.2 

SCIENTIFIC  ATLANTA  INC 

25 

11 

24.25 

0.9 

3.7 

SOUTHWESTERN  BEU  CORP 

59 

39 

55.125 

1.3 

2.3 

3  COM  CORP 

29 

10 

12.875 

0.9 

7.3 

US  WEST  INC 

75 

57 

70.5 

0.6 

0.9 

Computer  Systems 


ALUANT  COMPUTER  SYS 

7 

3 

5.5 

-0.3 

-4.3 

ALPHA  MICROSYSTEMS 

8 

4 

4.5 

-0.3 

-5.3 

ALTOS  COMPUTER  SYS 

9 

6 

7.5 

-0.3 

-3.2 

AMDAHL  CORP 

23 

11 

12.5 

0.3 

2.0 

APPLE  COMPUTER  INC 

50 

34 

44 

-1.3 

■2.8 

BOLT  BERANEK  &  NEWMAN 

13 

6 

7.125 

0.1 

1.8 

COMPAQ  COMPUTER  CORP 

113 

54 

89.5 

-2.9 

•3.1 

COMMODORE  INTNL 

20 

7 

8.625 

1.3 

16.9 

COMPUTER  AUTOMATION  INC 

7 

2 

2 

0.1 

3.2 

CONTROL  DATA  CORP 

24 

17 

16.625 

-0.4 

•2.2 

CRAY  RESH  INC 

66 

32 

33.5 

1.4 

4.3 

DAISY  SYS  CORP 

7 

0 

0.563 

-0.1 

-9.9 

DATA  GEN  CORP 

20 

13 

14 

1.0 

7.7 

DATAPOINTCORP 

6 

3 

4.5 

0.4 

9.1 

DEU  COMPUTER  CORP 

12 

5 

5.625 

-0.4 

-6.3 

DIGITAL  EQUIP  CORP 

122 

84 

85.75 

-3.1 

•3.5 

FLOATING  POINT  SYS  INC 

4 

1 

1.625 

0.1 

8.3 

HARRIS  CORP 

40 

26 

33.375 

-0.5 

•1.5 

HEWLETT  PACKARD  CO 

62 

40 

44.25 

-0.1 

-0.3 

HONEYWEaiNC 

92 

57 

79.375 

-1.4 

-1.7 

IBM 

131 

96 

97.75 

-1.8 

•1.8 

INFORMATION  INTERNATION¬ 
AL  INC 

16 

12 

12.5 

0.0 

0.0 

IPLSYS  INC 

9 

4 

6.75 

0.3 

3.8 

MAI  BASIC  FOUR  INC 

11 

3 

3.375 

0.0 

0.0 

MATSUSHITA  ELEC  INDUS¬ 
TRIAL  LTD 

204 

154 

160 

3.5 

2.2 

MENTOR  GRAPHICS  CORP 

22 

13 

16.75 

1.5 

9.8 

NBI  INC 

3 

1 

0.625 

-0.1 

•9.2 

NCR  CORP 

67 

52 

61.25 

0.3 

0.4 

PRIME  COMPUTER  INC 

21 

7 

7 

-0.1 

-1.8 

PYRAMID  TECHNOLOGY 

20 

9 

16.5 

-0.3 

-1.5 

SEQUENT  COMPUTER  SYS 
INC 

21 

8 

19.5 

2.0 

11.4 

SHAREBASECORP 

4 

0 

0.25 

0.0 

0.0 

SlUCON  GRAPHICS  CORP 

27 

14 

25 

1.3 

5.3 

STRATUS  COMPUTER 

35 

21 

21.625 

-1.9 

-8.0 

SUN  MICROSYSTEM  INC 

23 

13 

16.125 

0.5 

3.2 

SYMBOUCSINC 

3 

1 

1.5 

0.0 

0.0 

TANDEM  COMPUTERS  INC 

26 

15 

22.75 

-0.6 

-2.7 

TANDY  CORP 

49 

38 

43 

0.9 

2.1 

ULTIMATE  CORP 

12 

7 

9.25 

1.3 

15.6 

UNISYS  CORP 

31 

12 

14.375 

0.0 

0.0 

WANG  LABS  INC 

11 

5 

5.25 

0.3 

5.0 

Software  &  DP  Services 


ADOBE  SYS  INC 

30 

14 

20.0 

1.3 

6.7 

AMERICAN  MGMTSYS  INC 

19 

11 

13.125 

0.1 

1.0 

AMERICAN  SOFTWARE  INC 

23 

10 

22 

0.8 

3.5 

ANACOMPINC 

ANALYSTS  INTERNATIONAL 

9 

4 

4.375 

0.0 

0.0 

CORP 

20 

8 

17.375 

0.1 

0.7 

ASHTONTATE 

24 

9 

1 1 

1.4 

14.3 

ASK  COMPUTER  SYS  INC 

18 

7 

8.625 

0.8 

9.5 

AUTO  DATA  PROCESSING 

51 

36 

48.5 

0.5 

1.0 

AUTODESK  INC 

44 

26 

35.25 

-4.0 

-10.2 

BMC  SOFTWARE  INC 

30 

10 

28.75 

0.0 

0.0 

BUSINESSLANOINC 

15 

9 

9.875 

0.4 

3.9 

COGNOSINC 

COMPUTER  ASSOCIATES 

9 

4 

4.125 

-0.1 

-2.9 

INTLINC 

22 

11 

12.375 

0.0 

0.0 

COMPUTER  HORIZONS  CORP 

11 

7 

8.563 

0.1 

0.7 

COMPUTER  SCIENCES  CORP 

57 

44 

56 

1.0 

1.8 

COMPUTER  TASK  GROUP  INC 

16 

10 

11.25 

1.1 

11.1 

COMSHARE  INC 

42 

20 

36.5 

3.5 

10.6 

CORPORATE  SOFTWARE 

16 

9 

9.75 

1.3 

14.7 

GENERAL  MTRS(CLSE) 

58 

41 

54.875 

0.1 

0.2 

HOGAN  SYS  INC 

7 

4 

4.875 

0.1 

2.6 

INFORMIX  CORP 

15 

7 

13.75 

0.1 

0.9 

INTELLICORPINC 

6 

3 

4.75 

-0.1 

-2.6 

LEGENTCORP 

32 

19 

26.25 

0.3 

1.0 

LOTUS  DEV  CORP 

34 

17 

29 

-3.4 

-10.4 

MANAGEMENT  SCI  AMER 

18 

7 

18 

-0.1 

-0.7 

MICROSOFT  CORP 

89 

46 

85.5 

-2.6 

-3.0 

NATIONAL  DATA  CORP 

35 

19 

32.75 

0.8 

2.3 

ON  UNE  SOFTWARE  INTL  INC 

9 

5 

8.375 

-0.4 

-4.3 

ORACLE  SYS  CORP 

26 

9 

23.75 

0.9 

3.8 

FANSOPHIC  SYS  INC 

18 

12 

15.625 

0.4 

2.5 

PHOENIX  TECHNOLOGIES  INC 

19 

3 

4.625 

0.6 

15.6 

POUCY  MGMTSYS  CORP 

38 

22 

36 

-0.5 

•  1.4 

PROGRAMMING  &  SYS  INC 

21 

16 

21.25 

0.3 

1.2 

REUTIONAL  TECH  INC 

16 

5 

5.875 

0.0 

0.0 

REYNOLDS  &  REYNOLDS  CO 

34 

21 

25.375 

0.6 

2.5 

SAGE  SOFTWARE  INC 

11 

7 

9.625 

0.3 

2.7 

SEICORP 

20 

16 

18.375 

0.3 

1.4 

SHARED  MED  SYS  CORP 

19 

12 

12.625 

-0.6 

-4.7 

SOFTWARE  PUBG  CORP 

21 

10 

15.5 

0.0 

0.0 

STERUNG  SOFTWARE  INC 

9 

5 

8.5 

0.5 

6.3 

SUNGARD  DATA  SYS  INC 

24 

13 

21.75 

-1.0 

-4.4 

SYSTEMATICSINC 

40 

29 

35 

2.0 

6.1 

SYSTEM  CENTER  INC 

26 

15 

18.5 

0.1 

0.7 

SYS.SORINC 

30 

16 

27.75 

0.5 

1.8 

WORDSTAR 

3 

2 

1.688 

0.1 

3.9 

Semiconductors 


N 

ADV  MICRO  DEVICES  INC 

11 

7 

7.5 

-0.1 

-1.6 

N 

ANALOG  DEVICES  INC 

13 

8 

8.625 

0.4 

4.5 

0 

ANALOGIC  CORP 

11 

7 

9.5 

0.3 

2.7 

Q 

CHIPS  &  TECHNOLOGIES  INC 

26 

11 

18.25 

0.3 

1.4 

0 

INTEL  CORP 

35 

20 

34.75 

1.3 

3.7 

0 

MICRON  TECHNOLOGY  INC 

26 

10 

10.125 

0.0 

0.0 

N 

MOTOROLA  INC 

63 

37 

59 

1.4 

2.4 

N 

NATL  SEMICONDUCTOR 

10 

6 

7 

0.5 

7.7 

N 

TEXAS  INSTRS  INC 

47 

28 

36 

4.3 

13.4 

A 

WESTERN  DIGITAL  CORP 

15 

6 

8.25 

1.6 

24.5 

Peripherals 

0 

ALLOY  COMP 

3 

I 

1.5 

0.1 

9.1 

N 

AM  INTL  INC 

6 

5 

5.125 

-0.3 

-4.7 

0 

AST  RESH  INC 

11 

7 

10.875 

0.8 

7.4 

Q 

AUTO  TROL  TECH  CORP 

6 

4 

3.875 

0.1 

3.3 

0 

BANCTECINC 

20 

9 

15.125 

-0.5 

-3.2 

0 

CIPHER  DATA  PRODS  INC 

11 

4 

4.625 

-0.1 

-2.6 

A 

COGNITRONICSCORP 

8 

2 

5.875 

-0.3 

-4.1 

0 

CONNOR  PERIPHERALS 

16 

7 

12.25 

-0.9 

-6.7 

A 

DATAPRODUCTS  CORP 

18 

8 

8.375 

0.4 

4.7 

A 

DATARAMCORP 

12 

7 

9.75 

1.3 

14.7 

N 

EASTMAN  KODAK  CO 

52 

41 

41.75 

-0.3 

-0.6 

N 

EMCCORPMASS 

6 

3 

4 

0.1 

3.2 

Q 

EMULEXCORP 

12 

5 

6.625 

0.0 

0.0 

Q 

EVANS  &  SUTHERLAND 

25 

14 

23.75 

-1.0 

-4.0 

Q 

ICOTCORP 

3 

1 

1.375 

0.0 

0.0 

Q 

INTERLEAF  INC 

10 

5 

6.125 

0.1 

2.1 

Q 

IOMEGA  CORP 

5 

2 

3.313 

0.1 

1.9 

Q 

LEE  DATA  CORP 

4 

1 

1.625 

0.3 

18.2 

Q 

MASSTOR  SYS  CORP 

4 

2 

2.25 

-0.2 

-7.7 

Q 

MAXTOR  CORP 

12 

7 

9.5 

-0.1 

-1.3 

0 

MICROPOUSCORP 

9 

3 

3.625 

-0.4 

-9.4 

0 

MINISCRIBE  CORP 

9 

1 

0.875 

-0.1 

-6.7 

N 

MINNESOTA  MNG  &  MFG  CO 

80 

59 

76.125 

0.6 

0.8 

0 

PERSONAL  COMP  PRODUCTS 

INC 

6 

4 

4.375 

0.1 

2.9 

0 

PRIAM  CORP 

2 

0 

0.063 

0.0 

0.0 

Q 

PRINTRONIX  INC 

10 

7 

9.75 

-0.3 

-2.5 

N 

QMS  INC 

12 

7 

10.625 

-0.3 

-2.3 

Q 

QUANTUM  CORP 

17 

4 

10.625 

-0.4 

-3.4 

N 

RECOGNITION  EQUIP  INC 

13 

6 

7.125 

0.1 

1.8 

Q 

REXON  INC 

8 

6 

6.125 

0.1 

2.1 

Q 

SEAGATE  TECHNOLOGY 

16 

7 

13.875 

0.5 

3.7 

N 

STORAGE  TECH  CORP 

23 

9 

13.25 

0.9 

7.1 

Q 

TAN  DON  CORP 

1 

0 

0.813 

-0.2 

-18.7 

N 

TEKTRONIX  INC 

24 

16 

16.75 

-0.1 

-0.7 

Q 

TELEVIDEO  SYS  INC 

1 

0 

0.313 

-0.1 

-16.5 

N 

XEROX  CORP 

69 

54 

57.25 

0.0 

0.0 

Leasing  Companies 

Q 

AMPUCONINC 

115 

11 

11.5 

0.0 

0.0 

N 

CAPITAL  ASSOC  INTNL  INC 

9 

4 

4.375 

0.0 

0.0 

N 

COMDISCO  INC 

34 

19 

26.25 

1.5 

6.1 

0 

CONTINENTAL  INFO  SYS 

3 

0 

0.344 

0.0 

0.0 

Q 

LDI  CORPORATION 

18 

12 

17.25 

0.3 

1.5 

Q 

PHOENIX  AMERN  INC 

5 

3 

3.813 

0.1 

1.7 

0 

SELECTERMINC 

9 

5 

6.5 

0.0 

0.0 

EXCH;N  -  NEW  YORK;  A  -  AMERICAN  ;Q  -  NATIONAL 


Gobble  gobble 

T ech  i  n  vesto  rs  sidestep  stu ffi  ng, 
cut  loose  before  they  close  1989 

The  turkeys  came  out  a  little  bit  late  this 
year.  As  Thanksgiving  signaled  the  begin¬ 
ning  of  the  end  of  the  1980s,  investors  grew 
wary  of  holding  on  to  their  high-technology 
shares.  Technical  issues  generally  failed  to 
follow  the  upswing  of  the  Dow  Jones  indus¬ 
trial  average.  Unisys  Corp.  led  the  way  in  the 
wrong  direction,  closing  Thursday  at  14%, 
down  1  Vi  points. 

Lotus  Development  Corp.  fell  IV^  points 
to  29Vi,  and  Compaq  Computer  Corp.,  which 
two  weeks  ago  told  analysts  that  it  expected 
the  personal  computer  market  to  retain  its 
high-growth  rate,  slid  3V2  points  to  end  at 
90Vi. 

Digital  Equipment  Corp.  approached  its 
1989  low  of  84,  dropping  2%  points  to  close 
at  86%.  ffiM  finished  at  97%,  also  off  2% 
points.  Cray  Research,  Inc.  slid  IV2  points  to 
finish  at  31  Vi. 

Texas  Instruments,  Inc.  announced  cost¬ 
cutting  measures  two  weeks  ago,  including 
plans  to  lay  off  1,500  workers.  Investors 
appeared  to  approve  the  move;  TI  climbed 
IVi  points  to  end  at  36Vi.  Comshare,  Inc. 
added  2Vi  points  to  finish  at  351/2,  and 
Commodore  International  Ltd.  closed  at  8%, 
up  1/2  of  a  point. 

JOSEPH  J.  FATTON 
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Health  care  needs  IS  iinection 


BYJ.  A.  SAVAGE 

CW  STAFF 


Anyone  who  has  ever  been 
charged  $10  for  two  generic  as¬ 
pirin  in  a  hospital  knows  there 
are  serious  efficiency  and  cost- 
overrun  problems  in  the  health¬ 
care  industry.  A  simple  aspirin 
transaction  can  cost  hospital 
staff  20  pieces  of  paper  and  sev¬ 
eral  hours’  wait. 

However,  while  health-care 
costs  are  a  national  problem  and 
hospitals  are  saddled  with  declin¬ 
ing  revenues,  the  health-care  in¬ 
dustry  has  shown  little  interest 
in  applying  information  technol¬ 
ogy  for  relief. 

An  Ernst  &  Young  Account¬ 
ing  Firm  International  report  to 
the  U.S.  Health  and  Human  Ser¬ 
vices  Department  following  a 


committee  hearing  last  year 
said:  “Without  sophisticated 
means  to  process  [patient]  data, 
neither  the  nursing  profession 
nor  the  [health-care]  industry 
and  the  public  it  serves  are  likely 
to  achieve  all  the  benefits  of  con¬ 
temporary  health  care.  Nor  are 
hospitals  likely  to  fulfill  all  their 
potential  as  health-care  busi¬ 
nesses.” 

Mark  Gross,  national  director 
of  health  care  information  ser¬ 
vices  at  Ernst  &  Young  in  Cleve¬ 
land,  estimates  that  500-bed 
hospitals  spend  only  about  2.5% 
of  their  operating  budget  on  in¬ 
formation  systems  devoted  to 
patient  care.  “It’s  a  paradox; 
hospitals  are  an  information-in¬ 
tensive  business,  and  a  similar- 
size  manufacturing  plant  spends 
eight  to  15  times  more  money  on 


systems,”  Gross  said. 

Hospitals  that  have  imple¬ 
mented  patient-care  technology 
claim  they  can  offer  higher  quali¬ 
ty  care  for  less  money.  The  oth¬ 
er  benefits  they  cite  include  the 
following: 

•  Retaining  nurses  in  an  era  of 
nursing  shortages. 

•  Keeping  beds  occupied  in  com¬ 
petitive  regions. 

•  Accurately  enter¬ 
ing  doctors’  pre¬ 
scriptions  and  flag¬ 
ging  negative  drug 
interactions  and  al¬ 
lergies. 

•  Speeding  patient 
access  to  medicine, 
lab  tests  or  therapy. 

Because  it  costs 
less  to  practice  at 
computerized  hospi¬ 
tals,  doctors  say 
they  are  more  likely 
to  schedule  patients 
there. 

“In  an  average 
hospital,  one-third  of 
nursing  money  goes 
to  indirect  patient 
care  [paperwork],” 
said  David  Kimball, 
vice-president  of  in¬ 
formation  systems 
at  Pacific  Presby¬ 
terian  Medical  Cen¬ 
ter  in  San  Francisco.  “When 
you’re  looking  at  nursing  short¬ 
ages  and  expensive  resources, 
it’s  an  amazing  way  to  spend 
money.”  Kimball  is  betting  that  a 
new  patient-care  system  being 
installed  at  Pacific  Presbyterian 
will  make  the  hospital  more  at¬ 
tractive  to  physicians  and  help 
fill  beds. 

Nurses  agree  that  computer¬ 
ized  patient  care  moves  them 
“away  from  handling  papers  and 
back  to  the  bedside,”  said  Mari¬ 
lyn  Davis,  director  of  IS  systems 


at  El  Camino  Hospital  in  Moun¬ 
tain  View,  Calif.  Davis  was  head 
nurse  during  the  time  El  Ca- 
mino’s  patient-care  system  was 
installed. 

No  hard  statistics  exist  on 
how  many  hospitals  have  com¬ 
puterized  patient  care.  Accord¬ 
ing  to  the  American  Hospital  As¬ 
sociation,  there  are  2,091  U.S. 
hospitals  with  more  than  200 
beds.  But  the  largest  supplier  of 
hospital  systems  —  TDS 
Healthcare  Systems  Corp.  in  At¬ 
lanta  —  has  only  120  installa¬ 


tions,  according  to  Carol  Roma¬ 
no,  director  of  nursing  informa¬ 
tion  systems  and  quality 
assurance  at  the  National  Insti¬ 
tutes  of  Health  in  Bethesda,  Md. 

Ernst  &  Young  estimates 
there  are  fewer  than  10  full¬ 
blown  patient-care  systems  on 
the  market.  “The  industry  has  a 
crying  need  for  new  develop¬ 
ments,”  said  Sheldon  Domfest,  a 
Chicago-based  hospital  consul¬ 
tant. 

Patient-care  systems  tend  to 
be  the  last  place  hospitals  com¬ 


puterize,  because  they  can  func¬ 
tion  without  them.  The  Mayo 
Clinic  in  Rochester,  Minn.,  is 
currently  designing  new  infor¬ 
mation  systems,  but  a  patient- 
care  system  will  be  installed  only 
after  administration  and  ac¬ 
counting  systems  are  in  place  — 
sometime  in  the  late  1990s,  ac¬ 
cording  to  Walter  Menning, 
vice-chairman  of  information 
systems. 

The  federal  government  has 
shown  little  interest  in  pushing 
information  technology  onto  the 
hospital  floor,  de¬ 
spite  its  emphasis  on 
cost  reduction,  ac¬ 
cording  to  Richard 
Covert,  director  of 
health-care  informa¬ 
tion  and  manage¬ 
ment  systems  at  the 
American  Hospital 
Association  in  Chica¬ 
go.  Most  large  hos¬ 
pitals  have  comput¬ 
erized  billing  and 
payment  through 
Medicare  or  other 
federal  systems.  Lit¬ 
tle  incentive,  howev¬ 
er,  has  been  offered 
in  other  areas  such 
as  patient  care. 
“The  federal  gov¬ 
ernment  seems  to  be 
preoccupied  with 
payment,”  Covert 
said. 

Compounding  the 
lack  of  technology  choices  is  hos¬ 
pital  management  that  avoids  or 
does  not  understand  computers. 

“We  talked  with  CEOs  and 
found  they  were  less  than  fully 
familiar  with  what  technology 
can  do,”  said  Carolyn  Davis,  an 
Ernst  &  Young  analyst  who 
chaired  last  year’s  Health  and 
Human  Services  committee 
meeting. 

“CEOs  of  hospitals  have  not 
embraced  technology  to  any  de¬ 
gree  vis-a-vis  other  institu¬ 
tions,”  Gross  added. 


Paperweight 


Hospital  automation  gives  nurses  more  time  at  the 
bedside  and  less  at  a  desk. 

For  instance,  to  give  a  patient  a  painkiller,  a 
nurse  would  typically  transcribe  a  doctor’s  pre¬ 
scription  to  an  order  sheet,  have  it  taken  to  a  phar¬ 
macy  and  then  back  to  the  nurses’  station.  There,  the  nurse 
would  have  to  fill  out  more  paperwork  to  have  the  medication 
added  to  the  patient’s  history  and  cross-check  that  history  for 
drug  allergies  before  administering  the  drug.  With  an  automat¬ 
ed  system,  a  doctor  types  in  the  order  at  a  terminal,  where  the 
software  cross-checks  for  the  patient’s  drug  allergies  and  any 
potential  synergistic  problems  with  other  medications.  The  or¬ 
der  pops  up  on  the  pharmacist’s  terminal,  and  it  is  sent  to  the 
nurses’  station  for  direct  administration. 

El  Camino  Hospital  in  Mountain  View,  Calif.,  saves  about 
$20  per  patient  per  day  through  the  use  of  an  automated  sys¬ 
tem,  according  to  Chief  Executive  Officer  Neilson  Buchanan. 
For  a  500-bed  hospital,  that  totals  $10,000  per  day.  El  Camino, 
the  oldest  computerized  hospital  in  the  country,  has  used  a 
TDS  Healthcare  Systems  Corp.  system  for  17  years. 

J.A.  SAVAGE 


El  Camino’s  Davis  at  nurses’  station 


Stardent  takes  a  swing 
at  midrange  market 


BY  JAMES  DALY 

CW  STAFF 


SUNNYVALE,  Calif.  —  The 
first  fruits  of  the  Stellar  Comput¬ 
er,  Inc.  and  Ardent  Computer 
Corp.  merger  ripened  last  week 
with  the  rollout  of  a  machine  that 
looks  to  grab  new  markets  by 
shifting  the  combined  company’s 
focus  upward  from  the  desktop 
to  the  midrange. 

Stardent  Computer,  Inc.’s 
3000  series  graphics  supercom¬ 
puter,  when  fully  configured 
with  four  32-MHz  Mips  Comput¬ 
er  Systems,  Inc.  chips,  can  pro¬ 
cess  up  to  192  million  floating¬ 
point  operations  per  second, 
which  squares  it  off  against  the 
Convex  Computer  Corp.  C2  and 


Digital  Equipment  Corp.  VAX 
9000  lines. 

“The  end  of  the  VAX  is  in 
sight;  they’ve  given  it  their  best 
shot,  and  it  just  ain’t  good 
enough,”  claimed  Gordon  Bell, 
Stardent’s  chief  scientist.  As  a 
researcher  at  DEC,  Bell  was  one 
of  the  principal  designers  of  the 
VAX  architecture. 

Stardent  officials  said  they  in¬ 
tend  to  go  beyond  the  scientific 
market  they  have  targeted  in  the 
past  and  aggressively  pursue 
customers  in  commercial  sec¬ 
tors  such  as  medical  imaging. 

While  the  phenomenal  graph¬ 
ics  and  muscular  processing 
power  of  the  Stellar  and  Ardent 
lines  made  them  a  hit  in  the  engi¬ 
neering  and  scientific  worlds,  a 


lack  of  wide-ranging  software 
and  high  price  tags  stemmed  in¬ 
roads  into  the  commercial  sec¬ 
tor. 

The  3000  series,  which  was 
first  sketched  out  on  Ardent’s 
drawing  board  18  months  before 
the  merger  was  completed  in  Oc¬ 
tober,  attempts  to  patch  up  part 
of  that  problem  with  entry-level 
models  that  begin  at  $89,000. 
Similar  Convex  and  DEC  ma¬ 
chines  top  $500,000,  Stardent 
officials  said. 

No  easy  task 

While  analysts  said  the  re¬ 
focusing  could  succeed,  it  will  be 
a  tough  sell.  “Anytime  you  take 
what  has  been  perceived  as  a 
specialty  tool  and  place  it  head- 
to-head  with  entrenched  com¬ 
petitors,  you’re  talking  about  a 
very  complex  task,”  said  Sandy 
Gant,  an  analyst  at  Santa  Clara, 
Calif. -based  Infocorp. 

Stardent  officials  said  future 
models  will  emphasize  the  re¬ 


Stardent’s  3000  series  a  tough  sell? 


spective  strong  points  of  both 
the  Stellar  and  Ardent  products. 
Stellar’s  proprietary  computa¬ 
tional  engine  will  be  phased  out 
in  favor  of  the  Mips  chip,  but 
Stellar’s  edge  in  its  ability  to  de¬ 
sign  high-bandwidth  parallel/ 
vector  architectures  will  be 
maintained. 


The  Stardent  3000  is  also  the 
first  machine  to  use  the  32-MHz 
R3000  Mips  chip  set,  which  in¬ 
cludes  a  reduced  instruction  set 
computing  processor  and  float¬ 
ing-point  processor  that  togeth¬ 
er  provide  performance  of  up  to 
32  million  instructions  per  sec¬ 
ond. 
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An  uncertain  future  together 

After  years  of  bitter  battles,  can  MSA  and  M&D  work  as  one  company? 


More  human 

The  merger  will  give  MSA  and  McCormack  &  Dodge  a  sizable  chunk  of  the 
human  resource  application  market 


ANALYSIS 


BYNELLMARGOLIS 

CW  STAFF 

Can  Management  Science 
America,  Inc.  (MSA)  and  Mc¬ 
Cormack  &  Dodge  Corp.,  bitter 
competitors  in  mainframe  appli¬ 
cations  software, 

easily  glide  from  acri¬ 
mony  into  sweet  har¬ 
mony? 

“No  way,”  said  an 
executive  at  an  appli¬ 
cations  software 

company  that  com¬ 
petes  with  both  MSA 
and  M&D.  “These 
companies  have  been 
taught  to  hate  each  other,  to 
fight  at  every  turn.  Now,  they’re 
supposed  to  embrace  and  turn 
into  co-developers?” 

That  may  just  be  wishful 
thinking.  Moreover,  in  the  wake 
of  The  Dun  &  Bradstreet  Corp.’s 


bid  to  buy  MSA  and  combine  it 
with  its  own  M&D  division,  not 
all  observers  believe  the  compa¬ 
nies  are  incompatible. 

M&D  President  Frank  Dodge 
and  MSA  Chairman  John  Imlay 
“have  worked  together  for 
Adapso;  they  can  learn  to  work 
together  for  D&B,”  said  Pruden- 
tial-Bache  Research 
analyst  Charles  E. 
Taylor  Jr.  Imlay  is 
slated  to  be  chairman 
of  the  new  combined 
company;  Dodge  will 
serve  as  vice-chair¬ 
man. 

_  Nevertheless,  al- 

John  Imlay  though  Taylor’s  view 
was  shared  by  many, 
several  industry  executives  said 
the  extent  of  the  reciprocal  bit¬ 
terness  inculcated  in  the  corpo¬ 
rate  cultures  of  MSA  and  M&D 
should  not  be  underestimated. 

“It  was  horrible,”  said  Inter¬ 
leaf  Systems,  Inc.  Chief  Execu- 


Justice 
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automated  and  manual  criminal- 
history  systems  at  the  federal 
and  state  levels,  and  many  of  the 
automated  systems  show  arrests 
but  not  convictions  or  other  final 
dispositions.  The  task  force  esti¬ 
mated  that  only  40%  to  60%  of 
conviction  records  are  automat¬ 
ed. 

“The  lack  of  readily  accessi¬ 
ble  conviction  records  is  the 
greatest  obstacle  to  an  immedi¬ 
ate  and  accurate  felon  identifica¬ 
tion  system,”  Thornburgh  said. 

The  eventual  goal  is  to  have 
local  firearms  dealers  place  a 
telephone  call  to  a  state  police  of¬ 
ficial,  who  would  then  use  a  com¬ 
puter  terminal  to  find  out  if  the 
intended  purchaser  has  a  crimi¬ 
nal  record  in  the  national  data¬ 
base.  If  a  felony  record  exists, 
the  sale  could  not  go  through. 

Unhappy 

However,  Thornburgh’s  deci¬ 
sion  did  not  please  the  interest 
group  Handgun  Control,  Inc., 
because  the  screening  system 
will  not  be  implemented  until 
some  indefinite  time  in  the  fu¬ 


ture.  In  the  meantime.  Congress 
should  enact  legislation  setting  a 
seven-day  waiting  period  before 
purchase  of  a  handgun,  the 
group  said  in  a  statement. 

Creation  of  a  felon  identifica¬ 
tion  system  was  mandated  by 
the  Anti-Drug  Abuse  Act  of 
1988  in  an  amendment  that  was 
supported  by  the  National  Rifle 
Association  (NRA)  as  an  alterna¬ 
tive  to  a  waiting  period. 

The  NRA  supported  Thorn¬ 
burgh’s  conclusions  and  said  that 
the  first  order  of  business  is  to 
solve  record-keeping  problems. 
With  existing  systems,  “check¬ 
ing  for  felons  at  the  point  of  pur¬ 
chase  is  as  accurate  as  a  coin 
toss,”  said  a  statement  by  James 
Jay  Baker,  director  of  federal  af¬ 
fairs  at  the  NRA. 

The  point-of-sale  system  se¬ 
lected  by  Thornburgh  is  estimat¬ 
ed  to  cost  up  to  $44  million  to  de¬ 
velop  and  up  to  $70  million  a 
year  to  operate.  The  attorney 
general  chose  the  least  costly  of 
the  technical  options  offered  by 
the  Task  Force  on  Felon  Identifi¬ 
cation  in  Firearm  Sales,  which 
also  considered  preapproval  sys¬ 
tems  using  smart  cards,  finger¬ 
print  scanning  and  biometric 
scanning. 


tive  Officer  Robert  K.  Weiler, 
who  headed  up  M&D’s  sales  and 
marketing  effort  during  the  mid- 
1980s,  when  the  rivalry  was  at 
its  peak.  “All  we  thought  about, 
all  day,  every  day,  was  MSA: 
What  are  they  doing?  How  can 
we  beat  them?  We  didn’t  have  a 
meeting  at  which  they  were  not 
mentioned.” 

It  didn’t  stop  at  talk,  said  a 
former  M&D  employee.  He  de¬ 
scribed  not  just  ferocious  sales 
competition  but  extensive  ad  ho- 
minem  advertising  and  a  panoply 
of  dirty  tricks.  Because  of 
M&D’s  intervention,  he  said, 
MSA  salespeople  arrived  in  cit¬ 
ies  only  to  find  their  hotel  reser¬ 
vations  mysteriously  canceled  or 
arrived  at  airports  to 
learn  that  their 
names  had  been  re¬ 
moved  from  flight 
manifests. 

Ross  Systems, 

Inc.  Chairman  and 
CEO  Dennis  Vohs, 
who  was  executive 
vice-president  of 
MSA  during  the 
height  of  the  MSA/ 

M&D  wars,  declined  Frank 
to  go  into  details. 

However,  he  noted,  “I’m  sure 
that  anything  M&D  did  to  MSA, 
MSA  did  to  M&D.  I  don’t  want 
to  soft-pedal  it.” 

Is  this  a  prospectus  for  part¬ 
nership? 

“Yes,”  Weiler  said.  “I  believe 
it  can  be.  Both  of  the  companies 
have  matured.”  More  impor¬ 
tantly,  perhaps,  he  added,  so  has 
their  target  market:  “Main¬ 
frame  market  consolidation 
makes  strange  bedfellows.” 

What  may  be  irreconcilable, 
many  observers  noted,  are  con- 
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flicts  between  the  virtually  anti¬ 
septic  game  plan  for  this  consoli¬ 
dation  and  the  grittier  realities  of 
the  game  highlighted  by  recent 
merger  experiences. 

D&B,  M&D  and  MSA  execu¬ 
tives  repeatedly  stated  that  all 
product  lines  from  both  compa¬ 
nies  would  be  maintained,  sup¬ 
ported  and  en¬ 
hanced.  Not  only  do 
they  intend  to  retain 
both  MSA’s  Atlanta 
headquarters  and 
M&D’s  headquar¬ 
ters  in  Natick, 
Mass.,  but  Dodge 
and  Imlay  will  con¬ 
tinue  as  presidents 
of  their  respective 

_  units  within  D&B’s 

Dodge  software  division. 

“What  I  can’t  buy 
is  how  a  company  like  D&B  can 
buy  two  companies,  fully  support 
all  of  their  [respective]  product 
lines,  which  overlap  almost  com¬ 
pletely,  and  not  lay  anybody  off,” 
said  Cognos,  Inc.  Vice-President 
Jeffrey  Papows,  a  veteran  of 
both  the  mainframe  application 
software  market  and  of  major  ac¬ 
quisitions.  “It  doesn’t  take  a 
rocket  scientist  to  know  that  it 
can’t  be  done.” 

What’s  more,  he  said,  “Even 
if  they  could  do  it,  why  would 
they?  Why  maintain  two  head¬ 


quarters?  Why  redundancy  right 
down  the  line?” 

“D&B  can’t  just  take  two 
companies  and  let  all  the  syner¬ 
gies  dribble  away,”  Weiler  said. 
“If  there  aren’t  location  shut¬ 
downs  and  mega-layoffs  in  this 
deal,  then  D&B  isn’t  being  re¬ 
sponsible  to  investors  or  users.” 

Software  company  execu¬ 
tives,  who  stand  to  gain  from  any 
slip  on  the  parts  of  MSA  and 
M&D,  are  less  than  disinter¬ 
ested  observers.  However,  their 
concerns  with  regard  to  the  up¬ 
coming  merger  last  week  are 
mirrored  in  more  objective  quar¬ 
ters. 

As  acquisitions  and  mergers 
continue  to  explode  across  the 
industry  landscape,  said  Merrill 
Lynch  Research/U.S.  analyst 
Stephen  McClellan,  users  are 
not  becoming  inured.  Rather, 
they  are  growing  increasingly 
skittish  in  the  wake  of  each 
successive  big  deal. 

“They  see  the  pattern:  No¬ 
body’s  safe,”  McClellan  said. 
“They  don’t  know  what  to  be¬ 
lieve  and  what  not  to  believe. 
What  they  do  know  is  that  there 
will  be  a  period  of  change  and  un¬ 
certainty.”  Thus,  he  said,  “Cus¬ 
tomers  are  slowing  down,  back¬ 
ing  up.  Their  hesitancy  might 
not  be  all  that  sweeping,  or  all 
that  deep,  but  it’s  there.” 


Merger 
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and  personnel  do  not  differ 
greatly.  “There  are  some  differ¬ 
entiating  features,  but  more  and 
more  it’s  becoming  a  price-ori¬ 
ented  market,”  Lester  ex¬ 
plained. 

Most  accounting  and  person¬ 
nel  applications  are  “pretty  plain 
vanilla,”  said  Michael  Jones,  di- 
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rector  of  information  and  com¬ 
munications  systems  at  Knight- 
Ridder,  Inc.  “There  are  any 
number  that  would  meet  our 
needs,  but  for  internal  efficiency, 
we  have  standardized  on  one  or 
two.” 

It  seems  that  users  hardly 
blink  anymore  when  one  of  their 
software  suppliers  is  gobbled  up. 
By  now,  most  have  lived  through 
an  acquisition  situation,  whether 
involving  their  software  supplier 
or  their  own  companies. 

Frequently,  however,  these 
experiences  have  led  to  a  wary 
attitude  toward  small  compa¬ 
nies,  often  perceived  as  vulnera¬ 
ble.  “I  tend  to  be  hesitant  about 
doing  business  with  a  smaU  com¬ 
pany,”  said  Wallace  Louder, 
vice-president  of  information 
systems  at  Safety  Kleen  Corp.  in 
Elgin,  Ill. 

However,  while  some  users 
seek  safety  in  large  suppliers, 
others  still  prefer  the  smaller, 
entrepreneurial  types.  “I  have 
not  been  comfortable  with  large 


companies.  They  tend  to  lose  a 
little  creativity,”  said  Matsey,  a 
customer  of  Walker  Interactive 
Systems,  a  maker  of  accounting 
software. 

“Big  isn’t  necessarily  bet¬ 
ter,”  Jones  agreed.  “We  evalu¬ 
ate  a  company  on  its  individual 
stability,  whether  small  or 
large.”  For  Knight-Ridder’s 
Hewlett-Packard  Co.  systems, 
Collier-Jackson’s  accounting 
software  fits  the  bill.  Collier- 
Jackson  was  acquired  by  Com- 
puserv,  Inc.,  but  according  to 
Jones,  that  deal  brought  even 
more  stability  to  the  company. 

In  addition  to  The  Dun  and 
Bradstreet  Corp.  acquisition  of 
MSA,  several  deals  were  struck 
in  the  applications  software  mar¬ 
ket  over  the  past  several 
months,  including  the  merger  of 
Data  Design  Associates  and  In¬ 
tegral  Systems,  Inc.;  Ross  Sys¬ 
tems’  acquisition  of  Cardinal 
Data  Corp.;  and  CA’s  buyout  of 
Cullinet  Software,  Inc.’s  sys¬ 
tems  and  applications  software. 
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TRENDS 


OVERVIEW 


Integrated  Services  Digital  Network  is  slowly  making  its  way  into 
the  real  world.  In  a  survey  of  4,500  U.S.  sites  conducted  by 
Computer  Intelligence,  only  23  had  installed  ISDN,  but  184 
indicated  that  it  is  on  their  list  of  things  to  do. 


The  sites  planning  ISDN  were  spread 
among  several  industries,  with  the  greatest 
interest  being  in  discrete  manufacturing. 


Process  Discrete 

manufacturing  manufacturing 

13%  24% 


Medical/ 
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Among  the  sites  planning  ISDN,  AT&T 
dominated  the  PBX  installations  with  35%. 
Centrex  is  in  use  at  1 7%  of  the  sites. 
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Although  1 5  of  the  sites  with  ISDN  installed  use  Basic  Rate  Interface,  80 
of  those  planning  ISDN  moves  intend  to  install  Primary  Rate  Interface  lines. 


SOURCE:  COMPUTER  INTELLIGENCE.  LA  JOLLA.  CAUF. 

CW  CHART:  TOM  MONAHAN 


NEXT  WEEK 


Service  quality  is  gos-  ► 
pel  at  Florida  Power  & 
Light  Co.,  the  first  U.S. 
winner  of  Japan’s  coveted 
Deming  Prize  for  corpo¬ 
rate  quality.  Because  exec¬ 
utives  such  as  Jack 
Gomm  base  most  deci¬ 
sions  on  quantified  quality 
indicators,  information  sys¬ 
tems  serves  as  the  back¬ 
bone  of  the  firm’s  quality 
efforts.  In  Depth  takes  a 
look  at  this  IS  leader. 


GARYS.ROSENFELD 


OS/2  is  still  an  operat¬ 
ing  system  in  search  of 
applications;  however,  re¬ 
cent  developments  seem  to 
have  at  least  cleared  the 
path  for  delivery  of  soft¬ 
ware  supplies  in  the  sec¬ 
ond  half  of  1990. 

Product  Spotlight  de¬ 
scribes  current  choices,  ex¬ 
plains  what  has  been  im¬ 
peding  progress  and  takes 
a  peek  into  the  software 
pipeline. 


INSIDE  LINES 

All  in  the  genes? 

About  30  years  before  Robert  T.  Morris  Jr.  was  charged  with 
being  the  alleged  progenitor  of  the  worm  that  shut  down  Inter¬ 
net  last  year,  Robert  T.  Morris  Sr.  was  among  the  first  pro¬ 
grammers  to  actually  concoct  a  virus.  Morris  Sr.,  along  with 
H.  Douglas  Mcllroy  and  Victor  Vysottsky,  all  young  comput¬ 
er  scientists  at  AT&T’s  Bell  Laboratories,  invented  "Core 
Wars,’’  a  game  that  pitted  self-replicating  programs  called 
"organisms”  against  one  another.  The  winner  was  the  player 
whose  program  replicated  abundantly  and  consumed  the  oth¬ 
er  player’s  program  and  its  offshoots. 

Crying  wolf 

It  seems  some  people  have  it  in  for  Allan  Loren,  president  of 
Apple  Computer’s  Apple  USA  division.  Rumors  that  Loren 
may  get  pruned  from  the  Apple  executive  tree  or  moved  to  a 
lower  branch  continue  to  be  whispered  on  both  coasts.  The 
evidence?  His  office  has  been  moved  from  the  "executive 
row”  in  Apple’s  DeAnza  building  to  the  City  Center  building  in 
Cupertino,  Calif.  A  company  spokeswoman  vehemently  de¬ 
nied  the  rumors,  saying  Loren  wants  to  be  with  the  people  who 
report  to  him  but  that  he  still  maintains  an  office  in  DeAnza. 

An  objective  expert 

Some  major  players  are  getting  a  few  of  their  network  man¬ 
agement  problems  solved  by  tiny  start-up  Objective  Systems 
Integrators.  The  firm’s  founders  left  another  small  network 
management  firm,  Telwatch,  to  produce  an  expert  system  for 
network  fault  management  called  Netexpert.  The  package  is 
showing  up  in  interesting  places,  such  as  American  Express 
and  Nynex’s  soon-to-be-announced  management  platform. 

"We  are  under  nondisclosure  to  a  lot  of  telcos,  computer  manu¬ 
facturers  and  Tl  mux  vendors  who  don’t  want  people  to  know 
our  software  is  embedded  in  their  systems,”  says  Objective 
Systems  co-founder  Dick  Vento.  The  company  is  also  work¬ 
ing  on  a  "super  Netview/PC,”  a  Unix-bas^  system  that  will 
handle  more  devices  and  can  be  operated  by  a  nontelecom¬ 
munications  expert,  Vento  said. 

Just  read  the  label 

Unix,  long  faulted  as  one  of  the  least  secure  operating  sys¬ 
tems  around,  is  actually  quite  secure,  provided  it  is  used  "ac¬ 
cording  to  the  instructions  on  the  label,”  said  H.  Douglas 
Mcllroy,  now  a  top  computer  scientist  and  Unbc  guru  at  Bell 
Labs.  "Security  is  loose  because  of  administrative  errors  and 
lack  of  vendor  documentation,”  Mcllroy  said.  "Unix  stacks  up 
at  least  as  well  as  its  competitors  and  better  than  some  of  the 
bigger-name  ones.” 

International ...  to  a  point 

IBM  executives  were  reported  to  be  uneasy  at  the  prospect  of 
Perkin-Elmer  Corp.’s  semiconductor  tools  operations  being 
sold  to  the  Japanese.  IBM,  a  user  of  Perkin-Elmer  equipment 
for  20  years,  recently  installed  a  key  Perkin-Elmer  "stepper” 
called  Tool  X  for  use  at  its  Burlington,  Vt.,  chip  factory.  Per¬ 
kin-Elmer  confirmed  that  its  two  semiconductor  operations 
are  still  on  the  block  as  part  of  a  downsizing  scheme  an¬ 
nounced  last  April. 

Get  out  yoiu"  notebooks 

Busy  week  next  week  for  micro  software  vendors:  Lotus  will 
roll  out  Notes,  along  with  several  strategic  alliances,  while  Bor¬ 
land  is  expected  to  introduce  its  Paradox  engine  and  detail  its  ^ 

strategy  for  open  systems.  Novell  is  also  making  a  database  \ 

annoimcement.  ’ 

These  guys  use  a  database?  At  least  one  Computerworld  re-  i 

porter  got  a  neatly  typed  letter  recently  from  Ingres,  formerly  ) 

known  as  Relational  Technology.  Everything  was  hunky- 
dory:  the  writer’s  proper  name,  title  and  address  —  down  to 
the  9-digit  ZIP  code.  Then  came  the  salutation:  Dear  Shirley. 

Oops:  There  are  no  Shirleys  here.  Well,  that  was  forgivable. 

But  the  line  that  read  “Please  include  the  related  announce¬ 
ment  in  the  appropriate  issue  of  the  New  York  Daily  News  ” 
wasn ’t.  Shirley  you  jest.  We’re  storing  up  bloopers  for  the  end 
oftheyear,  socall  them  in  to  News  Editor  Pete  Bartolik  at  WO- 
343-6474,  ’cause  it’s  almost  here. 
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‘I  suppose,  Dorftnan,  in  its  broadest  sense, 
you  could  call  this  networking!' 


How’re  you  going  to  do  it? 


Information  that  eoes  flying  around  the  office,  but  is  out  of  reach  when 
you  need  it,  can  t  help  you  compete.  An  IBM  Personal  System/2®  that  lets 
you  network  effortlessly  can. 

The  IBM  PS/2:  Unbeatable  Networking  Tool. 

A  liigh-performance  PS/2®  can  act  as  a  network  server  or  a  gateway  to 
a  host,  in  either  a  DOS  or  OS/2®  environment.  With  a  PS/2,  you  can 
connect  the  personal  computers  you  already  have  to  an  IBM  Token- 
Ring  or  PC  Network,  and  share  information  and  resources  with 
incredible  power  and  speed.  The  PS/2  s  Micro  Channer 
architecture  was  designed  to  make  the  most  of  OS/2  s 
full-function  multitasking.  It  enables  your  PS/2  to  act  as 
a  server  while  also  running  your  worl<station  or  PC 

applications.  That  s  when  the  cost  benefits  of  your  PS/2  _ 

really  add  up.  And  Micro  Channels  advanced  interrupt  handling 
capability  lets  you  run  multiple  programs  with  incredible  reliability. 

So  the  PS/2  is  ideal  to  meet  the  demands  of  the  busiest  network, 
even  during  peak-load  conditions.  The  bottom  line  is  this: 
networking  with  an  IBM  PS/2  can  help  your  productivity  soar. 

The  Solution  Is  IBM.  If  you  want  advanced  technology 
you  (“an  start  with  and  stay  with,  the  PS/2  with  Micro  Channel 
and  OS/2  on  a  network  are  for  you.  See  your  IBM  Authorized 
Dealer  or  IBM  marketing  representative  for  all  the  details.  For  a 
dealer  near  you,  call  1  800  IBM-2468,  ext.  182. 

-  - 


i  with 

PS/2  it! 


IBM.  Personal  System/2,  PS/2  arxl  OS/2  are  registered  trademarks  and  Mwro  Channel  ts  a  trademark  of  International  Business  Machines  Corporation.  ©1969  IBM  Corp. 


Some  of  our  best  ideas  come  out  of  the  blue. 


IBM  has  spoken. 

And  what  they've  said  can  be  sumnnarized  in  three  simple  but  highly  important  letters: 
SAA  (Systems  Application  Architecture). 

SAA  is  a  set  of  standards  that  finally  allows  for  integration  of  computer  systems. 

And  as  IBM  goes,  so  goes  MSA.  Therefore  we  are  proud  to  be  the  first  major  software 
company  committed  to  delivering  the  most  extensive  line  of  SAA-compliant  software  in  the 
industry.  BrightView'""  applications  software  already  complies  with  SAA's  most  advanced  com¬ 
ponent,  Common  User  Access. 

By  harnessing  the  power  of  cooperative  processing,  BrightView  allows  intelligent  work 
stations  to  be  something  they  never  truly  were  before:  intelligent.  It  does  this  by  unleashing  the 
power  and  potential  within  the  work  station,  freeing  you  from  dependence  on  valuable  main¬ 
frame  time,  and  dramatically  increasing  the  efficiency  of  all  application  users. 

This  efficiency  is  further  heightened  by  BrightView's  CUA  compliance,  which  yields  a 
friendly,  consistent  look  and  feel  to  work  stations,  maximizing  your  investment  in  personnel  and 
hardware.  All  of  which  makes  it  a  rather  brilliant  idea  to  call  Robert  Carpenter  at  404-239-2000. 

IBM  believes  SAA  is  the  future.  We  recommend  our  software  to  — 

anyone  intending  to  spend  some  time  there. 

©  1989  Monagement  Science  Amenco.  Inc. 
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